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Dealer Delegations 
Stir Up Action on 


[. S. Legislation 


Bonus Bill in House; 
Senate Committee 
Due to Move Soon 


By William Uliman 
Washington Bureau Chief 
TASHINGTON.—The dealer del- 
egations that descended on 
ol Hill during the NADA con- 
tion here managed to breathe 
life into territory security. 
_ No sooner had the dealers left 
town that Rep. Oren Harris, Ar- 
kansas Democrat, introduced an 
auto retailing “area of responsi- 
bility” bill in the House. 
The Harris bill is identical to the 
bill introduced in the Senate 
year by Senator A. S. Mike 
nroney, Oklahoma Democrat 
d chairman of the auto market- 
subcommittee. 
This is the measure which would 
d a retailer, via an extra dis- 
unt, rebate or allowance, for sell- 
cars in his prescribed back 
Senator Monroney preferred 
sort of legislation to the “pen- 
ty” bill backed by NADA, 
+ * . 


IS understood that Harris, who 
is chairman of the House Inter- 
tate and Foreign Commerce Com- 
tee, discussed the variations on 
territory security theme with 
nroney before deciding to in- 
uce a companion bill to the 
tor’s Own measure. Discussion 
owed round after round of deal- 
calls on House members during 
five-day conclave here. 

The Harris bill is the first ter- 
security measure to be of- 
in the House this session. 

Car retailers also took pains to 

visit members of the Senate Inter- 

state and Foreign Commerce Com- 

mittee and to make known their 
on area protection. 

The full committee presently is 

lying the only two versions of 
territory security bills still alive in 
Congress: The Monroney bonus bill 
nd the NADA-sponsored “penalty” 
Measure, introduced by Senator 
Andrew F. Schoeppel, Kansas Re- 

publican. 

” + * 


IS believed that favorable ac- 
tion by the Senate Interstate and 
Foreign Commerce Committee may 
be only days away. Best bet for 
approval is the bonus bill, although 
the language of the Schoeppel bill 
may be substituted for the Mon- 
Toney bill in certain places. 

When action occurs, senators will 
be talking about “areas of respon- 
sibility,” rather than “territory se- 
curity,” which has an unpleasant 
sound to many lawmakers sensitive 
to its antitrust implications. 

Senate committee ap- 
proves the bonus bill, however, 
dealers should be careful not to 
congratulate themselves prema- 
turely. Odds still are against pass- 
age of the bill by both the House 
and Senate this session. 

For one thing, the national po- 
litical conventions will force this 
Congress to adjourn early. Also, 
this is not a Congress likely to pass 
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New passenger-car registrations 
for 11 months, plus 14 states for 
December: \ 
1959 
Pos. 

1—1,359,010 
2—1,355,723 
3— 365,432 
4— 364,916 
5— 344,007 
6— 336,684 
I— 232,759 
8— 151,199 
9— 146,314 
129,594 
123,141 
59,723 
40,497 
39,282 
26,034 


1 
Poy. 
922,033— 

1,119,160— 1 
364,995— 3 
203,270— 6 
274,386— 4 
166,069— 7 
235,341— 5 
126,309— 8 
124,322— 9 
110,094—10 
39,593—13 
54,826—11 
44,870—12 
34,728—14 
24,108 —15 
17,134 13,533—16 

567,513 352,259 

Total All Makes 
5,658,962 4,209,896 
Further details on Page 59. 


Make 
Ford 
Chev. 
Plym. 
Pontiac 
Olds, 
Rambler 
Buick 


12— 
13— 
14— 
15— 
16— 


By Robert M. Lienert 
Associate Editor 

= used-car market isn’t dead 

after all. A faint pulse was de- 
tected last week by industry prac- 
titioners, who for several months 
had been wondering what to do 
with the carcass. 

Hopeful symptoms included 
signs of stirring in the retail mar- 
ket, a mild fever at the wholesale 
level and a cheering reduction of 
inventories. 

In a few cases, there was even a 
slight flush of profit. 

Some of the optimists believed 
that warm weather and sunshine is 
about all that is needed to make 
the recovery complete. 

* * 


Acruarss, the situation is still 
spotty, with conditions varying 
from area to area and from dealer 
to dealer. But even this is an im- 
provement over recent weeks. 

Nearly two-thirds of dealers 
discussing used cars with Auto- 
motive News said that the market 
is beginning to show some signs 
of improvement. 

Areas where most gains have been 
reported include smaller cities in 
the Midwest and the Great Plains. 
Some Southern markets also re- 
ported improvement. 

One dealer who said the market 
was livening up admitted volume 
was still down, but said he was talk- 
ing about profit. 

* + x 

VEN in areas where better used- 
car sales are reported, dealers 
say that late-model heavies remain 
sticky. For the first time, a few 
dealers are willing to admit that 
the new compacts may be depress- 

ing such units. 

Two dealers said compacts are 
“undoubtedly” cutting into the 
sale of late-model used cars and 
predicted that they will hurt even 
more as time goes on. 

A dealer reporting his used-car 


@ny bill which lacks the power to/|lot still dormant said, “Prices are 
@ttract votes next November.! dropping and buyers are shoppers, 
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What service clinics 


showed, Page 82. 


Imports vs. exports, Page 3. 
Sales Testing the Rambler American, Page 60. 
New blast at COD billing, Page 12. 
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Dealers Are ndisturbed 


By Maynard M. Gordon 
News Editor 


ISING 38 percent in January, 

domestic new-car inventories 

dached an estimated 775,324 units 
ba 

is was an increase of 213,966 

models. Much of the January 

p would have occurred earlier 

t the steel strike intervened. 


inventpries of foreign cars to a 


red ink because of the! 
d the need to recon-! 
“traded for in yester-| 
* *~ * 
T THE wholesale level, averagé 
prices turned upward last we 


for the first/time in a month. Ayer 
(Continu¢d on Page 4, Col. 1) | } 


NADAers Sight 


price drop 
dition units 
day’s marke 


} 


costs. 

The Atlanta veteran, who handles 
10 major import makes, id that 
the Big Three compacts/will keep 
import-car sales fro faching 800,- 
000 units this year. A 650,000 mar- 
ket, he noted, will exceed last year 
by about 10 percent and take 9% 
percent of the indicated 1960 U. S. 
market. 

* & oa 
pour text of Downing’s report 
follows: 

It is now clear that we in America 
have entered a new era in auto- 
motive history —the emergence of 
the economy car as an important 
factor in the automotive field. 

The introduction of the so- 
called compacts by American 
ies has met with consider- 

able success in terms of their ac- 
ceptance by the American public. 

The success these cars are enjoy- 

ing will have {, very definite effect 

on the sales of imports during 

1960. 

In addition t» the introduction of 
the Big Three American compacts, 
there are oth«r important factors 
that will influ.nce the gale of im- 
ports in the y ar ahead, Some will 

(Continued «n Page 64, Col, 1) 


peak of 71,090, according to Auto- 

otive Neys estimates. 

At seasgnally slow selling rates, 

e Feb.A stockpiles amounted to a 
[B-day Supply for domestics and a 
52-day supply for imports. Domes- 
fics Were in a 46-day supply and 
mpprts a 35-day supply a month 
before. 

* * + 
THOUGH both domestic and 
imported stockpiles were cer- 
tain of advancing, possibly to a 
combined total in excess of one mil- 
lion} by March 1, dealers reflected 
a minimum of agitation. 

“These compacts and economy 
serig¢s have been such an incentive 
to the market,” said a Pennsylvania 
Chevrolet dealer, “that I'll have to 
See ja stretch of spring before de- 
ciding whether we're overloaded 
with cars or not.” 

‘Sure, I’m overloaded,” com- 
mented a Cincinnati Plymouth 
dealer, “but I did it on purpose, 
sé I’d have them on hand.” 

An Indiana Lark dealer predicted 
yrisk spring sales, “though it’s go- 

g to take about 50 percent harder 
Selling than it did a year ago.” 

* x * 

HE Feb. 1 inventory, falling 

within 25,000 domestics of the 
800,000 level, exceeded the compar- 
able month’s count in 1959, which 
was 666,725, by 16 percent. But Feb- 
ruary stockpiles in 1956 and 1958 
exceeded the 1960 total. 

In 1956, February stocks hit an 
alltime high for the month of 870,- 
399. Import inventories were negli- 
gible then. The total for Feb. 1, 
1958, was 779,103, with imports add- 
ing another 20,000 cars. 

Continuation of the current in- 
ventory advance will give 1960 a 
new inventory peak, surpassing 
the 976,390 domestics stocked by 
dealers last Aug. 1. Imports sent 
last summer’s combined supply 
well past the one million mark. 

A small pickup in the sales rate 
in the final 10 days of January was 


{ 


proving a mild comfort to Detroit 
executives last week. 

According to industry-circulated 
data, dealer deliveries rose from 
163,591 domestic cars in January’s 
middle 10-day period to 173,019 in 
the final third, up 5.8 percent. The 
month’s total was estimated at 452,- 
000 domestics, to which imports 
added an estimated 44,000. 

* + +. 


— was no denying, however, 
that sales had a long way to go 
before touching the 6%-million an- 
nual rate forecast during model- 
introduction and in year-end state- 
ments. 

Moreover, many imports also 
have lagged below sales expecta- 
tions, accounting for the surfeit of 
inventories at dockside and in deal- 
er possession. One captive make— 
Simca—launched a sales contest 
after January dealer deliveries suf- 
fered a 50 percent drop from De- 
cember. Volkswagen sales, on the 
other hand, have spurted since the 
first of the year. 

Among the reasons—or excuses 
(CORES ee ta Col. 3) 


New-Car Stocks 


In Field and in Transit, 
Domestic Makes 


775,324 


725 
561,358 = 
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Current Previous 1959 


Month Month Month 
Current Records 
High (976,390) - - - Aug. 1, 1959 


Low (157,607) - - - Nov. 1, 1954 
© 1960, by Automotive News 


Compact Share Is Steady 


In Year’s Low Week 


By Martin L, Whitmyer 
Staff Writer 

How waRrD adjustments in 

production schedules by the 
Big Three plus loss of work time 
due to a snowstorm in the Midwest 
cut U. S. car output to the year’s 
low of an estimated 155,866 assem- 
blies last week, but the industry 
did reach one milestone: Assembly 
of the millionth car of the calendar 
year on Friday (Feb. 12). 

The millionth car came 14 days 
earlier than in 1959, and ran 1960 
model-run output to an estimated 
2,544,130 units, or 45.7 percent of 
the entire 1959 model run, when 
5,566,527 cars were built. 

Current model output through 


Compact Output 


("60s vs. "59s) 


Make 
Rambler 


1959 
Pos. 
154,251—1 


1960 
Pos. 
1—194,384 
2—168,221 
3-—127,106 
4— 75,013 
5— 48,939 
613,663 


last Saturday also stood 11.1 percent 
above the comparable date a year 
ago, when 2,290,235 models of the 
59 vintage had been assembled. 
* * * 

prccusr production increase 

over a year ago has come in the 
compact class. 

Compact output through last 
Saturday totalled an estimated 
613,663 units in five makes, or 
191.1 percent above the same date 
@ year ago, when 210,382 units 
had been built by Lark and Ram- 
bler. 

Rambler leads 1960-model output 
among the compacts with 194,384 
assemblies, followed by Falcon with 
168,221; Corvair, 127,106; Lark, 
75,013, and Valiant, 48,939, 

Rambler and Lark had made 
154,251 and 56,631 cars, respectively, 
at the same point in the 1959 model 
run. 

+ * . 
DDITION of a third shift at 
Rambler’s Kenosha assembly 
plant, plus start of Comet produc- 
tion today (Feb. 15) at Lorain, O., 
and of Falcon output at the old 
(Continued on Page 67, Col, 3) 
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American Gets 51 MPG; Chevy Is Overall Trials Victor .. . 


How They Scored at Daytona 


By William Carroll 
Staff Correspondent 

DAYTONA BEACH, Fla.—Three 
days after the Pure Oil economy 
trials, official results were an- 
nounced. M. F. Thomas, Corona del 
Mar, Calif., was proclaimed the 
overall winner, with 51.281 miles per 
gallon in a Rambler American. 

Other than minor changes due 

to clerical errors and disqualifi- 
cations, class winners remained 
somewhat as originally announc- 
ed. 

Other winners in Class 2 were a 
Falcon, with 44.614 miles per gal- 
lon, and a Valiant, with 41.801. 
There were no entries in Class One, 
which is limited to American-made 
cars under 130-cubic-inch displace- 
ment. 

First place in Class 3 was won by 
a Ford Fairlane Six, driven by Bill 
Stroppe, Long Beach, Calif., with 
34.951 miles per gallon. Second place 
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took second and third, with 23.047 |under timed conditions. Previous 
and 22.331 miles per gallon. years found brakes and clutches 
Class 5 winner was another| failing under severe usage. 
Chevrolet, driven by Ralph John-| This year first, second and third 
son, Lake Orion, Mich., with 21.452| Places went to Chevrolet cars, driv- 
miles per gallon, A Rambler Am-|¢n by Marvin Panch, Daytona 
bassador with 21.134 and Chevrolet | Beach race driver. Fourth and fifth 
with 18.571 were second and third.| Places went to race driver Mel 
A Pontiac, driven by Bob Pem-|L&rson, driving a Mercury and a 
berton, Lansing, was the winner in Falcon. Sixth place was taken by 
Class 6 with 22.784, and a Mercury|®nother Chevrolet.  —. 
was in second spot with 22.645 miles} In the “traffic passing” test, driv- 
per gallon. ers follow a towed flag at 50 miles 
In Class 7 (luxury cars), a Chrys- | 2" hour. After crossing a mark on 
ler Crown Imperial, driven by the pavement they may accelerate 
Danny Eames, Redondo Beach, and pass the tow car. The point at 
Calif., was first with 21.325 miles which they pull in line, ahead of the 
per gallon. Second and third cars| tow car, is marked. 
were Lincolns with 19.266 and 17.148, Total distance from the first 
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miles per gallon. 

Overall winner in the economy 
trials was Chevrolet, with 206 
points accrued by their 18 entries, 
more representative than any 
other makes. 


pavement mark to point of return 
to the proper lane is the score. 
In attempts to pass in the least 
distance, a premium is placed on 
skillful drivers and cars with 
powerful acceleration potential. 


“a 


Sylvania Develops Compact Lighting System— 


A compact lighting system, said to have a brightness level 338 percent greater than 
any fluorescent unit commercially available, was demonstrated by Sylvania Electric 
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First and second place again went 
to Chevrolets driven by Panch. 
Third place went to a Thunderbird 
driven by Vicki Wood, Detroit. In 
order there followed a Chevrolet, 
Dodge and Chevrolet. 

On the basis of points accumulat- 
ed in the three Pure Oil events, 
Chevrolet won the 1960 Pure Oil 
Safety and Performance Award. 

An official] tabulation showed 
Chevrolet, 474 points; Ford, 142; 
Plymouth, 46; Mercury, 46; Ram- 
bler, 38; Dodge, 36; Lincoln, 34; 
Studebaker, 22; Chrysler, 20, and 
Pontiac, 20. 

Points were gained by placing in 
the first 10 classifications of the 
economy-trial groupings and by 
points allowed in “stop-and-go” and 
“traffic passing” tests. Not every 
make had an equal number of en- 
tries. 

Though touted as individual en- 
tries, most cars were sponsored 
by dealers acting with factory co- 
operation. Each of the major 
corporations had technical serv- 
ice people on hand to assist in 
setting up cars for maximum 
performance or economy. 

Special parts were plentiful for 
those favored with semiofficial as- 
sistance, but unavailable to out- 
siders. 

Skilled professionals drove most 
of the cars. Thomas is a veteran 
of the Mobil economy run. Stroppe, 
who drove six Ford Motor prod- 
ucts, has long been known as a spe- 
cialist in preparing Ford equipment 
for factory demonstration, economy 
and performance events, 

Most active driver of General Mo- 
tors products was Betty Skelton, 
who drove six entries. Other pro 
drivers included Dave Evans for 
Goodyear; race drivers Fireball 
Roberts, Larson, Panch, Paul 
O’Shea and Eames. True amateurs 
could be counted on the fingers of 
one hand. 

Each car in the economy trial 
was fitted with a metal tank, 

(Continued on Page 63, Col, 1) 


Following the trials, Pure Oil, 
with NASCAR supervision, held 
“stop-and-go” and “traffic passing” 
tests. In the “stop-and-go” tests, a 
passenger car’s ability to park, stop 
and accelerate is demonstrated 

* *” + 


went to a Plymouth Belvedere Six, 
with 34.051 miles per gallon. 

In Class 4, a Chevrolet Biscayne 
V-8, driven by Betty Skelton, De- 
troit, came in first with 29.423 
miles per gallon, Chevrolets also 

* * aa 
























Rambler American Wins Economy Trials— 


First-place winner in NASCAR's Pure Oil Economy Trials at Daytona Beach, Fla., was 
this 1960 Rambler American Custom sedan. The driver, Tommy Thomas, Corona del Mar, 
Calif., accepts the trophies and check from Bill France, NASCAR president. Thomas re- 
ceived one trophy for winning over all other cars entered and another for winning in 
the compact car class. 


Economy Appeal Is Strong... 
Trading Up a ‘Lost Art’? 


series. He said Matadors and Po- 
laras were taking up 40 percent of 
Dodge production, “or about 35 per- 
centage points too much.” 

“Hamtramck told me,” he said, 
“that there are million of loyal 
Dodge owners around who don’t 
want anything but the big lines. 
Loyalty ——, they want Dart be- 
cause it’s new and costs less.” 

A Ford dealer on Detroit’s west 
end, where thousands of Rouge em- 
ployes reside, said Falcons are cut- 
ting deeper and deeper into Custom 
300 and Fairlane sales. 

“The factory line is they don’t 
care where the sales fall,” he 
said. “But if they don’t watch 


















DETROIT. — The new compacts 
and economy series are so hot that 
Detroit dealers are wrestling with 
the problem of moving big-car in- 
ventories. 

Interviewed at the Detroit Auto 
Show, dealers admitted that econ- 
omy cars were outselling their big- 
ger brothers by as much as 10 to 1 
in the normally sluggish February 
market. 

Even Chevrolet dealers, whose 
Corvair was a slow starter in 
comparison with Falcon and Val- 
iant, were finding a decided up- 
curve in compact inroads on 
Biscaynes as customers became 
convinced that early flaws in the 





ine had been erased. out, we'll have to give away Cus- Percent of 
A edueen Dodge and Plymouth| toms and Fairlanes, and that will Percent of Like Week 
dealer said he had begged Dodge we'll take a beating on Auto Producti 
division to cut back Matador and Falcons, too, because prices will uto Production .......-...+.+. 166,227 96.0 145.2 
Po production in order to con-| Come down across the board.” Truck Production .......scscsee 28,707 88.0 116.2 
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than 400 manufacturers rose 19.6 | Valiants and one Plymouth. Barometer Freight Car Loadings 359,079 102.3 105.2 
t last year, according to the “The salesmen are following Department Store Sales Index . 112 99.1 105.7 
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Business Barometer 


Automotive News Economic Index — 
98.6 Percent of Last Week 
112.0 Percent of Like Week Last Year 


Products, Inc., New York. One of the potentials of the new system is an automobile 
headlight, shown above. The unit permits an even distribution of light to the front 
and to the sides of the vehicle with a sharp vertical cut-off. This is said to permit 
the driver to see objects more clearly and to keep glare from the eyes of an oncoming 
driver. The linear headlight is shown extended across the grille of a car mockup be- 


tween the conventional incandescent headlamps. 





Steady Rise Is F oreseen 


In Aftermarket Sales 


By Jack Weed 

NEW YORK.—A prediction that 
sales in the automotive aftermarket 
will increase roughly 100 percent in 
the next decade was made here by 
John H. Mehan, manager, Distribu- 
tors Institute, Chicago. 

Mehan told a session of the 
Automotive Service Industry 
Assn.’s convention that: 

“Sales in the automotive service 
aftermarket will increase at the 
rate of 7 to 9 percent per annum, 
continuing the course of these past 
three years. This increase, when 
compounded, will show, roughly, a 
100-percent increase in a 10-year 
period.” 

Mehan warned his listeners that 
they must gear their operation to 
handle a doubled volume of busi- 
ness. He outlined an eight-point 
program which included: 

Increase in capital, more man- 
power, more executive trainees, 
broader market coverage, constant 
increase in equipment, facilities, 
ruthless pruning of stock, selection 
of new lines to meet new markets, 
disposal of real estate and use of 
return to increase capital. 

The 2,000 distributors and whole- 
salers attending the sessions which 
preceded the ASI show heard 
Mehan and other speakers charge 
that there are four distinct threats 
to their business in the next decade. 

The speakers said these are the 
four troublesome areas: 1. Evils 

































that have crept into redistribution 
methods, 2. Oil-company efforts to 
control the purchase of parts, ac- 
cessories and supplies of their 
service stations. 3. Car-factory 
competition on four volume items, 
which was seen as an effort to 
bar sales of these items by jobbers 
to dealers. 4. The need for jobbers 
to do a better job of educating 
their customers on merchandising. 


Harold T. Halfpenny, ASIA coun- 
sel, noted the need for wholesalers 
to reexamine their own operations 
in the light of impending threats 
to the continued profitable existence 
of the jobber in the distribution 
picture, 

He said, “The automotive indus- 
try has led this nation in mass 
production, new methods, new ideas, 
distribution, vision and_ boldness, 
providing better working conditions, 
higher wages, and better living for 
everyone in the nation. 

“It now must assume leadership 
in the economic war by again lead- 
ing the way to production and dis- 

(Continued on Page 65, Col, 2) 


Chrysler Losses 
Hit $29.2 Million 
In Fourth Quarter 


DETROIT.—Chrysler Corp. re- 
ported a loss of $5.4 million in 1959 
operations with the fourth quarter 
showing an indicated loss of $29.2 
million. The company was in the 
black through the first six’ months 
before losing an indicated $34.2 mil- 
lion in the third quarter. 


The loss for 1959 compared with 
a loss of $34 million in 1958, The 
company had a profit of $79.2 mil- 
lion in the fourth quarter of 1958 


The year’s loss was suffered in 
the face of an upswing in dollar 
sales. Sales for all of 1959 totalled 
$2,643 million, compared to $2,165 
million in 1958. 

Fourth-quarter sales amounted to 
$678.7 million, up from the third- 
quarter total of $441.5 million but 
below the $678.9 million for the 
fourth quarter of 1958. 

Despite the improvement in sales, 
the financial results for the year 
reflected serious curtailment of au- 
tomobile and truck shipments at 
critical times during the year as 4 
result of the 134-day strike against 
the company’s major glass supplier 
and the 116-day steel strike, the 
report stated. 

“Because of the steel strike, the 
company incurred extremely heavy 
expenses in the final quarter of 
1959 for conversion, warehouse and 
imported steel to attain even a re 
duced output of cars in an effort 
to meet the demands of our deaiers 
and customers,” President L. L 
Colbert said. 
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Dealer Forum 


by Robert M. Finlay 
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On speaker at the NADA con- 
vention spelled out for dealers 
a method of giving them an objec- 
tive look at themselves, Anyone in- 
terested in the art of inquiry will 
find the technique of interest. More 
than that, it may become the foun- 
dation of a return to a quality deal- 
er program, 

The speaker, M. Belmont Ver 
Standig, is head of the Washington 
advertising agency bearing his 
name. He points out that his agency 
has conducted similar “customer- 
share-of-mind” surveys at fees 
ranging from $5,000 to $15,000. 

Any dealer can get a good look 
at his own public image at only 
the cost of the time of an able 
and persistent employe. 

As an indication of how import- 
ant this research is in an industry 
suffering from cut-price advertis- 
ing, Ver Standig gave the results of 
a survey in another industry that 
suffered from a shabby public 
image as the result of “borax” ad- 
vertising. oy 


Source of Business 


“We FOUND,” he said, “that 
while dealers in this other in- 
dustry were getting only 9 percent 
of their customers through cut- 
price and 16 percent through adver- 
tising, the good dealers were get- 
ting 34 percent of their customers 
through their reputations as trust- 
worthy dealers, and 28 percent of 
their business through the recom- 
mendations of other customers. 

“In other words,” he said, “rep- 
utation plus recommendation 
added up to 62 percent of the 
total business a trustworthy deal- 
er was doing. This reputation plus 
recommendation, this public 
image of you, is what we call 
your customer-share-of-mind.” 
For the dealers who would like 

to take a look, here is Ver Standig’s 
recommendation: 

Make 100 telephone calls to cus- 
tomers who have bought new or 
used cars from you in the recent 
past. Take the 100 names as they 
come from your records. 

Select a girl to make these calls 
who has a good telephone personal- 
ity, and the ability to write fast and 
accurately and keep neat, syste- 
matic records, If you do not have 
such a girl in your organization, it 
is worthwhile to hire a temporary 
girl with these qualifications. In 


Poole Heads Dealer Group 


BLUEFIELD, W. Va.—Carl Poole, 
South Side Motors, has been elected 
to head the Bluefield Automobile 
Dealers Assn. Crowder Freeman, 
Freeman Lincoln & Mercury, is 
vice-president, and Jim Haun, Haun 
Motors, secretary-treasurer. 
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most cities, the phone company will 
recommend an experienced girl. 
Have this girl tell the 100 people 


she calls that she is from the/,: 


“American Survey Co.,” or “Amer- 
ican Research Institute,” or some 
such name that won’t reveal your 
real identity. 


* * * 


Here Are the Questions 


— are the questions she 
should ask on every phone call: 
1, Good morning. I'm from the 
American Survey Co. I wonder if 
you will do us a favor. Let me ask 
you a few questions. Have you 
bought a new or used car recently? 

2. Whom did you buy it from? 

3. Why did you pick that dealer? 

4, What, in particular, did you 
like about his sales methods and 
his service? 

5. Did you think that his price 
for your car was low, or reasonable, 
or high? 

6. Did the terms he gave you suit 
you? 

7. How many other local car deal- 
ers have you done business with? 

8. Have you ever been solicited 
by another car dealer? If so, by 
whom? 

9. Which car dealer in your area 
would you recommend, if you had 
not bought your car from that deal- 
er? 

10. Why? 

11. Which car dealers do you see 
or hear advertised in newspapers? 
On the radio? On TV? Where? 
When? How? 

12. What do those who in your 
opinion are honest dealers say in 
their ads? 

13. What do those who in your 
opinion are not honest say? 

14. What do those in your opinion 
who are downright dishonest say in 
their ads? 

15. The next time you are in the 
market for a car, would you shop 
around and check prices or terms? 
Or would you go to the same dealer 
again? 

16. If yes, why would you? If no, 
why wouldn’t you? 

17. In shopping around, would 
you shop for the best car, lowest 
price, or the easiest terms? 

18. Do you know anybody else 
who bought a new or used car from 
this same dealer where you bought 
yours, who was recommended to 
that dealer by you? 

19. If so, how many people would 
you say you recommended this car 


dealer to? 
a + + 


Keep at It 


HEN she thanks each customer, 

still without revealing who you 
are, hangs up and goes on to the 
next call, 

This may seem like a formidable 
number of questions, but a suitable 
girl can obtain the answers to every 
one. She will run into some who 
will want to talk all day. She will 
run into some who don’t answer, 


or hang up on her, or cut her off} 


short, or tell her it’s none of her 
business, But don’t let that stop her. 

See that she gets your 100 phone 
interviews and fills out 100 copies 
of the questionnaire. She may have 
to make several hundred phone 
calls to get 100 complete ones. But 
what you'll have, when she’s 
through, will be the first X-ray pic- 
ture you ever had of your business 
from the outside looking in. 

This is the one and only start 
that makes any sense in straight- 
ening out your operation. 

Now, having acquired that X-ray 
picture of your operations from 
your own customers, have your 
phone girl go to work again. 

Have her make another 100 phone 
calls. But not to your customers 
this time, Make this second 100 
calls to any 100 names, right out of 
your local phone directory. Select 
them at random. There are 26 let- 
ters in the alphabet, so an easy way 
is to pick four names from each let- 
ter. Or, every 10th name is as good 
as any. 

Your girl does not reveal the 
name of your company. She is still 

(Continued on Page 65, Col. 1) 
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‘Honey’ of a Deal— 

Roger Dean Chevrolet Co., Huntington, 
W. Va., is using special promotions to 
boost sales and attract prospects. “Sweet- 


heart of a Sale” is the theme of this 
month's promotion. The showroom display 
features a 1960 Chevrolet in the center of 
a 12-foot heart. The firm plans to use six 
or eight promotions during the year. 
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Imports’ Boom Year 
Ends on High Note 


By Maynard M. Gordon 
News Editor 

MPORTED cars climaxed their 

greatest year in the U. S. market 

with a record-smashing December 
shipment that seemed to reflect 
little anxiety about the new Big 
Three compacts. 

The December total of 638,693 
new import-car arrivals exceeded 
both November’s 50,493 and July’s 
previous peak of 65,241. 

The Automobile Manufacturers 
Assn. report showed that 1959 car 
imports reached 668,070, which was 
55 percent above the previous year’s 
430,808. In 1957, imports totalled 
only 259,343 cars. 

+” + * 


Y CONTRAST, U. S. manufac- 


volume last year since World War 
Il. Car exports fell to 116,520 from 
the previous postwar lo w— reces- 
sion-year 1958’s 125,834. 

Truck imports also set a record 
in 1959, rising to 22,763 from the 
previous year’s 15,330. The gain 
amounted to 49 percent. 

Domestic producers managed to 
increase exports from the 1958 
recession level of 178,176 trucks 
and 336 coaches. The 1959 totals 
were 194,301 trucks and 335 buses. 

A total of 28,834 used cars was im- 
ported last year, up from 12,861 in 
1958. This includes bootleg new cars 
and units purchased by Americans 
abroad. 

* * oe 


turers exported their lowest car i gpm wholesale import market, ac- 


Valentine-Day Promotion 
One of a Series at Dean 


By William Francois 
Staff Correspondent 

HUNTINGTON, V. Va.—“If de- 
partment stores can promote, why 

can’t we?” 

There was no reason why Roger 
Dean Chevrolet Co. couldn't, so 
unique promotions have been the 
byword there in January and Feb- 
ruary, according to Dutch Miller, 
general manager. 

“Sweetheart of a Sale” is this 
month’s theme. The display fea- 
tures a 12-foot heart, in the cen- 
ter of which is a 1960 Chevrolet. 
Throughout the showroom are 
other hearts with such Valentine 
messages as “Make Chevrolet 
Your Valentine.” 

The display cost the dealership 
about $150. All of the material was 
produced here, with the factory 
helping out by shipping in red and 
white models to add the right color 
touches. 

“These promotions will sell some 


Moskvich Stirs 
A Tempest on 


U.S. Sales Plans 


SYRACUSE, N. Y.—Nobody is 
sure how much gasoline is con- 
sumed by the Russian Moskvich, 
newest of the imports, but the car 
was getting plenty of publicity 
mileage last week. 

While Robert J. Castle, who oper- 
ates Ford and import dealerships 
here and in Herkimer, N. Y., was 
on his way home from Moscow 
after signing a contract to import 
10,000 Moskviches in the next two 
years, the fur began to fly. 


Frederick H. Mueller, U. S. Secre- 
tary of Commerce, predicted that 
the Moskvich would prove a fizzle 
in the American market because it 
does not “meet the American con- 
cept of what an automobile should 
be.” 

Upon his arrival home, Castle re- 
torted that he does not consider 
Mueller “the automobile editor of 
the U. S.,” adding that Mueller is 
“grossly misinformed” on the car. 

Earlier, Lester Llewellyn, presi- 
dent of the Syracuse Automobile 
Dealers Assn., commented that he 
saw the selling of cheap Russian 
autos in this country as a threat 
to the nation’s economy. 

Many newspapers around the na- 
tion commented editorially on 
Castle’s plans to import the Rus- 
sian car. Most poked fun at the 
idea. 

Meanwhile, Castle said he had re- 
ceived calls from throughout the 
U. S. from “about 50” prospective 
dealers. He said callers would be 
franchised if they had adequate 
facilities, maintained an adequate 
parts supply and had a good local 
business reputation. 

The first Moskviches will arrive in 
May, he said. 

The car will sell for $1,500 in New 
York with radio and heater, he said. 
By way of comparison, the Volks- 
wagen sells in New York for $1,565, 
including heater but no radio. 








cars,” Miller said. “And dealers gen- 
erally agree that it will take pro- 
motion to sell cars this year.” 


cording to the AMA, was valued 
at $734,916,970, equivalent to $1,100 
per new car. The overall value of 
new imported trucks was $25,665,- 
603—or $1,128 per unit, while used- 
car imports were worth $31,852,170 
—or $1,105 on average. 

For the second straight year, 
Great Britain surpassed West Ger- 
many in car shipments to this coun- 
try. Imports from Britain last year 


The promotion used in January | totalled 210,494 and from West Ger- 


was “June in January,” with arti- 
ficial flowers scattered about the 
showroom, Each customer received 
a bouquet of red roses. 

“In addition to selling cars,” 
Miller said, “these promotions 
create goodwill and they’ve defin- 
itely drawn people into our show- 
rooms.” 

Roger Dean Chevrolet plans six 
or eight such promotions during 
the year, 

Like the big Valentine near the 
large look-in window says: “It’s a 
honey of a deal,” 


Simca Dealers 
Offered Bonus of 
$80-$150 Per Car 


DETROIT.—Sales bonuses, long a 


| fixture of the domestic auto scene, 


have spread to the import field. 
Simca is staging a contest which 
pays dealers $80 to $150 per unit 
for sales of specified models. 

The contest is called “Clear the 
Docks for Spring” and is a three- 
month affair which ends Apr. 30. 
To qualify for the bonuses, a dealer 
must purchase enough cars to bring 
his inventory of certain models up 
to what Chrysler Corp. considers 
his “fair share.” 

The number of units a dealer 
must purchase is determined by 
deducting from his “fair share” the 
number of cars he has on hand, on 
order or in transit. The purchases 
must be made by March 15. 

After satisfying the purchase re- 
quirement, dealers receive the fol- 
lowing bonuses for new-unit sales: 

Aronde Deluxe four-door sedan, 
$80; Aronde Super Deluxe four-door 
sedan, $90; Chatelaine two-door 
wagon, $125; Ariane four-door se- 
dan, $125; Plein Ciel hardtop sport 


many, 205,799. Britain captured the 
lead in 1958 after trailing the West 
Germans in 1957. 


In trucks, however, West Ger- 
many remained the unchallenged 
import king. There were 19,059 
truck imports from West Ger- 
many last year, far outstripping 
the 3,444 from England. 

France sent 171,285 new cars to 
the U. S.; Italy, 46,629; Sweden, 27,- 
010; Japan, 4,590; Czechoslovakia, 
1,180; East Germany, 573; Canada, 
464; Eire, 34; Russia, 3; Norway 
and Yugoslavia, 2 each, and Argen- 
tina, Belgium, Brazil, Israel and 
Switzerland, 1 each. 

+ Oo * 


a” ADDITION to West Germany 
and the United Kingdom, the fol- 
lowing countries shipped new 
trucks to the U. S.: Canada, 123; 
Japan, 62; France, 45; Sweden, 21; 
Mexico, 6, and Italy, 3. 

West Germany dominated the 
used-import picture, accounting for 
26,187 of the 28,834 total. Britain 
had 1,214; France, 759; Italy, 272; 
the Netherlands, 167; Canada, 145; 
Japan, 52; Sweden, 23; Czechoslo- 
vakia, 6; Spain, 3; Switzerland and 
Russia, 2 each, and Denmark and 
Mexico, 1 each.. 

Car exports from the U. S. in- 
creased to 12,551 in December 
from the 8,196 in November, but 
still fell short of the 14,542 in the 
final month of 1958. The closest 
1959 month to the December, 1958, 
showing was October, when 13,659 
cars were shipped overseas. 


Of the 116,520 cars exported in 
1959, Canada received 24,764. This 
boosted Canada’s share from the 
1958 shipment of 17,333, but this was 
more than offset by the drop in 
sales to other countries. 

In five postwar years, the U. S. 
has exported more than 200,000 new 
cars per annum. These years were 
1947, the peak, with 260,847; 1948, 


coupe, $150, and Vedette V-8 four- | 233,177; 14951, 246,865; 1954, 206,544, 
door sedan, $150. 


Old Timers Plan Revitalization Program— 


and 1955, 254,336. 





Maj. Henry T. Cunningham,’ toastmaster at the annual Automotive Old Timers 
luncheon, announced that plans are being made to revitalize the organization. He 
also announced that Old Timers headquarters has been moved to the new NADA 
Building in Washington. The luncheon, above, was held in Washington. 
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But Late Heavies Sticky .. . 


Signs of Pickup Noted 
In Used-Car Market 


(Continued from Page 1) 





tion operators reported increased! 15 days or less of selling, while 17.6 


numbers of both consignments and 
bidders. 

The usual wholesale pattern— 
clean cars costly and rough ones 
wanted by nobody—seemed more 
firmly followed than ever. 

Said one operator, “Buyers are 
not stopping on the nice ones.” 
He was seconded by another auc- 
tion man, who reported “a wild 
scramble for the real sharp, clean, 
low-mileage cars.” 
* * * 

TOCKS of used cars held by fran- 

chised dealers as of Feb. 1 were 

good for 35.1 days of selling, accord- 
ing to Automotive News’ estimetes. 

This represented a decline of 
10.1 percent from the 39.3-day 
supply reported a month earlier. 
However, it was considerably 
above the 30.1-day supply report- 
ed for Feb. 1 a year ago. 
Dealers started the year in both 

1959 and 1960 with identical stocks 
of 39.3 days. As the above figures 
indicate, however, stocks were re- 
duced much further during January 
last year than they were this year. 
Despite the month-to-month re- 
duction in the average inventory, 
as reported for Feb. 1 this year, 
there were more dealers with bigger 
stocks than there were a month 
earlier. 
* a2 * 
ON LY 6.2 percent of reporting 
dealers had a supply good for 





New-Car Stocks 


Domestic Makes 
(Complied by Automotive News) 


Dealers 
Cars Cars tn Total 
tn Transit Potential 
Period Field to Inventory 
Ending Stocks? Dealers Stocks 
dan. 1, ’50.... 251,754 188,500 440,254 
Apr. 1, '50.... 276,136 158,000 434,136 
duly 1, ’50.... 311,084 167,500 478,584 
Oct, 1, °50.... 208,367 157,800 366,167 
dan, 1, °51.... 305,888 89,900 404,788 
Apr. 1, ’51.... 406,541 138,500 545,041 
duly 1, °61.... 357,606 90.700 448.306 
Oct, 1, ’51.... 250,762 79,500 330,262 
dan, 1, °52.... 224,968 31,000 255,968 
Apr. 1, °52.... 213.391 83,000 296.391 
duly 1, ’52.... 193,462 84.500 277,962 
Oct. 1, ’52.... c 89,000 322,556 
Jan. 1, °53.... 291,671 83.300 374,971 
Apr. 1, °53.... 445,882 89,300 535.182 
July 1, °53.... 479,698 82,800 562.498 
Oct. 1, °53.... 519,037 60,900 579,937 
dan. 1, °54.... 428,125 36,600 464,725 
Apr. 1, °54.... 541.911 64,000 605.911 
duly 1, °54.... 445.665 62.500 508.165 
Oct, 1, °54.... 267.469 29.000 296.469 
Jan, 1, °55.... 293,881 68,500 362,381 
Mar. 1, °55.... 467.655 95.000 562.654 
Apr. 1, °56.... 544,038 99,500 643,38 
May 1, ’55.... 660,341 102,700 763,041 
June 1, ’55.... 755,498 93,000 848,498 
duly 1, °55.... 736.591 77,000 813.591 
Aug. 1, ’55.... 735,447 71,500 806,947 
Sept, 1, °55.... 675,964 37,300 713,264 
Oct, 1, ’55.... 489,475 48,900 538,375 
Nov. 1, ’55.... 481,735 87,600 569,335 
Dec, 1, ’55.... 645,707 77,490 723,107 
dan, 1, ’56.... 755,177 53,300 808,477 
Feb. 1, °56.... 801,499 68,900 
Mar, 1, ’56.... 840,089 63,700 
Apr. 1, ’56.... 827,977 68,100 
May 1, ’56.... 846, 56,300 
June 1, ’56.... 746,012 52,890 
duly 1, °56.... 613,461 50,568 
Aug. 1, ’56.... 551,081 53,026 
Sept. 1, °56.... 456.013 382 
Oct, 1, °56.... 288,103 25,900 
Nov, 1, ’56.... 212,967 65,008 
Dee, 1, ’56.... 318,587 79,656 
dan, 1, ’57.... 461,850 50,168 
Feb, 1, °57.... 561,934 68,100 
Mar, 1, ’57.... 664,608 68,400 
Apr. 1, ’57.... 682,790 63,125 
May 1, ’57.... 677,705 59,500 
June 1, °57.... 724,329 63,420 
duly 1, °57.... 682,121 63,090 
Aug. 1, ’57.... 645,445 59,300 
Sept, 1, °57.... 684,484 45,052 
Oct. 1, ’57.... 547,549 25,085 
Nov, 1, ’57.... 380,740 68,300 
Dee, 1, ’57.... 460,149 71,800 
Jan, 1, ’58.... 597,208 55,000 
Feb. 1, ’58.... 725,003 54,100 
Mar, 1, ’58.... 821,566 44,000 
Apr. 1, ’58.... 783,201 45,900 
May 1, ’58.... 738,464 38,500 
dune 1, ’58.... 704,751 36,500 
duly 1, ’58.... 630. 45,000 
Aug. 1, ’58.... 600,656 30,000 
Sept. 1, 58... 465,984 7,700 
Oct. 1, °68.... 291,397 21,500 
Nov. 1, ’68.... 241,382 45,100 
Dec, 1, ’68.... 387,131 13,200 
dan, 1, °59.... 477,009 67,000 
Feb, 1, ’59.... 608,525 58,200 
Mar, 1, ’°59.... 643,239 63,600 
Apr, 1, ’59.... 710,382 66,620 
May 1, ’59.... 766,185 68,000 
dune 1, ’59.... 845,920 63,300 
duly 1, '59.... 844,152 64,000 
Aug. 1, ’58.... 928,390 48,000 
Sept, 1, ’59.... 688,035 15,000 
Oct. 1, ’59.... 467,038 52,500 519,538 
Nov, 1, ’59.... 472,400 51,000 523,909 
Dec, 1, ’58.... 387,972 20,000 *%407,972 
Jan, 1, ’60.... 505,358 56,000 *%561,358 
Feb, 1, ’60.... 690,124 85, 115,324 
1 Field stocks include cars actually at 


dealerships, those warehoused by dealers 


and factories, and demonstrators. 
* Revised. 





percent were in this category as 
1960 opened. 

The big gain was in the 16-to- 
30-day class. This took in 39.8 per- 
cent of reporting dealers on Feb. 
1, compared with 11.8 percent a 
month earlier. 

However, there were only 54.0 
percent with stocks bulging over 30 
days on Feb. 1, compared with 70.6 
percent in this category on Jan. 1. 

7 + * 
EALERS inside the traditional 
30-day limit amounted to 46.0 
percent on Feb. 1, compared with 
29.4 percent on the previous census 
date. 


Range of stocks reported was 
10 to 60 days, compared with eight 
to 100 days a month earlier. 

A year ago, 214 percent were 
under 15 days, 41.9 percent had in- 
ventories ranging from 16 to 30 
days and 36.7 percent were over the 
30-day level. Range was 10 to 60 
days. 


Mercedes Sales 
Up 83 Percent, 
Near 10,000 in 59 


SOUTH BEND.—U. S. domestic 
retail deliveries of Mercedes-Benz 
cars increased 83.5 percent in 1959 
over 1958, according to Lon A. 
Fleener, president of Mercedes- 
Benz Sales, Inc., a Studebaker- 
Packard subsidiary. As a result, 
profits contributed to the parent 
corporation also showed a substan- 
tial increase, Fleener said. 

Fleener said the demand for new 
Mercedes-Benz cars far exceeds the 
number of cars allotted to the U. S. 
by Daimler-Benz A. G., the West 
German manufacturer. 

In 1958, the first full year after 
S-P took over U. S. distribution of 
Mercedes-Benz cars, domestic retail 
sales totalled 5,372 units. In 1959 
the total nearly doubled, with 9,857 
units being sold in the U, S., ac- 
cording to Fleener. 

In addition, 2,315 orders for U. S. 
customers who took delivery in 
Europe were processed in 1959—a 
13.9 percent increase in tourist de- 
liveries over 1958. 

More than 90 percent of cars 
traded in were makes other than 
Mercedes-Benz, Fleener said. Eigh- 
ty-five percent of these tradeins 
were American-made cars, he 
added. 

Sales and shipments of Auto 
Union-DKW cars are increasing, 
according to Fleener. 







Europe Has Dream Cars, Too— 


Detroiters interested in comparing the efforts of European automotive designers with 
American “dream cars,"’ visited the Simca exhibit at the Detroit auto show to inspect 


the Fulgur. 


Recently brought over from Paris, the Fulgur is powered by two electric 


motors in its rear wheels. It is designed to be controlled by an electronic brain which 


is fed travel instructions by the driver. 
by Simca engineers. 


This full-scale styling model was designed 


775,000 Stockpile Marks 
January Jump of 38 Pet. 


(Continued from Page 1) 


—cited for the sluggish new-car 
market were: Purchasing plans 
delayed by the long steel strike; 
tighter credit than the last time 
many hot prospects bought new 
cars; deflated used-car trading 
values, due to the steel strike and 
the new compacts; election-year 
uncertainties; the income-tax 
crackdown, and, of course, 
“weather.” 

The last factory chief to comment 
about the market, Chrysler Presi- 
dent L. L. Colbert, foresaw a spring 
sales explosion as imperative for 
a seven-million market to material- 
ize in 1960. 


* od * 
RIVATELY, Chevrolet and Ford 
officials have conceded that 
their “big cars” were failing to hold 
up to earlier forecasts. In Ford’s 
case, this was the result of a deep 
bite taken out of Fairlane and Cus- 
tom 300 penetration by the booming 


Vermont Adopts 
2 Pct. Auto Excise 


MONTPELIER, Vt.—A two per- 
cent auto excise bill has been signed 
into law by Gov. Robert T. Stafford. 

The tax, which will be admin- 
istered by the State Motor Vehicle 
Department starting March 1, is de- 
signed to raise $1,220,000 during a 
16-month period. 

The 2 percent levy will be imposed 
on the difference in the purchase 
price of a new car and the tradein 
allowance. A $150 maximum tax was 
fixed by the new law. 





British Auto Executives in Miami— 


British auto manufacturers held a reception in Miami in connection with the Inter- 
national Foreign and Sport Car Show at the city's Dinner Key Auditorium. Among 
those present were, left to right, John T. Panks, managing director of Rootes Motors; 
Alan F. Bethell, president of Standard Triumph; A. E. Birt, president of Hambro Auto- 


motive Corp., BMC importer in the U. S., 
Corp. (Smiths Instruments). 


and Earl Nisonger, president of Nisonger 








Falcon. Big Chevrolets were faring 
slightly better than big Fords, al- 
though Falcon has an edge over 
Corvair. 

Dealers reported abundant inven- 
tories of all “big brother” series, 
particularly Plymouth, Ford, 
Dodge Matador-Polara and Mer- 
cury (with Comet orders rising in 
anticipation of March deliveries). 

Big Chevy inventories were 
building quickly from the strike- 
depleted period, but few dealers 
needed four-door Corvairs. The 
new Corvair coupe was scarce, 
and dealers were welcoming em- 
phasis on stripped two-door mod- 
els with “popular” prices. 

Chevrolet already has joined 
Rambler in a sales contest, and 
other makers were expected to fol- 
low suit before the end of the first 
quarter. 

Buick, Oldsmobile and Pontiac 
have surprised by clinging to their 
1959 share of the medium-price 
market in the teeth of the economy 
trend. B-O-P dealers also have been 
successful in holding out for top- 
profit deals despite shortages of 
lowest-priced hardtops. 

+ * * 


MANY dealers voiced agreement 
about the market effect of the 
new compacts. A Chevy dealer in 
the Dakotas said every Corvair sale 
had robbed him of a full-size car 
deal, while an Ohio Rambler dealer 
said they were slicing the large-car 
market. 

“Compacts,” declared a Rockies 
Ford dealer, “have lowered used- 
car values and many medium and 
large-car buyers are unwilling to 
accept the lower allowances for 
their old cars.” 

A Chrysler-Plymouth retailer in 
Kansas said Valiants were “having 
a noticeable effect on Plymouth 
sales.” This was confirmed by a 
Michigan Plymouth-Valiant dealer, 
whose sales in the first week of 
February were: Valiant, 14, and 
Plymouth, 3. 

“The total trend is downward 
price-wise, plus desire for more 
economical operation,” asserted an 
Illinois Chevrolet-Oldsmobile dealer. 

Oo’ * 


Colbert Stands Pat 


On 7-Million Forecast 

ST. LOUIS.—New-car sales in 
1960 should still reach seven million 
despite the spongy market so far 
this year, L. L. Colbert, president 
of Chrysler Corp., said last week. 

To reach seven million by the 
end of 1960, Colbert said, sales 
would have to “explode” some 
time this spring, adding that “all 
the factors are present for this 
happening.” 

In reviewing compact cars, Col- 
bert said that by May Chrysler 
would be able to build “sufficient 
Valiants to correspond to demand.” 
(By mid-April, Chrysler’s Valiant 
capacity will be 345,000 units a 
year.) 

He also revealed that Chrysler 
is working on a “smaller compact” 
car, although no decision has been 
made about whether to produce it. 
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Show Attendance 
Up in 2 Cities 


Detroit, Milwaukee 
Far Above 1959 


By John E. Walsh 
Staff Writer 

ee for the first five 

days of the auto show in De. 
troit and four in Milwaukee was 
up 37 percent or more over com- 
parable days at the previous exposi- 
tions. 

Detroit’s biggest show had drawn 
67,491 visitors through last Wednes. 
day (Feb. 11), compared with 49,287 
for the first five days of the last 
show held in November, 1958, It 
was an increase of 37 percent. 

A record single-day attendance 
helped the Milwaukee event roll 
up a four-day turnout of 67,488, 
up 39 percent over last year’s 
48,575 for the comparable period. 
The crowd record of 30,813 was 

set on Sunday, Feb. 7, and exceeded 
the previous high of 27,406 estab- ff 
lished in 1957. Another record was 
set by the opening weekend turnout § 
of 46,143. The old mark, also set in 
1957, was 42,558. 
* * * 

SUBURBAN mother of two won 

the first of eight cars to be 
awarded daily to the writer of the 
best last line to a four-line jingle 
about the Milwaukee show. She re- 
ceived a Rambler American. 

The Detroit Auto Dealers Assn. 
sponsor of the city’s 47th annual 
show, limited the attendance this 
year at the preview for factory, 
dealer, government and press rep- 
resentatives. About 4,000 turned out, 
compared with 30,000 at the previ- 
ous show. 

Edward C. Schoen, manager of 
the Rochester (N. Y.) show, re- 
ported an eight-day attendance 
of 36,500, compared with 38,238 a 
year ago. 

Shows will open this week in 
Hartford, Conn, (Feb. 17-22); Al- 
buquerque, N. M., (Feb. 19-21), and 
Wichita (Feb. 19-21). Displays 
closed over the weekend in St 
Petersburg, Fla.; Detroit and Mil- 
waukee, and will fold this week in 
Syracuse. 

Fifteen dealers will display more 
than 200 cars and trucks at the 
State Fair Coliseum in Albuquerque, 
according to Nelson Turner, show 
manager. 

The second annual Wichita show, 
sponsored by the Wichita Automo- 
bile Dealers Assn., will be held at 
nearby McConnell Air Force Base. 
R. D. McKay jr., chairman, said 
the admission is 50 cents, with all 
funds after expenses going to the 
Airman’s Benefit Fund. 

The cars will be displayed in a 
giant hangar with more than 100,000 
square feet of exhibit space, he said. 
Movie star James Stewart, an Air 
Force general, will appear. 











Riding High— 

Sitting on top of the world—or at least 
it feels that way to Miss Wool of Americ@ 
—is Carrell Currie, Irving, Tex. She re- 
ceived this wool upholstered Chrysler New 
Yorker as her official coach for use on hef 
promotional tour of duty. The Wool Bureau 
presented Miss Wool with the car during 
during the meeting of the National Wool 
Growers Assn. at San Antonio. The occa- 
sion was used to mark the growing use 
of wool in car interiors. 
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“,..a realistic 
approach to selling... 


99 












says JERE W. SMITH, Sunnyvale, California 


“CoMMERCIAL Crenit is like a working partner in our 
dealership, sharing the problems and successes—the 
good times and not-so-good. They have a realistic 
approach to selling that makes them responsive to the 
needs of the dealer. We keep ComMERCIAL CrEDIT'S 
closing room sales aids on hand at all times, and make 
good use of their readiness to train our men in time 


selling.” 





Commercial Credit dealers 
are successful dealers 











Write or call the nearest CommerciaL Crepir CorPoRATION 
office for complete information on the benefits of COMMERCIAL 
Crepit Pian. Why not do it, today? 







A service offered through subsidiaries of the 
Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $225,000,000 . . . offices in principal 
cities of the United States and Canada. 
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Meeting the Lessee’s Objections 


autos and trucks, or “hires” the] tax deduction as a business expense. 


Eprror’s Note: This is another in 
@ series of articles on leasing and 
the opportunities and problems 
facing the dealer. 
By John E, Walsh 
Staff Writer 
7 leasing salesman has many 
fine arguments to support his 
contention that leased transporta- 
tion is superior to ownership for 
many companies and individuals. 
As convincing as he considers his 
case, however, 
he will find that 





A Look many prospects 
* will come up 
At Leasing eith some 


strong argu- 

ments of their own as to why leas- 
ing isn’t the best deal for them. 

Take the executive of a firm 

which either owns its own fleet of 


NADA Organizes 
Special Group 


For Conventions 


WASHINGTON.—An NADA Con- 
vention and Exhibition Planning 
Committee was appointed by the 
association’s board of directors at 
its annual meeting. 

The move had been recommended 
by the Policy and By-Laws Com- 
mittee. 

The new committee will oversee 
the selection of convention sites 
and undertake the study and anal- 
ysis of long-range planning. It will 
make its specific recommendations 
to the board, which will appraise 
and act upon the suggestions. 

The newly established committee 
will function in addition to a Con- 
vention and Exhibition Manage- 
ment Committee, which will be ap- 
pointed for each convention. 

The three members will be elected 
to three-year terms, with one mem- 
ber appointed each year (except for 
initial appointments). 

John Lander, NADA director for 
Georgia, is chairman for the first 
year, and his term will expire in 
1961. C. Ed Flandro, director for 
Idaho, will serve a two-year term, 
and A. E. White, director for Ohio, 
will serve three years. 


Reynolds Directed 
To Sell Company 


WASHINGTON.—The Federal 
Trade Commission has ordered 
Reynolds Metals Co. to sell Arrow 
Brands, Inc., Long Beach, Calif., 
former Reynolds customer purchas- 
ed in 1956. 

Adopting a hearing examiner’s 
initial decision, the FTC ruled that 
the acquisition was illegal under the 
Clayton Act because its effect “was 
to actually, seriously and substan- 
tially lessen competition” in the 
production and sale of decorative 
aluminum foil to the florist trade. 

Reynolds was given six months 
to comply with the order, and was 
told that no property may be sold 
to anyone directly or indirectly con- 
nected with or under the control 
of Reynolds or its subsidiaries or 
affiliates. 





Bennett Is Elected Mayor 

CHERAW, S. C.—Russell E. Ben- 
nett, Bennett Motor Co. (Chevro- 
let-Oldsmobile-Cadillac), has been 
elected mayor. 


Late Report... 

















autos of salesmen to whom it pays 
travelling allowances. 
* & * 
r THE executive argues in favor 
of company ownership, these are 
some of the points which the leas- 
ing salesman may hear: 

It is the least costly method if 
properly administered; the firm 
has direct control of the vehicles; 
cars can be operated for periods 
desired by the company, and op- 
erating costs can be specifically 
controlled. 

The company can set up and 
carry out its own maintenance pro- 
grams; the company can effect cer- 
tain purchasing economies, and the 
company can pick its own colors, 
signs and equipment. 

The salesman’s best argument, 
both for a company and some indi- 
viduals, is that the money tied up 
in automotive equipment might be 
put to more profitable use in the 
business or profession. 

* * + 

- ADDITION, he could site the 

following points: Leasing would 
free for company business person- 
nel confined chiefly to administer- 
ing a company-owned fleet; dispos- 
al of used vehicles can be difficult, 
costly and time-consuming, and ad- 
ministrative costs may be high. 

In defense of company use of 
employes’ cars, the executive may 
offer these arguments: 

There is no company invest- 
ment, no purchasing or used-car 
sales activity; no administrative 
department and policing is re- 
quired; the employes have their 
own choice of auto and mainten- 
ance and repairs are up to them. 

The salesman can rebut these 
arguments with some convincing 
points of his own, such as: 

Mileage payments to employes 
are high and rising constantly; 
high-mileage operations are often 
costly; there may be wrangling be- 
tween company and employe over 
mileage allowances and padded 
mileage claims. 

Work hours may be lost while 
the employe shops for a new car; 
there may be employe hardships 
when his car is down and there is 
no replacement, and lack of a car 
may prevent the firm from hiring 
a desirable employe. 

+ + * 
7s executive who says he is 
opposed to leasing may voice 
the following objections: 

Company ownership may be 
cheaper; lessor often doesn’t pro- 
vide prompt service; leasing is ex- 
pensive on low-mileage vehicles, 
and costs are too high on other 
than lower-priced cars. 

Fleet control shifts from the 
company to an outsider; the ve- 
hicles must be replaced too soon; 
the company loses pride of owner- 
ship; the lessor often is slow in re- 
storing down cars to service; the 
firm still is responsible for keep- 
ing vehicles in good condition, and 
employes may want higher-priced 
cars or extra equipment not in 
leased cars. 

The loss of pride in ownership is 
one of the chief obstacles to selling 
professional people on leased trans- 
portation, according to one auto 
manufacturer’s leasing expert. 

a a + 
OWEVER, this executive ad- 
vises the leasing salesman, 
“possession requires the mainten- 
ance details if the professional peo- 
ple are to have the advantages of 


Used-Car Market 


For the first time in a month, an increase in average price was 
recorded for used cars sold at wholesale auction. 

The average price last week was $1,112, according to Automotive 
News’ index, a gain of $6 over the previous week. 

Strengthened prices were provided entirely by late models, with 
60s going up $62, 59s advancing $2 and ’58 gaining $20. 


All other models slipped, with 


losses amounting to $1 on ’55s, 


$3 on 53s, $8 on ’57s and 54s and $20 on ’56s, New lows were 
for ’56s and ’55s and the previous low for ’54s, recorded 


dan. 25, was matched. 


At a group of representative auctions last week, the sales ratio 
was 71.3 percent, compared with 69.3 percent a week earlier. 
Auction reports begin on Page 42. 





It also is time-consuming to nego- 
tiate a suitable trade when replace- 
ment time arrives.” 

Among the professional people 
he suggested as good leasing 
prospects are doctors, lawyers, 
salesmen, real estate brokers and 
others in a position to claim auto 
expenses as tax credits. 

“Many professional people can ill 
afford the time and detest the de- 
tail of administering the affairs 
concerning their business transpor- 
tation,” he said. 

“Such individuals can often be 
convinced they can shed this dis- 
tracting detail by turning it over 
to a lessor and having but one 
monthly charge to record.” 

But, he added, professional peo- 
Ple “expect preferential treatment 
and attention to their needs. This 
prestige market is, however, profit- 
able and once captured, usually is 
easy to hold.” 





‘60 Plans Reviewed— 


Officials of National Car Rental System 
discussed plans for 1960 at the group's 
convention in Dallas. Scanning a wall chart 
of present and projected locations are, 
from left, Frank B. Charmatz, newly ap- 
pointed vice-president and director of 
leasing; Walter J. Phillips, executive vice- 
president, and Robert W. Miller, 1959 pres- 
ident who is secretary for 1960. 


2 Million Leased Vehicles 
Are Predicted for 1965 


By Trescott Goode 
Staff Correspondent 

FORT LAUDERDALE, Fla. — 
Auto leasing and rental companies 
expect a busy year and a bright 
future. 

Two of the larger operators out- 
lined their plans at conventions re- 
cently. In Fort Lauderdale, James 
S. Hunt, chairman of Cars Rental 
System, Inc., predicted that the au- 
tomotive leasing business will em- 
brace more than two million ve- 

hicles by 1965. 

In Dallas, National Car Rental 
System, Inc., set a goal of 1,000 

offices, volume of $60 million and 
@ fleet of 22,000 cars for 1960, At 
the end of last year, the organi- 
zation had 800 offices and 17,000 
cars, and its 1959 volume was $47 
million, 

Hunt, a former Detroit Chevrolet 
dealer, “retired” to Florida 15 years 
ago and has been hard at work ever 
since. He is active in several de- 
velopment projects as well as the 
leasing enterprise. 

Hunt’s group, Cars Rental Sys- 
tem, is made up of franchised new- 
car dealers, and outlets in any area 
are limited to one per 100,000 pop- 
ulation. They pay an initial fee of 
$1,050 plus an annual charge based 
upon the number of cars leased. 

Every state in the union is rep- 
resented, and there are several 
members in Canada. 

Hunt predicted that Cars Rental 
System’s membership would triple 
by 1965. The group now has 358 
members. 

“We are satisfied, but not con- 
tent, with our progress,” Hunt 
declared. “We are less than three 
years old, and our membership 
today represents a $25 million in- 
vestment. Even in these days, 
that’s a big figure.” 

He continued, “Leasing is an in- 
fant business with infinite possibil- 
ities. The basic premises are sound, 
and the new-car dealer is truly 
the rightful parent of this giant 
new industry.” 

About 150 members and their 
wives attended the Florida conven- 
tion, which included morning and 
afternoon seminars followed by 
question-and-answer periods. 

These “Seminars in the Sun” are 


Defunct Dealer’s 
Stock Auctioned 


NORTH TONAWANDA, N. Y.— 
Associates Discount Corp. recently 
auctioned 74 cars, some of them 
new, owned by the defunct Begole 
Chevrolet Corp. Associates financed 
the firm’s new-car purchases. 

About 80 percent of the cars were 
sold to dealers, who got most of the 
new ’60 models. One ’59 model with 
only 17 miles on it was sold for 
$2,115. There were 136 cars in the 
stock taken over by Associates, 

One of the auctioneer’s assistants 
said the number of cars sold to 
dealers was unusually low, adding 


the vehicles sold at such auctions. 


held weekly throughout the year, 
but on a much smaller scale, 

Among the speakers was James 
Wickens, executive vic e-president 
of Allstate Insurance Co. He ex- 
pressed hope that dealer groups 
like this would eventually have 
some influence on altering auto de- 
sign to reduce repair bills. 

Cory S. Kammler, of Kammler 
Auto Lease Co., Elizabeth, N. J., 
discussed his operation and pre- 
sented a balance sheet to show 
that he has made money every 
year. 

Kammler has 87 cars under lease 
and does all the work himself, with 
the aid of one girl. He said he 
draws a $200 weekly salary, a $1,500 
expense account and nets $5,000 per 
year after taxes. 


In Dallas, 166 delegates repre-| 


sented the 110 owner-managers who 
comprise National Car Rental Sys- 
tem. 

Robert W. Miller, San Antonio, 
retiring president, said National 
added 105 rental offices last year 
and increased gross volume 23 per- 
cent on a 25 percent gain in rentals. 

K. C,. Glaser, Minneapolis, the 
group’s new president, said Nation- 
al owner-managers will purchase 
15,000 new cars this year at a cost 
of some $38 million. 

Frank B. Charmatz was ap- 
pointed vice-president and di- 
rector of licensing, and Walter J. 
Phillips is executive vice-presi- 
dent. Other 1960 officers are Tad 
Hankey, Los Angeles, vice-presi- 
dent; Robert E. Ahern, Portland, 
Ore., treasurer, and Ex-President 
Miller, secretary, 

Featured speaker was George W. 
Walker, Ford Motor vice-president 
and styling director. He said that 
in his opinion, the rental and leas- 
ing industry “is second only to our 
own dealer organization in provid- 
ing a basis on which we can most 
accurately determine the popularity 
of our products.” 

He predicted a substantial need 
in future years for highly special- 
ized vehicles to meet special family 


and individual requirements. 
+ + + 





* 











Goodyear Boosts 
Prices on Some 


Replacement Tires 


AKRON.—Goodyear Tire & Rub. 
ber Co. last week raised replace. 
ment-tire prices 3 percent on cer. 
tain of its passenger-tire lines ang 
from 3 to 5 percent on most truck 
tires. 

Other increases included 3 per. 
cent on farm and implement tires, 


13 percent on industrial pneumatic 


tires and tubes and a 5 percent 
increase on truck tubes in larger 
sizes. 

Other major tire companies were 
studying the Goodyear move last 
week, and most were expected to 
follow suit. 

O. E. Miles, Goodyear vice-presi- 
dent, pointed out that Goodyear 
led the industry in reducing prices 
from 5 to 15 percent on many 
replacement passenger tires last 
July 20, and that the new prices on 
these sizes and lines will still be 
lower than those prior to that date, 
On Feb. 1, Goodyear introduced a 
low-cost nylon passenger tire which 
will not be affected by the price 
increase. 

Miles said Goodyear was “ex. 
tremely reluctant” to raise prices 
at this time but he added that 
natural rubber rose approximately 
33 percent in the last 12 months, 
that wages and salaries have in- 
creased 15 cents an hour, including 
fringe benefits, and that the costs 
of most chemicals and materials 
also continued to rise. 


McCurry Heads 


Dealer Enterprise 


DETROIT.—Appointment of Rob- 
ert B. McCurry jr., 36, as director 
of dealer enterprise for Chrysler 
Corp. has been announced by Byron 
J. Nichols, auto- 
motive sales 
group vic e-presi- 
dent. McCurry 
formerly was as- 








CARS Members Convene in Florida— 


sistant general 
sales manager for 
Dodge. 

He joined 
Chrysler Corp. in 
1950 as Dodge dis- 
trict manager in 
Green Bay, Wis, 
R. B. MeCurry Jr. and after serving 
in sales positions in Chicago and 
Minneapolis, he was appointed 
Dodge regional manager for Los 
Angeles in 1956. In November, 1956, 
he was named Los Angeles zone 
manager and in October, 1958, he 
was promoted to the position of 
Western area director for Chrysler 
Corp.’s general sales division. He 
returned to Dodge in 1959 as assist- 
ant general sales manager. 


Former Dealer Is Fined 


$150 as Sticker Violator 


MOBILE, Ala.—Wade G. Farris, 
31, former Mobile used-car dealer, 
was fined $150 in U. S. District 
Court after pleading guilty to fail- 
ing to post the dealer’s name on 
cars he had for sale. 

Farris, now in business in Mont- 
gomery, was convicted last Novem- 
ber of illegally disposing of 12 
autos that were under mortgage. 
He was sentenced to a term of 
2% years. He appealed the con- 


viction and is at liberty under 
$1,000 bond. 
© 








Seminars and question-and-answer sessions were included in the convention program 
that dealers generally get most of| of Cars Rental System, Inc., in Fort Lauderdale, Fla. James S. Hunt, CARS .chairman, 
predicted that leasing would embrace more than two million vehicles by 1965. 











Another Sales Plus for Rambler Dealers — 


tAMBLER WINS 
COMPACT CAR 
ECONOMY TEST! 


Rambler American tops nearest competitor 
by 6.67 miles per gallon in Pure Oil 
Economy Trials at Daytona 


Rambler dealers not only can talk economy 
—they can prove it. The Rambler American 
Custom with overdrive topped all U.S. 
economy cars to win the Compact Car 
Class in the Pure Oil Economy Trials— 
proving that America’s first economy car is 
still far out front! One more reason why it 
pays to sell Rambler! 






















Rambler Dealers Sell America’s Lowest-Priced Car eV eae mys Fe | 


THE RAMBLER AMERICAN 2-DOOR DELUXE IN INDUSTRY 


me a "1795 Ld CTC ST 


$117 less than any other car ording to Ward's Automotive Reports 










built in the United States 


- factur ears cums —tr es ee 
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MAIL THIS COUPON TODAY 






We Have the Proved Product for the 
Exploding ‘Compact Car Market... 
YOU Have the opportunity! 


Rambler Franchises Also Available in Canada and important Export Markets. 
in Canada Write te: American Motors (Caneda) Lid., 2951 Danforth Ave., Toronte. 


- 
| 
| 
| 
| 
I Director of Dealer Development 

| American Motors Sales Corporation 

Detroit 32, Michigan 

! Dear Sir: Will you please provide me with more complete inferma- 
| tion about the Rambler franchise. | understand that | am under no 
| obligation and my inquiry will be held in the strictest confidence. 
| 

| 

| 

| 

| 

| 

: 


NAME 
ADDRESS 
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8 Cents the Minimum? ... 
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‘Rough’ Labor Year 
Seen by U.S. Aide 


By Frank Gawronski 
Staff Writer 
A “VERY ROUGH” bargaining 
year has been predicted by 
Joseph F. Finnegan, chief of the 
i Federal Mediation and Conciliation 
Service. 
Finnegan said an eight-cent hour- 
ly pay raise will be the floor from 
which many unions 
will try to bargain in 
1960. 
The nation’s top 
labor mediator said 
2.5 million union 
members are scheduled to get an 
eight-cent-an-hour pay hike this 
year from previously negotiat- 
ed contracts. 

Finnegan said it is “hard to 
see how a union negotiating this 
year will settle for less.” Whether 
such a boost is inflationary de- 
pends on workers’ productivity 


unions more aggressive for a larger 
slice of them,” according to Finne- 
gan. 

* * * 


UAW Eyes Shorter Week 


Ane indication of things to 
come in union-management 
negotiations was provided by Ken 
Bannon, director, national Ford de- 
partment of the United Auto Work- 
ers. 

Meeting in Louisville with some 
40 UAW representatives from 16 
Ford Motor Co, assembly plants 
in 12 states, Bannon said a short- 
er work week will be an import- 
ant goal in contract talks next 
year. 

Citing figures to show “great 
strides” have been made in Ford 
plants toward automation, Bannon 
said the UAW has never opposed 
automation. 


and unit labor costs, he said, “We simply want the workers and 


Good profits are “going to make 


the general public to share the ben- 


efits of automation with industry, 
he said. 

The workers should share 
through higher salaries and shorter 
work weeks that would provide jobs 
for others, he said, and the public 
should share through lower prices 
on products. 

According to Bannon, Ford 
could have cut automobile prices 
by $100 a unit last year and still 
made big profits, 

Another union goal next year is a 
revision of work rules. One change 
desired, Bannon said, are coffee 
breaks similar to those enjoyed 
now by management. The union 
also wants “wash breaks,” so that 
assembly-line workers will have 
time to clean up before lunch per- 
iods. 

Other issues will be improved 
pension plans, insurance, medical 
benefits and a salary increase, Ban- 
non said. 

“We won't seek a wage increase 
that will cause a price increase,” 
Bannon pledged, 

+ * * 


AFL-CIO Plans Expansion 


SANWHILS, John W. Livings- 
ton, organizing chief for the 
AFL-CIO, said last week the organ- 
ization’s membership will rise be- 





Anderson-Trico Suit 


Delayed Until May 3 

BUFFALO.—Retrial of the pat- 
ent suit of John W. Anderson; 
Anderson Co., and Productive In- 
ventions, Inc., Gary, Ind., against 
Trico Products Corp., originally 
scheduled to begin Feb. 9 in Fed- 
eral Court, has been postponed 
until May 3. 

The postponement was granted 
by Judge John O. Henderson, 
who said more time had been re- 
quested to take depositions and 
other pretrial business. Another 
conference will be held March 22. 





yond 20 million in a few years, It 


now has 13.5 million members, 

He took exception with the im- 
plications of a Labor Department 
report which showed union mem- 
bership reversed a 20-year trend 
and declined from 1956 to 1958, 


“It is true, as the report said, that 
unions in the railroad, auto, shoe, 
textile, rubber and steel industries 
reported fewer members in 1958 
than they did 2 years earlier,” he 


said. 


“But this is a temporary setback 
caused mostly by economic condi- 


tions in recession-ridden 1958.” 





es 


136 national and internationa] 
unions. 

“The UAW’s membership droppeq 
from around 1.3 million to below 
one million members in the reces. 
sion period,” Livingston said. “But 
the UAW membership is now pretty 
close to the original figure.” 

Livingston made a confidential] 

report on organizing activities 
and plans to the AFL-CIO execu- 
tive council at its annual moeet- 
ing in Miami Beach. He hinted 
there might be spectacular de- 
velopments in the AF'L-CIO’s or- 
ganizing program, 


“We have continued to make? 


progress in organizing,” he 
between 1,200 and 1,300 petitions 
each quarter with the National] 
Labor Relations Board to determine 


if employes at various companies 


said. | 
“During 1959, AFL-CIO unions filed 7 


wanted to become union members,” § 


He said this was a far higher 
rate than in 1958. He also said the 
AFL-CIO membership would reach 
20 million “within a few years” if 
it keeps up with merely the growth 
of the national work force. 

“But we are not going to be sat- 
isfied with just keeping up with the 
growth of the work force,” he said. 
“We expect to do a lot better than 
that.” 


He referred to the case of the 
UAW, the biggest of the AF'L-CIO’s 





+ + ok 
Chevy Strike Ends 
Aseuetr operations, halted at 
two Chevrolet plants by a short 
strike at the Flint manufacturing 
plant, were resumed last week. 

Assembly and Fisher Body pro- 
duction in Flint and St. Louis 
were halted due to a shortage of 

material caused by the walkout 
over work standards for 19 jobs. 

Chevrolet and the UAW Local 659 
reached an agreement on a dispute 
which arose when the _ union 
charged a speedup in the crank- 
shaft grinding department. 

A union spokesman said Chevro- 
let agreed to return to the old 
schedule of 23 pieces per hour for 
the 19 grinding jobs from the new 
rate of 36 pieces which led to the 
strike, 

The threat of a national rail 
strike was eased last week when 
locomotive engineers agreed to let 
a Government arbitration board set- 
tle their wage dispute with the 
railroads. 


Chance of Relief 
Called Slim in 


Nevada Tax Fight 


CARSON CITY, Nev.—Legislators 
have instructed the State Statute 
Revision Commission to study ways 
of helping Nevada auto dealers 
solve their problems of selling cars 
to out-of-state purchasers without 
collecting the State sales tax. 

They admitted, however, that 
there probably isn’t much they can 
do about it. 

Members of several Senate com- 
mittees listened sympathetically as 
dealers complained that the re- 
quirement that they collect sales 
tax from California purchasers is 
hurting their business. 

Assemblyman Marvin Humphrey 
conceded that the recent ruling by 
Jack Williams, sales and use tax 
administrator, that the tax must 
be collected was “a silly decision.” 

However, barring a change in the 
State’s sales tax law, all members 
agreed that dealers probably would 
have to comply with the provision 


that something sold in Nevada has | 


to be taxed in Nevada. 
Dealer-Reserve Bill 


Heads for Senate Floor 


AS GTON, — The House 
passed dealer reserve tax re- 
form legislation, which has been 


hung up in the Senate for some — 


time, has been reported out favor- 


ably by the Senate Finance Com- 


mittee. This is HR-8684, which deals 
with the time of reporting of dealer 
reserves. 

The measure is expected to reach 
the Senate floor without too much 
delay, with definite action likely 
before the end of February. Mean- 
while, NADA will busy itself with @ 
high-pressure campaign to convince 


ating 


members of the Senate that the bill © 


deserves their approval when it @ 


comes to a vote. 
The NADA argument will be that 
passage of the bill will be an act of 


NELMOR CORPORATION 19550 HARPER, HARPER WOODS, MICH. 


justice toward auto dealers, that 
it will hurt no one and cost the 
Government not a cent of tax 
money. 





—WituiamM ULLMAN 








nal 


low 


o£. 








HEAP BIG CHIEF 


IN PASSENGER CAR ADVERTISING 


HOW PASSENGER CAR ADVERTISERS 
RANK NATIONAL MAGAZINES 


Rank Magazines 


LIFE 


Sat. Eve. Post 


Look 
TIME 


Reader’s Digest 


Adv. Investment 


$14,195,579 
9,676,321 
4,986,772 
4,971,676 
3,283,450 


Pages 


369.52 
258.36 
150.85 
288.00 
105.84 





In 1959, passenger car advertisers invested more dollars in LIFE 

than in any other magazine. (47% more than in the next leading magazine.) 
In the past 12 months, LIFE carried 111 more pages of passenger car 
advertising than the Post—219 more than Look. 

LIFE’s passenger car advertising revenue for 1959 was $3,600,000 ahead 

of 1958. A greater increase than any other magazine. 

Circulation in the past year topped all-time publishing highs for 

general weeklies. (The year-end issue of LIFE went over 7,100,000 copies— 
January issues averaged over 6,700,000.*) *Publishers’ Estimate 
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AUTOMOTIVE WASHINGTON 


U.S. Has Some Doubt 
About Exhaust Device 


By William Ullman 











Washington Bureau Chief 
HE U. S. Public Health Service thinks that the auto in- 
dustry still has some work to do in solving the problem 


of air pollution from exhaust 
bile Manufacturers Assn. an- 


nounced that all new cars 
sold in California, starting no later 
than the 1961 model year, would be 
equipped with a 
new device to re- 
duce air pollution. 

In its first eval- 
uation of the new 
device, the Public 
Health Service re- 
ports that the 
gadget does re- 
duce pollution by 
a significant 
amount. But the 
health people add 
that it is not a 


William Uliman 







fumes. Last fall the Automo- 


cureall and fails to solve certain 
pollution problems. 

Best thing about the new device 
is that it is simple and inexpensive. 
S. Smith Griswold, Los Angeles 
County air pollution control officer, 
said that a motorist could install 
one himself on a six-cylinder car 
for “$1.99, including tax.” Assembly 
line installation should prove even | 
cheaper. 

Public Health does not chal- 

lenge the claim of auto makers 
that the device will remove from 
33 to 40 percent of the hydrocar- | 
bons emitted by an engine. On 
this point, PHS investigators sim- 
ply report that they cannot yet 


“wad 


calculate the reduction, The man- 
ufacturers’ claims may well be 
true. 

The shortcomings of the device, 
says PHS, lie in the type of hydro- 
carbons removed from the exhaust. 

Vernon G. MacKenzie, PHS re- 
searcher, explains that the $1.99 
gadget feeds “blow-by” back into 
the engine to be burned. Blow-by is 
a mixture of air and raw gasoline 
that normally escapes past the pis- 
ton rings into the crankcase—and 
into the atmosphere through a 
crankcase breather pipe. The mix- 
ture is almost wholly composed of 
hydrocarbons. 

* * * 
Caused by Explosion 


ye MacKenzie points out that 
the particular hydrocarbons 
suspected of causing cancer are 
created in the explosion of air-fuel 
mixture in the cylinders. He says 
that it is “not likely” that the de- 
vice has any effect on them, 

He adds that the device also 
fails to destroy “olefins” created 
in combustion. Olefins are one of 
the two ingredients in sun-trig- 
gered smog. It also is helpless 
against carbon monoxide, the 
poison gas. 

In short, says MacKenzie, the 
new device is a good thing, but it 
doesn’t go far enough. Even if all 
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Climatic Air...1960 Models & Units 


The Climatrol (trunk) unit 


cars in the nation were equipped} hower’s economic message t 





the 


with it, the air pollution problem! Congress. 


in our cities would continue to 
worsen as car registrations rise. 
One of these days, drastic measures 
will have to be taken, 

+ of * 
Economics, Anyone? 


ILE some people deplore the 

relative absence of good clear 
issues over which to wage a battle 
for the presidency, a House-Senate 
committee is trying to prove that a 
campaign can be fought over eco- 
nomics, 

The trouble with economists (like 
the trouble with statisticians, so- 
ciologists and psychologists) is that 
they talk a language which rarely 
rings a bell with the average man. 

It’s hard to see why they persist 
in doing this, since they are talking 
about one of the common man’s 
favorite subjects: Money. Husbands 
and wives manage to talk about 
money at least 80 percent of the 
time, without using a lot of $100 
words. 

This columnist thinks that a 
rip-roaring campaign could be 
fought over money, if somebody 
would put the hay down where 
everybody could reach it. 

The current debate has been tak- 
ing place before the Joint Economic 
Committee over President Eisen- 
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The President believes that the 
Government should spend $79.8 bil- 
lion between July 1, 1960, and June 
30, 1961. It should have a surplus 
of $4.2 billion to apply against the 
national debt. 

He is opposed to tax cuts a: this 
time, and, except for wanting the 
gas tax raised, he is opposed to tax 
increases as well. The President 
also is concerned with fighting in- 
flation, and he believes that “tight 
money” will help curb rising prices, 

* * + 


A Forthright Position 


_— is a clear and forthright 
position, and it is one shared 
by many key Republicans. It is a 
position opposed by at least one key 
Democrat, Senator Paul Douglas, of 
Illinois. He is chairman of the com- 
mittee holding hearings on the sub- 
ject. 

Douglas agreed with one of his 
witnesses, Warren L, Smith, of the 
University of Michigan, that “tight 
money” will hold back the nation’s 
growth without checking inflation. 

Smith testified that another 

round of price increases is a dis- 
tinct possibility this year, as a 
result of wage increases, the ris- 
ing cost of medical care, and the 
boom in plant and equipment 
spending. 

When the Federal Reserve Board 
slaps restraints on credit, Smith 
said, it fails to curb any of these 
things that cause inflation. 

But it does hold back housing, 
small business, new firms and local 
government spending for schools 
and highways, he insisted. 

Clearly, the Douglas-Smith ap- 
proach to national monetary policy 
is the opposite of that of the Pres- 
ident and the Federal Reserve 
Board. It ought to make a good 
campaign issue, if the two parties 
can figure out some way to present 
their views to the voting public. 

A clear and dramatic presenta- 
tion would give the small business- 
man something to vote on besides 
personalities and sentiment. 

i + * 


No. 2 in Conventions 


7 NADA convention spotlight- 
_™ ed the fact that Washington has 
grown into the nation’s number two 
convention town. While Los An- 
geles and Chicago will -draw the 
political conclaves this year, Wash- 
ington remains second only to New 
York as a convention site. 

The Washington Board of Trade 
estimates that 400 conventions 
were held here last year, draw- 
ing 335,000 people. Convention 
goers spent more than $1 million 
a@ day in the capital. (Dealers, 
judging from reports, may have 
topped that average a bit.) 

The Washington metropolitan 
area now boasts 21,000 hotel and 
motel rooms, including 12,500 in 
Washington proper. 

The capital’s only problem re- 
mains the lack of a giant down- 
town convention hall, big enough to 
hold the Republican or Democratic 
convention. 

a ok 


9 Dealers Get Loans 


Small Business Administra- 

tion approved nine more loans 

to new and used-car dealers in De- 

cember, SBA Administrator Philip 
McCallum reports. 

Biggest dealer loan was for 
$75,000 to an Oregon new-car re- 
tailer employing 23 people. A 
$50,000 loan went to a New York 
State dealership with 40 employes. 
Smallest dealer loan was for 
$3,500, to a used-car merchant in 
Florida. 

Loan levels were down consider- 
ably from December, 1958, when 
SBA approved 438 loans for nearly 
$20 million, In December, 1959, busi- 
ness loans approved totalled only 
265 for $9.8 million. 


~ * * 


Outlook Still Bright 


ECRETARY of Commerce Fred- 

erick H, Mueller remains happy 
over business prospects this year, 
despite lagging new-car sales and & 
stock market slide. 

Conceding that car sales are off 
“in some areas,” the Secretary 
said that “the public isn’t ready 
to buy the new product at the 
rate we had hoped they would. 
But I expect that’s a temporary 
thing.” 

On the whole, he said, the year 
started off well, with business oper- 
ations at a high rate. 
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HOW TRUCK ADVERTISERS 


HEAP BIG CHIEF 
IN TRUCK ADVERTISING 





RANK NATIONAL MAGAZINES 


Rank Magazines 


_ LIFE 
Sat. Eve. Post 
TIME 
Newsweek 
Business Week 


Adv. Investment 


$2,545,224 
1,359,551 
933,945 
552,470 
345,763 


Pages 


64.50 
36.00 
58.00 
59.00 
83.02 





In 1959, truck advertisers invested more dollars in LIFE than in any 

other magazine. (89% more than the next leading magazine.) 

In the past 12 months, LIFE carried 28.5 more pages 

of truck advertising than the Post. 

LIFE’s truck advertising revenue for 1959 was $1,200,000 ahead 

of 1958. A greater increase than any other magazine. 

Circulation in the past year topped all-time publishing highs for 

general weeklies. (The year-end issue of LIFE went over 7,100,000 copies— 
January issues averaged over 6,700,000.*) *Publishers’ Estimate 
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bd m 1. Fair and equitable contracts between manufacturers and dealers in 
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great and gave its citizens more of the better things of life than anywhere 

NEWS else in the world. 


Have Make Committees 
Served Their Purpose? 


ee were many signs at the NADA convention of the 

improved factory-dealer relations. New president of the 
association, Birkett L. Williams, noted that relations with 
the auto makers “are the friendliest in my 45 years’ experi- 
ence.” The congenial mixing of dealers and factory men 
could be seen all through the convention. 


Even the decline in interest in make committees, once the 
hot spots of the conventions, was a sign of better relations. 
Charles C. Freed, chairman of the NADA industry relations 
committee, pointed out that NADA received no response 
from 40 percent of its notification letters. 


Efforts are being made to revitalize the make commit- 
tees. It seems to us that such efforts have merit. While it 
may be a happy state of affairs when there are so few dif- 
ferences between factories and dealers that interest in the 
committees declines, it is obvious that these committees are 
valuable as channels of communication as well as in pro- 
viding a sounding board for dealers. 


In stepping down as NADA president, Herbert L. Galles jr. 
asserted that there is room for improvement in the areas of 
the dealer public image, in building confidence between fac- 
tories and dealers, in ending blitz merchandising tactics and 
in sales leadership pressure from some sources. 


Here, too, the make committees can provide a useful func- 
tion. It is not necessary that there be a red-hot fight in order 
for the make committees to serve their brother dealers. 
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Coming 
Events 


%& Eprror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


Feb, 14-15—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 

Feb. 17—Annual Legislative-Business Meet- 
ing, South Carolina Automobile Dealers 
Assn., Wade Hampton Hotel, Columbia. 

March 20-22 — Automobile Dealers Assn. 
of North Dakota, Hotel Ryan, Grand 
Forks, 

March 24-25—Nebraska New Car Dealers 
Assn., Sheraton-Fontenelle Hotel, Omaha. 

March 27-29— Iowa Automobile Dealers 
Assn., Hotel Fort Des Moines, Des Moines. 

Apr. 3-5—Illinois Automotive Trade Assn., 
St. Nicholas Hotel, Springfield. 

Apr. 24-26—Automobile Dealers Assn, of 
ene, Buena Vista Hotel, Biloxi, 

iss. 

Apr. 24-26—Ohio Automobile Deaiers 
Assn., Commodore Perry Hotel, Toledo. 

April 28—Brooklyn and Long Island Auto- 
mobile Dealers Assn., Salisbury Club, 
East Meadows, Long Island. 

May 1-3—Texas Automotive Dealers Assn., 
Driscoll Hotel, Corpus Christi, 

% May !-3—Motor Dealers’ Assn. of British 
Columbia, Harrison Hot Springs Hotel, 
Vancouver. 

May !-3— Georgia Automobile Dealers 
Assn., British Colonial Hotel, Nassau. 
| 5-6—Joint Convention of Kansas 
otor Car Dealers Assn, and Missouri 
Automobile Dealers Assn., Hotel 

Muehlebach, Kansas City, Mo, 

May 6-7— Arizona Automobile Dealers 
Assn., El Tovar Lodge, South Rim, 
Grand Canyon, Ariz. 

May 810— Oregon Automobile Dealers 
Assn., Benson Hotel, Portland. 

May 12-l4—Washington State Auto Deal- 
ers Assn., Longview. 

May 13-14— South Carolina Automobile 
Dealers Assn., Francis Marion Hotel, 
Charleston. 

May 15-17—Idaho Automobile Dealers 
Assn., Hotel Boise, Boise. 

%& May 21-23 — South Dakota Automobile 
Dealers Assn., Sheraton-Cataract Hotel, 
Sioux Falls. 7 

June 7-9—New York State Automobile 
Dealers, Spring Meeting and Golf Tour- 
nament, Grossinger's, N. Y. 

June 12-14—New Mexico Automotive Deal- 
ers Assn., Western Skies Hotel, Albu- 


qerque. 

June 13-15—New Mexico Automobile Deal- 
ers Assn., Western Skies Motel, Albu- 
querque. 

June 20-22—Pennsylvania Automotive Assn., 
Bedford Springs Hotel, Bedford, Pa. 
June 23-26—Michigan Automobile Dealers 
Assn.. Grand Hotel, Mackinac Island. 
Aug. 2!- lorado Automobile Dealers 

Assn., Harvest House, Boulder, 

Sept. 11-13—New Hampshire Automobile 
Dealers Assn., Farragut House, Rye 
Beach, N,. H. 

Sept. 12-13—Minnesota Automobile Deal- 
ers Assn., Leamington Hotel, Minne- 


apolis, 
Sept. 18-19—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville. 
Sept. 18-20—New York State Automobile 
oe. The Concord, Kiamesha Lake, 


N. Y. 

Sept. 19-20—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 
Sept. 30-Oct. | — Montana Automobile 
Dealers Assn., Rainbow Hotel, 


alls. 

Oct. 28-Nov. 2—Florida Automobile Deal- 
ers Assn., Cruise to Montego Bay and 
Port-au-Prince. 

o> ss 


Auto Shows 


Feb. 13-20—Syracuse Auto Show, Onon- 
daga County War Memorial Building, 
Syracuse, N. Y. 

Feb. 17-22 — Autorama, Connecticut State 
Armory, Hartford. 

Feb. 19-2i—Albuquerque Auto Show, State 
Fair Coliseum, Albuquerque, 

Feb. 19-2I—Wichita Auto Show, McCon- 
nell Air Force Base, Wichita. 

Feb: 25-27—Columbus Auto Show, Munici- 
pal Auditorium, Columbus, Ga. 

Feb. 27-March 6—Kansas City Auto Show, 
Municipal Auditorium Exhibition Hall, 
Kansas City. . 

March 30-April 3 — Louisville Auto Show, 
Kentucky Fair & Exposition Center, Louis- 


ville. 
Apr. 49—Philadelphia International Auto 
Show, Trade and Convention Center, 
Philadelphia. (Foreign and Domestic 


Cars.) 

Apr. 16-24—International Auto Show, Colli- 
seum, New York, N. Y. 

Oct. 15-23 — National Automobile Show, 
Cobo Hall, Detroit. 

Jan. 9-17—Memphis Auto Show, Ellis Audi- 
torium, Memphis. 
(See CALENDAR, Page 61, Col, 3) 


Great 


Automotive Cartoon 


Of the Week 






"Well, you've been looking them over for 10 minutes— 
ready for the commercial?” 


Letterbox 





Delayed Billing 

I read the news item, “Foe of De- 
layed Billing Defends Yarnall, 
NADA” on page 2, column 4, of the 
Feb. 1 issue of Automotive NEws, 
and was positively overwhelmed at 
the ignorance of plain ordinary eco- 
nomic facts of the “gallant de- 
fender.” 

It seems that the factories have 
sufficiently indoctrinated some peo- 
ple to believe that any involvement 
of factory capital means an increase 
in the cost of their products and 
that the involvement of dealer’s 
capital doesn’t or shouldn’t add to 
the cost. 

Capital, in an economic sense, is 
no different than labor involved in 
the construction or distribution of 
a product. The involvement of labor 
and capital, wherever it may occur, 
from the raw materials, to the fac- 
tories, to the dealerships and finally 
to the customer must in our system 
of free enterprise receive its proper 
remuneration in order to continue. 

The logic that the involvement 
of factory capital will add to the 
cost of each car and also involve 
periodic checks, inventory-taking, 
collection fees, and other complica- 
tions is assuming that the dealer 
who has the inventory simply puts 
the cars in the garage and forgets 
about them, without inventory- 
taking, checking for damages, etc. 

Also, that if the dealer lays out 
his own capital and does all these 
things for himself, it shouldn’t cost 
anything and consequently shouldn’t 


The Big Stories 
34 Years Ago—1926 


Henry Ford sticks to his prediction that there will be 30 million 
automobiles in the U. S. before anything like a saturation point is 
reached. There are more automobiles in use by American families 
than bathtubs, according to W. B. Brooks, Credit Alliance Corp., 
New York. A survey showed 70 percent of the people owned automo- 
biles and 59 percent owned bathtubs. 


20 Years Ago—1940 


R. L. Polk & Co. places the U. S. total of new-car sales in 1939 at 
2,655,833 units. This exceeds the nation’s 1938 registration total of 


1,891,021 by 40.44 percent. 


10 Years Ago—1950 


NADA’s annual convention called on the factories to aid the anti- 
bootlegging drive by correcting their system of distributing cars and 
trucks and to restore territory-security clauses in all selling agree- 


ments. 








‘Battle of Billings ..... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 
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and wouldn’t increase the cost of 
each car he has in inventory. It is 
a certainty that all these add to the 
cost of each car. However, it should 
be emphasized that the cost incre- 
ments are additive regardless of 
where it occurs or who is bearing 
the burden. 

NADA’s Board of Directors fell 
flat on their faces on this matter 
and failed dismally in defending the 
interests of their badly harassed 
constituents. The auto industry is 
no different than any other indus- 
try. Generally a recognized dealer 
receives some sort of credit exten- 
sion in almost every industry but 
ours. Our manufacturers cannot 
place a halo on their prices, build 
a “Maginot Line” around their pric- 
ing policies and let the dealer face 
the attack on car prices without 
assistance that’s considered usual 
practice in other industries. 

The galling part of this contro- 
versy isn’t the issue at all, but the 
fact that the organization which is 
supposed to protect the interest of 
dealers has become so_indoctri- 
nated, that it differentiates the 
merit and value of factory eapital 
in evaluating the cost of a car from 
dealer’s capital. 

Cost is cost, wherever it occurs, 
and the quicker the dealers are 
made aware of it, the quicker they 
might evolve some law and order 
out of the chaotic jungle they have 
created with the help of thinking as 
displayed by certain members of the 
Board of Directors of NADA who 
have such misconceptions as to de- 
feat in finality the proposed bill for 
some sort of factory inventory re- 
lief.— J. Marx Ko.uician, Union 
Motor Sales, Somerville, Mass. 

a * eg 


Short of Valiants 


YOUR STATEMENT FEB. 1 
GROSSLY IN ERROR. VALIANT 
DEALERS HAVE NEVER HAD 
ENOUGH CARS. ALL DALLAS 
DEALERS RECEIVED A TOTAL 
OF 32 VALIANTS IN JANU- 
ARY. PLEASE CORRECT YOUR 
STORY. — Cuirron Dennarp, C. S. 
Hamilton Motor Co., Dallas. 

Eprror’s Note: Reader Dennard 
apparently refers to the state- 
ment, “Valiant dealers, reporting 
stocks good for seven or fewer 
days of selling, said they were 
not really hurting for cars.” Dal- 
las dealers apparently are hurting 
and Automotive News is happy to 
set the record straight. 
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p Cal Bonneville Safari by Pontiac—In-Person sound by Delco Radio 


youd think the musicians came wi 


A million miles from nowhere, still the In-Person sound of your Pontiac’s Delco Radio comes through—crystal clear. Give it the test on the open road and 
listen. You'll find the music you like best sounds excitingly alive thanks to Delco’s greater fidelity, sensitivity and tonal range. And only Delco radios have 
Straight-Line Tuning—an exclusive feature that separates stations on your dial. When you order your new Pontiac or other tine General Motors car, be 


sure to get the radio designed and custom made to fit the acoustical needs of the car—a factory approved, transistor- 
powered Delco. It’s your assurance, wherever you go, of undistorted In-Person sound and always reliable radio reception. E LCO 


Division of General Motors e Kokomo, Indiana e World Leader in Auto Radio RRA D i O 


as advertised in The Saturday Evening Post 
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Plymouth Dealers 
Cited for Loaning 


Cars to Schools 


DETROIT.—Ten New York State 
Plymouth dealers have been award- 
ed certificates of commendation by 
the Automobile Club of New York 
“in recognition of their outstanding 
service to the community by pro- 
viding dual control cars for stu- 
dents enrolled in the driver-educa- 
tion courses in high schools.” 

The dealers were given a plaque 
at presentation ceremonies at each 
of the schools where dealers are 
loaning cars. 

Dealers presented the awards 
were: 

Piebes Motors, Inc., White Plains; 
Cas Motors, Inc. Mount Kisco; 
Truelson Motors, Inc., Franklin 
Square; Krebs & Schulz Motors, 
Inc., Syosett; Pilgrim Plymouth, 
Inc., Manhasset. 

Roger Plymouth, Inc., Rockville 
Centre; Circle B. Motors, Inc., 
Smithtown; Raynor’s Garage, 
Westhampton Beach; Kastner 
Motor Sales, Inc., Rockville Centre; 
Bob Nadler, Inc., Kingston. 





America’s economy 


POWER in its 
selling story 


The ONLY fine car combining weight AND 
economy . . . over 2,000 pounds—up 

mpg! Solid steel bumper to bu 
Classic styling. Magnificent 


ip. 
more traffic, move more units! 
THI 3 SELLING POWER! ! ! 


POWER in its 
advertising 


Life, Time, Holiday, Newsweek, US News 
& World Report . . . a continuing Nat'l Ad 
Program backed up by “THE IDEAL AD- 
DEAL”, finest rat be the Industry! For 
every $1.00 spent locally by a Dealer, he 

's $3.00 worth of Local Advertising. THIS 
S ADVERTISING POWER! 


POWER in its 

service, parts 

training 

ome Networks covered by Distributors’ 
& Service Training Personnel. Fac- 

tory Engineering Personnel available to 

trouble shoot wherever necessary. Com- 

ie supply of parts—strategically ware- 

—assures immediate and fastidious 


attention. THIS IS SERVICE POWER! 


POWER to make 
profits for you 
DATSUN is the BEST VALUE of any import 
car in America! ! ! ! Your Protected Fran- 
chise gives you a good mark-up, requires 
a pa investment, adds increased profits @ 
with almost no extra overhead. THIS IS 
PROFIT POWER! 

r a MRE REIN ieee NE 


Mr. Distributor 


Franchise available for my area! 


MAIL COUPON 
OR WRITE TO 
YOUR NEAREST 
RSE TT ten eels 


Please send me confidential details on the Profit Protected 
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Best Source of New-Car Prospects, Says Small-Town Dealer .. . 


Shop Is Texan’s ‘Salesman’ 


By Ruel McDaniel 
Staff Correspondent 


LOUISE, Tex.—In 1922 E. J. 
Trochta opened a garage in Louise. 
It was not only the first garage in 
town but the first anywhere for 
miles around. 

For seven years he operated 
the independent service plant, 
learned a lot about cars and the 
people who owned them and laid 
an excellent foundation for the 
dealership he obtained in 1929. 

One of the oldest Chevrolet deal- 
erships in the Southwest in point 
of continuous ownership, it oper- 
ates in an unincorporated com- 
munity which the Texas Almanac 
says has a population of 400. 

In 1958 Trochta Chevrolet sold 
75 new cars, and 1959 sales were 
well ahead of the previous year. 
The company sells used cars at the 
low ratio of one used for one new 
unit. 

Cash is paid for about half of all 
cars sold, according to Marvin 
Trochta, who joined his father in 
the dealership in 1955 after gradu- 











import with most 


2 Dr. Wagon. ONLY $1818. 2268 Ibs. 
48 hp, Int. width 47” 


¥% ton pickup. ONLY $1588. 2060 Ibs., 
48 hp, 26 sq. ft. platform. 


SPORTS CONVERTIBLE: A fabulous 
car at a fabulous price. Coming soon! 


DATSUN 


Manufactured by THE NISSAN MOTOR COMPANY, LTD., TOKYO Since 1926 


ating from the University of 
Houston. 

Because he entered the auto 
business through the service end, 
the senior Trochta always has 
been keenly aware of the value 
of a good service department in 
building a profitable dealership. 
He acquired the habit of making 

a profit from service as an inde- 
pendent garage operator, And his 
dealership has shown at least some 


Pontiac Signs Schappe, 
Veteran Chrysler Dealer 


MADISON, Wis.—Ray L. Schappe 
has announced he has given up his 
DeSoto and Plymouth franchises to 
become a Pontiac dealer here. He 
had been a Chrysler Corp. dealer 
for 25 years. 

He said his Chrysler Corp. war- 
ranties and service and parts ob- 
ligations will continue. The name 
of his firm has been changed from 
Schappe Motors, Inc., to Schappe 
Pontiac, Inc. 



















profit every year since it started. 
The service department has shown 
a net profit each year, including 
two wars and a depression. 

Trochta credits his plan of pay- 
ing mechanics for much of the 
service department’s profitable op- 
eration. It likewise has been re- 
sponsible, he believes, for the low 
turnover of service employes. 

The company has three regular 
mechanics, the oldest of whom 
started with the company 30 years 
ago. The next man has been with 
Trochta 10 years, and the third 
man joined the department six 
years ago. 

Trochta pays mechanics a 
straight weekly wage, plus an 
annual bonus providing the serv- 
ice department shows a profit. 
There is no service manager, al- 
though one man is required to 
greet customers and route the 
work. Thereafter, every man is 
his own foreman and is respon- 
sible for doing his own work and 
checking it out. 

The bonus is based on each man’s 
annual wage, and amounts to 5 
percent of wages. In addition, each 
man receives an extra bonus of $1 
for each year he has been with the 
company. 

Since the bonus hinges on the 
shop’s making a net profit, Trochta 
said, the men consistently help the 
company to show a profit. 

In calculating the service net, he 
said, the company charges against 
the department a fourth of the 
total rent, its share of the power 
and light bill, depreciation of 
equipment, its part of plant main- 
tenance costs and the mechanic’s 
wages. 

Rental charges went up re- 
cently when the shop moved into 
a 5,250-square-foot building, laid 
out specifically for service. E, J. 
Trochta owns the buildings and 
charges the company annual 
rental. 

The service department and of- 


i Siiier Held 
In Check Frauds 


WARRENTON, Va.—After being 
sentenced in Arlington County to 
two years for forgery and making 
false affidavits for auto titles, Ken- 
neth L, O’Day, Arlington used-car 
dealer, was returned here to face 
grand larceny charges. 

He was accused of giving three 
Fauquier County businessmen 
fraudulent checks totalling $6,400 
for the purchase of used cars. He 
previously had bought cars in this 
area with good checks, authorities 
said. 

O’Day was accused of giving Ar- 
rington Motor Sales a check for 
$2,000 for a ’59 Mercury, W. H. 
Cheatwood, Calverton, $1,050 for a 
’56 Ford, and Gay Oldsmobile, Inc., 
three checks totalling $3,350 for 
three cars. 





Neilsen Sells to Osborne 


GRAND JUNCTION, Colo. — 
Howard Osborne has purchased 
Jack Neilsen Motors (Studebaker), 
421 Colorado Ave., and will operate 
it as Osborne Motors. Osborne also 
handles Studebaker, Chrysler and 
Dodge in Glenwood Springs, Colo. 
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fice are so arranged that the own- 
ers, sitting at their desks, have a 
clear view of the shop at all times, 
This is extremely important, ac. 
cording to Marvin Trochta, 

“We look to the service depart- 
ment for new-car sales,” he said, 
“and it is important that we are 
able to see who comes in for servy- 
ice. The mechanics are trained to 
watch for new-car prospects, but 
they cannot be expected to sell 
new cars for us. By watching what 
is going on there, though, we are 
able to spot prospects occasionally 
and go out and talk with them.” 

He said he and his father sold 
two new cars recently as a direct 
result of spotting prospects on the 
service floor. 

“In each case,” he explained, 
“we knew the service customers 
and their cars. We knew they 
should buy new Chevrolets, and 
by catching them on the service 
floor, when they were faced with 
sizable repair bills, we were able 
to close the deals.” 

When the Trochtas sell a new 
Chevrolet to a local man who does 
not bring it in for service when 
due, they contact him to learn why. 
After he has used up his regular 
warranty service and stops coming 
back, they again contact him. 

“Our service department is our 
regular link between us and the 
customer,” young Trochta pointed 

out. “We strive as consistently to 
keep him using our service as we 
did to sell him the car, for we 
realize that the more often he 
comes to the service department, 
the more contacts we have with 
him and the better chance we have 
of selling him his next car.” 

The company employs no regu- 
lar salesmen, but it does utilize 
the services of “birddogs.” The 
first person to turn in the lead 
on a prospect gets the credit, 
even though frequently more 
than one person turns in _ the 
same name. The tipsters receive 
a bonus of $20 to $25 on new cars 
sold as a direct result of tips. 

“Naturally some of them take 
advantage of us,” Marvin Trochta 
said, “but we find, in a small town, 
that the plan is more profitable 
than employing fulltime salesmen.” 


Both the owners follow up such 
tips and their own leads with per- 
sonal calls, most of which are in 
the country. Young Trochta esti- 
mates that 90 percent of car sales 
are to farmers and ranchers, and 
that means a great deal of time 
spent visiting with prospects on 
their own farms and ranches. 

They particularly like farm and 
ranch business because more than 
50 percent of these sales are for 
cash. 

By selling prospects on the 
value of local service, the owners 
have been able to reduce the 
tradein problem gradually over 
the years until today nobody ex- 
pects to be paid more than his 
old car is worth. 

“We particularly are careful of 
our allowance on heavy cars,” Mar- 
vin Trochta said, “because there 
simply is little market for them 
locally. We allow only what we 
believe we can get at wholesale, 
and concentrate on the value of our 
service to overcome higher offers 
elsewhere for the used car, 

“In some cases we ask the cus- 
tomer to sell his car himself, then 
buy a new Chevrolet from us. Many 
of them do that, either before or 
after buying the new car, Some 
keep the old cars for family use.” 

a * * 





New Shop Helps Boost Profits— 














i DISTRIBUTORS 
a WAWAII: Von | WEST: Woolver- | MID-SOUTH: | CENTRAL and 
Jame. Hamm-Young | ton Motors, 5967 | Southern Dat- | EAST. Luby Dat- 
Co., Ltd, P.O. | Lankershim | sun Dist. Co., | sun Dist., Ltd., 
Addvess. Box 2630, Hono- | Bivd.,No.Holly- | 1501 Clay St., | 107-36 Queens 
lulu 3. wood, Cal. Houston, Texas | Bivd., Forest 
Hills 75, N.Y.C. 
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Trochta Chevrolet has shown a profit every year since it was organized in 1929 and 
service has been one of the most important factors, according to E. J. Trochta, presi- 
dent. The shop recently moved into its own building to accommodate a growing 
service business in the tiny town of Louise, Tex. 
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The Chicago Daily News has been a consistent leader in new passenger higher than Metropolitan Chicago as a whole. The Daily News median 
car advertising for many years. Why? Because the Daily News is read by adult reader also spends at least 35% more time with his paper than 
the families who buy new cars—whose median income is $1070 a year readers of the other Chicago dailies. 
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Vauxhall Unveils Canadian Models— 

Improvements in appearance and comfort are featured in the restyled Vauxhall 
Cresta, shown above, and Velox models. Among the new features of the General 
Motors British-built cars are a wraparound rear window, deeper grille, larger radiator, 
stiffer body structure, improved engine mountings and a new range of single and 
dval-tone exterior colors. The six-cylinder Vauxhalls also have increased leg room in 
the rear compartment. Cresta and Velox models are retailed in Canada, but not in the 
U. S. 
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a competitive ef- 
fort to increase 
power output, 
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By David J. Wilkie 
WHAT BROUGHT the automo- 
tive industry's much-publicized 
horsepower race to a halt? 

Most oldline makes of cars are 
powered with 
higher horsepow- 
er engines than 
they were a few 
years back. How- 
ever, horsepower 
is not being em- 
phasized as it was 
in the past, and 
there no longer is 





But the horse- D. J. Wilkie 
power “race’—frequently denied 
by many automakers—did not end 
because some public officials, in- 
cluding a few governors of states, 
were denouncing higher power as 
a contributory factory in highway 
accidents. 


A factor even more important 


Wilkie Views... 


Horsepower Race Sidelight 





was that the higher compression 
ratios, which went with higher 
horsepower output, required stead- 
ily increasing fuel quality that was 
nearing the point where gasoline 
production cost were becoming pro- 
hibitive. 
“ og * * 

IN MANY AREAS you can buy 
—and in some cases you need—fuel 
of 100-octane rating. But it is not 
economical for the petroleum in- 
dustry to produce and, on the basis 


L-M Dealers in Chicago 
Headed by Whitaker 


CHICAGO.—Charles B. Whitaker, 
Litsinger Lincoln-Mercury Co., Chi- 
cago, has been elected president of 
the Lincoln-Mercury Dealers Assn. 
in Metropolitan Chicago. Other of- 
ficers are: 

John Gerald, Gerald Motors, Sko- 
kie, vice-president; Dino Morone, 
Crane Motor Sales, Inc., Chicago, 
secretary, and Joe Henner, Prestige 
Motors, Evanston, treasurer. 
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Mo Pa 


PARTS & ACCESSORIES 


To Chrysler Motors Corporation Dealers: 


TAKE THE BIG 


TO BIGGER 
PROFITS 
WITH 


MOPAR 


Actually, you take four big steps to bigger profits when 
you handle MoPar parts exclusively. 


1—AVAILABILITY: With 120 wholesalers and six com- 
pletely stocked plants, strategically located across the 
country, MoPar offers fast delivery service. You get the 
right part in the right place at the right time. 


2—INVENTORY CONTROL: You save time, eliminate waste 
with MoPar’s exclusive Balanced Stock Plan and Inven- 
tory Control System. Eliminates need for stocking slow- 
moving items, virtually does away with parts obsolescence. 


3—PRECISION ENGINEERED: You get parts precision en- 
gineered by Chrysler Corporation. They fit right, install 
quickly, work smoothly with other parts—just like original 
equipment. Your customers become’repeat customers. 


4—FIELD REPRESENTATION: You get the firsthand help 
of experienced parts specialists—the MoPar Field Rep- 
resentative and MoPar Wholesaler salesmen. 
eager to work with you to build your profit opportunities. 
Call your nearby MoPar Wholesaler today! 


They’re 


Invest in your future—buy 100% MoPar 


MoPar Division, Chrysler Motors Corporation, Detroit 31, Michigan 
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of miles per dollar, it has beer fag 
from economical for the aut@ 
owner. q 

As a general proposition, engi-’ 
neers of the automobile and the 
petroleum industry work in close 
cooperation in determining the re 
quirements of car engines. They” 
have to for their own good. Never- 
theless, there is no record of qa 
petroleum industry engineer criti- 
cizing the product of the car engi- 
neer, or the car engine designer 
finding fault with the petroleum 
expert’s product. 

Probably they do have differ- 
ences of opinion, but they air 
these differences in private where 
the average motorist gets no 
chance to inject his own opinions, 
When high octane gasoline 

moved into the 85 to 90 numbers 
area a few years ago, there was 
considerable speculation as to just 
how far the petroleum industry 
could go in advancing fuel quality, 
As they got into the upper 90- 
octane levels, the petroleum engi- 
neers discovered that it cost more 
to add one octane number to the 
rating than it had in the past to 
move up five numbers in the upper 






































































80-octane range. 
ok + a 

AS MOST motorists know, low 
quality fuel in a high compression 
ratio engine causes an engine 
knock of varying degrees. Gener- 
ally, the higher the octane rating 
of the fuel the greater is its anti- 
knock quality. 

But it is also true that many 
motorists, who do not need it, buy 
premium fuel. They get nothing 
for the higher cost excepting per- 
haps a faster accumulation of com- 
bustion chamber deposits and valve 
troubles. Probably the safest thing 
for the average motorist to do in 
the matter of fuel selection is to 
use that recommended by the car 
manufacturer. 

One alternative is to try out a 
few different grades of gasoline 
until the right grade is found. 
Certainly there is much more to 
the whole automobile fuel prob- 
lem than saving or spending a 
few more cents per gallon. 

Many things have happened to 
car fuels in the last couple of dec- 
ades. So many additives have been 
developed that one leading gasoline 
company executive suggested the 
term “gasoline” was a misnomer. 
So much had been taken out and 
so many things added to the fuel 
that there was little of the original 
concept of gasoline left. 

It might more properly be called 
“motor fuel,” he suggested. He did 
not advocate the European desig- 
nation, “petrol.” 

* * * 

IT WOULD take a brash person 
to predict that, because of the in- 
creasing cost of premium fuel, en- 
gine horsepower and octane ratings 
of fuel will be frozen at their pres- 
ent levels. But it is certain that fuel 
of a 100-plus octane rating for car 
engines is going to be extremely 
costly from the viewpoint of the 
motorist who is looking more than 
ever for fuel economy. 

At the same time, there is a 
large group of engineers in the 
auto industry who believe it will 
be years before the internal com- 
bustion gasoline engine is re- 
placed by other types of power 
plants. These engineers say they 
have not yet approached the ulti- 
mate in the efficiency that can be 
built into the conventional type 
of car engine. 

In its most simplified form, effi- 
ciency in a car engine means fuel 
economy and smoothness of opera- 
tion. How these much-sought-after 
features may be developed without 
higher fuel costs is yet to be dis- 
closed. 

Some experts have said engines 
using cheaper types of fuel may be 
the answer. But when that type 
of power plant comes, all the taxes 
presently imposed on conventional 
gasoline will be shifted to what- 
ever the fuel may be that replaces ; 
gasoline. | 


Smith Elected to Head 


Sanford (Fla.) Dealers 

SANFORD, Fla.—David R. Smith, 
Strickland-Morrison, Inc. (Ford), 
has been elected president of the 
Sanford Automobile Dealers Assn. 
Other new officers are: 

John D. Brass, Brass Motors 
(DeSoto-Plymouth-Fiat), vice- 
president, and William V. Hemp- 
hill, Bill Hemphill Motors, Ine. | 
(Buick-Pontiac-Rambler), secre- 
tary-treasurer. 
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NEWS for 
USED CAR 


DEALERS 


about a new, PROVED WAY to make 











heres a BlG-Ticket LOW) 
for EXTRA Income Withg 


* Average PROFIT of ‘700° each sale.. 
an initial investment of approximately sqo0ee 










> YOU can make a FULL 20% MARK-UP... Yet 
YOU SELL at LOW COMPETITIVE PRICES! | 


>K YOU make TWICE the PROFIT You’re 
Accustomed to on Used Car Sales! 


>« YOU have No Floor Plan EXPENSE for 60 Days 
..e Merchandise is Practically on Consignment! 


ee en ee 


> YOU have a GUARANTEED 60-Day Escape — 
Clause... WE TAKE BACK Any New Unit for 
only 5% Service Charge! 
















investment Opportunity 
yt Additional Overhead ! 


| >K No Interference with USED CAR SALES... 
These are all PLUS-PROFIT-SALES ! 


NEW PRAIRIE SCHOONER , fe oun 
MOBILE HOMES | a J 


“Famous Name in Mobile Living Since 1936” 
oo 
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| >K YOU Have the Lot and the Seeman. .. Now 
All You Need is ONE PRAIRIE SCHOONER and 


You’re in Business! 





et Full Details NOW 
NO OBLIGATION 


NOTE THESE TWO OUTSTANDING 10-WIDES 


Already acclaimed as two of the most popular mobile 
homes in the industry are these GENEVA models. 


G382W FK—38 feet long—10 feet wide—2 bedrooms—Front 
Kitchen. The ideal trailer coach size because it offers the 
maximum of mobile living space and conveniently fits more 
of today's limited park lots. Can be sold with a minimum 
down paymentand easyterms soacceptableto more buyers. 


38’-10’ WIDE 
GENEVA MODEL 


GENEVA models have aluminum exteriors, baked on ena- 
mel finish and the fine Prairie Schooner construction 
throughout that has been received with satisfaction for 
years! All completely furnished and ready to move into. 
Prices and specifications available on request. 


G502W FK—50 feet long—10 feet wide—2 bedrooms—Front 
Kitchen. An extremely comfortable mobile home that brings 
repeat sales! Lots of relaxing area in this well arranged 
coach that means comfortable every-day living and 


NOTE: If you are not familiar with our company gracious guest entertainment as well. 
please check with Dun and Bradstreet 


PRAIRIE SCHOONER, INC. 


1503 WEST BRISTOL STREET + ELKHART 1, INDIANA 
PHONE CO 4-2171 


MANUFACTURERS OF 8’ AND 10’ WIDE MOBILE HOMES—TRAVEL TRAILERS ALSO 


Phone Elkhart CO 4-2171 PRAIRIE SCHOONER, INC., 1503 W. Bristol, Elkhart 1, Indiana 


Gentlemen: We are definitely interested in becoming a Prairie Schooner dealer, but 
want more complete information NOW, without obligation. 


Rn a i ti 


Street Address_ 





Please be patient if unable 
to reach us by phone City_________2one__ State ___________ 


immediately . . . oftentimes Owner signature___ 


telegraph is just as fast! (C1) Send information and application form. [ Have representative contact us. 


PRINTED IN U.S.A. 1/60 


















TURNINGS 


done can be had by visiting 
White Motor Co., which built about 
16 percent of the 100,000 heavy-duty 
units produced in 
this country last 
year. Although 
this seems a4 
rather small fig- 
ure, the com- 
pany’s sales 
amounted to 
about $330 mil- 
lion. The remain- 
der of White’s 25,- 
000 vehicle sales 

| consisted of me- 
J. M. Callahan dium trucks, ex- 
port vehicles, off-highway vehicles 
and parts. 

There are two types of heavy- 
duty trucks. One is a truck which, 
together with its body and full load, 
has a GVW (gross vehicle weight) 
of 19,500 pounds or more, The other 
is a tractor, which together with its 
fully-loaded trailer or trailers, has 
a GCW (gross combination weight) 
of 75,000 pounds in 11 Western 
states or about 60,000 pounds in the 
rest of the country. About 90 per- 
cent of White’s production is in 
tractors. 

Except for vehicles built for the 
same job, each of these trucks 
or tractors is built to order for 
a certain customer who wants a 
certain job done. The White peo- 
ple feel they’re building a “ma- 
chine tool” that must pay its way. 

Among the specifications that can 
be varied are wheelbase, engine, 
fuel tank, electrical system, clutch, 
transmission, front or rear axles, 
service or hand brakes, steering 
gear, frame, springs, prop shafts, 
wheels, tires, exhaust system, chas- 
sis equipment and paint. 

Before a truck or tractor is sold 
to a customer, White engineers 
often will make a complete study of 
what its job will be. This will in- 
| clude a careful analysis of the 

route it will travel. 
* ok o* 
{ AMONG the questions this analy- 
sis Must answer are: 

How long will the haul be? What 
will the cargo be and what will be 
its approximate weight? What 
| states will be crossed? Will the 
route be over expressways, regu- 
_ lar highways or city roads? 

What are the steepest grades 

that have to be negotiated? How 

; far should the truck travel before 
: it needs refueling? How much 
emphasis should be put on driver 
comfort? What special state and 
city laws must be observed? 

What type of fuel will be used— 
gasoline, Propane or diesel oil? 


For example, one White trucker- 





customer orders two huge fuel]; 


tanks for each of his trucks so that 
they can travel several hundred 
miles across country—from one of 
this trucker’s own fuel pumps to 
another. 

In engineering a heavy-duty 
truck, weight is often an extremely 
important factor because of vigor- 
ously enforced state load limits and 
because every pound of added pay- 
load means extra dollars in the 
pocket of the owner. 

A favorite method of cutting 
weight is through the use of alumi- 
num. Among the aluminum com- 
ponents available on White trucks 
are frame cross members, motor 
supports, bumpers, steering gear 
housing, suspension brackets, fuel 
tanks, fender supports, transmis- 
sion housing, oil pan and fly wheel 
housing. 

In the recent case of a 10,500- 
pound tractor, weight was reduced 
1,800 pounds by substituting alumi- 
num for other metals. 

* os of 


Fiberglass Helps, Too 


p Ast year the White division pio- 

neered a new way of saving 
weight by introducing the indus- 
try’s first all-fiberglass heavy-duty 








Heavy-Duty ‘Trucks 
| ‘Tailored’ Like a Suit 


By Joseph M. Callahan 
Engineering Editor 
YLEVELAND. — Engineering and building heavy-duty 
C trucks ranging in price from $9,000 to $26,000 is com- 
pletely different than developing any other type of vehicle. 
An insight into how this is® 


new fiberglass truck cabs. 
eosier assembly. 





truck cab. Although more costly 
than a steel cab, it has numerous 
other advantages, such as easy re- 
pairability, more corrosion resist- 
ance, great resilience under impact 
and low tooling costs, especially im- 
portant for low-volume vehicles. 

John N. Bauman, White Motor 
president, predicts fiberglass 
truck cabs will be extensively 
used in the future because of 
these advantages. White now 
offers 14 models with fiberglass 
cabs and more are coming. 

Very often, however, weight isn’t 
nearly as important in the design 
of a truck as length is. For instance, 
in the case of a long-distance furni- 
ture hauler, “cube” or space, rather 
than pounds, is the commodity that 
makes money for him. 

State length limits are the key 
factor in this situation. The 11 
Western states permit a maximum 
tractor-trailer length of 60 feet, 
while the length limit in most other 
states is now up to 50 feet. Tradi- 
tionally, the Western states have 
set the pattern in both weight and 
load limits, with the other states 
following along in time. 

Some time ago, a revolutionary 
exception to this rule was made 
by New York and Massachusetts, 
which now have a 120-foot-length 
limit and 130,000-pound limit for 
tractors and two trailers on their 
thruways. Similar limits are now 
being tested in several other states. 

* * * 


Acs the country there has 
been a trend to very slow relax- 
ation of these weight and load lim- 
its. White officials predict that in 
the not-too-distant future “express- 
way trains,” consisting of a huge 
tractor and several trailers, will be 
hauling freight across the nation’s 
expressways. The huge tractor will 
spend all its time on the express- 
way, plying between two points. 

White officials are enthusiastic- 
ally in favor of these progressive 
highway transportation tech- 
niques, since they will increase 
the demand for the heavy vehicles 
that White produces. 

A major White effort to adapt to 
the length limits was its introduc- 
tion of the COE (cab-over-engine) 
tractor years ago. This produces a 
tractor with a shorter BBC (bump- 
er-to-back-of-cab) dimension and 
permits use of a longer trailer. 

After the war, White came out 
with a tilt cab which makes the 
engine more accessible for repair- 
ing. A more recent improvement 
was its powered tilt which, in addi- 

oe * * 
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Fiberglass Cab Assembly Line— 


tion to making it much easier to tilt 
the cab, eliminates the danger of it 
accidentally dropping. 

+ * 


* 


Diesel Trend Growing 


ROBABLY the most dramatic 

trend in the whole heavy-duty 
truck industry has been the swing 
to diesel engines. Currently, about 
40 percent of all White trucks are 
diesel powered. However, there’s a 
strong general belief that almost 
all heavy trucks will have diesel 
engines within a few years. 

At present, Cummins diesel en- 
gines are installed in White 
trucks, but White has three long- 
range diesel development pro- 
grams under way and eventually 
the company will produce its own 
diesels, just as it makes its gaso- 
line engines now. 

The past decade has been an ex- 
tremely exciting one for White 
Motor in that it purchased four of 
its competitors—Sterling, Diamond 
T, Reo and Autocar. The last three 
are now White divisions. Judging 
from the planning and spirit at 
White’s Cleveland headquarters, the 
1960s may be just as exciting. 
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McLouth Booklet 
Shows How Cars 
Can Use Stainless 


DETROIT.—An illustrated book- 
let showing applications of stainless 
steel on autos has been published 
by McLouth Steel Corp. 

Detailed drawings show how 
stainless is used on such parts as 
the inner door panel and sill, bucket 
seat, instrument panel, upper struc- 
ture, floor and tunnel console, ex- 
haust system, wheels, engine com- 
ponents, engine dressup, exterior 
panels, front-end and rear-end de- 
sign, headlamp door, roof hatch. 

Similar sketches detail the use of 
stainless on such commercial- 
vehicle parts as fold-down door, 
cargo door and compartments, roof 
carrier, trailer body, grille and ex- 
terior applied trim panels. 

The booklet was prepared by Wil- 
liam M. Schmidt Associates. 


The AUTOMOTIVE NEWS ALMANAC is 
a year-round friend. Use it often for statis- 
tics, buyer information and personnel data. 





CIT Survey Finds Dealers 
Expect 14% Compact Sales 


WASHINGTON. One out of 
every seven new cars sold this year 
will be a compact car, according to 
a survey of dealers by Universal 
C.1.T, Credit Corp. 

The auto financing organization 
polled more than 800 of its dealers 
attending the NADA convention 
here. 

More than two-thirds of the 
dealers said they expect sales of 





Mass. Dealers 
Fight Plan to Levy 


Sales Tax on Cars 


BOSTON.—Speaking for 700 new- 
car dealers employing 2,000 workers 
in Massachusetts, Hugo L. Separini, 
president of the Massachusetts 
State Automobile Dealers Assn., de- 
manded exclusion of automobiles 
from the 3 percent sales tax pro- 
posed by Gov. Foster Furcolo. 

Separini declared “automobile 
owners are presently paying far 
more proportionately than any 
other tax source for the privilege of 
ownership, registration and opera- 
tion of their cars.” He said motor 
vehicles now are triple taxed and 
revealed that Massachusetts high- 
way users paid more than $239 mil- 
lion in Federal, state and local 
taxes and fees last year. 

“While we recognize that local 
property taxes are onerous, we are 
fully cognizant that any so-called 
tax relief should provide real relief 
by taxing those items presently es- 
caping taxation,” he said. 

The Massachusetts State Automo- 
bile Dealers Assn. will unalterably 
oppose enactment of the sales tax 
if automobiles aren’t excluded, Sep- 
arini said. 








Workers at the White Motor Co. plant in Cleveland install equipment on White's 


The cabs are 


lifted onto four-foot adjustable posts for 


U. S.-manufactured compact cars 
in 1960 to reach one million. The 
figure most frequently mentioned 
for domestic sales of all new cars 
was 6.5 million. 


Two-thirds of the dealers said 
the advent of the mass-produced 
compact car should give strong im- 
petus to the trend toward multiple- 
car ownership. Many expressed 
belief that a growing number of 
suburban families would buy com- 
pacts as extra cars for short trips 
or local driving. Some said the 
compact cars would cut into sales of 
late-model used autos in the fast- 
growing “second-car” market. 


The reason given most often for 
the expected increase in total new- 
car sales was the nation’s booming 
economy. With the steel strike out 
of the way, jobs plentiful and in- 
comes high, consumers who hesi- 
tated last year are now in a mood 
to buy, many dealers commented. 

Eighteen percent cited the com- 
pact car as a major sales stimulus 
and an equal number mentioned 
the large proportion of ’55, 56 and 
57 cars whose owners are ready to 
trade them in for ’60 models, Other 
favorable factors listed by dealers 
included the sharp rise in the num- 
ber of young people of driving age 
and the continued availability of 
installment credit. 

Most dealers expect more car 
buyers to finance their purchases, 
according to the survey. Seventy- 
two percent predicted that a larg- 
er proportion of new-car sales 
would be made on credit this 
year than last, while 28 percent 
anticipated no increase in rela- 
tion to the total sales picture. 

The CIT survey found the na- 
tion’s auto dealers are setting their 
sights on a boom year in new-car 
sales, second only to the record 
year of 1955. 

More than 80 percent of the deal- 
ers responding to the survey said 
they expected new-car sales to top 
the 6.5 million-mark in 1960 and 28 
percent predicted sales of more 
than seven million. About six mil- 
lion cars were sold last year. The 
alltime record in 1955 wag 7.2 mil- 
lion, 


Dow to Build 
Nylon Plant in Va. 


MIDLAND, Mich.—Plans for con- 
struction of a plant to manufacture 
Nylon 6 at Dow Chemical Co.’s 
James River division, Williamsburg, 
Va., have been announced by Presi- 
dent Leland I. Doan. 


The multimillion-dollar plant will 
have an initial capacity of 12 mil- 
lion pounds per year of filament 
yarn, primarily for use in tire man- 
ufacture, Doan said. 

Construction will start in March 
and completion is scheduled for late 
1961. Doan said the new :plant will 
in no way affect operations at the 
Zefran plant, which is’ producing 
acrylic staple fiber for apparel and 
other uses. 
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IMMEDIATELY 










announce weekly 
seminars 
inthe SUN! 


growth of new car 
dealer enrollment 
demands 52 rather 
than former schedule 
of 24 annual seminars 

















Requests from new car dealers, to 
schedule attendance at CARS Rental 
System’s Seminars in the Sun, have 
outpaced expected interest. To adjust 
to this rapidly expanding enthusiasm 
for CARS method of renting, leasing 
and financing, the System’s Educa- 
tional Board is more than doubling 
the number of annual sessions. This 
move insures that the enrollment at 
each Seminar can be small enough to 
permit individual attention to the 
problems of each new car dealer in 
attendance. 


With the Seminars conducted weekly 
—on Tuesday, Wednesday and 
Thursday—it is the hope of the 
Board that attendance can be limited 
to twenty persons. Each dealer can 
thus be a more active participant and 
leave with a more intimate under- 
standing of leasing and financing as 
it relates to his own local area. Being 
graduated from a small class, he will 
also have a closer relationship with 
CARS members from other areas 
and gain a quick understanding of 
the benefits available through this 
nationwide organization. 


The Seminars are under the joint 
sponsorship of the University of 
Miami and CARS Rental System. 
Sessions are held. at the Galt Ocean 
Mile Hotel, Fort Lauderdale. 


Phone LOgan 6-4321 
or write for reservation 


Low 


RENTAL SYSTEM 


Lease Leaders of the World 


Box 7126 Sunrise Station 
Ft. Lauderdale, Florida 
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TURNTABLES 










PARAVANE for big cars 
PARAVANETTE for small 











No tools required 
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MACTON MACHINERY COMPANY, INC. 
STAMFORD 9% CONNECTICUT 































Capsule Reports... . 


manufacturer’s representatives 
have been signed to handle Elec- 
tronics Corp. of America’s auto- 
matic headlight-beam changer, the 
Hi-Way-i, according to John A. 
Long, ECA vice-president. 

They are J & S Sales Co., Chi- 
cago; Brown-Sachs & Co., which 
will cover the Upstate New York 
area; Sol Furman, Pittsburgh, and 
Joseph F. Divin, who will cover the 
states of Ohio, Indiana, Michigan 
and Kentucky. 





Mitchell Hosts Factory Reps— 


ad * * 

Manufacturers representatives from across the nation (seated) met in Dallas to 
hear details of the 1960 program for Mark IV auto air conditioners. Officials of New Torque Converter 
coup IV division, John E. an Co. (standing) ae ona poe = Introduced by Clark 

959—up 50 percent over the previous year—and introduce e ar rt a 
Monitor. First row, from left, are Lester Moss, George Heath, Rollie Rife, Paul Trauger, lie Tick, Relmieeins Eatahen te 
Frank Derby, Bob Cherry jr.; J. McEwen Cherry. Second row: Harry Bailis, John Ed- ihaainenn aon ais-aoeted torwue con- 
miston, Jim Link, Vin Scully, Bernard Broekhuizen, Bill Scully, Bob Cherry, Bill Unger, seeker for Gee With on aa of 10 
Max Sylvester. Third row: Jack McGarry, Lee Suhm, Mel Mercer, Walt Runglin, Fritz be 80 horsepower & 
Keller, Eric Hyden, Lou Orsie, Bill Hanft. Fourth row: Lee Yeager, Dick Hollingsworth, o po : 
Bob Anderson, Gus Alexander, Edd Huff, Howard Knight, John E. Mitchell jr., Dudley The unit is intended for such ap- 
Smith, Bill Olson, Orville Mitchell jr., Orville Mitchell sr., and Donald F. Mitchell. plications as small road rollers and 
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Auto News in Brief 


CAMBRIDGE, Mass.—Four more 





cranes, farm tractors and other 
agricultural equipment, aircraft 
service and delivery vehicles, plus 
winches, mixers and industrial 
equipment. Air cooling permits use 
of the torque converter on existing 
engines without requiring auxiliary 
coolant lines, heat exchangers or 
fans. 
* * « 


Accessory Chain Accepts 


FTC Consent Order 


WASHINGTON.—A consent 
order approved by the Federal 
Trade Commission prohibits three 
affiliated concerns trading as 
“Todd's,” an appliance and automo- 
bile accessory chain in the Wash- 
ington area, from making deceptive 
pricing and savings claims for their 
merchandise. 

Named in the order were Filder- 
man Corp. and FF&G Corp. and 
their officials, Wolfe Filderman and 


the 


finest and most 
precise valving 


is in shocks by 


Gabriel ! 


Did you know that Gabriel uses more coil spring valves in its shock 
absorbers than any other manufacturer? 

We do this because coil springs can open valves wider and close them 
tighter than ordinary disc or washer type springs . . . because they permit 
more precise calibration . . . and because they are less subject to fatigue. 
One more reason why Gabriel shock absorbers work better longer. 

This year, forget the rest and sell the best . . . Gabriel! 





THE GABRIEL COMPANY Cleveland 15, ohio 





Cabriel 


AUTOMOTIVE PRODUCTS 









——_ 


Dorrel Goldman, all of Washington. 
Also named was En-Kay Automo- 
tive, Inc., Hyattsville, Md. and 
Samuel L. Katz and Albert I. Nath- 
anson, an officer and former officer, 
respectively. 

Respondents’ agreement to dis- 
continue the claims igs for settle. 
ment purposes only and does not 
constitute an admission that they 
have violated the law, the FTC said, 


* * * 


Sales Force Consolidated 


By Porter Forge Unit 


ROSELLE, N. J.—Sales forces of 
Forge & Fittings division, H. K. 
Porter Company, Inc., have been 
consolidated. 

James H. Wyres was named gen- 
eral sales manager, heading the 
sales activities of W-S Fittings 
Works (forged steel pipe fittings) 
and Cleveland Works (custom forg- 
ings and truck hardware). To as- 
sist Wyres, four new positions have 
been created and filled from within 
the division. 

James E. Ocello, formerly East- 
ern sales manager, has been ap- 
pointed manager of distributor 
sales. T. Bruce Cox, a sales engi- 
neer, was named manager of new 
products sales. Former manager of 
catalog sales, E. H. Kyle has be- 
come manager of industrial and 
truck hardware sales, and W. H. 
Dresing was appointed manager of 
commercial forging sales. 

a * * 


Firestone’s Memphis Plant 


To Ready Own Nylon Fabric 


MEMPHIS.—The Memphis 
plant of Firestone Tire & Rubber 
Co. is adding a new unit to pre- 
pare nylon fabric for use in pro- 
duction of auto and truck tires. 

Paul Borda, plant manager, said 
the new unit will enable the plant 
to prepare for its own use nylon 
fabric formerly shipped from Ak- 
ron and Gastonia, N. C. He added 
that capacity will allow the Mem- 
phis plant to supply dipped nylon 
cord fabric to other Firestone 
operations. 

* * a 


Assembler Goes to Renault 


MEXICO CITY.—Diesel Nacional 
has discontinued assembly of Fiat 
autos and switched to Renault 
under a new contract with the 
French auto company. 

+ + * 


Dodge Salesman Honored 


CINCINNATI.—James H. Posin- 
ski, salesman for Atlas Motors, Inc., 
has been admitted to the Dodge 
Key Club for attaining the highest 
sales volume in a competition for 
salesmen in Ohio, Kentucky and 
Indiana. 

* * * 


LeRoi to Stress Sales 


In Reorganization of Sales 


MILWAUKEE.—Under a sales- 
department reorganization, the Le 
Roi division, Westinghouse Air 
Brake Co., said emphasis will be 
placed on selling by markets rather 
than by product lines. 

Two new sales groups have been 
formed to increase the firm’s share 
of markets it serves, said R. H. 
Koehler, general sales manager. 

ce * * 


Argentine Police Seize 


‘Bootleg’ Assembly Line 


BUENOS AIRES.—Police here 
have uncovered a “bootleg” as- 
sembly line on which they said 
late model Chevrolets are made 
from chassis and parts imported 
with a waiver of surcharges run- 
ning as high as 500 percent on 
some cars shipped into Argentina. 

A new U. S. car in Argentina 
is worth more than $10,000 be- 
cause of the high import duties. 
Police said the U. S, FBI has 
been asked to investigate because 
the group assembling the cars 
has a commercial connection in 
the U. 8S. 

ok * * 
Halt to Tax-Stamp Issuance 


By Dealers Is Upheld in Ohio 


COLUMBUS, O.—A State law 
eliminating issuance of sales-tax 
stamps by dealers on auto pur- 
chases has been upheld by Com- 
mon Pleas Judge Kenneth L., Sater. 
He said suits attacking the law did 
not show a cause of action. The 
suits claimed the law was uncou- 
stitutional and discriminatory. 

The law prohibits auto dealers 

(Continued on Page 23, Col. 1) 
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Auto News in Brief 





(Continued from Page 22) 


from issuing tax stamps and col- 
lecting a vender’s 2 percent dis- 
count. The county clerk of courts 
now handles the collection. 

+ * aa 


Ford Tractor to Move 


National Parts Depot 

TROY, Mich.—Plans to move the 
national parts depot of the tractor 
and implement division, Ford 
Motor Co., from Lincoln Park, 
Mich., to a new building on com- 
pany property here, were an- 
nounced. 

The facility will be adjacent to 
the division’s general offices and 
farm machinery research and engi- 
neering center. The new building 
will be located on the company’s 
77-acre tract at the corner of 
Maple and Coolidge Rds. Approxi- 
mately 200 persons will be employ- 





ed at the depot. 
* + * 
Chrysler Honors Dealer 


HIGH POINT, N. C. — Southern 
Motors (Plymouth) has been pre- 





sented the Chrysler Corp, Quality 


Dealer Award. 
an * aa 


Sealed Power to Make 
Piston Rings in Mexico 


MUSKEGON, Mich.—P ist on- 
ring manufacturing operations 
will be started in Mexico by Seal- 
ed Power Corp., early in 1960, 
according to Paul C, Johnson, 
president. 

Johnson said his company has 


Depletion Relief 
Asked by Newberg 
To Help Trade 


DETROIT.—Both political parties 
should support depreciation tax re- 
form to help big and small business, 
the annual meeting of the St. Louis 
Chamber of Commerce was told by 
W. C. Newberg, Chrysler Corp. ex- 
ecutive vice-president. 

Newberg said the Federal tax 
policy on depreciation allowances 
for worn-out and obsolete equip- 
ment can “literally mean success or 
failure for American business big 
and small in its present battle for 
position in the world market.” 

Newberg made this appeal for tax 
depreciation reform before dedica- 
tion of Chrysler Corp.’s St. Louis 
assembly plant. 

“Already we are turning out 827 
cars a day in this new facility, and 
the plant is capable of building a 
car a minute, or 960 a day on two 
shifts,” he said. 

“Until a few weeks ago we were 
building only Plymouths and 
Dodges in this plant. Now it is 
equipped to produce Valiants, and 
within a very short time we expect 
it to be turning out 320 Valiants 
a day. 

“By mid-April we will also be 
building 300 Valiants a day in our 
Newark (Del.) assembly plant. That 
will give us the Capacity to pro- 
duce 345,000 a year in our U. S. 
plants. Judging by the present de- 
mand for the car, that level of pro- 
duction will be none too much.” 

Newberg said the 1,400,000-square- 
foot plant assembly area produces 
Cars for 1,700 dealers in 19 states. 


Moore to Speak 
até: Meeting 


COLUMBIA, S. C.—Annual busi- 
ness and legislative meeting of the 
South Carolina Automobile Dealers 
Assn. will be held here Feb. 17. 
Highlighting the session will be an 
address by the executive vice-presi- 
dent of NADA, James C. Moore, a 
native South Carolinian. 


Gov. Ernest F. Hollings and Lt.- 
Gov. Burnet R. Maybank already 
have accepted invitations from the 
State dealer association to attend, 
it was made known by President 
Robert F. Pulliam. Some 350 dealers 
and their guests are expected to 
attend, 


formed a Mexican subsidiary 
corporation, Sealed Power de 
Mexico, S A DE C V, and has 
leased a manufacturing plant in 
Naucalpan de Juarez, near Mex- 
ico City. About 25 persons will 
be employed at first, but this 
will rise to 100 or more when the 
ae is operating at full capac- 
ty. 
* * aa 

Petrochemical Firms Seek 
Expansion OK in Japan 


NEW YORK.—Japanese petro- 
chemical producers are seeking 
Government approval for spending 
$390 million in expansion outlays 
in the next five years, according to 
Chemical Week, a McGraw-Hill 
publication. 

Of this amount, the Government 
is expected to approve less than 
half, the magazine said, Producers 
have spent about $230 million in 
plants in the last five years. To 





what extent U. S. producers will be 
allowed to participate in Japan’s 
petrochemical ventures is still not 
known, Chemical Week said. So far, 
most U. S. participation has been 
limited to licensing processes. 

+ * oe 


Midland-Ross Acquires 


Surface Combustion Corp. 

CLEVELAND. — Midland-Ross 
Corp. has acquired Surface Com- 
bustion Corp. with headquarters in 
Toledo and Columbus, O., for $23 
million in cash. 

The announcement follows an 
earlier report by Wade N. Harris, 
president, Midland-Ross, and Henry 
M. Heyn, Surface president, that 
preliminary negotiations for the 
acquisition were in progress. 

* * * 


Maker Says Litile Corvette 
Also Has Fiber-Glass Body 


The miniature Corvette being 
used by dealers to promote the sale 
of Chevrolets, features a molded 
fiber glass body like that of the big 
Corvette, according to Molded 
Fiber Glass Body Co., 4601 Benefit 
Ave., Ashtabula, O. 

The firm, which produces both 











“If that’s not a thinking man’s 


filter, I don’t want it.” 





bodies, said both are made of fiber- 
glass reinforced plastic. Both bod- 
ies are exceptionally tough, shock- 
proof, impact resistant, lightweight 
and impervious to rust and corro- 
sion, the firm said. 

* > * 


N. C. Proposes Reductions 
In Auto Insurance Rates 


RALEIGH, N. C. — The North 
Carolina Fire Insurance Rating 
Bureau has proposed reductions of 
about 3.4 percent on automobile 
fire, theft, comprehensive and col- 





lision insurance rates that would 
save auto owners an estimated $1.2 
million a year. 

Under the proposed reductions on 
comprehensive rates, the $50 de- 
ductible would be decreased by 4.3 
percent and $100 deductible by 6 
percent, The proposal calls for a 
cut of 1.38 percent on the $50 de- 
ductible collision policy. 

* i om 


Checker in Mexico 


KALAMAZOO, Mich. — Checker 
Motors Corp, has franchised Mo- 
tores Nacionales Checker, S, A., to 
assemble taxicabs in Mexico from 
parts shipped from the U. S. About 
500 cabs will be assembled this 
year. Sie 

* 


Lor Mac Named Sales Rep 


CLEVELAND.—Lor Mac Associ- 
ates has been appointed Michigan 
sales representative for Fusion En- 
gineering, according to H. R. Wil- 
liams, Fusion president. Lor Mac 
is headed by C. K. Taylor, who for- 
merly was with General Motors, 
Curtiss-Wright and Borg Warner. 


The AUTOMOTIVE NEWS ALMANAC is 
a@ year-round friend, Use it often for statis- 
tics, buyer information and personnel data. 
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“This new Du Pont Sealer 









eIn acrylic refinishing, “Lucite” is your best bet for 
trouble-free handling and dependable, customer-pleas- 
ing performance. To meet the ever-increasing demand 
for touch-up and repair of the newest cars, Du Pont is 
delivering “Lucite’”’ to match every acrylic color used 
in new-car production. 


“Now we can handle ‘Lucite’ Acrylic 
Lacquer easier than ever on repair jobs. 
With this new Du Pont Hi-Speed Re- 
finish Sealer there’s no worrying that 
scratches left from sanding repaired 
areas will swell through to the top coat. 
And we get improved gloss and holdout 
in the top coat, too. 

‘We use Du Pont Hi-Speed Clear 
Refinish Sealer for both spot repairs and 
complete panel refinish work on acrylic- 
finished cars. Believe me, it really pays. 
Call your Du Pont refinish jobber today 


CLEAR 
HI-SPEED 


py 
. 


ready-to-spray 


Du Pont research /eads refinish progress 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


SEALER : 


stops sand-scratch 
, Swelling on 
acrylic j0bs”’ 













*K 
a Lali Shop Foreman, 
Dick Bullis Chevrolet, Burlingame, Calif., reports: 


and see for yourself!’’ 

NOTE: While intended for use in acrylic 
systems, because of the ultra-rich sol- 
vents in acrylic lacquers, Hi-Speed Re- 
finish Sealer gives excellent results when 
used as a sealer over conventional lac- 
quers and enamels where “‘Duco”’ is to 
be used as a top coat. It should not be 
used as a sealer for conventional lac- 
quers or enamels to permit refinishing 
with ‘“‘Lucite’’ Acrylic Lacquer. 


REG. VU. s. PAT. OFF. 
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Roundup from State Capitals... 





Legislation Affecting Auto Industry 


By Bethune Jones 
Legislative Correspondent 
a of financing expanded highway construction 
programs and the mounting demands of other state 
services loomed large as the 1960 crop of state legislative 


sessions got under way. 
Gov. J. Lindsay Almond jr. 
urged the Virginia Legislature to 
adopt a new 3 percent sales tax and 
at the same time 
reduce individual 
income taxes, cut 
the capital tax 
rate for trade and 
businesses not 
otherwise taxed 
and _ discontinue 
the present State 
license tax on 
merchants. He 
also hinted that a 
State gasoline tax 
boost might be 





Bethune Jones 


necessary. 

The proposed Virginia sales levy 
would apply to automobiles, whether 
new or used. It would not apply to 
services but would cover repair 
parts. Motor-vehicle fuels already 
taxed by the State would be ex- 
empt, as would transportation. 

A new 3 percent state sales tax 
also was advocated by Kentucky’s 
governor. However, it would not 
apply to automobiles, which al- 
ready are subject to a 3 percent 
State usage tax. Gasoline also 
would be exempt. 

Another state in which a new 3 
percent sales tax is being sought 

with gubernatorial backing is Mas- 
sachusetts, where Gov. Foster Fur- 
colo revived his unsuccessful pro- 
posal of last year for such a levy. 
His current proposal would give the 
entire estimated $125 million annual 
yield of the tax to cities and towns. 
* x + 


EVENUE recommendations to 
the West Virginia Legislature 

by Gov. Cecil H. Underwood in- 
cluded a proposal that the State 
consumers sales tax be broadened 
to cover food items and that its 
rate be raised from 2 to 3 percent. 
Georgia legislation to establish 

a withholding system for State 
income tax collections was recom- 
mended by Gov. Ernest Vandiver. 
Adoption of the proposal, which 
probable, would make 

Georgia the 18th state to put such 

@ program into effect. 

Gov. George Docking proposed 
that the Kansas Legislature reduce 
the State sales tax from 2% to 1% 
percent for one year and peg it 
at 2 percent thereafter. He also 
called for a reduction of one cent 
in the State gasoline tax, with the 
lost revenue to be made up by the 
proposed imposition of a ton-mile 
tax on heavy trucks. 

A South Carolina legislative pro- 
posal backed by Gov. Ernest F. 
Hollings would allow taxpayers to 
claim a $500 Federal income tax 
exemption in computing State per- 
sonal income taxes. Such deductions 
had been eliminated by a 1959 State 


law. 
* * ea 


Changes Sought in N. Y. 


HE New York Legislature, in 

response to a recommendation 
by Gov. Nelson Rockefeller, quickly 
enacted a bill increasing from $10 
to $25 the State income tax relief 
credit allowed to “heads of house- 
holds.” This involves tax relief to- 
talling $3,750,000 for some 250,000 
widows, widowers and other unmar- 
ried persons who are the chief sup- 
port of close relatives living as a 
family unit. 

Rockefeller further told the New 
York lawmakers he would propose 
reduction in the State unincorpo- 
rated business tax and revision in 
reporting requirements of the truck 
mileage tax to aid small business, 
urge relief for nonresident State 
income taxpayers and ask for legis- 
lation to simplify income tax re- 
ports. 

Along with his State tax relief 
proposals, however, Rockefeller also 
recommended that the Legislature 
authorize $80 million to $100 million 
in new local nonproperty taxes to 
support public schools. He said he 
would submit a special message 
containing specific recommenda- 


tions as to the local taxes he wants 
authorized. 
+ * * 

| iy THE field of highway financing, 

Gov. Furcolo asked the Massa- 
chusetts Legislature for immediate 
authorization of a $238 million bond 
issue to launch a billion-dollar, 
four-year State highway construc- 
tion program. He said the bonds 
could be paid off from current high- 
way revenues without the need of 
increasing the State gasoline tax. 

Of the total $1 billion cost of the 
proposed program, Furcolo said the 
State would pay $237,347,500 and the 
Federal Government $762,707,500. 

In addition to the initial $238 





million bond issue, the Massa- 

chusetts plan calls for subsequent 

State issuance of anticipation 

bonds to be paid off later from 

Federal-aid grants. This pro- 

cedure would permit use of the 

Federal funds sooner than would 

otherwise be possible. 

In Rhode Island, meanwhile, Gov. 
Christopher Del Sesto recommend- 
ed a $200 million highway construc- 
tion program aimed at accomplish- 
ing 14 years’ work in seven years. 
This plan also would be financed 
through both long-term bonds and 
notes issued in anticipation of 
future Federal-aid grants. 

Of the total cost, Del Sesto esti- 
mated, the Federal Government 
eventually would contribute $160 
million and the State $40 million. 

* * * 
$200 Million Bond Issue 


PROPOSED State constitu- 
tional amendment introduced in 





the West Virginia Legislature | mp 


would authorize a $200 million high- 
way bond issue. The plan would 


supersede a present $50 million re-|* 
volving fund under which bonds are |? 


issued up to that amount. The re- 


volving fund was set up by a 1920/* 


amendment to the State Constitu- 
tion. 

Under the program, which 
would be submitted to the elec- 
torate in November, $20 million 
worth of bonds could be issued 
each year On a nonrevolving basis. 
Revision of Georgia’s constitu- 

tional restrictions against the diver- 
sion of gasoline tax and motor 
vehicle registration revenue to non- 
highway purposes was recommend- 
ed by Gov. Vandiver. He proposed 
that the State Highway Department 
continue to get all gasoline tax 
collections, but that car tag receipts 
go into the general fund. 

Toll highway financing plans are 
making news in a number of states. 
In Kentucky, the State Highway | 
Department was directed by the 
governor to proceed at once with 
the construction of a modern, part- 
toll highway into Eastern Kentucky. 
The governor also has plans for a 

(Continued on Page 25, Col, 1) 













First in New England— 


First agreement in New England for 
sale of the Comet, Ford Motor Co.'s second 
entry in the compact car field, is awarded 
to Loren C. White, left, vice-president, 
Clark & White, Inc. (Lincoln-Mercury), Bos- 
ton, by Traver C. Smith, L-M district sales 
manager. 

The AUTOMOTIVE NEWS ALMANAC is 


a year-round friend, Use it often for statis- 
tics, buyer information and personnel data, 
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Two outstanding achievements for 1960: 
New compact Corvair by Chevrolet! 


New compact electrical equipment 
by Delco-Remy! 














similar ee 
part of the a a e. Z 

ENTUCKY Highway Commis- 
K sioner Earle C. Clements ex- 
pressed belief the entire initial proj- 
ect could be constructed for $73 
million, with the portion planned 
for toll financing to cost “something 
peyond $30 million.” Federal aid 
would be sought for the non-toll 
portion. 

Validity of Oklahoma’s new toll- 
road enabling act was upheld by 
the State Supreme Court in a de- 
velopment State officials hoped 
would clear the way for financing 





- two new toll highways through the 
— Eastern and Southwestern parts of 
ded § the state. 
om Under the act, which was 
Boe. adopted last year, the State plans 
ales to set aside up to $1 million a 

year in taxes on gasoline con- 
C is sumed on the present turnpike 


system for a trust fund to under- 
write interest payments on reve- 


Delco-Remy has contributed importantly 
to the new Corvair by Chevrolet. New, 
lightweight, high-performance electrical 
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Legislative Roundup 





(Continued from Page 24) 
in the Western, nue bonds for the proposed new 


es. 
The Pennsylvania Turnpike Com- 
mission recently received an engi- 
neering report recommending con- 
struction of two additional tunnels 
to end traffic jams on the original 
section of its toll super highway 
between Donegal and Bedford at a 
cost approximating $20 million. It 
was announced additional studies 
would be made to determine 


Charlotte Dealers Name 


Young to Succeed Scott 


CHARLOTTE, N. C.—Charles D. 
Young, Young Motor Co. (Ford), 
has been elected president of the 
Charlotte Automobile Dealers 
Assn, Other new officers are: 

DeWitt B. Nance, Franklin Mo- 
tors (Lincoln-Mercury), vice-presi- 
dent, and J. Lyn King, Don Allen 
Chevrolet Co., secretary-treasurer. 
Young succeeds W. Bill Scott, Hut- 
ton-Scott Co. (Dodge). 






components were specially designed by 
Delco-Remy for this revolutionary car. 
Traditional cooperation between engi- 


neering groups rapidly resolved the 


many problems of weight and space. 


whether it is feasible to finance 
construction at this time. 

Brightened chances for extending 
the Florida turnpike from Fort 
Pierce to Orlando were seen by 
Gov. LeRoy Collins. As a new en- 
gineering survey was starting, he 
said it is now believed the proposed 
extension might attract enough 
traffic to make feasible a bond issue 
for its construction. The bond issue 
of approximately $52 million would 
be paid off from tolls. 

om 


* * 


Toll-Road Extension Due 


ASSACHUSETTS Public Works 

Commissioner Anthony N, Di- 
Natale said he has been assured by 
the Massachusetts Turnpike Au- 
thority that construction of a 12- 
mile extension of its toll super- 
highway from Weston to downtown 
Boston would be started this year. 
The cost of about $145 million 
would be financed by revenue bonds 
to be paid off from tolls. 

Gov. Rockefeller said he would 
support a New York legislative 
proposal for the creation of a 
new State authority to finance 
the rehabilitation of Westchester 
County’s parkway system at an 
expected cost of at least $100 mil- 
lion. 

The new agency would be em- 


7? wes « 


rie TEPC ge ns 
i 
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Cranking Motor «+ 


Distributor « 
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a al _ _€1Amm 
Headlamps, windshield, speed- 
ometer, mileage meters and auto 
tops were accessories in the early 
days of motoring. They had to be 
purchased extra. 





powered to issue revenue bonds to 
operate and rebuild the parkways. 
The bonds would be paid off by 
tolls. 

Two New Jersey legislative pro- 








The new Corvair equipment by Delco-Remy includes * Generator 
¢ Regulator « 
Coils * Horns ¢ Flexible Cable Controls ¢ Directional Signal 
and Control Switches « and Delco Battery. 


Ignition 


Delco-Remy 


From the highway to the stars 


DIVISION OF GENERAL MOTORS, ANDERSON, INDIANA 
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posals would divert millions of dol- 
lars of surplus funds of the New 
Jersey Turnpike Authority to 
school purposes, Another proposal 
would spend the surplus pike funds 
for improving local roads. 
* * 2 

NEW JERSEY voters last year 

rejected a referendum proposal 
which would have provided for ex- 
penditure of surplus pike funds for 
rail commuter system improve- 
ments, The new diversion proposals 
would also be submitted to the 
electorate and would require ap- 
proval of holders of turnpike rev- 
enue bonds. 

Meanwhile, the Jersey pike au- 
thority disclosed it has plans of 
its own for spending its surplus 
funds, It outlined a five-year, $60 
million development program 
which would ready the super- 
highway for expected traffic in- 
creases. 

A report submitted by consulting 
engineers to Rhode Island Gov. Del 
Sesto indicated that a 24-mile free- 
way linking the Connecticut Turn- 
pike and the new interstate Ex- 
pressway Route 95 from Providence 
to Boston might be built for $40 
million, with the entire cost fi- 
nanced by toll receipts. 

Del Sesto subsequently asked the 
Rhode Island Legislature to create 
a State Expressway Authority to 
carry out the project if revenue 
bond financing can be arranged. 
Further traffic studies will be made. 


Needs of Others 
Sell Dealer Lyon 

7 . 
On Aiding Appeal 

CLEVELAND. — When George 
Lyon was asked to head new-car 
dealer solicitations in the 1959 
United Appeal of Greater Cleve- 
land, he turned the job down. It 
would bring nothing but headaches 
and get him nowhere, he felt. 

Then Lyon, president of Cleve- 
land’s Central Cadillac, heard a talk 
by dealer Page Lamoreaux, Napa, 
Calif.. who had just made an 18- 
month trip around the world. 

“When you go to bed tonight,” 
Lamoreaux began his talk, “one 
third of this world will go to bed 
hungry. One fourth will go to bed 
making less than $50 a year. One 
fourth will go to bed with a life 
expectancy of 36 years.” 

This started Lyon counting his 
blessings. 

“I decided that the best way I 
could show my gratitude for living 
in the U. S., for being in the auto- 
mobile business, and for health, se- 
curity and other good fortune, 
would be to take the United Appeal 
job,” he said. 

Greater Cleveland new-car deal- 
erships, their executives and em- 
ployes contributed more than $72,300 
to the drive—some $12,000 more 
than in any previous Cleveland 
Community Chest or United Appeal 
campaign, They reached more than 
155 percent of their $46,527 goal, 
and were 70 percent over their 1958 
result, 

Of course, the credit is shared by 
many others. Lyon’s associate chair- 
man was A, D. Pelunis. District 
Chairman were Cy Mack, Blake 
Qua and Hugh Gibson. Seventeen 
other dealers, members of the 
Cleveland Automobile Dealers 
Assn., volunteered to help. They 
and the CADA as a whole were 
anxious to offset unfavorable pub- 
licity that had come to Cleveland 
dealers as a result of a car-title 
scandal, Lyon said. 


Knippel-Selig Ford Tops 
$13.5 Million in Sales . 


MILWAUKEE. — Knippel - Selig 
Co. recorded gross sales of $13,089,- 
289 on a total of 4,836 units sold to 
become the top 
Ford dealer in 
the Rockford 
(Tll.) zone in 1959, 
according to 
W. E. Sayboldt, 
zone manager. 

This marks the 
fourth straight 
year that the 
dealership, 0 p e r- 
ated by B. P. Selig, 

- sold more cars 
B. P. Selig and trucks than 
any other dealership in the zone. 
The firm is also the leading Ford 
service center in Milwaukee County 
with $900,000 in parts and labor 
during 1959. 
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the “Chromaphylactic”’ treat- 
ment known the world over 
for its enduring protection of 
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Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 

ENERALLY speaking, the high- 
er courts have held in the past 
that no person can be convicted of 
a crime, or violation of any law, un- 
less convincing 
testimony is given 
which proves be- 
yond a reasonable 
doubt that the 
accused person 
committed the 
crime or violated 

the law, 

Last month, 
however, a higher 
court reversed 
this usual law and 

a» &. Faster convicted a mo- 
torist of violating a parking ordin- 
ance without any evidence or proof 
of his guilt. 

For example, in City of Columbus 
v. Webster, 159 N. E. (2d) 466, it 
was shown that a city ordinance 
provides that, if any vehicle is 
found upon a street or other public 











place in violation of any ordinance, 
the owner of such vehicle shall be 
held prima facie responsible for 
such violation, 

The testimony showed that an 
automobile owned by one Webster 
was found by police officers parked 
on a-city street in violation of a 
city ordinance. Webster was con- 
victed by the lower court of violat- 
ing the ordinance and fined. 

Although there was no proof 





Fort Worth Dealers 


Continue Sunday Closing 


FORT WORTH.—AIl 19 members 
of the New Car Dealers Assn. of 
Greater Fort Worth have agreed 
to remain closed on Sundays, ac- 
cording to Sam Fleming (Buick), 
president. 

Some competitors now are doing 
business that day, he said. The as- 
sociation members are continuing 
an agreement that was made last 
spring. 





1000 records a day—no longer a shipping problem for one of the world's largest transcription companies. 


Look what Raleigh ships by Air Express in one day! 


Raleigh makes transcriptions — recordings of advertising commercials and pre-recorded programs 
to be broadcast from many radio stations. There’s no margin for error—one slip-up and the sponsor 
doesn’t get what he paid for. Only AIR EXPRESS gives Raleigh Records receipted, on-time delivery— 
overnight ... coast-to-coast. The big difference is AIR EXPRESS dependability. It’s the nation’s most 


complete air-ground shipping service. One phone call 
arranges everything—and AIR EXPRESS rates are /ow. 
Use AiR ExPRESS—jet-age wings of modern marketing 
—and you're FIRST TO MARKET ... FIRST TO SELL. 
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that he had parked the automo. 
bile and further at the trial the 
police officers testified that they 
did not know who the driver of 

the car was when it was parked, 
nevertheless, the higher court up- 
held the lower court’s conviction 
of Webster, saying: 

“Cases involving charges of park- 
ing violations present peculiar dif- 
ficulties as to proof of the person 
who actually operated the car at 
the time the violation was commit- 
ted, since it is clearly impractical] 
to provide sufficient police to wait 
at each improperly parked vehicle 
until the operator returns. 

“This difficulty has led to judicial] 
approval of a presumption or in- 
ference that the owner of a car im- 
properly parked may be regarded 
as at least prima facie responsible 
for that violation.” 

* * ok 


On Loaning Cars 


ONSIDERABLE discussion has 

arisen from time to time over 
the legal question: What are the 
legal responsibilities of an automo- 
bile dealer who permits a prospec- 
tive buyer to drive an automobile? 

Last month a higher court held 
that an automobile dealer, when 
entrusting a car to a prospect for 
operation, must take precautions 
to see that the automobile is not 
defective and he must use care 
to know that the automobile is 
not dangerous for use upon the 
public highways. 

For instance, in Bush v. Middle- 
ton Chevrolet Co., 340 Pac. (2d) 474, 
it was disclosed that an officer of 
Middleton Chevrolet Co. gave per- 
mission to one Kaczar to drive a 
1948 Studebaker automobile home 
to show it to his wife. 

Kaczar drove the vehicle from 
the dealer’s garage to take it home 
and after driving two blocks, Ka- 
ezar testified that he saw a “yield 
the right of way” sign. As he drove 
up to the sign, he attempted to 
stop. He put his foot on the brake 
to try to stop and the brake would 


not hold. 
* * * 


Second Driver Hurt 


E PUSHED the brake down as 

far as he could and still it 
would not hold, but kept on moving, 
and collided with another car ef- 
fecting serious injuries to its driver 
named Bush. Bush sued both Mid- 
dleton Chevrolet Co. and Kaczar 
for heavy damages. 

The higher court held Kaczar 
liable to Bush in $33,400 damages, 
but granted Middleton Chevrolet 
Co, a new trial. This court indi- 
cated that Middleton Chevrolet 
Co, is liable in damages to Bush, 
if the jury decides that the of- 
ficer of Middleton Chevrolet Co. 
knew, or in exercise of ordinary 
care, should have known that the 
brakes on the automobile were 
defective. This court said: 

“The owner of an automobile 
(Middleton Chevrolet Co.) when 
entrusting the vehicle to a third 
person for operation must use or- 
dinary care to see that the auto- 
mobile loaned is not in such a con- 
dition as to become dangerous for 
use upon the public highways.” 


Shopping Contes 
In Atlanta Plans 
New-Car Outlet 


ATLANTA.—A one-stop shopping 
center for Government employes 
and the military will be constructed 
here, according to A. Fred Green- 
wood, vice-president of Government 
Employes Exchange, Inc. He said 
the center would cost more than 
$1 million. 

The 100,000-square-foot building 
will have all departments normally 
found in conventional department 
stores, with the addition of a new- 
car sales outlet and a gas station, 
he said. 

The center will be known as 
G. E. X., and is owned by Govern- 
ment Employes Exchange Corp., 
a subsidiary of National Bellas 
Hess, Inc. 

Several local dealers have said 
they are “exploring” as individuals 
this firm’s use of the name “gov- 
ernment” and its right to sell new 
cars. 

If grounds for complaint are 
found, dealers said they will appeal 
to the Better Business Bureau and 
to local and state automobile deal- 
ers associations. 
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Geo. W. Byers, Sr., chairman of the board of Geo. Byers Sons, Inc., unveils architect's concept of new multi-million dollar showroom addition to be built in downtown Columbus. A 100-car ‘supermarket’ is also planned for suburban Columbus. 


DeSoto dealer Geo. W. Byers, Sr., 


plans multi-million dollar expansion for 


“most prosperous decade in industry history” 


“The 1960’s will be the most prosperous decade in the history of the automobile industry,” 
predicts Geo. W. Byers, Sr., chairman of the board of Geo. Byers Sons, Inc., world’s largest 
De Soto dealer, with operations in Columbus, Cincinnati and Louisville. 


“Everything points to it—population growth, all economic indicators, and increasing con- 
sumer needs and wants, such as the trend toward the two-car and even three-car family. 


‘““‘We’re confident that the next decade will be our greatest, for several reasons. The first 
is based on past experience. In our 31 years with De Soto, we have never had a non-profit 
year, and for 22 of those years we have been the sales leader among all makes here in 
Franklin County. Another reason is that we’re preparing right now, with plans for two new 
multi-million dollar buildings here in Columbus. This is the latest move in an expansion pro- 
gram we began last year in Louisville, which doubled our sales and service facilities there. 


“A third reason for our confidence is De Soto itself. It’s styled and priced just right for 
the growing quality-car market. I’m referring not only to the current model, but also to 
future models, advance work on which I saw during a recent visit to Detroit. 


“In my opinion,” concludes Mr. Byers, ‘‘all De Soto dealers can share our confidence.”’ 


It pays to be a De Soto Dealer 
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Change 
Truck Tires | 


PAYER with 
Hen-TooL 


EN-100 
QUALITY 
BEAD LOOSENERS 
Free frozen beads quickly with ex- 


clusive Ken-Tool Bead Looseners. 
They provide greater leverage . . . 
loosen the most stubborn truck 
tire beads quickly, easily. 
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SEE YOUR JOBBER on the complete 
line of Job-Designed Ken-Tools. 
Forged by the largest exclusive manu- 
facturer of top-quality Tire-changing 
Tools and Equipment. THE KEN- 
TOOL MFG. CO., AKRON 5, OHIO. 


TRE -CHANGING 


TOOLS KNOWN, USED 
AROUND THE WORLD 
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FASTEST ASSEMBLY 
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162nd and Vincennes, Harvey, Ill. 
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Rolling Wheels 
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A. M. Beitier + Advertising 
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Import News Front... 





EW YORK.—British automobile 
manufacturers will display a 
complete line of commercial ve- 
hicles in the U. S. for the first time 
this June at the British Exhibition 
in the New York Coliseum. 
The 17-day exhibition, June 10-26, 





Leasing 
Notes 


ede CORP., a pioneer in the 
vehicle leasing and rental busi- 
ness, has entered the equipment 
leasing field. 

Walter L. Jacobs, Hertz presi- 
dent, said a new subsidiary, 
Hertz Equipment Leasing Corp., 
will provide over-road trailers, 
mobile fork lifts, bulldozers, in- 
terchangeable containers, office 
equipment, production machinery, 
electronic and other scientific de- 
vices and machine tools, 

The firm will buy equipment 
chosen by the customer and lease 
it to him, Jacobs said, or it will 
purchase and lease back equipment 


owned by the customer. 
+ + * 


Lee Plans Big Car Order 
EE FLEET MANAGEMENT, 
INC., national fleet manage- 











ment and leasing firm, will buy $10 
million worth of 1960 autos by June 
1, according to Sam J, Lee, presi- 
dent. 

“Little of this expenditure will be 
in the compact-car field,” Lee said. 
“Almost all large fleets are holding 
back, waiting to let the public get 


the bugs out of the small cars.” 
. ~ * cd 


S. D. Lease Firm Formed 


ESTERN AUTOMOTIVE 
LEASING CO. has been estab- 
lished at Rapid City, S. D., with 
Sam Oakford, Denver, as president. 
Cars and trucks will be leased on 
a two-year basis in South Dakota 
for the present, Oakford said, and 
operations may be expanded later 
to Wyoming and Montana. 
* * * 


Dealer Leasing Renaults 


ONE-YEAR lease plan under 

which a 1960 Renault 4CV is 
available at $89.50 a month and a 
Dauphine at $99.50 has been an- 
nounced by Tri-Color Motors (Re- 
nault-Peugeot), New York. 

Emile Bishop, general manager, 
said the payment includes insur- 
ance, service and periodic inspec- 
tions, license plates and free tow- 
ing anywhere in the U. S, and 
Canada. 

Automatic clutch, sliding sun 
roof, radio and other accessories 
are available at additional cost, he 
said. The firm also will lease ’60 
Peugeots, he added, and both cars 
are available on other than one- 
year leases. 

The firm offers both individual 
and fleet lease plans, Bishop said. 


Moran Sales Hit 
Peak of 22,214 
New, Used Cars 


CHICAGO. —Sales last year of 
22,214 new and used automobiles, 
worth nearly $38.9 million, are re- 
ported by James M. Moran, presi- 
dent, Courtesy Motor Sales (Ford). 

It was the fourth consecutive year 
that Moran had reported increased 
sales. 

In 1956, when Courtesy Motor 
Sales became a Ford dealer, Moran 
reported fiscal year sales as of Feb. 
28 of $30,335,289. In 1957 fiscal sales 
were $32,088,784, and in 1958 sales 
totalled $33,839,738 on 19,652 new 
and used cars. 

Moran predicted that 1960 sales 
would total $40 million. He said that 
increased newspaper advertising 
was a factor in the 1959 record 
sales, and that newspaper advertis- 
ing would be used to even a greater 
extent this year. 

The 1959 report included sale of 
9,649 new Ford, Falcons and trucks, 
and 12,565 used cars. Sales for parts 
and service totalled $897,001. 

Moran also owns Prestige Motor 
Sales, Inc. (Lincoln-Mercury-Eng- 
lish Ford), Evanston, Il. 








| British Vehicles Plan 
June Show in N. Y. 


will be the largest showing of Brit- 
ish industrial and consumer prod- 
ucts, science and technology ever 
seen in the U. S. 

The motor show, which will be 
the biggest single industrial dis- 
play in the exhibition, will in- 
clude passenger and commercial 
vehicles from every major Brit- 
ish auto and truck manufacturer 
selling in America. 

Both light and heavy commercial 
vehicles will be on display. In addi- 
tion, the latest passenger models of 
both economy sedans and sports 
cars and luxury cars will be ex- 
hibited. 

The cars and commercial vehicles 
to be shown are the Aston Martin, 
Austin, Austin-Healey, Bentley, 
Commer, Cooper, English Ford, 
Hillman, Humber, Jaguar, Land- 
Rover, Leyland, MG, Morris, Riley, 
Rolls-Royce, Rover, Singer, Sun- 
beam, Thames, Triumph, Vauxhall 
and Wolseley. 

Dunlop tires, Lucas electrical 
components and Smith Instruments 


also will appear in the automotive): .- - 


exhibit. 


* x 


. 
Land Rover 


| grey radio and TV representa- 
tives in the San Francisco area 
indulged in a bit of mountain climb- 
ing in four-wheel-drive Land Rov- 
ers in cross-country field trials 
staged by James F. Waters, Inc. 
The newsmen were passengers 
as skilled drivers piloted the ve- 
hicles through mud, sand and 
water. They climbed cliffs, de- 
scended steep muddy grades and 
navigated over rock-strewn, rat- 
tlesnake-infested terrain. 

The ’60 Land Rover is on display 
at the Waters showroom, 1530 
Brush St., San Francisco. The ve- 
hicles are available in hard top, 
canvas top, station wagon and truck 
cab models. 

+ 





* 


Volvo 


Qutvice manager Don Cron- 
baugh and staff of the Auto 
Imports, Inc., service department 
have moved into new headquarters 
at the recently completed parts 
center building in North Holly- 
wood, Calif., according to Eugene 
V. Klein, president of the Volvo 
distributorship. The new offices at 
7244 Coldwater Canyon will serve 
150 Volvo dealers in the Western 
U, S. 


* 


+. * ” 

Daimler 
N EXPANDED dealer network 
for the 1960 Daimler V-8 SP 250 
sports car has been announced by 
Denis McCormack, president of 
Daimler Corp. New dealerships in- 

clude: 

P. J. Kaufman Co., 3064 N. Third 
St., Milwaukee; Foreign Motors, 
Ltd., 1001 Cathedral St., Baltimore; 
Alexander & Mann Motor Co., Inc., 
234 Commerce Place, Greensboro, 
N. C.; Motorfair, 427 Washington 
Rd., Mt. Lebanon, Pa.; Jaguar Mid- 
west Distributors, Inc., 2330 N. Me- 
ridian St., Indianapolis; Sports Mo- 
tors, Ltd., 750 N. Glebe Rd., Arling- 
ton, Va.; E. B. Jones Motor Co., 
Inc., 2009 State St., E. St. Louis, II1.; 
Phillips Bros. Automoville, Military 
Highway at Johnston Rd., Norfolk, 
Va. 


” 
Saab 


ESPONSE to the new series of 

Saab advertisements appearing 
in national magazines has been “re- 
markable,” says SAAB Motors. The 
following are some excerpts from 
letters and postal cards received by 
SAAB: 

“My compliments to you on an 
ad that breathes engineering pride.” 

“Your series of ads in Time is 
most refreshing — perhaps because 
of the sparse use of superlatives.” 

“Your current series of adver- 
tisements of the Saab automobile 
are attractive to me. , . quite a 
contrast to the puffed-up bunk so 
general today.” 

“Let me say it was a pleasure to 
see an automobile advertisement 
free from pseudo-technical non- 
sense, glamorous photographs to 
Please status-seekers, and cutting 
comments directed at other makes. 





Be see only economy “bulk” gas- 


a Japanese Toyopet Crown Custom 
sedan ran smoothly for 12 continu- 
ous hours in heavy Chicago traffic, 
in a test run by an automotive field 
editor. 


dent of Bulk Petroleum Corp., au- 
thenticated the gas consumed dur- 
ing the drive, For the first 11 hours 
of the run, the Toyopet averaged 
35.9 miles per gallon, but as traffic 
increased, 
slightly. The car’s gas tank had 
been sealed after 12 gallons of fuel 
(regular) had been pumped into it. 


drive, the tank was unsealed and 





Renault Opens Deal— 


Renault officials celebrate the opening 
of their second Manhattan showroom. From 
left are Robert Valode, vice-president and 


general manager, Renault, Inc.; Maurice 
Bousquet, president, Renault, Inc., and 
Victor Elmaleh, president, Tri-Color Mo- 
tors, New York. 





Congratulations on your restraint, 
tact and obvious good taste.” 

“Have just read your appetite- 
whetting ad... It pulled me in and 
I haven't let go.” 

“I have followed your series of 
advertisements for some time now 
They have become an interest- 
ing and informative section of the 
magazine.” 

“I wish to compliment you for 
your intelligent advertisements. 
Such ads create goodwill for a com- 
pany.” 

“For stirring my interest in 
your fine product, I thank you.” 

“Just read (in its entirety) your 
attractive advertisement in The 
New Yorker, and wanted to com- 
pliment you on it.” 

The series developed out of col- 
laboration between SAAB Motors 
officials and Duncan Sutphen, of 
the firm’s agency, Gotham Adver- 


tising Co. of New York. 
* * * 


Toyopet 


oline, and just six gallons of it, 


Accompanied by an automotive 
technician, the test driver covered 
the corporate limits of Chicago, 
including a trip through the Loop 
during the evening rush hour, 
and registered 211 miles on the 
speedometer for 34.59 miles per 
gallon. 


W. J. Gerwe, executive vice-presi- 


mileage decreased 


| refilled, Only 6.1 gallons were nee¢ 
‘|ed to bring it to capacity. 





Tatsuro Toyoda, son of 
founder of Toyota Motors, has s 
rived in the U. S. to take 


+ 


British Motors 


Motors Corp. in 1959 were 30 per-— 
cent higher than in 1958, Sir” 


of business. 


He said 259,011 units were ex- 
ported, of which 104,304 went to 
North America, The U. S. receiv- 


der, he added. 
* 


* * 


Triumph 


T 


been added to the Western 


president of Cal Sales, 
distributor. 


Michael have joined the parts-saleg 
field force, she said. 


Miss Deen also announced that 


lining the history of Triumph 
sports cars, will be available free 


in the 10 Western states serviced 
by Cal Sales. 


* * * 


Mercedes-Benz 


M 


the first three quarters of 1959, 
Brazil led in truck shipments. 


listed in the following order: 


Switzerland, Austria, Canada and 
Belgium. 


land, Belgium and the Netherlands. 
Austria, Switzerland and Spain. 
oe * * 
Volkswagen 


(58 percent) were sold abroad. 
of * * 


Renault 


runs in this country and abroad. ” 


sponsored by the San Antonio - 


course that included all types of * 


man said. 
In Europe, a Dauphine took first _ 





Upon completion of the marathon 





TV Commercials for VW Dealers— 


place for the third time in the rally, © 


“Tour of Corsica.” The rally was © 
held over a 746-mile course in mud | 
and rain. Some 61 cars of various 7 
sizes and makes participated. 


* * * 





Volkswagen dealers now have available four open-end one minute TV commercials © 


on trucks for placement on the local level. 
kit by Fuller & Smith & Ross, Inc., agency for Volkswagen of America, and produced 
by Transfilm-Caravel, 
combines the moving vehicle with stylized art background. The kit also contains 
newspaper, radio and direct mail campaigns so that dealers can place ads in any) 
local medium without incurring mechanical or TV production costs. 
of this photo shows the VW trucks as they appeared on the movie set. 
shows how they appear in the finished TV commercial. 


Inc., the commercials 


Prepared as part of a dealer advertising © 


employ a new production device which 


The upper portion & 
Bottom portion 


over 
marketing coordinator duties ig 
the firm’s American headquarters, | 


eg 


Export deliveries of British j 


Leonard Lord, chairman, an- 4 
nounced in his year-end review ~ 


a 


ed 87,304 and Canada the remain- © 


HREE representatives have 
states distributor's staff, according” 
to Dorothy Deen, executive vice-— 
Triumph” 
Jim Ryan has been named to the 


Southern California car sales field” 
staff, and Gene Curtis and Bill 


“TR Triumphant,” an article out-) 


to the public at Triumph dealers” 


ERCEDES-BENZ exported ™ 
more cars and Unimogs to the © 
U. S. than any other country in” 


The best import countries can be 


Passenger cars: U. S., Sweden, 


Trucks: Brazil, India, Iran, Fin-— 


+ 


Unimog: U. S., Colombia, France, 


OLKSWAGEN built 704,935 cars 
last year, and 406,813 of them © 


JRENAULT Dauphines have won ~ 
two more rallies and economy ~ 


In a Mobil Gas economy run | 


(Tex.) Sports Car Club, Dauphines~ 
took the first three places. The™ 
winning Dauphine averaged 57.2 | 
miles a gallon at an average speed ~ 
of 40 miles an hour over a 100-mile ~ 


driving conditions, a club spokes- | 
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BIG NEWS FROM AP 


HEAVY-DUTY 


6 00 MUFFLER GUN 


PLUS 3 EXCLUSIVE CHISELS 
FREE when you buy 5 fastest-selling AP mufflers at retail price 


ae — fF ——_— Tired of losing muffler customers who can't wait? Tired of turning 
down the big, high-profit jobs because they take too much time? 
AP’s Free heavy-duty muffler gun, including three exclusive chisels, 


St is your answer—enables you to meet any competition, make more 
Ps profits fast! 


CUT OFF" CHISEL 
Exclusive AP pneumatic muffler gun is unconditionally guaranteed 

against defective materials and workmanship for one year. Turn 

the page to learn how this tool can cut your muffler installation 

time to minutes; how you can start making money on it even before THE AP PARTS CORPORATION 

you've sold the mufflers in the deal; how you can get more than 21-O AP Building, Toledo 1. Ohio 

your share of the profitable muffler business. WORLD’S LARGEST MANUFACTURERS OF REPLACEMENT MUFFLERS 


OUTSIDE CHISEL 


Patents applied for on chisels 


FREE 15-MINUTE-MUFFLER-INSTALLATION MANUAL 


YES, | want to learn how to install mufflers in 15 minutes. 


CT Please send me FREE AP Muffler Service Manual, worth 
$1.50, telling me how to do it. ‘ 


Please send me without obligation more information on 
AP’s FREE Pneumatic Muffler Gun. 


PLEASE PRINT OR WRITE CLEARLY 


ee 


MAIL TODAY 


POSTAGE-PAID 
ORDER CARD 


Mail this card today for your FREE copy of 
the 36-page AP Service Manual that tells 
you how to make money hand-over-fist with 
the new AP pneumatic muffler gun. 


og ae 


Address___ oes = : 
36 fully illustrated pages of 

ge _Ione___ State ef instructions enable you to 
beat ali types of competition. 


Check type of business: qd Repair Shop; Do: Service Station; [] Car Dealer; [7] Other 
My Wholesaler is_ . Wholesaler Address 


FORM NO. A-232 PRINTED IN U.S.A 


Se ee ee ee ee ee eee ree re ee ee ee ee eee ce eee ee ee eee ee eee ee 



















3. To save muffler but re- 
place tailpipe. Cut off pipe 
near muffler with cut-off 
chisel as in (1); then use 
“inside chisel’’ to slit pipe 
inside muffler nipple. 


1. One of the three chisels 
provided with AP muffler 
gun is a ‘cut-off chisel.'’ Use 
this to cut tailpipe in half. 
Cuts like a knife through 
butter. Will not freeze or 
balk even when cutting two 
layers of steel. 








4. Great for those hard-to- 
get-at places. AP muffler 
gun gets everywhere on 
every job. Zip through 
clamps, brackets, mufflers, 
pipes. Has many other uses 
in shop. 


OW TO SAVE TIME AND MAKE MONEY WITH THE AP PNEUMATIC GUN 


2. To peel back muffler 
nipple from pipe (when you 
plan to save tailpipe and re- 
place muffler only). For this 
operation, use ‘‘outside 
chisel."’ 


















“Safe and easy to handle. Cuts even 
rusted connections in seconds. Safer 
than a torch and easier to handle.’’— 
Bob Walston, WALSTON BROS. SHELL 
STATION, Angola, Ind. 


“Removes even hard-to-reach muf- 
flers and pipes in minutes. Now | can 
beat any competition. I'm sold.’’—Bill 
Cobb, W. H. COBB SHELL STATION, 
Toledo, Ohio. 






“Cuts time to seconds. Makes the hard 
jobs easy. Even solves the problem of 
removing pipes rusted to muffler 
nipples.’"—Merle Askins, MERLE’S 
SUNOCO, Lambertville, Mich. 


‘I've tried everything for removing 
ffiers, but this has ‘em all licked. 
he time it saves me on labor is money 
my pocket.'’—Bob Braun, BRAUN 
ROS. SINCLAIR, Flourtown, Pa. 


“Really a terrific power tool. It cuts 
muffier installation time to minutes 
and it's built to last. | can’t believe we 
got it free.’’"—‘'Vince’’ of CANTON 
FORD, Riverside, N. J. 


YOUR 5 MUFFLERS AND YOUR MUFFLER TOOL 
COME TO YOU NEATLY PACKAGED IN THIS ONE CARTON 


When you order your five fastest-selling AP Mufflers at retail price 
you get the $68 muffler tool FREE, and the whole works—mufflers, 
tool and three exclusive cutoff chisels—comes to you in this one 


convenient carton. 


cae 


a Uap Me | 








FIRST CLASS 
PERMIT NO. 856 


MAIL TODAY 


TOLEDO, OHIO 





BUSINESS REPLY MAIL 


NECESSARY IF MAILE eel JINITED STATES 





POSTAGE-PAID 
ORDER CARD 


Postage will be paid by — 


THE AP PARTS CORPORATION 
21-O AP BUILDING e TOLEDO 1, OHIO 


Attn: Advertising Mailing Department 





Tear out this card on the perforations, 
fill in the requested information on the reverse side, 
and mail today. 


a eas eas eminciananlienidaianmeninill 
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bulk of the advertising industry is | relations director at Fuller & Smith | ris, with General Motors public 






“pretty damn clean.” 

He said present Government reg- 
ulations are ample and that self- 
policing moves on the part of ad- 
vertisers, agencies and networks 
will solve the problem. 

Other panelists included George 
H. Gribbin, president of Young & 
Rubicam, Inc., and John P. Cun- 
ningham, chairman of Cunningham 
ing has proved unprofitable, warned | & Walsh, Inc., who spoke on art 
against efforts by “conscientious | and copy. 
but overzealous people to apply i ae 
bureaucratic regulations to mar-| Big Ist Quarter for Simca 
keting and advertising to protect ; : fy ; 
the American purchaser from him- dotnet psd Fg 7 Sap ath rg 
self. Simca’s national advertising pro- 


‘We Can Clean Up’... 


Auto Advertising 


doesn’t want these scalawags kick- 
ed out of the lodge forthwith.” 
Burnett said dishonest advertis- 






By Martin L, Whitmyer 
Staff Writer 

Current charges of deception and 
poor taste in advertising is some- 
thing “we can clean up ourselves,” 
insisted a panel of broadcasters 
and advertising agency men ad- 
dressing the “Advertising Summit 
Conference” of the Michigan Coun- 
cil of the American Assn. of Adver- 


tising Agencies last week in De- Burnett said he hopes that 


troit. 
“A time when it may be fash- 
ionable to cast suspicion is a 
time to strive for credibil- 
ity,” said Robert W. Sarnoff, 
board chairman of National 


American advertising shall not 
allow itself to be scared or reg- 
ulated into dessiccated dullness, 
and that it may continue to ex- 
ercise its natural, normal Ameri- 
can Zest. 


“The boys who make the things 
that make the American standard 
of living what it is should preserve 
their right and their courage to in- 
dulge in a certain amount of ex- 
uberance in their ads—if for no 
other reason than that it attracts 
legitimate attention in an over- 
noisy world, gives them spirit, and 
sets them a constantly higher tar- 
get to shoot at in their production. 

“Certainly no manufacturer 
should be denied the right to put 
his best foot forward because that 
is the only way to enable the other 
foot next to become the best foot. 

“We who serve manufacturers in 
the conception and creation of ad- 
vertising must take cognizance of 
all that is to be learned to help us 
sustain the integrity of advertising 
and to enhance its good taste, but 
we must not become mice when it 
comes to saying some mighty nice 
things — in a nice way—about the 
things we are trying to help sell. 
I am sure there are ways of doing 
this with no tinge of deceit and 
within the letter of the law,” Bur- 
nett said. 

Another panelist, Samuel M. Bal- 
lard, president of Geyer, Morey, 


Broadcasting Co, 

“Since recent events have spread 
some skepticism in the audience, 
it becomes an extra creative bur- 
den to tel! your story convincingly,” 
Sarnoff said. “This is not necessar- 
ily a matter of ‘soft sell’ versus 
‘hard sell’; today’s market puts the 
accent on the ‘sensible sell.’” 

Sarnoff advised advertising agen- 
cies to consider more cultural and 
public affairs programs, and to 
make sure their commercials don’t 
clash with the mood of the pro- 
gram. 

He strongly opposed a proposal 
that advertisers be forbidden to 
choose the program their commer- 
cials appear in and be denied any 
say about the program. 

“An advertiser has as much 
right to select the program he 
will sponsor as he does to choose 
the magazine in which his adver- 
tisement will appear,” he said. 

Sarnoff urged the Federal Trade 
Commission to apply a “standard 
of reasonableness” rather than a 
rigid code of rules in deciding 
whether a network or station is 
fulfilling its responsibility to the 
public. 

Sarnoff said he does not believe 
it is deceptive for a commercial to 
use artifice or special techniques to 
depict a product as it actually looks 
and works, any more than it is de- 
ceptive for a retoucher to airbrush 
the photograph in a magazine ad. 


“Since television is the only ad- 


Madden & Ballard, Inc., said the 
a + * 


gram for the first quarter will 
include 39 insertions in major 
publications including, in addition 
to Life, Newsweek, U.8. News and 
World Report, Holiday, Esquire, 
Sports Ilustrated, The New York- 
er, Saturday Review, Atlantic 
Monthly, Skiing, Suburbia Today, 
A.M.A, News, Sunset, Sports Cars 
Illustrated and Road & Track. 

The theme of the ads will be 
“ith all the new cars on the 
market, Simca still gives you most 
for your money.” 

* 


Goodrich Shows Cited 


CBS Reports, co-sponsored by 
B. F. Goodrich Co., received two 
1959 Sylvania television awards in 
the field of international and human 
relations. The presentations were 
awarded for “distinguished achieve- 
ment in creative television tech- 


niques.” 


“Biography of a Missile” received 
a statuette for the outstanding doc- 
umentary program, and “The Pop- 
ulation Explosion” program in the 
same series received a Sylvania 
award as the outstanding public 


service program. 
+ * 


* 

Life Tops in Ad Revenue 

Life magazine, in 1959 carried 
3,666 ad pages representing gross 
revenue of $134,300,000, with both 
totals up substantially over last 
year’s marks, according to Clay 
Buckhout, advertising director. 
The respective gains were 256 in 
pages and $11,700,000 in revenue. 

This marks the 18th consecu- 
tive year that Life has led all 
magazines in advertising revenue, 
topping the next leading weekly 
by $36.7 mnijion and 850 ad pages, 
Buckhout said. 
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& Ross to Mack Trucks PR for! relations since 1951, to assistant De- 


Allied Public Relations, Inc., New| troit regional manager. 


J. Woodrow Beard from manager 
of automotive and travel advertising 
to national advertising manager of 
the Des Moines Register & Tribune, 
succeeding Louis M. Rich, who has 
joined the Bureau of Advertising of 
the American Newspaper Publish- 
ers Assn. as automotive sales vice- 
president ... Warren T. Swisher to 
national advertising manager of the 
Omaha World-Herald, succeeding 
George Graff, who resigned to join 
the New York office of Million Mar- 
ket Newspapers, Inc., New York. 
Swisher has been with the paper 
since 1956. 





D. L. Holmes W. T. Swisher 


York ... Alfred H. Pfister from ad- 
vertising sales staff of Time maga- 
zine to manager of the Detroit of- 
fice of Argosy magazine, succeeding 
the late O. E. Lusk, 

Don L. Holmes to the manager of 
the newly formed production infor- 
mation bureau of Flintkote Co., 
New York, in addition to advertis- | Scott, a former president of the 
ing manager for the company’s in-| Kansas City Motor Car Dealers 
dustrial products ... James M. Mor-| Assn. 


It?s Rambler for Scott 


KANSAS CITY.—Newest Kansas 
City Rambler dealer is Scott Ram- 
bler, 3434 Main St., headed by J. H. 








Lasting Impressions— 
The AUTOMOTIVE NEWS 


Almanac offers your advertisement 
a chance to sell for you all year 


long. 


Referred to time and time again, 







the Almanac is a must on any auto- 





motive advertising schedule. 


— Plan On It For 1960 — 


Publication Date — April 25, 1960 






vertising medium with the power 
of demonstrating a product in 
action, the broadcaster and the 
advertiser must concern them- 
selves with the validity of dem- 
onstrations,” Sarnoff said, “but 
this does not mean that compet- 
ing media should enjoy special 
treatment of law enforcement 
agencies, An advertising claim 
that is false in one medium is 
false in another and should be 
treated accordingly,” Sarnoff said. 


“In the last analysis, however,” 
Sarnoff said, “the current situation 





* * + 
Rothenberg Stays in Cleveland 


Al Rothenberg, for over 10 years 
automotive editor of the Cleveland 
News, has been named automotive 
editor of the Cleveland Press and 
News. 

The appointment followed pur- 
chase of the News by the Press on 
Jan. 16. 


Automotive News 


965 E. JEFFERSON e DETROIT 7, MICH. 
WOodward 3-9520 











+ * x 
Petersen Group Gains 
Advertising scheduled for the 
first quarter of 1960 in the Petersen 
Automotive Group No. 2—Car 
Craft, Rod & Custom and Custom 


‘Bottle’ Campaign— 

Focal point of one of Plymouth’s biggest 
advertising and promotion campaigns in 
its 30-year history is this glass ‘economy 
meter” installed on the right front window 


is a challenge not only to the in- 
tegrity of the advertiser but to the 
ingenuity and imagination of the 
advertising man in reaffirming his 


Cars magazines—is higher in both 
dollar volume and linage than in 
any past quarter, according to 
A. M. Benedict, advertising director. 

Dollar volume for the group is 
up 48 percent over the first quarter 
of 1959 and linage from 25,361 to 


of thousands of dealer-equipped regular 
demonstrator models for the current 
nationwide Plymouth “P ro ve-it-Yourself” 
economy drive. The bottle measures fuel 
passing through the car's carburetor to 
provide a simple, accurate measurement 


the basis of past achievement, I 
have every confidence that the ad- 









vertising man will succeed,” he! of gasoline economy, Plymouth said. Six 
said. large-space newspaper ads will appear in 
2,500 papers, spot radio already is on the 
air in Plymouth's principal sales markets, 
television commercials in support of the 
economy drive are scheduled each Monday 
on the Steve Allen Plymouth Show (NBC- 
TV), and more than four million persons 
will receive two full-color folders by direct 


Leo Burnett, board chairman of 
Leo Burnett Co., Inc., Chicago, said, 
“Just as the medical profession has 
its quacks and the legal profession 
its shysters, we in the advertising 
business have our twisty operators, 
and I’m sure that there is not a 





39,452. Cover color advertising in 


the three consumer automotive 


magazines is up 19 percent. 
+ * ea 


News Supplement for Chicago 


The Chicago Daily News will 
introduce a new gravure supple- 
ment with its Saturday weekend 


edition of March 5, 1960. 

Titled “Chicago Life,” it will 
reflect the changes that have 
occurred in Chicago area living 
since World War II and will 
point the way to new patterns 
of living in the “Big Sizties.” 

+ oF * 


Allied Unit Picks Rep 


Benton & Bowles, Inc,, has been 
appointed as advertising agency for 
the fiber marketing department of 
the National Aniline division of Al- 
lied Chemical Corp., effective May 1. 

The fiber marketing department 
is responsible for the sales, end-use 
development and promotion of Cap- 
rolan yarn and fiber which are used 
in both consumer and industrial 
products. 

Benton & Bowles also is the 
agency for Allied Chemical Corp.’s 
corporate advertising and its Sem- 
et-Solvay division. 

+. + 


one of us in his right mind who! mail. 
* x * 





Ad Executives at Michigan Conference— 


. Five top television and advertising executives addressed Michigan advertising execu- 
tives in Detroit. The Michigan Council of the American Assn. of Advertising Agencies 
heard, from left, George Gribbin, president, Young and Rubicam, Inc.; John Cunning- 
ham, board chairman, Cunningham and Walsh; Robert W. Sarnoff, board chairman, 
National Broadcasting Co.; Leo Burnett, board chairman, Leo Burnett, Inc., and Sam 
Ballard, president, Geyer, Morey, Madden and Ballard, Inc. Standing is John L. 
Thornhill, vice-president, Campbell-Ewald Co., program chairman. 


* 
Personnel Changes 
Anthony M. Costanzo from public 
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GREY IRON CASTINGS 


ONE OF THE NATION’S 
LARGEST AND.MOST MODERN 
PRODUCTION FOUNDRIES 


THE WHELAND COMPANY 


FOUNDRY DIVISION 
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By Jack Weed 
Service Editor 


HE value of a sound serv- 
ice operation and good 


management to a dealer look- 
ing for superior profits was stressed 
by practically every dealer who 
spoke at clinics at the recent 
NADA convention. 

In both the service and used- 
car merchandising talks, it was 
emphasized that the well-balanc- 
ed business must have an effici- 
ent and competently run service 
department. 

Increase customer labor sales and 
Parts sales will follow, said speak- 
ers who dwelt on how to boost parts 
sales. 

Used-car merchandisers pointed 
out that even the wholesale buyer 
likes to see the dealer do some 


Salesmen Linked 
To Shop Followup 


GM, Chrysler Deals 
Promote Tie-In 


ANY dealers in General Mo- 

tors and Chrysler make lines 
are planning to use the Owner Pro- 
tection Policy books to a much bet- 
ter advantage than either factory 
visualized when they developed the 
Guardian Maintenance and Car 
Care programs. 

It is learned that many dealers 
are not only going to use these 
books to elevate themselves out of 
the purely price competition of 
their areas and tie their new own- 
ers to them closer as customers, 
but to activate their sales forces to 
do the things they have been try- 
ing to get salesmen to do for some 
time with little or limited success. 


This dealer now plans to imple- 
ment this with several additional 
“pieces of business.” He is going to 
have a rubber stamp made for each 
salesman and as the salesman takes 
up the services the customer should 
have performed at each mileage 
interval, the salesman is to stamp 
“lubrications free” on each page. 
This will be one inducement to get 
the owner to bring his vehicle back 
regularly for the maintenance 
services. 

” - + 
S THE salesman hands the pro- 
tection policy to the owner he 
tells him: 

“As you know the standard war- 
ranty on this vehicle is 90 days or 
4,000 miles, but if you have all of 
the suggested maintenance services 
listed in this booklet performed at 


car, we will extend a warranty to 
you covering 12,000 miles or 12 
months—whichever comes first.” 


certain that this 
feels 


ey have 
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Service Management: 


{ Regular Monthly Section for Those Who Maintain America’s Motor Vehicles 


NADA Clinics Call Service 
Vital to Profitable Dealer 


work on the car to make it more 
salable, 

Arthur Hawks, general sales 
manager of Chapin Motor Co., 
Portland, Me., said “I’ve seen it 
(a wholesale used car) win a couple 
hundred more for the spending.” 

Every dealer knows, or should 
know, that a good service operation 
is the basis of good customer rela- 
tions and of making customers out 

of new-car buyers. : 

Why then has so much emphasi 
had to be placed on the service end 
of a dealers business? 

oa + * 

Y do some dealers have to be 

reminded constantly by suc- 
cessful dealers that the difference 
between a so-so operation and 
a highly successful business de- 
pends on how the service depart- 
ment is handled? 

Cc. W. Wi Edgecombe 
Motor Co., Tarboro, N. C., thinks 
it is because the dealer does not 
pay enough attention to service. 

“Cause for alarm today for the 
franchised dealer, in my opinion, is 
the loss of potential service busi- 
ness Which he created, business 
which is now being enjoyed by the 
service stations, specialists in 
quick service,” he said. 

This is the view of a dealer who 
has averaged 100 percent service 
absorption for many years. He has 
built his business from practically 
nothing in 1947, when he was burn- 
ed out, into a plant in which he has 
more than $200,000 invested. He 
started in the auto business in 1945 
with a capital investment of $18,000. 

His advice to dealers who are not 
making a reasonable return on 
their investment: “Spend a week 
in your service department, just 
looking and listening.” 

* * * 


‘Service Is No Mystery’ 


Pans is no mystery in the 
service business of your dealer- 
ship, but a darn good profit if you 
will do the following simple things: 
You’ve got to advertise and have 
A-1 facilities, well located and ac- 
cessible; complete and up-to-date 
equipment in good condition, Get 
good trainable people and train and 
pay them well.” 

Most successful dealers believe 
there are two basic reasons why 
some retailers lose money: Either 
they don’t know how to run a 
successful service business or 
they don’t have the incentive, 

Even they can’t understand how 
a dealer, whose only reason for 
being in business is to make money, 
can lack the incentive to learn how 


to run a successful service depart- 
ment—especially when so much de- 
pends upon that phase of his busi- 
ness, 

They have a short, harsh explan- 
ation for the dealer who continues 
to ignore the facts about sound 
service. 

They claim it is because the deal- 
er is mentally lazy and they feel it 
is like halitosis—no brother dealer, 
when asked by another about what 
is wrong with his business, will tell 
him the truth. 

” + * 


All Clinics Stress Service 


A™ through the clinics on serv- 
ice, parts merchandising and 
used-car selling, the underlying 
theme was the importance of the 
service department and customer 
labor work to a successful dealer- 
ship. 

“Nothing happens until some- 
body sells something,” said E. R. 
Taylor, executive vice-president of 
Motorola Corp., who got his early 
training in the automobile busi- 
ness. 

“Yours is a service business, by 
that I mean a business of serving 
the customer and making him 
happy. One of your basic objectives 

(Continued on Page 33, Col. 1) 








Designed for Small Cars— 


Backshop 


... by Jack Weed 


yas is going to be a rough year 

despite the fact that we may 
have one of the biggest sales years 
we ever have known.” 

This is the thinking of many 
sound dealers who operate well bal- 
anced and profitable dealerships 
and with whom I discussed the out- 
look for the next few months. 

Every dealer I talked with said 
he is looking to his service and 
truck departments to offset the 
loss of profits which he feels is 
bound to result if the drive for 
supremacy in registrations con- 
tinues to be as hot as it is now. 

In fact, one of my good friends, 
who is known nationally for the 
soundness of his operations and his 
ability to make money under all 
economic conditions, told me that 
he ended January in the red for the 
first time in five years. 

He said his factory already is be- 
ginning to shove cars down his 
throat and that he has made up 
his mind to clear his stocks of new 
cars as fast as they come in for 
the first month or so or unti] the 


Focusing attention on dynamometer developéd to test small cars are representatives 
of imported car manufacturers at demonstration held at Renault's new training center 
in Maspeth, N. Y. From left are Otto Hofman, assistant service manager, DKW 
America; Hans Thalmann, assistant service manager, Daimler-Benz of North America; 
David Renstam and Birger Ganno, national service engineer and national service man- 
ager, Volvo Import; Arnold D. Danielson and Robert M. Brock, Allis-Chalmers Mfg. 
Co.; Robert Vlin, training programs coordinator, Renault, who led discussion of equip- 
ment; Ralph Perry, service engineer, Jaguar Cars; Joseph Griffen, service representative 
Saab Motors, and George E. Brown, assistant general service manager, Renault. The 
dynamometer used in the demonstration was manufactured by Otis Auto Dynatester, 


Inc., Glendale, N. Y. 





NADA Show Held Productive 


XHIBITORS in the NADA ex- 
position hailed this year’s show 
as the most productive they have 
attended since NADA held its last 
convention in New York City. Every 
exhibitor contacted said the dealers 
showed greater interest than last 
year and were buying service equip- 
ment and supplies. 


In fact, one exhibitor said that 


on the Two different exhibitors said they 


never expected to write any busi- 
ness at an NADA show but that 


they were going back to their home 
plants with orders that dealers had 
insisted on making because they 
were in a hurry to get the tools or 
services. 

Most of the exhibitors were vocal 
in expressing their dissatisfaction 
with the show because it was not 
held in the hotel where the associ- 
ation meetings were held. 

They pointed out that, before the 
sessions started, the exhibit was 
crowded with interested dealers 
from opening to close, After the 
sessions started, the exhibit area 
was dead except for brief periods 


Service New Products 


Page 62 





around noon and in the afternoon 
after the sessions. 
* £ *€ 

[ae gripes are aimed partic- 

ularly at Washington because 
Miami, San Francisco and Chicago 
have facilities where both the show 
and the meetings can be held. 

All exhibitors contacted, even 
those who had never shown in an 
NADA exposition or who had 
dropped out for the last two or 
three years, felt that this year’s 
show was well worth their time, 
cost and effort. 

Many expressed considerable 
surprise that dealers generally 
seem to be “on the ball” service- 
wise and were avidly interested in 
doing something constructive 

(Continued on Page 34, Col, 1) 





production-sales pattern becomes 
more stable. 
+ * * 

HIS dealer said that if it wasn’t 

for trucks and service, at least 
two of his dealerships might have 
ended January in the red. 

His used stocks are far too low, 
and behind his fast movement of 
new units is a desire to build up 
his used-car inventory and salvage 
some of the losses he has experi- 
enced to date. 

Another dealer, an NADA direc- 
tor, told me he is expanding his 
service operation which already is 
providing him with better than 70 
percent true absorption. 

He explained, “I’m afraid that 
too many dealers in our area will 
get frustrated if the factories 
continue to think in terms of a 
seven-million-car year and feed 
too many cars into the market 
early in the year.” 

He fears that many dealers will 
swing back into the price-and-long- 
discount-deal basis that ruined so 

many dealers in the last two years. 

He asserted: “If this is going to 
be a good year from an economic 
standpoint, dealers will have to sell 
their products at a profit and de- 
pend upon the threefold profit they 
can get from their service depart- 

(Continued on Page 35, Col. 1) 


Service Bonanza 
Seen for Dealers 
Who Work for It 


LEVELAND.—“Automotive serv- 
ice dealers should have a ban- 
ner year in 1960, if they are willing 
to work just a little harder than 
their competitors in providing top 
service to customers. 
So said B. S. Byall, manager of 
sales for the Dill Mfg. Co., Cleve- 
land, supplier of tire valves and 


& | tire repair equipment. 


Byall based this statement partly 
on the millions of automobiles, pur- 
chased during the period 1955 
through 1957, which are still on the 
road, plus the vast number of new 
cars purchased during the past 18 
months. 

“Older cars for example, will de- 
mand proportionately greater serv- 
ice in the months ahead, and thus, 
the dealer who goes out of his way 
to attract business can expect to 
share importantly in this increased 
volume—and the profits that go 
with it,” Byall said. 

Byall contended that dealers will 
have to ask for the business, “not 
just hope it is handed to them. 

“We have found,” he said, “that 
an important part of the dealer’s 
success is a matter of attitude. In 
this connection, more and more Op- 
erators are approaching the people 
they service as permanent custom- 
ers, and are making sure they 2re 
so converted. 

“To accomplish this, these dealers 
are obtaining complete information 
from customers the first time their 
cars are serviced; their names and 
addresses, and all pertinent infor- 
mation about their cars, to thus 
compile a permanent maintenance 
chart, 

“We find this helps dealers make 
positive recommendations on wor 
to be done, because they have more 
than a casual knowledge of the 
customer and his needs.” 
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Sales Results Surprising .. . 
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Sound Service Called 
Key to Profitable Deal 


(Continued from Page 32) 


serve better. Your competition, 
dealers in the same make of ve- 
hicle you handle, can match your 
product selling points, but none can 
match your ability to take care of 
your customers better than you can. 


should be to create a favorable 
community image, to make people 
like you and like to deal with you. 

“Spend a day or two a week in 
your service department seeing how 






if they are doing the things they 
say they are. 

And above all, they add, look at 
them from the viewpoint of a cus- 
tomer, not as the proprietor of the 
business. 

* a + 


It’s the Buyer Who Counts 


— people may have their 
heart in the right place, but 
they may be trying to please you 
and not the customer, It is only 
when you judge them from the 


standpoint of the people from| %& 


whom you must expect all profits 


that you can safely judge whether . 


your employes are doing the job 
you think they are doing. 


your people handle customers, and 
making yourself and your interest 
known to customers,” he suggested. 

All speakers had the same theme. 
It may not have been expressed as 
bluntly as this, but it was: Sell, 
Sell, Sell. Sell the needed service. 
Don’t let more needed service drive 
out your door than you performed 
while the vehicle was in your shop. 

Sell your vehicle, its good points, 
its points of superiority. Don’t try 
to sell discounts, any one can do 
that. 

* + * 


aos sell yourself and the 
ability of your dealership to 

















































Carter Launches 
New Home for 


Service School 


NEW YORK.— The Carter Car- 
buretor factory service school is 
moving into new quarters in St. 
Louis. 

V. F. Thompson, director of serv- 
ice sales of Carter Carburetor, a 
division of ACF Industries, Inc., 
said the new school facility is de- 
signed to be the auto industry’s 
most modern and complete fuel sys- 
tems instruction center. 

The air-conditioned classrooms, 
located at Carter’s main plant in 
St. Louis, are equipped with a full 
assortment of training equipment, 
Thompson said. These include 
cathode ray scopes to show actual 
engine operation on a TV screen; 
proximity tachometer to indicate en- 
gine speed; black light fluorescence 
for classroom demonstrations; a 
dynamometer; carburetors built 
four times actual size to simulate 
actual operating conditions, and 
others of the latest types of test 
equipment, 

An innovation at the Carter 
school, under the directorship of 
Roy Dean, is the course in cus- 
tomer relations, Thompson said. 
This will cover service sales tech- 
niques and efficient shop practices. 

The first full class to go through 
the two-week course in the new 
school started in January. Carter 
has trained nearly 50,000 auto re- 
pairmen at its factory service 
school in St. Louis and through its 
— schools conducted by distribu- 
ors. 


59 Bean Program 


Had 190 Students 


_LANSING.—The John Bean divi- 

sion, Food Machinery & Chemical 
Corp., reported that 190 students 
took part in its 1959 program of 
front-end alignment, frame and 
collision work and wheel balancing. 

The report was made before 79 
field sales and service representa- 
tives at the firm’s annual sales con- 
ference. 

Harry W. Schaefer, automotive 
department manager, and his staff 
displayed Bean’s 1960 line of wheel 
aligner, bod y-and-frame straight- 
ener equipment, whee]! balancers 
and spinners and special tools and 
accessories, 


Buick Advises Winter Use 


To Keep Air Conditioner Fit 

FLINT.—_Now is the time to 
Speak to owners in many parts of 
the country about getting their 
auto air conditioners in shape for 
Summer use, according to E. J. 
Krause, Buick general service 
Manager, 

He suggested operation of the air 
Conditioner at least once a week 
throughout the winter. It helps 
lubricate compressor seals and 
bearings, and prevents loss of freon 
as coolant, he said. 





program. 


That is providing you and your 
organization live up to your abil- 
ity to serve. 

That brings you face to face with 
the analysis of the men you have 
to depend upon to carry out your 
their business. 

Here again, successful dealers 
warn that too much confidence 
shouldn’t be placed in even your 
best and most loyal men. Don’t take 
what they tell you for granted, 
they say. 

Go into the service department, 
the parts stock room, the used-car 
sales lot and your own showroom, 
they advise, and see for yourself 
if your men are doing things right, 


clinics. 


The men who took the time to 
prepare the NADA talks did so 
to help dealers who possibly are 
not as successful as they, or who 
might perhaps be having some 
difficulty in a particular phase of 


In this article we have endeavor- 
ed to give readers a summation of 
the words of wisdom voiced at the 


Any dealer wishing to get copies 
of any of the talks can do so by 
writing NADA in Washington. Most 
of them were reported in the Feb. 
1 issue of Automotive News, All are 
worth reading, even by dealers who 
are now doing a good job. 





Mobile Lubrication Department— 


Repair dents and holes quickly— 
and at low cost—with Ditzler’s new 


PLASTIC BODY FILLER DX-7 


e Ditzler’s DX-777 is a new easily 
worked body filler for reconditioning 
damaged bodies, fenders, hoods and roofs. 
This compound is made of high-quality 
resins, fillers and reinforcers. Requires only 
one catalyst to change it in minutes from 


Step-by-Step Procedure Shows How 


| DX-777 Saves Reconditioning Time 





Severely dented door panel, typical of 2 
1 jobs repaired faster, better with DX-777. 





Mix DX-777 with catalyst. Amount 5 
of catalyst controls hardening b 





7 File or hand sand to exact contour, just a 
enough to secure a smooth surface. 


Ditzler Color Division, Pittsburgh Plate Glass Company, Detroit 4, Mich. 


—DITZLER 


PAINTS ¢ GLASS « CHEMICALS ¢ BRUSHES « PLASTICS « FIBER GLASS 








Pull .ocut metal to 
grind off old finish from 





Apply Plastic Filler in even layers and 
work thoroughly into surface. 





Now fully smoothed out to exact contour, 
reconditioned panel is ready for painting. 


77 


a soft, pliable substance to a hard, durable, 
waterproof and corrosion-resistant mate- 
rial. Can be sanded, drilled, tooled and 
painted almost immediately. Now avail- 
able in convenient new wide-opening quart 
containers as well as in gallons. 









Note small holes drilled in damaged area 


meral contour and 
3 to provide better mechanical grip. 


qo 


After initial set, power sand filler to 
approximate contour of panel. 


6 





nel gleams like the 
off the assembly line. 


Refinished door 
car had just ro 


Torrance, Calif. 


e Use Ditzler’s New Plastic Filler DX-777 
on your next job that requires metal repair. 
You’ll be surprised how it will save you time 
and money—help you satisfy customers. 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


Alemite division, Stewart-Warner Corp., Chicago, has introduced a 14-unit “package” 
that is said to transform a truck into a lubrication department on wheels. The “‘pack- 
age” consists of four to six pumps, heavy-duty covers, reels for up to eight services, 
air compressors, power take-off, fuel tanks, and pumps, drum and pump hoists, flood- 
lights, water tank, tool box, universal truck bed and rear work step. This “package” 
customizes any truck of proper capacity to service all needs of field fleet operations. 
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NADA Show Called Productive 


(Continued from Page 32) 


about their service operation. 
Many, too, were surprised at the 
amount of expansion of service 
facilities that, it was evident, is 
taking place around the nation. 

Every square inch of exhibit 
space was taken by the 86 suppliers 
of shop equipment, office machinery 
and service merchandising aids. 

* + + 


11,227 Are Registered 


LTHOUGH advance registra- 
tions indicated that this year’s 
convention would set a new attend- 
ance record, weather conditions in 
the Midwest which prevented many 
from coming, cut the attendance 
by as much as 2,000 to 3,000. At 
that, official registrations for this 
year’s convention numbered 11,227. 
Convention Chairman A. Left- 
wich Sinclair said, “From an at- 
tendance standpoint and in every 
other way, this has been one of the 
most successful conventions ever 
held by NADA. The five-day meet- 
ing can well be called ‘The Think- 
ing Dealer's Convention.’” 

Sinclair pointed out that, per- 
centagewise, the 11,227 attendance 
total is a record performance, 
since the number of new-car deal- 
ers throughout the country is 
now approximately 37,000—a sub- 
stantial reduction from previous 
years, 

Attendance at the car factory 
service consultation areas and in 


the used-car areas was generally | 


up over last year. 
* * * 


‘Y one manufacturer reported | 


fewer dealers attending its area 
than last year while both Chrysler 
and American Motors felt they had 
nearly doubled the number of deal- 
ers who came in to see them, Stu- 
debaker-Packard also reported a 
big play. 

Despite the fact that the service 
consultation areas were in the same 
converted parking garage where the 
exposition was held, the factories 
did a magnificent job of decorating 
their areas and making them com- 
fortable and easy for the dealers to 
visit. Both Myrle St. Aubin, of Gen- 
eral Motors, and Roy Bender, of 
Studebaker-Packard, felt that the 
service consultation areas have be- 
come so familiar to their dealers 
that visiting with the service per- 
sonnel of the factories at the an- 
nual convention has become a habit. 

Although this was only the sec- 
ond time the factories have set 


N. Y. Dealers Told 
To Keep Headlight 
Testers Working 


BUFFALO.— The Buffalo Auto- 
mobile Dealers Assn. hag been in- 
formed by State Police that dealers’ 
headlight testing machines often 
are found inoperative. 

State Police said that if they re- 
ceive a complaint against a dealer 
and find such a condition in a serv- 
ice department, the dealer will find 
himself in trouble. 

The association office checked to 
determine what steps are needed to 
put headlight testing machines 
back in operation. The association 
was informed that if proper care 
of the machines is taken, there is 
no need for them to be inoperative. 

The association was informed 
that there is a photo cell in the 
machine. When the cell is con- 
stantly exposed, it runs down like 
a battery. The machine is equipped 
with a hood which is supposed to 
be put over the front porthole at 
night, or when it is not in use. 

When the hood is used, the cell 
should last five years or more. 
When the hood is not used, the cell 
can run down in as little as 60 
days. Putting the machines back in 
Operation costs about $12.50. 


Nance Joins L-M Deal 
CHARLOTTE, N. C.—DeWitt B. 
Nance, former Studebaker dealer 
here, has been named vice-presi- 
dent of Franklin Motor Co. (Lin- 








coln-Mercury-English Ford). He 
has disposed of his Studebaker 
franchise. 





up the used-car consultation 
areas, the boys from each factory 
group were well pleased with the 
attendance and the opportunity 
to discuss used-car merchandis- 
ing problems with their dealers. 

There seemed to be no question in 
the minds of either factory men or 
exhibitors but that the “thinking 
dealers,” as Sinclair called them, 
have realized that they must im- 
prove their service operations for 
survival in these highly competitive 
days. : 

Dealers were freely asking ques- 
tions about how they could improve 
their service operations and how 
they could get or train better serv- 
ice personnel, 

The dealer facility plan book of 
Studebaker-Packard was in heavy 
demand by dealers who were plan- 


ning to expand their operations. 
* + * 


Service Talks Aired 


1% THE corridors and in rooms, 
the service papers read by deal- 





ers and experts in the two service 
symposiums were freely discussed. 
In fact, there seemed to be more 
extra curricular discussion of two 
service papers than of any other 
speeches delivered. 

The paper delivered by Clar- 
ence Wickham, Edgecombe Motor 
Co., Inc. (Ford), Tarboro, N. C.,, 
received considerable praise while 
that of service counselor Robert 
Young aroused much pro-and-con 
discussion. 

In fact, it is rare for any NADA 
talk to stir up as much controversy 
among rank and file dealers as did 
some of the proposals brought out 
by this speaker, calling for aban- 
donment of towers, service mailings 
and RO forms, Two dealers with 
reputations for sound operation 


| have already requested AUTOMOTIVE 


News to carry their comments on 
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Service Entrance Up Front— 


The expanded and remodeled facilities of Hosner Motors, Inc. (Cadillac-Oldsmobile), 
Amsterdam, N. Y., features a service entrance in front of the building. The firm's 
new building is 163 by 74 feet and features 22 working stalls and 11 twin post lifts. 


some of the statements made in| According to William T. Hosner, founder of the firm, the building program cost the 


the talk, 


dealership $300,000. 





LOOK WHAT’S COOKIN’. 





You'll want two or 


more...for home 


.. Station snacks... 
promoting sales! 


COOKS 6 HOT DOGS IN 90 SECONDS! 


In market tests dealers have used these exciting cookers 
to build sales several ways: 


Use with customers! Run a promotion to induce sales of 
... Oil changes, oil filter changes, air filter changes and 
lube jobs! Display Dog-O-Matic and give it away as a prize! } 


Use with your men! Stimulate sales action on oil and aif 
cartridge changes by awarding Dog-O-Matic to man 
with high sales score. Give a “hot dog feast” when you 
announce the winner! 


use 
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ment to come out with a satisfac- 
tory profit at the end of the year.” 


Threefold Profit 
H® ENUMERATED this three- 
fold profit as net profits from 
the sale of customer labor and parts 
(slightly over 18 percent of his net 
profit comes from this source), the 
building of customer confidence 
that a soundly operated service de- 
partment produces and the repeat 
gales to owners that come as an 
added dividend to a well operated 
service operation. 
This man is a General Motors 
dealer, and he had high praise 
for the Guardian Maintenance 


He said it is the finest thing his 
factory has provided since the war 
and is about the only thing that 
could be called a distinct contribu- 
tion toward better dealer profit if 
properly used by the dealer. 


D® KENNETH MCFARLAND, 
who is on the speech circuit for 


GM, told the members of the 
NADA 30-Year Club two things I 
wish every dealer could have heard. 

One was that today the “custom- 
er is king” and those dealers who 
recognize it and treat him as such 
will come out on top. 

The other was that many people 
feel their prayers haven’t been an- 
swered because they don’t recog- 
nize that the answer might have 
been “No.” 

McFarland said that 69.6 per- 
cent of all people now living were 
born during the last 30 years and 
don’t know, from personal experi- 


$66,000 Fire at P-B-S 

CLARKSVILLE, Tex.—Fire de- 
stroyed the P-B-S Motor Co. here. 
Ten automobiles also were destroy- 
ed. Loss was estimated at $66,000. 
The owner, Dillard Peek, who 
owned and operated the automobile 
firm in downtown Clarksville for 
15 years, said he probably will re- 
open for business. 


ence, the things that made this 
industry tick before then, 

This coincides with the figure of 
approximately 65 percent of the 
dealers having come into this busi- 
ness since the war. They did not 
know or appreciate until 1958 that 
they needed the profits and other 
benefits from a well run service de- 
partment to put themselves in a 
position where they could be cer- 
tain of making money every year, 
good or bad. 

McFarland noted that “All of us 
are self-made men, but only the 
successful admit it.” 

* * + 


What Customers Value 


= admit it takes a little think- 
ing to get the red meat out of 
these sayings, but I'll gamble that 
if one gives each a little concen- 
trated thought in relation to his 
own operations, the real meaning 
will gradually work up to the top. 

It won’t take any deep think- 
ing, however, to know what it 
means when McFarland says this 
year the customer is king. It 
means that there are more prod- 
ucts than there are buyers and 
that we, as an industry, have 
taught most buyers to be shop- 


pers. 
But fortunately, all buyers don’t 





St. Louis Service Group 


Elects New Officers 


ST. LOUIS.— Lawrence Ruck, 
Koening Chevrolet Co., hag been 
elected president of the Service 
& Parts Managers Bureau of the 
Greater St. Louis Automotive 
Assn., Inc. 

Other officers are: Vice-presi- 
dent, Howard Brock, Ray Rix- 
man, Inc. (Dodge-Plymouth), sec- 
retary-treasurer, Edward Hawy- 
ward, and assistant secretary, 
Fay Hahn. 

Directors include R. L. Brad- 
bury, Forest Cadillac Co.; Ronald 
Freeman, Thoms Pontiac, Inc.; 
Cliff Johnson, McMahon Ford 
Co.; Robert Dietz, Mendenhall 
Motor Co. (Ford); Norman 
Simon, Francis Chevrolet Co.; 
Leo Sturm, Nolting Ford, Inc., 
and George Suroweste, Castles- 
Wilson Buick Co. 





consider price alone, They have 
been shoved around so much during 
the past few years that they put a 
high value on being taken care of 
in their service needs, in the cour- 
tesies that are extended to them in 





FOR FRAM DEALERS! 


AT NO COST TO YOU! 


Sensational New 


Westinghouse 


|g 


O95 


VALUE! 


“DOG-O-MATIC” 


Hot Dog Cooker 


HERE’S THE OFFER! FRAM D-11: You get one Dog-O-Matic and 3 Free 
Fram Cartridges for only $7.95 with purchase of any 30 Fram Cartridges. 
Sell Free Cartridges at list—and recover entire cost of D-11! 


Hottest FRAM 
Advertising Ever! 


traffic and boosting sales: 


Network radio sends ’em in! During Spring 
change-over period, urgent Fram messages 
on two national networks send drivers to 
you for oil and filter change! 


Every minute, every day Fram is 
directing powerful advertising mes- 
sages to your customers... building 


National magazines start ’em moving! Big 
color pages in Saturday Evening Post and 
Life Magazine focus big attention on Oil 


and Air Filters! 


Pn ae metre. 


Outdoor messages get 'em, too! Giant 
Fram bulletins in high traffic areas add 
further weight to the filter industry’s most 


effective consumer promotion program! 
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their contacts and having someone 
appreciate them as a customer, 
> * + 

UITE a “rouser” is under way 

about whether the industry 
should drop lubrication as the main 
“comeon” feature of service promo- 
tion and shift its emphasis to minor 
electrical. 

Proponents of the idea of shift- 
ing emphasis contend that minor 
electrical now appears on the aver- 
age customer service order twice 
as often as does lubrication, that 
customers don’t need lubrication as 
much as they formerly did, that 
they do need electrical checks more 
often and that electrical maladjust- 
ments are today’s No. 1 cause of 
automotive trouble. 

They further contend that the 
filling station offers lubrication in 
more convenient locations and 
that a customer can get his car 
lubricated faster and with less 
layup time there than at a deal- 
er’s shop. 

I’m afraid I can’t go along with 
them, however. 

True, the corner filling station is 
now getting into tuneup service as 
well as lubrication, They are also 
getting into brake adjustment and 
front-end service. | 

* * 


Lubrication Is a Habit 


G* stations also are supposed 
to be the one place where they 
fight to sell you an oil and filter 
change, but from personal experi- 
ence I haven’t found that they do 
any better job than the average 
dealer on this item. 

Lubrication is still a habit with 
most car owners. As long as this 
is true, why shouldn’t dealers ap- 
peal to habit? There is nothing 
harder to sell against than the 
habit of the buyer. 

On the other hand, if the dealer’s 
shop is organized properly, the lub- 
rication hoist is the one place where 
the customer spreads out his ward- 
robe and asks what he needs. 

However, if the lube man is not 
charged with checking the oil and 
filter, the muffler, the tires, the 
condition of the fan and other belts 
and the other components of the 
car, the value of the hoist as the 
service department salesroom is en- 
tirely lost. 

/* * 
A™= in most shops, if that is lost 
there is little or no selling, and 
customers will continue to drive out 
with more work left undone than 
was done on the car while it was 
in the shop. 

Lack of selling needed service is 
the weakest point of contact in the 
average dealership. 

Dealers have trouble getting 
order writers to check oil when 
they write the order. They have 
trouble getting the shop to pull 
a front wheel before they do a 
brake adjustment. 

They just go on losing thousands 
of dollars worth of needed service 
because they haven’t insisted on 
their shop contact men digging far 
enough to find out what the owner 
really needed. 

In other words, their men will 
accept a money-losing, one-item 
service order instead of trying to 
make each R.O. profitable, 

Of course, that is the result of 
poor management, and I am afraid 
that if we switch the attention from 
the lube department we will lose 
what little selling effort is being 
made today in the average dealer’s 
shop. 


Service Customer 
Gets ‘Red Carpet’ 


Treatment at Mohr 


DALLAS.—Service customers get 
the “Red Carpet” treatment at 
Mohr Chevrolet Co. 

The dealership conducts training 
courses for its 162 service employes 
to make them more proficient in 
their specialties and, according to a 
spokesman, they are taught the 
“attention to details of service that 
makes each customer a king.” 

Mohr Chevrolet is the founding 
sponsor of the Corvette Club of 





/ oo AA Getthis GET THIS LATEST AID TO SALES! Texas and has helped organize 
‘ . MO\ AAA attractive : other sports-car clubs, 
> 2 counter New Fram 1960 sales kit—yours at no cost! The company credits its Red Car- 
display rack (1) 1960 Cartridge Checker—hangs on pet service department for building 
} FREE.  wall—lets you “dial” quickly the correct O/L*A/IR*FUEL+*WATER its special interest in the sports-car 
Comes with Oil—Air—Fuel Filters for all makes and field. Mohr says owners discovered 







that a Mohr-tuned sports car was 

adjusted to the high degree of pre- 

—— required for racing and ral- 
es, 


models of cars, trucks, imported cars! 
(2) Plastic “see-through” window sign 
in color! (3) Other valuable filter 
Sales helps! 


6 popular engine 
air filter cartridges. 
Just order Fram D-12 

from your supplier. 


FRAM CORPORATION, Providence 16, R.1. 
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Renault Trains Service Personnel— 


Renault's Caravelle sports car and Petit truck are being featured in a classroom- 
workshop program for Renault distributor and dealer service personnel. Here, service 
personnel look over the front assembly of the Petit truck, including engine and front- 
wheel drive. ‘We want our entire dealer network to be ready to provide efficient 
service for these new models well in advance of their distribution in the U. S."” 
said Andre Fonade, general parts and service manager, Renault, Inc. 





Upgrade Programs ‘Now’... 


AUTOMOTIVE NEWS, FEBRUARY 15, 1960 


Schools Urged to Move 


CHICAGO.—_-Educatorg were 
urged to use the counsel and serv-| 
ices of the automotive service in- 
dustry “now” in helping to update 
and upgrade automotive training 
facilities. 

The suggestion came from A. 
Wade Martin, state supervisor of 
trade and industrial education for 
North Carolina, featured speaker 
at a special “schools” luncheon | 
meeting held by the Automotive 
Service Industry Assn. in conjunc- 
tion with the American Vocational 
Assn.’s annual convention, 

Martin told the more than 75 
educators representing practically 
all 50 states and the District of 

Columbia in attendance that with 
the help of the North Carolina 

Automotive Wholesalers Assn., 

AS.LA, and other industry 
groups 13 new area schools are 


| 





being constructed throughout 
North Carolina, All 13 schools 
will have modern automotive 


shops with the latest automotive 
equipment in each, 

Martin stated: “Because of help 
given us by the automotive groups 
in the state and A.S.LA., our peo- 
ple realize that the need for mod- 
ern facilities and for upgraded au- 
tomotive programs is now, and not 
something which can be postponed 
until some vague future date.” 

+ * * 
ARTIN said that industrial ed- 
ucation is an investment—not 
an expenditure—and that quality is 
the only enduring characteristic of 
automotive training programs in 
schools. 

J, L. Wiggins, executive secre- 
tary, wholesalers division, A.S.LA., 
served as chairman for the meet- 
ing. Other speakers on the program 
were Mel Turner, curriculum di- 
rector of the A.S.1A vocational ed- 
ucation program, and Dr. M. D. 
Mobley, executive secretary, Amer- 
ican Vocational Assn., Washington. 

Turner stated that automotive 
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CUSTOM-CRUSH* MEANS PERFECT 
SADDLE FIT, TOTAL HEAT TRANSFER 
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CUSTOM-CRUSH is just one of the many features 
that make McQuay-Norris Bearings stand out. 
Longer engine life, less down-time are assured. 
CUSTOM-CRUSH means perfect saddle fit, com- 
plete heat transfer. 


* THE SPECIAL McQUAY-NORRIS CRUSH ALLOWANCE AT THE SPLIT LINES ASSURES PERFECT SADDLE FIT. 
ORIGINAL PRODUCTION BEARINGS HAVE A UNIFORM AMOUNT OF CRUSH BECAUSE ALL PARTS ARE 
NEW. REPLACEMENT BEARINGS SHOULD HAVE A SPECIAL CRUSH AT THE SPLIT LINES TO COMPENSATE 


FOR SADDLE WEAR AND DISTORTION. 


NEW! 


McQUAY-NORRIS“Alum-lined”engine bearings are available 
for late model engine applications. 


MORE THAN 6400 NUMBERS of all.types— 


a bearing for every need. 


They stand OUT because they stand UP! 


McQUAY-NORRIS MANUFACTURING CO., ST. LOUIS « TORONTO 
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training programs are not gener- 
ally being updated and upgraded 
in quality and quantity of auto- 
motive students to keep pace 
with rising car and truck rezis- 
trations and technological ad- 
vancements, As a matter of fact, 
he said, schools are rapidly fall- 
ing behind. 

He pointed out that in 1957, total 
vehicles registrations numbered 67% 


million with 37,081 day-trade voca- | 


tional auto mechanic students en- 
rolled. 

“On the basis of 25 percent en- 
rolled and actually graduating and 
entering the trade each year the 
ratio of students to vehicles was 
one student for every 7,282 vehicles, 
The ‘healthy’ ratio of mechanics to 
vehicles is one to every 60 vehicles,” 
he said. 

“In 1958, registrations were 69,- 
800,000 with 36,221 day-trade stu- 
dents enrolled—making one student 
entering the trade for every 7,708 
vehicles. To put it a different way, 
the 381,818 automotive service es- 
tablishments in the U. S. could ex- 
pect to wait 42 years before hiring 


one of these graduates.” 
* + * 


oe told educators they are 
not training enough automotive 
mechanics to service the elemen-, 
tary and second teachers’ cars of 
which there are 1,254,000—“making 
one student for every 138 vehicles 
or only half enough.” 

He said educators must face 
the fact that automotive instruc- 
tion is not cheap. 

“It requires modern equipment 
and modern methods. We must 
train for tomorrow’s models and 
not yesterday’s,” Turner added. 

The special luncheon marked the 
sixth anniversary of the “automo- 
tive instruction in our schools” pro- 
gram. 


Salesmen Linked 


To Shop Followup 


GM, Chrysler Deals 
Promote Tie-In 
(Continued from Page 32) 


sold, get better acquainted with 

them and be of real service to the 
owner. 

Dealers who are putting this pro- 
gram into effect in their dealer- 
ships feel certain that this proce- 
dure will tie their owners to them 
more closely. 

They know, however, that they 
will have to provide the type of 
courteous service in their shop that 
will also please the owner, or the 
entire program will fail to accom- 
plish the desired ends. 

- + * 

EVERAL dealers who discussed 

this service at the recent NADA 
convention admitted that for a 
while at least, they would have to 
be intimately acquainted again with 
their service shops to see how these 
customers are being taken care of. 
They don’t feel they can leave this 
entirely to their service organiza- 
tions to handle alone without some 
supervision, regardless of how good 
the bosses think they are. 

In most cases the dealers who 
said they were implementing 
their Guardian Maintenance and 
Car Care programs in this man- 
ner have received assurance from 
their factories that if they follow 
through as planned, the factories 
will back them up on the warran- 
ties they give. 

Some dealers have intimated that 
they will even go so far as to send 
out and get the owners vehicles if 
the owner finds that it is inconven- 
ient or impossible for him to bring 
the vehicle into the shop on the 
date specified. In some cases the 
salesman will pick up the car and 
leave his demonstrator while the 
work is being done. 

There is no question in the minds 
of any service expert but that im- 
plementing these programs as out- 
lined will lift these dealers out of 
the price competition of filling sta- 
tions and other shops that are ad- 
vertising many services at cheap 
but attractive prices. They also say 
that dealer customer relations can- 
not help but improve greatly. 


Minder Takes Jeep 


SOUTH BEND.— Minder Auto 
Supply, 50645 US-31, North, has 
been awarded a Jeep franchise. 
Marion L. Minder is owner, and 
Jack Brock is manager. 
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DETROIT.—Here is the schedule 
of ficld service schools for the next 
month—a regular feature of Auro- 
motives News. 


For Make Servicemen 


CHRYSLER CORP.—The service 
training courses from Feb. 22 to 
March 18 will cover the most re- 
cently developed procedures for fac- 
tory approved service maintenance 
operations, diagnosis methods, plus 
the proper usage of the latest 
special tools and equipment. The 
courses are offered tuition free for 
service personnel of Chrysler Corp. 
dealers and factory personnel. 

Chrysler training centers are lo- 
cated at: 26001 Lawrence Ave., 
Center Line, Mich.; 5500 Howard 
St., Skokie, Ill.; 2930 Forrest Hill 
Dr., S.W. Atlanta, Ga.; 401 Theo- 
dore Fremd, Rye, N. Y.; 550 S. 
College Ave., Newark, Del.; 1111 
N. Brookhurst St., Anaheim, Calif. 
For further information, contact 
your nearest Chrysler training cen- 
ter. 

FORD DIVISION—From Feb. 22 
to March 18, Ford’s Southern dis- 
trict schools will be conducting 
courses in air conditioning. The re- 
mainder of the 35 Ford district 
schools will be conducting courses 
in basic Fordomatic transmission, 
transmatic transmission, and elec- 
trical troubleshooting diagnosis. 


GMC TRUCK & COACH DIVI- 
SION—Instruction in the approved 
overhaul, maintenance and diag- 
nosis procedures using the latest 
tools and equipment is available 
(free of charge) to all service per- 
sonnel sponsored by a GMC truck 
dealer, or a GMC truck fleet opera- 
tor. The following courses are 
offered: 1. rear axles, 2. standard 
transmissions, 3. automatic trans- 
missions (Hydra-Matic, twin 
Hydra-Matic, and torqmatic), 4. 
diesel engine (one-week tuneup 
class or two-week overhau)), 5. 
gasoline engine tuneup, 6, gasoline 
engine overhaul, 7, power steering 
(in-line or booster type), 8, carbure- 
tion, 9, four-wheel drive, 10. air- 
suspension, 11. hydraulic brakes. 
GMC maintains classrooms in the 
following cities: Atlanta, Jackson- 
ville. Boston, Charlotte, Chicago, 
Milwaukee, Cincinnati, Dallas, El 
Paso, Houston, Denver, Salt Lake 
City, Detroit, Cleveland, Kansas 
City, Oklahoma City, Omaha, Los 
Angeles, Memphis, New Orleans, 
New York (two centers), Oakland, 
Philadelphia, Washington, Pitts- 
burgh, Buffalo, Portland, St. Louis 
and Minneapolis. Address inquiries 
to Service Training Activities, GMC 
Truck & Coach Division, Pontiac 
11, Mich. 


INTERNATIONAL HAR- 
VESTER —International truck sales 
districts are now conducting serv- 
ice meetings covering three new 
International low-stress V-8 truck 
engines for dealer and fleet service- 
men. The presentation covers note- 
worthy design features. Special em- 
phasis on the proper service meth- 
od of the full-flow bypass cooling 
system, full-pressure, large-capacity 
lubrication system, the new electri- 
ll system and the latest fuel sys- 


STUDEBAKER -P ACK AR D— 
Technical training centers in New 
York, South Bend, and Los Angeles 
have scheduled courses on all 
Phases of the 1960 Lark and Hawk 
Models ag well as Mercedes-Benz 
and DKW passenger cars for Jan. 
25-Feb. 19. These courses are tai- 
lored to meet the needs of dealers’ 
Mechanics, are grouped in re- 
lation to basic requirements — (1) 
elementary, (2) overhaul repairs, 
(3) advanced classes on heavy re- 
pair procedures and specialized unit 
rebuilding. A special two-week 
course on Studebaker models is 
regularly scheduled for newly ap- 
Pointed dealers. Subjects cover a 
brief history of prior models and 
Provide a working knowledge of 
the current passenger cars and 
trucks. Training will be conducted 
at New York by F. X. Coghlan, at 
Los Angeles by L. J. Young, and 
at South Bend by A. S. Kidder. 


For All Servicemen 
ALLEN ELECTRIC and EQUIP- 
MENT ©O., Kalamazoo, Mic h.— 
The Allen Power-Tune course, cov- 
ering diagnosis and electrical 
Performance troubles, includes 


















































































cuit and use of Allen scope. Also 
offered is the Allen PM Tune-Up 
school for learning the fundamen- 
tals of the tuneup business includ- 


starting dates, contact local Allen 


Electric & Equipment Co., 
Pitcher St., Kalamazoo, Mich 


cago—Brake Servicing instruction. 
Contact Richard Stevenson, Ammco 


service shop sells 30 brake relines 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


Tools, Inc., 2150 Commonwealth 
Ave., North Chicago, Ill. Instruc- 
tion facilities available through 33 
mobile units manned by factory- 
trained technicians. No instruction 
charge. The course will begin 
Feb. 29. 


AUTO MECHANICS INSTITUTE, 
Los Calif—Six courses 
starting the first Monday of each 
month; tuneup, Robert Steiner, in- 
structor; automatic transmission 
rebuilding, John .Kamuk, instruc- 
tor; Ammco brake, Jack Cronin, 
instructor; auto parts, Fred Ham, 
instructor; engine, Ben Johnson, 
instructor. The third Monday of 
each month, a Bear alignment 
course, Jack Cronin, instructor. 
Contact Frank O, Bregnard, Auto 
Mechanics Institute, 50th & S. Ver- 
mont Ave., Los Angeles, for fur- 
ther information. 


JOHN BEAN DIVISION, Lan- 
sing.—(A) Wheel alignment, wheel 
balance, steering systems, March 7; 
(B) Advanced wheel alignment, 
power steering, advanced suspen- 
sions and minor frame straighten- 
ing, March 14; (C) Collision service 
of front suspension, frame straight- 
ening and body alignment, March 
21; (D) Brake servicing, Feb. 29. 
Combined courses are also avail- 






training on regulators, generators, 
batteries, distributors, ignition cir- 


ing servicing and merchandising. 
A nominal fee is charged. For 


representative or write directly to 


Educational Department, Allen 
2101 N. 


AMMCO TOOLS, Inc., North Chi- 





Brake-Service Report Offered 


NORTH CHICAGO, Ill—A six- 
page report telling how a Chicago 


per month has been published by 
Ammco Tools, Inc, Copies may be 
obtained by writing to Ammco 
Tools, Inc., 2100 Commonwealth 
Ave., North Chicago, Il. 
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Miles Bacon, director, Bear Auto- 
motive Service School. 





10 Larks Are Prizes 
In Candy Contest 


SOUTH BEND, Ind. — Stade- 
baker-Packard and W. F. Schrafft 
& Sons Corp. joined in a Valen- 
tine’s Day tie-in promotion. Ten 
"60 Larks were selected by 
Schraffts as prizes for its Valen- 
tine Sweepstakes contest to pro- 
mote its line of Valentine candies 
in heart-shaped boxes. 

Promotion plans include coun- 
ter displays and window signs in 
candy stores, special announce- 
ments on the Jack Paar TV 
Show and tie-in promotions in 


EQ 
Louis, Mo.—Brake School—Theory, 
principles and practical application. 
Training conducted by the Barrett 
Brake Schools in St. Louis, Miami 
and Los Angeles with a new school 
opening in Philadelphia. For dates 
of scheduled classes and enroll- 
ment contact Barrett Equipment 
Co., 2101 Cass Ave., St. Louis 6, Mo. 


BENDIX PRODUCTS DIVISION, 
South Bend—Courses are offered on 
Bendix power brakes and Strom- 
berg carburetors through schools 
sponsored by authorized Bendix 
distributors. The schools provide 
the basic service and sales training 
for automotive servicemen required 
in the development of service deal- 
ers. Classes are scheduled by each 
distributor to meet local needs and 
the length of an individual course 
is three or four evenings or one 
full day. No tuition fee is 
Additional information may be ob- 
tained by contacting a Bendix dis- 
tributor or writing to the Bendix 
training director in South Bend. 


CARTER CARBURETOR CO., 
St. Louis.—Class No. 331 will begin 
Feb. 29 and Class No. 332 will begin 

(Continued on Page 40, Col, 1) 


the week of March 21, 





able. They are: (ABC), March 7-25; 
(AB), March 7-18; (BC), March 14- 
25; (DA), Feb. 29-March 11. 


BEAR MFG. CO., Rock Island, 
Iil—School offers training in align- 
ment, balancing and frame 
straightening for four-week pe- 
riods. Next classes Feb. 29 and 
March 14. Address all inquiries to E. 


PROTECTOR of LIVES 
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Wagner Lockheed BRAKE FLUID 


protects brake systems ...and lives of your customers 


Your customers literally stake their lives on your choice of brake 
fluid. For that reason you should use Wagner Lockheed—a 
really safe brake fluid that actually protects brake systems. Safe 
brake performance helps protect the lives of those whose cars 


you service. 


It’s no wonder that Wagner Lockheed is the world’s largest 
selling brand of brake fluid. This superior quality product is 
compounded of the finest ingredients balanced to 
function efficiently under all driving conditions—in all seasons. 


Wagner Lockheed Heavy Duty and Super Heavy Duty have 
these features: 

e Chemically balanced—with the correct p of all 
ingredients required to provide an all-season fluid that 
maintains high operating temperature characteristics, yet 
functions in sub-zero temperatures. 

e Chemically balanced—with just the right amount of costly 

lubricant to provide proper lubrication to all parts of 

brake system—without causing cups or hose to swell. 

© Chemically balanced—possesses moisture absorbing ability 
so that metal parts in the brake system are protected 


against corrosion. 


Remember—“Safe Brakes Protect Lives”... There’s a 
supplier of Wagner Products near you. Look to him for 
Wagner Lockheed Brake Fluid, Brake Parts, Power Brake 
Repair Kits, Brake Lining, and Lined Brake Shoes . . .One 

gets all! 


Wagner Lockheed 
HEAVY DUTY BRAKE FLUID... 


surpasses S.A.E. specification 7ORI 


—meets State laws, and also conforms to Federal specifica- 
tions... It definitely is a heavy-duty fluid—yet is moderately 
priced. Performance proves it to be the best brake fluid 
in its price range. 


® 
Wagner Lockheed 
SUPER HEAVY DUTY BRAKE FLUID... 
is the very finest on the market 


It surpasses S.A.E. specifications 7OR1 and 7OR3, meets 
State laws, and conforms to Federal i ions ... 
Recommended for use on all heavy-duty trucks, also for 
modern high-horsepower passenger cars. 


GET DETAILS on how easily you can qualify to become a Wagner Lock- 
heed Franchised Dealer ... It pays to be identified with a leader. For 
complete information, ask your supplier of Wagner Products, or write us. 


Wagner Lockheed 
the Leet known naine tn brake service 


6393 Plymouth Ave., St. Levis 33, Me., U.S.A. 

(Branches in principal cities in U. S. and in Canada) 
I'm interested in: 
(C0 Details on Wagner Lockheed Brake Fivid 
CO Informotion on Franchised Dealer Pian 
C Free Catalog AU-! 
ee wees 
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Serer FORD MOTOR COMPANY'S 


fresh appeal 
for millions! 


FORD FAMILY OF FINE CARS CLEARINGHOUSE e NO. 174 OF A SERIES 






AMERICAN 


Ford Motor Company’s American Road Show, bigger and better than ever in 1960, will visit 
a record number of shopping centers in its second annual nationwide tour of dealer communities! 


Four distinctive product shows will present the following individual attractions: 
e The Magic World of Ford—A totally-new Road Show that uses mystifying feats of 
magic to accent the beauty, value and advantages of the Ford Family of Fine Cars. 
¢ Design for Subyrban Living—This bright new version of last year’s show spotlights 
Ford Motor Company’s amazing Levacar Mach I—the car that runs on air! 
e Design for Station Wagon Living—A colorful showcase for all Ford Motor 
Company station wagons, featuring the novel ‘‘Push-Button Camper.” 
e Design for Country Living—A show that highlights baby chicks hatching from their 
eggs, the live ‘‘dippy ducks” and the electronic ‘‘Farm of the Future’ 
—appealing to ¢ity and country folk alike. 
In addition, all American Road Show visitors will again be invited to 


register at Sweepstakes Headquarters, a unique device that last year provided 
dealers everywhere with valuable data on outstanding local prospects. 


The American Road Show, created for the purpose of increasing dealer 
sales opportunities, is one more example of Ford Motor Company’s 
continuing interest in the business well-being of all its dealers. 


Another reason why it's RGU a CLL 
Ford Family of Fine Cars. 


FORD MOTOR COMPANY 
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visit scores of additional | 
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The Magic World of Ford—This colorful new Road Show, SE 
entire Ford Family of Fine Cars, was created especially for dealer areas with smaller 


shopping centers. Three separately routed units will tour the nation in 1960. 








Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 
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March 14. Both classes last two | 


is made for attendance at field 


weeks. For further information, | schools. 


contact Roy Dean, Carter Carbure- 
tor Co., 2840 N. Spring Ave., St. 
Louis 7, Mo. 

DeVILBISS CO., Toledo.—At fac- 
tory and at field schools, company 
instructors will give a complete 
course of instruction in spray 
painting, with emphasis on use of 
the new airless equipment, on 
spraying catalysts and other ad- 
ditive materials, on use of the re- 
mote cup spray outfit and other 
new systems and products, Indus- 
trial, auto refinishing, maintenance 
and jobber schools have all been 
scheduled at the factory and field 
schools for jobbers have been 
scheduled in the Midwest and on 
the West Coast. Attendance at the 
factory school in Toledo is without 
charge for instruction or equip- 
ment. However, a nominal charge 


INLAND MFG. CO., Omaha — 
School teaches all aspects of radia- 
tor repair and takes one to two 
weeks to complete, depending upon 
the student’s prior knowledge. No 
charge for training course to grad- 
uates who buy or whose employers 
purchase equipment — $200 other- 
wise. Write to Inland Mfg. Co., De- 


Three Free Polishing Disks 


In Official Products Carton 


ATLANTA.—Official Products Co. 
is staging a “buy ’em by the 
carton” promotion to increase sales 
of its polishing disks. 

The company is putting three 
extra polishing disks in each 
carton, The carton now contains 39 
disks, but the dealer pays for 
only 36. 


partment TS-20, 1108 Jackson St., 
Omaha 2, Neb., for additional in- 
formation. 

LINCOLN TECHNICAL INSTI- 
TUTE, Newark.—Automatic trans- 
mission course is offered during the 
evening, Tuesday and Thursday, 
starting March 1. 

NATIONAL TECHNICAL 
SCHOOLS, Los Angeles—Complete 
resident and home study training 
in auto mechanics and diesel, in- 
cluding engine rebuilding, tuneup, 
overhaul, brakes, automatic trans- 
mission, ignition, fuel injection, 
servicing, etc. Day and evening 
classes. Resident schools training 
programs start the first school day 
of every month, Contact Paul 
Peterson, National Technical 
Schools, 4000 S, Figueroa, Los An- 
geles 37, Calif. For home study 
courses in the same field, write 
Extension Division, same address. 


OKLAHOMA STATE TECH., 
Okmulgee, Okla. — An 80-hour 
course in specialized auto air con- 
ditioning is being offered. The 
course will include both theory and 
practical experience on the instal- 
lation and repairing of the latest 
equipment. George Mitchell will be 
the instructor. 


RAYBESTOS DIVISION, Bridge- 





“Yow’re from Detroit, aren’t you?” 





port—A complete brake service 
course will be held at the Raybestos 
Brake Service School and Work 
Shop located in Stratford, Conn. 
This course will consist of five con- 
secutive daily sessions, each session 
going from 8 am. to 4 p.m. All 
phases of brake service work such 
as major adjustments, minor ad- 
justments, and complete brake 





AMUSED 


IT’S WHAT’S INSIDE 
THAT MAKES AUSCO 
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JACKS 
BETTER! 


s 


4 


, 


NINE 


SIZES 


1'2-3-5-8-12-20-30-50-100 
TONS CAPACITY 


There’s an Ausco Hydraulic Hand Jack in just 
the size and capacity for every service job. 
They're designed to operate in horizontal or 






vertical position for lifting heavy loads, bend- 
ing, moving heavy machinery, pressing bushings 
and general industrial and construction use 
in addition to car and truck servicing. 







Extra-heavy duty 
models 30, 50 and 
100 tons have tandem 


two-speed pump. 


FOR EXAMPLE, 
AUSCO’S GRAVITY 
VALVE ELIMINATES 
TROUBLE! 


ALL-PURPOSE 
HYDRAULIC 
HAND JACKS 














Look at these superior Ausco features 


© Exclusive straight line oil flow prevents accumulation of dirt 


in valves. 


© Safety oil vent prevents ram from being forced beyond limit 


of lift. 


© Gravity seating valves — no springs — easily removed for 


cleaning. 


© Self-lubricating ram packing nut prevents scoring of ram. 
© Large diameter extension screw with modified acme thread 


for extra strength. 


© Ausco jacks are fully guaranteed and tested at 114 times 


rated capacity. 


AUTO SPECIALTIES MANUFACTURING CO. 


ST. JOSEPH, MICHIGAN 


— 


overhauls of all types of both ew 
and old brake systems will be <ov- 
ered. Personal instruction is «ug- 
mented by two technical, so..nd, 
color, motion pictures showing ad- 
justment procedure and trouble 
shooting procedure as well! ag 
changes made in 1960 brakes, 
Individuals who successfully com- 
plete the course will receive a cer- 
tificate showing that they are qual- 
ified to work on all types of auto- 
motive brakes. The course wil! be 
conducted by A, D’Andrea, director 
of service training. For further in- 
formation, write to J, W. Hefferon, 
Raybestos Division, Bridgeport 2, 
Conn. 

SUN ELECTRIC CORP., Chicago 
—Training courses are available in 
the operation and application of 
automotive test equipment. Two 32- 
hour evening classes are to be held 
each month. Courses will be con- 
ducted in Sun’s Automotive Divi- 
sion Training Center, Harlem and 
Avondale Aves., Chicago, Ill. For 
further details, write R. C. Heidrich. 

SUNNEN PRODUCTS CO., St 
Louis—Specialized phases of engine 
rebuilding instruction for servicing 
pistons and connecting rods regard- 
ing pin fitting and reconditioning 
and alignment of rods. Cylinder siz- 
ing and finishing instructions also 
available. Instruction offered by 
factory engineers with service units 
completely equipped, For details on 
instruction available without obli- 
gation throughout the nation, con- 
tact A, Del Pico, Sunnen Products 
Co., 7910 Manchester, St. Louis, Mo. 


THERMOID DIVISION, H. K. 
Porter Co., Inc., Trenton, N. J.— 
Brake service school conducted at 
various times during the year, de- 
pending upon the demand. 


UNITED MOTORS SERVICE— 
Instruction in factory-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio 
(3) electronics (Delco auto radio (4) 
automatic transmissions (Hy dra- 
Matic), (5) New Departure bear- 
ings. United Motors Service Class- 
rooms operate in these cities: 
Detroit, Cleveland, Boston. New 
York (two centers), Chicago, Wash- 
ington, Jacksonville, Fla.; El Paso, 
Tex.; Portland, Ore.; Dallas, Los 
Angeles, Memphis, Atlanta, Phila- 
delphia, Charlotte, N. C.; Denver, 
San Francisco, St. Louis, New Or- 
leans, Houston, Buffalo, Minneapo- 
lis, Oklahoma City, Milwaukee, 
Kansas City, Salt Lake City, Oma- 
ha, Pittsburgh and Cincinnati. 


WALKER MFG. CO., Racine, 
Wis., is conducting clinics through- 
out the country designed to help 
independent dealers build their 
muffler business and obtain maxi- 
mum profits from _ installations. 
Harry Liebendorfer is conducting 
the clinics on a fulltime basis and 
instructs in proper tools. 

WEAVER MFG. CO.— Spring- 
field, IIL, offers a complete wheel- 
alignment instruction course. 
Classes are conducted in the com- 
pany’s laboratory garage the first 
full week of each month. A one- 
week advance notice is required. 
Address all inquiries to the Weaver 
Mfg. Co., (Division of Dura Corp.), 
2171 S. Ninth St., Springfield, Il. 


* e 
Parts Firms Hike 
* . 
Equipment Leasing 

CHICAGO, — Long-term leasing 
of production equipment by auto- 
motive parts firms during 1959 
totalled $12 million worth of equip- 
ment on lease, a gain of 250 per- 
cent over 1958, according to Robert 
Sheridan, president, Nationwide 
Leasing Co. 

He predicted that equipment 
leasing in the automotive parts in- 
dustry would double in 1960 be- 
cause of three factors: More equip- 
ment manufacturers are using 
leasing as a sales tool to move their 
products, more companies will lease 
equipment to avoid the pinch of 
tight money and more companies 
will be affected by the increasing 
technological progress which is 
speeding up obsolescence of ma- 
chinery. 

Total dollar volume of equipment 
on lease to all industries reached 
$307 million in 1959, a net gain of 
about $80 million, Sheridan said 
This compares with a 1958 gain of 
$47 million. This does not include 
cars, trucks, buildings or railroad 
rolling stock, he explained. 


INS a 





n= ~.3S wm ~~ — > oF 


aenemneesnnnean 





~~ Cornero 2 aan 





i 
: 


AUTOMOTIVE NEWS, FEBRUARY 15, 1960 


41 





Recruiting Never Stops . 


Drew Trains Salesmen 


SACRAMENTO, Calif.—How does 
a dealer in a large and highly com- 
petitive market increase his sales 
staff by as much as 25 percent? 
It’s difficult, but it can be done, 
according to John Drew, president 
of John Drew Motors (Dodge). 

Most salesmen must be recruit- 
ed on a personal basis, Drew said. 
He added that newspaper adver- 
tising is used and, depending on 
conditions at a given time, can 
be effective. 

“Everyone in management is 
constantly on the lookout for likely 
salesmen,” he said, “people whom 
we feel have potential and would 
adapt to the automobile selling 
business are invited to come in and 
talk to us. It is from this source 
that we get our best people. 

“No particular field can be stated 
as the best area for securing auto- 
mobile salesmen. Generally we have 
found that those with experience in 
retail selling, of any product, are 
most successful.” 

The biggest factor in recruiting 
salesmen is the on-the-job training 
each new man receives, Drew said. 
The training program is a continu- 
ing one and is conducted by an out- 
side firm. 

For the first three weeks the 








Servicing Eased— 


This new tilt-cab introduced by Chev- 
rolet for 20 of its 1960 trucks exposes the 
power plant for easier servicing. The rear 
panel of the cab contains interior access 
doors for checking and adding engine oil 
and coolant without tilting the cab. 

* 


Chevrolet Adds 
New Tilt-Cab Unit 
To 60 Truck Line 


DET ROIT.—Chevrolet has an- 
nounced a new tilt-cab which it 
says Offers better payload distribu- 
tion and maneuverability. 

An addition to the 1960 truck 
line, the tilt-cab is available on 20 
different models in the 1%-ton spe- 
cial, the regular two-ton and the 
two and 2%-ton heavy-duty cate- 
gories. 

The models are on wheelbases of 
97, 109, 183 or 145 inches with a 
maximum gross-vehicle weight 
rated capacity of 15,000 to 25,000 
pounds. 

Herman P. Sattler, assistant gen- 
eral sales manager for trucks, list- 
ed the following advantages: 

More equitable loading of front 
axle for improved payload distribu- 
tion, shorter turning radii and less 
overall length for better maneuver- 
ability, use of a larger semitrailer 
for a specific overall length, re- 
quirement of less parking space, 
better engine accessibility and ex- 
ceptional driver visibility. 

The cab tilts forward to expose 
the power plant for easy servicing, 
Sattler said, and the rear panel of 
the cab contains interior access 
doors for checking and replenishing 
engine oil and coolants without tilt- 
ing the unit. 

A control island in a cutout at 
the center of the seat riser accom- 
modatesg transmission gearshift, 
parking brake, throttle, choke and 
ignition switch. 

Since these controls remain in 
Position when the cab is raised, 
linkages are more direct and 
“solid,” eliminating complex con- 
nections which are less positive in 
action, Sattler said. 





new salesman attends two half- 
day classes a week. Thereafter, 
review courses and new tech- 
niques are given to all sales per- 
sonnel for half a day once a 
week, 

The dealership uses a “Ten Steps 
to a Sale” system to measure a 
man’s ability. All training points to 





N. Y. Dealer Convicted 


In Insurance Frauds 


SALEM, N. Y.—A Washington 
County jury convicted Henry C. 
Caputo, 55, Fort Edward auto deal- 
er, on charges of conspiracy, grand 
larceny and filing fraudulent claims. 

Caputo and 23 other persons were 
indicted in connection with a ring 
which investigators said had cheat- 
ed insurance companies of thou- 
sands of dollars through fake 
accident reports. Of the 24 indicted, 
16 have pleaded guilty and seven 
remain to be tried. 


COMPACT CARS 









the development of this technique, 
and observation of a salesman in 
completing the 10 steps indicates 
whether he will succeed, according 
to dealership officials. 

The steps are: Give a prospect a 
friendly greeting, sell yourself, 
qualify your prospect, land him on 
a model, sell that model, demon- 
strate, make sure it’s the right 
model, give him an appraisal, close 
the deal and, if necessary, the dou- 
ble close or help from someone in 
management. 

Drew says, the house does not ar- 
bitrarily set the monthly quota. 
Each salesman establishes his own 
quota. Compensation is purely com- 
mission after the salesman has 
completed his training period. 

Working on a straight percent- 

age of the gross, Drew says that 
the volume available through the 
dealership offers the good sales- 
man an income beyond the aver- 
age dealership and well above 
most businesses. 

In addition, the dealership is in- 
augurating a profit-sharing trust 
fund that will be open to all sal- 
aried and commission-paid em- 
ployes. A. J. Micheli is assistant 
sales manager and Fred Wehman 
is used car manager. 


Soilproof Wall Chart— 

James Richards, left, Columbus (Iind.) filling station manager, and Robert Bosart, sales 
promotion manager of Arvin Industries, Inc., look over a new Arvin wall chart printed 
on a special plastic paper which Arvin says can be wiped clean with a soapy rag. 


NEED DUAL ACTION PROTECTION, TOO! 


With Kendall Dual Action Motor Oil, you can offer both your compact and 
conventional car customer longer engine life, greater freedom from wear and 


costly repair. 








. 


Kendall Research anticipated the lubrication needs of new compact cars 
when it developed its recently introduced Kendall Dual Action Motor Oil. 


As a result, Dual Action Motor Oil provides the answer to the problems 
created by hot and cold running engines in esther standard or compact models. 
This means your owners will receive performance proof of the Economy in 
Kendall Quality. 


KENDALL REFINING COMPANY * 
Lubrication Specialists since 1881 





KENDALL 


MOTOR OILS 


Loyal Customers Look 
for This Sign 


BRADFORD, PENNA. 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


U 


"59 
May 


"58 "5S 
June d 


Aug. 





"59 °60 
Jan. 


"68 °59 "68 °58 


Nov. 


Oct. 


Prices of ’60s added and '52s dropped in December, 1959. Prices of ’59s added and '51s dropped in December, 1958. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


5 s s * 
WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc. Sale every 
Wednesday. Prices are for sale of Feb. 3. 
BUICK—’56 Century 4-dr. Riviera, $850* 


(ps). 
55 Century 2-dr. Riviera, $450*. 
°54 Special 2-dr. Riviera, $370* 
RM 2-dr. Riviera, $170* (ps). 
*53 Special 2-dr. Riviera, $185*. 
CADILLAC—'55 (62) 4-dr., $1,080* (ps). 
"53 (62) 2-dr., $445* (ps); 2-dr, hard- 
top, $190* (ps). 
LET—'60 Corvair (6) 4-dr., $1,- 
890°. 


"59 Biscayne (6) 4-dr., $1,545*, $1,500*. 

"68 Impala (8) 2-dr. hardtop, $1,635* 
(ps), $1,160* (ps); Brookwood (6) 4- 
dr., $1,510* (ps), $1,450; Biscayne (8) 
4-dr., $1,275*; 2-dr., $1, i00*; Biscayne 
(6) 4-dr., $1,175, 2 at $1,150, 2 at 
$1,115. 

"57 Two-ten (8) station wagon, $1,170*; 
Two-ten (6) 2-dr., $955, $920; 4-dr., 


(ps) ; 





Figures alongside bars represent dollars. 


’56 Two-ten (8) station wagon, $850*; 
Two-ten (6) 2-dr., 2 at $680, $625; 
Bel Air (6) 4-dr., $825*; Bel Air (8) 


4-dr., $630*. 
’55 Bel Air (8) 4-dr., $625°, $620, $585; 
4-dr., 


Two-ten (8) 4-dr., $525 

’54 Two-ten 2-dr., $370": $300; 

station wagon, ‘$220; Bel Air 4-dr., 
$350. 

53 Bel Air 2-dr., $300; 4-dr., $290, 
$215, $210; conv., $175*; Two-ten 4- 
dr., $150*, $105. 

DODGE—’57 ‘Coronet (8) 4-dr. 
$945* (ps). 

55 Coronet (8) Sierra 4-dr., 

"54 Royal (8) 4-dr., $150* (ps), 

’53 Meadowbrook 2-dr., $260*. 

EDSEL—’58 Ranger 2- dr. hardtop, $800*. 
FORD—’60 Galaxie (8) 4-dr. Victoria, $2,- 
575* (ps). 

’59 Fairlane (8) 4- -dr., $1,675*. 

°58 Ranch Wagon (8) 4-dr., $1,370*, #. - 
145*; Fairlane 500 (8) conv., $1,250 
Custom 300 (8) 4-dr., $1,050; Guntemn 
300 (6) 2-dr., $950. 

’57 Fairlane 500 (8) conv., $1,240* (ps); 
Ranch Wagon (8) 2-dr., $975; Custom 
300 (8) 2-dr., $590. 

‘56 Ranch Wagon (8) 2-dr., $705*; Fair- 
lane (8) conv., $700* (ps); 4-dr., 
$565*; Country Sedan (8) 4-dr., $575* 


(ps). 
’55 Country Sedan (8) 4-dr., $570; Fair- 


hardtop, 
$490. 


(Copyright, 1960, by Automotive News) 





lane (8) 2-dr. Victoria, 2 at $460*| Auction. Sale every Tuesday. Prices are 
(ps); conv., $210*. for sale of Feb. 2. 
’54 Custom (8) 4-dr., $315*; Ranch Wag- | BUICK—’58 Special 4-dr. Riviera, $1,470* 
on (6) 2-dr., $140. (ps). 
"53 Custom (8) 2-dr., $225, $205*, $155, ’57 Century Estate Wagon, $1,555* (ps); 
$135°*. Special Estate Wagon, $1,535* (ps); 
MERCURY—’57 Monterey 4-dr. hardtop, Super 4-dr. Riviera, $1,225* (ps). 
$905* (ps). ’56 Century 4-dr. Riviera, $800* (ps); 
’56 Custom 2-dr, hardtop, $645*. Super 4-dr. Riviera, $675* (ps). 
’55 Monterey station wagon, $600. 65 Century 2-dr. Riviera, $695*; Special 
°53 Monterey 2-dr. hardtop, $340. 2-dr. Riviera, $625° (ps); 2- ar. .» $385. 
PACKARD—’55 Clipper 4-dr., $315*, *54 Super conv., 
$215*; (400) 2-dr. hardtop, $300* (ps). ’53 Special 2- dr. Riviera, $310*, $240*; 
PLYMOUTH—’58 Savoy (6) 4-dr., $1,- RM conv., $235* (ps); 2-dr. Riviera, 
150*; Savoy (6) 2-dr., $885. $185* (ps). 
’57 Suburban (8) 4- dr., $1,075*; Savoy | CADILLAC—’59 Eldorado conv., $4,750* 
(8) 2-dr., $605; Savoy (6) 2-dr., $575. (ps), $4,625* (ps); de Ville 4-dr. hard- 
’55 Plaza (8) 2-dr. (police), $260; Plaza top, $4,500* (ps), $4,425* (ps); (62) 
(6) 4-dr., $170. 2-dr., $4,300* (ps); 4-dr., $4,300* 
"52 Suburban (6) 2-dr., $110. (ps). 
PONTIAC—’57 Chieftain 4-dr. Catalina, "58 (62) Sedan de Ville, $3,800* (ps); 
$1,085* (ps Coupe de Ville, $3,485* (ps), $3,430* 
56 Star Chief 4-dr., $700* (ps). (ps), $3,325* (ps); conv., $3,200* (ps). 
"53 Chieftain 4-dr., $140. "57 (62) 4-dr., $2,295° (ps), $2,285* 
RAMBLER—’59 Super (6) 4-dr., $1,475*. (ps); conv., $2,285* (ps). 
MISCELLANEOUS—’59 Chevrolet El Ca-| °56 (62) Coupe de Ville, $1,625* (ps); 
mino, $1,425*. 2-dr., $1,595* (ps); 4-dr., $1,525* (ps); 
*54 Chevrolet %-ton pickup, $295. (60) Special 4-dr., $1,540* (ps). 


"54 (62) Coupe de Ville, $1,300* (ps). 
’53 (62) Coupe de Ville, $665* (ps). 
"52 (62) 4-dr., $210* (ps). 
CHEVROLET—’60 Bel Air (8) 2-dr., $2,- 
375; Corvair (6) 4-dr., $2,175*. 


53 Studebaker %-ton pickup, $100. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 


’59 Impala (8) sport coupe, $2,330* (ps), 
$2,300, $2,250* (ps), $2,150* (ps); 
sport sedan, $2,200*; conv., $2, 050. 

"58 Impala (8) 2-dr. hardtop, $1,985¢, 
$1,900* (ps); Bel Air (8) sport coupe, 
$1,650* (ps); sport sedan, $1,575* (ps), 
$1,500* (ps), $1,475* (ps); Biscayne 
(8) 4-dr., $1,470* (ps), $1,410*; Brook. 
wood (8), $1,330; Delray (8) '2-ar, <a 


at $1,275. 

’57 Corvette (8) conv., $1,900; Two-ten 
(8) 4-dr., $1,235* (ps); 2-dr., $925*; 
Bel Air (8) sport sedan, $1,215; conv., 
$875*; One-fifty (8) 4-dr., $985*; One- 
fifty (6) 2-dr., $875. 

56 Bel Air (8) sport coupe, $1,075*; sta- 


tion wagon, $880*; Two-ten (8) sport 
sedan, $895; 4-dr., $715. 

‘55 Bel Air (8) sport coupe, $900*; Two- 
ten (6) 2-dr., $710; 4-dr., $500; Two- 
ten (8) station wagon, $700; 4-dr., 
$625°. 

"54 Two-ten 4-dr., $375. 

’53 One-fifty station wagon, $320; 2-dr., 
$265; Bel Air sport coupe, $310* (ps); 
4-dr., $290*; conv., $285, $275*; Two- 
ten 4-dr., $250; 2-dr., $205. 

’52 Deluxe Bel Air, $200; 4-dr., $140. 

"51 Deluxe 2-dr., $270, $235; station 


wagon, $225*; Bel Air, $165*; 4-dr., 
$160". 
’50 Deluxe Bel Air, $200*, $115. 


’49 Special 4-dr., $135. 
CHRYSLER—’58 (300) sport coupe, §$2,- 
225* (ps). 
’57 Saratoga 2-dr. hardtop, $1,300* (ps). 
’55 Windsor 4-dr., $685* (ps). 


DODGE—’57 Coronet (8) 2-dr. hardtop, 
$1,240* (ps). 
*56 Coronet (8) 2-dr., $450*. 
'55 Sierra (8) 4-dr., $575*; Coronet (8) 
2-dr, hardtop, $450*. 
EDSEL—’58 Ranger 2-dr. hardtop, §$1,- 
025°. 
FORD—’60 Thunderbird (8) 2-dr. hardtop, 
$4,250* (ps), $4,100* (ps), 2 at $4,- 


000* (ps), $3,975* (ps), $3,615* (ps); 
conv., $4,100* (ps). 

*59 Thunderbird (8), $3,450* (ps); Coun- 
try Sedan (8) 4-dr. (9 pass.), $2,- 
200* (ps); Galaxie (8) 2-dr. Victoria, 
$2,165* (ps), $2,160* (ps); Fairlane 
500 (8) 2-dr. Victoria, $1,950* (ps); 
Ranch Wagon (6) 2-dr., $1,700. 

’58 Country Squire (8) 4-dr., $1,525* 
(ps); Fairlane 500 (8) 2-dr. Victoria, 
$1,450* (ps); 2-dr., $1,390* (ps); Fair- 
lane (8) 2-dr. Victoria, $1,435* (ps); 
4-dr., $1,145*; Fairlane (6) 2-dr., $1,- 
100; Custom 300 (8) 4-dr., $1,100* 
(ps); 2-dr., $1,075. 

’S7 Thunderbird (8), $2,500* (ps); 
try Squire (8) 4-dr., $1,350* 
Country Sedan (8) 4-dr., $1,270* (ps); 
Fairlane 500 (8) 2-dr. Victoria, $1,- 
230° (ps), $1,165 (ps), $1,050*; Ranch 
Wagon (8) 2-dr., $1,075*; Custom (6) 
4-dr., $725*. 

56 Parklane (8) 4-dr., $845*, $750*; 
Ranch Wagon (8) 2-dr., $785* (ps), 
$725; Fairlane (8) conv., $685*, $405*; 
Main (6) business coupe, $360. 

’55 Country Sedan (8) 4-dr., $800*; 
Fairlane (8) 2-dr, Victoria, $670*; 2- 

., $635*; conv., $490*; Ranch Wag- 
on (8) 2-dr., $375. 

’54 Ranch Wagon (6) 2-dr., $450*; Crest 
(8) 4-dr., $415*; 2-dr. Victoria, $375*, 

. 


$355°. 
’53 Crest (8) 2-dr. Victoria, $375* (ps), 
(Continued on Page 44, Col. 1) 


Coun- 
(ps); 





NORTH CAROLINA 


ALABAMA INDIANA NEW JERSEY NEW YORK 





JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





COLORADO 





Denver Auto Auction 
%5 South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 
Auctioneers: Geo, Workman—Bill Hauschildt 
Titles and Checks anteed 
TWIN RING SELLING 





CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our |4th year 
of inuous operation. 
11:00 A.M. 





FLORIDA 
DAYTONA BEACH — Florida Auto 


Auction. City Airport. Tues., 10 
A.M. 


. Dealer-owned. Dealers only. 


North-East-South-West 
Automotive News' 


“Leading Used-Car Auction Direc- 
tory” gives the sale day and time 
of top Auto Auctions EVERY 
WEEK. 














INDIANAPOLIS—Inadianapolis Auto 


Auction, P.O. Box 24007. Wed. 11:00| Minutes from New York City 


A.M. Dual Ring. CHapel 4-9546. 


MARYLAND 
BEL AIR—Bel Air Auto Auction. Ti- 


tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 


MICHIGAN 


DETROIT'S 
Oldest, Largest and Very Best 
Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 








ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
BIG SALE EACH FRIDAY 
300 TO 400 CARS 


We Issue Our Checks and insure Titles 
Owned and Operated by 
J. F. REED — HUGO HASHEIDER 
NORB RUCH 
Twin Ring Selling 















NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Dealer Auto Auction 
Albany 5, N. Y. 


Every Monday — I1 O'Clock 
80 car sale average 


All Titles and Checks Guaranteed 





AUTO AUCTION 





LAFAYETTE—Syracuse Auto Aucti 
Center of Empire State. Check 
Title Protection. (Wed.). 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 
MINIMUM RATES 
We issue auction checks— 


Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


Insured B: 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 
EVERY THURSDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 
CApitol 8-0100 for Reservations 


PENNSYLVANIA 


Es 
THREE WAY PROTECTION 


When You Do Business with the 
MANHEIM AUTO AUCTION 


NO sebe ones - 


At the Crossr 


p.o 5 


a MTT n La 


NATIONAL AUTO 
DEALERS EXCHANGE 


Sale 10:00 A.M. every Friday 


Manheim Auto Auction, Inc. 


Route 72, Manheim, Pa. 
MOhawk 5-2401 








7 3202 E. 10TH 





RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


TEXAS 





AMARILLO AUTO 
AUCTION, INC. 
Phone: DR 2-9503 
WE PICK UP AND SELL 
FOR LEASING COMPANIES ANYWHERE 
12 Years Fair Dealing 
Auction Checks Issued—— 


SALE EVERY FRIDAY 


Reference: American National Bank 
Bobby Clark—OWNERS—Pat Patterson 





Crossroads 


. . . where they meet... 
buyers and sellers . . . new and 
used car dealers. They meet at 
the dealer auctions of the na- 
tion . . . and on the pages of 


Automotive News. 


You will reach both groups 
through an ad in Automotive 
News. 











foun 






YOU'LL BE INTERESTED 
IN A FRANCHISE FOR 


Holland’s Prestige Car with the Sculptured Design. 





for Body Design at the Concours Van 
Koetswerken te Schevenigen, July 4, 1959 


s); 


BELIEVE IT OR NOT... 


This car delivers for only 


Sok 
with fully AUTOMATIC TRANSMISSION 


P.O.E., N.Y. 
nT ie 2 Standard Equipment at NO EXTRA COST! 


. and 


} FM Ty cM Cit sl CLI AY 
; > P.O.E. 
1599 ”: 


Just glance at that partial list of features! 

Did you ever see such selling dynamite? 

Here’s the only car that boasts traditional Dutch 
precision craftsmanship . . . proven through 
millions of miles of the hardest European driving. It’s 
going to capture a tremendous segment of the American market 

the instant it’s shown. Get this extra profit and prestige for your 
dealership. Mail the coupon TODAY! 


FOR PERFORMANCE AND ECONOMY... 
e DAF is the only economy car with FULLY AUTOMATIC TRANSMISSION as standard 
equipment at NO EXTRA COST in both the Standard and Deluxe models. 
DAF never needs greasing . . . for the life of the car. 
DAF delivers 40 Miles Per Gallon on regular gas. 
DAF has Positive Traction at no extra cost. 


DAF’S air-cooled motor needs no water or anti-freeze; eliminates radiator and water pump 
troubles. 


DAF has tremendous glass area for 100% visibility. 

DAF'’S independent suspension gives super-ride. 

DAF has a huge luggage area, larger by far than any other economy car. 
DAF has a super-safe one-piece Unitized body. 

DAF has heater and defroster and many other features at no extra cost. 


ion 

















Please Mail the Coupon to the Distributor for Your Territory... 


For the EAST COAST: For the MIDWEST: BHemReHe He Hee 


M t D W FE © T Gentlemen: Please send me color brochure and further 
IMPO RTED CARS A = information as to how I can become a 

franchised DAF dealer. I understand that 
OF HOLLAND Inc. OF HOLLAND Inc. 





a 


I am under no obligation and my inquiry 
will be held in the strictest confidence. 


2222 FLATBUSH AVE. 1935 EUCLID AVE. RAI sessssicmnstiiniiemastaciuiastecstiegaeaaae 
‘ BROOKLYN 34, N. Y. CLEVELAND 15, OHIO emia fos ns 
DEwey 8-3000 MAin 1-6000 i ee ee 


If you are located in an area other than these, write to the 
importer for the United States and Canada... 
DAF OF HOLLAND INC., P.O. BOX 690, Stamford, Connecticut 


PRESENT DEALERSHIP 
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Used-Car Auction Prices 


(Continued from Page 42) 


$270*; Custom (8) 2-dr., $260; Main ’53 Suburban 2-dr., $195. 
(8) 4-dr., $220. PONTIAC—’59 Catalina Safari 4-dr., $2,- 
IMPERIAL—’57 Lebaron 4-dr. hardtop, 520* (ps). 


’56 Star Chief 2-dr. Catalina, $875* (ps); 
conv., $625* (ps). 

55 Star Chief 2-dr. Catalina, $625*, 
$475*; Chieftain 2-dr, Catalina, $520*. 

’53 Chieftain 2-dr, Catalina, $240*; 4- 
dr., $195* (ps). 


RAMBLER—’60 Super (8) Cross Country, 
$2,550. 
"59 American (6) station wagon, $1,610. 
’55 Custom Cross Country, $635*. 
————— Commander (8) 4-dr., 
$115*. 
WILLYS—’51 station wagon, $250. 
MISCELLANEOUS—’59 Chevrolet (8) El 


$2,150* (ps). 
"55 Imperial 2-dr. hardtop, $1,050* (ps). 
LINCOLN—’58 Continental Mark III 4-dr. 
hardtop, $3,000* (ps); Premiere 2-dr., 

$2,555" (ps). 
*57 Premiere 4-dr. hardtop, $1,985* (ps). 
"56 Premiere 4-dr., $1,085* (ps); 2-dr., 


$1,000. 
MERCURY—’58 Monterey 2-dr., $1,600* 


(ps). 

’57 Montclair 2-dr., $1,375* (ps); Com- 
muter 4-dr., $1,190*. 

"56 Custom station wagon, $1,815* (ps); 
Montclair ‘4-dr. hardtop, $685*, 


‘55 Montclair 2-dr., $555* (ps); Mon- Camino, $1,935"; (6) El Camino, $1,- 
terey 4-dr., $495*. 785; Ford (8) F-100 %-ton pickup, 
"64 Monterey 2-dr., $460; 2-dr., $350*. $1,290; %-ton pickup, $1,275. 
*63 Monterey 2-dr., $425*. ’58 Chevrolet (8) %-ton LWB pickup, 
OLDSMOBILE — ’58 (98) 4-dr. Holiday, $1,295; Ford (8) F-100 %-ton pickup, 
$1,765* (ps); (88) 4-dr, Holiday, $1,- $1,135; (8) %-ton pickup, $1,065; 
435° F-250 (8) %-ton pickup, $950*, $820°*. 


"57 Chevrolet (8) %-ton pickup, $1,050. 

"56 Chevrolet (6) Camper, $875; GMC 
(8) %-ton pickup, $785*; Ford (8) 
F-100 %-ton pickup, $500. 

’55 Chevrolet (6) %-ton pickup, $755; 
(8) Cameo Carrier, $700*. 

’54 Chevrolet %-ton pickup, $535. 

‘53 Chevrolet %-ton lunch wagon, $525; 
Dodge %-ton pickup, $270. 

’49 Ford (8) %-ton pickup, $230. 


ALBANY 


Tim Anspach Dealer’s Auto Auction, Sale 


"57 (98) 2-dr. Holiday, $1,385* (ps); 
(88) 4-dr., $885. 

‘56 (88) 2-dr. Holiday, $1,000* (ps). 

"54 (88) 2-dr. Holiday, $510* (ps); (88) 
Super 2-dr., $200* (ps). 

PLYMOUTH—’58 Belvedere (8) 2-dr. hard- 
top, $1,495* (ps); Suburban (8) Cus- 
tom 4-dr., $1,375* (ps). 

'57 Belvedere (8) 2-dr. hardtop, $1,080*; 
Savoy (8) 2-dr., $830*; 4-dr., $815*; 
Plaza (6) 2-dr., $750; 4-dr., $590. 

*56 Belvedere (8) 2-dr. hardtop, $750*, 
7: ° 


35°. 
’55 Savoy (8) 4-dr., $500*. 





Two New 
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every Monday. Prices are for sale of Feb. 
1. A wild scramble for the real sharp, 
clean, low mileage used cars was the high- 


Model Breakdown 











53 Ambassador (6) 4-dr., $100*. 
OLDSMOBILE—’59 (98) 2-dr. Scenic, $2,. 
400* (ps). 
’58 (98) 4-dr. Holiday, $1,900* (ps) 





light of today’s auction. Prices on other e 
grades held steady with last weeks quo- Of Auction Averages 57 (98) 4-dr. Holiday, $1,300* (pg), 
tations. Supply was down from a year ago. } $1,230* (ps). 
Sold 110 cars from 146 consignments. Feb., 1960 Jan., Dec., | +56 (88) 4-dr., $915* (ps), $700*, 
BUICK—’58 Super 4-dr. Riviera, $1,550*| Model To Date 1960 1959 | '55 (88) 4-dr, Holiday, $710*. 
(ps); Special 4-dr. Riviera, $1,475*. 1960... ... $2,528 $2,685 $2,664 "54 (88) Super 4-dr., $450* (ps). 
’57 Super 4-dr. Riviera, $1,060* (ps). 1959. 2.147 2,140 2,432 | PLYMOUTH—’58 Belvedere (8) 4-dr., $1,. 
’56 Special Estate Wagon, $765*; RM er " Fi i 175*; Savoy (8) 4-dr., $950. - 
4-dr., $550* (ps). 1958... 1,426 1,425 1,560 ’57 Suburban (8) Custom 4-dr., $1,- 
"55 Special 2-dr, Riviera, $450; 2-dr.,| 1967... 1,019 1,012 1,100 000*; Savoy (6) 2-dr., $710*. 
$360*. 1956 702 710 133 ’56 Savoy (8) 4-dr., $640* (ps); Sub- 
’54 Super 4-dr., $320*. re urban (8) Deluxe 2-dr., $575. 
CADELLAC—’58 (62) 4-dr., $2,825* (ps). a oo 532 on '55 Belvedere (8) 2-dr., $450; Belvedere 
56 (62) conv., $1,510* (ps). 954... 340 (6) 2-dr., $375; Savoy (8) 4-dr., $340*, 
* a 4-dr., $875* (ps); (62)| 4953 0 W.. 220 218 237 ’54 Savoy 4-dr., $290*. 
-dr. P= 7 Res . 
" . que —_———— | PONTIAC—’'57 Super Chief 4-dr., $1,031* 
CHEVROLET—'59 Impala (8) sport sedan, Overall (pe). 7 ve 
$2,250* (ps); Biscayne (6) 2-dr., $1,- Average $1,112 $1,133 $1,202 | «55 Chieftain 2-dr., $375°. 


675*; Bel Air (6) 2-dr., $1,420*. 
"58 Impala (8) 2-dr. hardtop, $1,620*, 















Catalina, $300*. 
4-dr., $990*, 


’54 Chieftain 4-dr., 
RAMBLER—’57 Custom (8) 


$1,600* (ps); Biscayne (8) 4-dr., $1,- lager 4-dr., $1,000*; Corsair 4-dr. ig . 3 
450°, $1,325, $1,300*; 2-dr., $1,075*; hardtop, $975* (ps). MISCELLANEOUS—’'54 Ford %-ton pick- 
Biscayne (6) 4-dr., $1,150; Brookwood | FORD—’59 Galaxie (8) conv., $2,150*. 1, UP, $275. 
(8) 4-dr., $1,450*; Brookwood (6) 4-| °58 Fairlane 500 (8) 2-dr, Victoria, $1,-| ‘47 Willys Jeep, $300. 
dr., $1,400*; Bel Air (8) 4-dr., $1,- 325* (ps), 
150* (ps). ‘ 57 Fairlane 500 (8) 2-dr, Victoria, $1,- FLINT 
’57 Bel Air (8) sport sedan, $1,200* (ps); 150* (ps); conv., $1,050* (ps); Coun- 
4-dr., $1,170* (ps), $1,000* (ps); 2-dr., try Sedan (8) 4-dr., $975*; Fairlane| Flint Auto Auction, Sale every Wecines- 
$1,160*; Two-ten (8) 2-dr., $1,000*, (8) 2-dr., $900*; Custom (6) 2-dr.,|@ay. Prices are for sale of Feb. 3. Good 
$850*; sport sedan, $960*; Two-ten (6) $700; Custom 300 (8) 2-dr., $650. percentage of cars consigned today, were 
2-dr., $875*, ’56 Country Sedan (8) 4-dr., $1,020*, exceptionally clean or sharp. 78 percent of 
’56 Bel Air (8) 2-dr., $790*; conv., $875*, $800* (ps); Custom (6) 4-dr.,| Consignment was sold. Rough cars do not 
$760*; Two-ten (8) station wagon, $650*; Custom (8) 4-dr., $575*; 2-dr.,| Seem to be in demand anywhere, Sold 209 


$550*, $500, $300°*, 


$675*; Two-ten (6) 4-dr., $570. 
55 Country Sedan 


"55 Two-ten (6) 4-dr., $600*; 2-dr., 
$470; Bel Air (8) 2-dr, hardtop, $585*. 


(8) 4-dr., 


$650*, 
$600*; Fairlane (8) 4-dr., $600*, $500*; 









cars from 267 consignments, 
BUICK—’60 LeSabre 2-dr., $2,885* 
59 LeSabre conv., $2,420* (ps); 


(ps). 
4-dr., 


’54 Two-ten 4-dr., $390; 2-dr., $210*. Custom (8) 2-dr., $360, $300. $2,275* (ps), $2,210* (ps); 4-dr, hard- 
53 Bel Air 4-dr., $270* (ps); Two-ten ’53 Crest (8) 4-dr., $230*. top, $2,200* (ps), $2,075*; 2-dr, hard- 
4-dr., $180. LINCOLN—’54 Cosmopolitan 4-dr., $410* top, $2,160*; Invicta 4-dr. hardtop, 
CHRYSLER—'57 Windsor 4-dr., $1,085* (ps). $2,250* (ps). 
(ps). MERCURY—’'59 Monterey 2-dr. hardtop, ’58 Super 4-dr. Riviera, $1,700* (ps); 
DeSOTO—'53 Power Master 2-dr. hardtop, $1,875. Century 2-dr, Riviera, $1,690* (ps); 
$140* (ps). ’56 Montclair conv., $740* (ps); 2-dr. Special 2-dr., $1,375* (ps), $1,310* 
51 4-dr., $108, hardtop, $420*. (ps); 4-dr., $1,435*. 
EDSEL—’59 Ranger 4-dr., $1,460*. ’55 Montclair 2-dr., $360* (ps). ’57 Century Estate Wagon 4-dr., $1,475* 
’58 Bermuda 4-dr., $1,150* (ps); Vil-| NASH—’55 Ambassador (6) 4-dr., $340. (ps); Special 4-dr. Riviera, $1,275* 
(ps), $1,245* (ps). 
’56 Super 4-dr., $725* (ps), $720* (ps); 
4-dr, Riviera, $700*; 2-dr., $675*. 
’55 Special 2-dr. Riviera, $590*; Super 
2-dr. Riviera, $480* (ps), $460* (ps). 
’54 Century 2-dr,. Riviera, $410* (ps); 
Super 2-dr, Riviera, $375*; 4-dr., 





Additions 


to the Expanding Line of 











More than 
Two Million Eaton Axles 
in Trucks Today 


TANDEM AXLES 


Provide Famous Eaton Design 
in a Wider Range of Sizes 


Two new Eaton Tandem Axle models now extend 
the line of famous Eaton Tandems into a much wider 
range of vehicle capacities—from 38,000 Ibs. GVW to 
55,000 Ibs. GVW. 

Eaton Tandem Axles offer advantages not avail- 
able in other tandems. Included are important savings 
in weight and over-all length with no sacrifice of stam- 
ina. These operation-proven axles may be selected 


EATO 








from Single Speed, 2-Speed, and Double Reduction 
types. The 2-Speed and Planetary Double Reduction 
models provide the many advantages of Eaton's ex- 
clusive planetary gearing design—substantiated by 
billions of miles of economical, trouble-free service. 

When they equip with Eaton Tandem Axles, haulers 
get 10 big benefits that make their trucking operations 
more profitable. 





AXLE DIVISION 


MANUFACTURING COMPANY 


CLEVELAND, OHIO 


$325*, $250*. 
°39 Special 4-dr., $110, 
CADILLAC—’'59 (62) conv., $4,000* (ps); 
de Ville 4-dr. hardtop, $3,850*. 
"57 (62) 2-dr. hardtop, $2,005* (ps); 4- 
dr, hardtop, $1,900* (ps). 
’56 (62) Sedan de Ville, $1,465* (ps). 
CHEVROLET—’59 Impala (8) 4-dr. hard- 
top, $2,260* (ps), $2,150°; 4-dr., §$2,- 
040* (ps); 2-dr., $2,200* (ps); 2-dr. 
hardtop, $2,150*%; Parkwood (8) 4-dr., 
$2,065*; Bel Air (8) 4-dr., $1,815* 
(ps), $1,680*; 2-dr., $1,750*; Bel Air 
(6) 4-dr., $1,650, $1,555; 2-dr., $1,- 
650, $1,500. 
’58 Impala (8) sport coupe, $1,610*; 2- 
dr. hardtop, $1,160; Brookwood (8) 
$1,500*; Brookwood (6) 4-dr., 
$1,120*; Bel Air (8) 4-dr., 
(ps), $1,310*%; 2-dr. hardtop, 
2-dr., $1,310*; Biscayne (8) 
4-dr., $1,215*; 2-dr., $1,065; Delray 
(8) 2-dr., $1,110*; Delray (6) utility 
sedan, $1,105*, 

’57 Bel Air (8) sport coupe, $1,240*, $1,- 
240*; 4-dr., $1,050*%; Two-ten (8) 4 
dr. hardtop, $1,075*; 4-dr., $1,000*; 
Two-ten (6) station wagon 4-dr., $940; 
2-dr., $865*. 

"56 Bel Air (8) 4-dr. hardtop, $820* 
(ps); 4-dr., $680*; 2-dr., $530*; Bel 
Air (6) 2-dr., $715*; Two-ten (8) sta- 
tion wagon 4-dr., $700*; 4-dr., $615°*; 
Two-ten (6) 4-dr., $450; One-fifty (6) 
2-dr., $560*, $475; 4-dr., , 

’55 Bel Air (6) 2-dr., $725*; Bel Air (8) 
4-dr., $535*; Two-ten (6) station wag- 


on 4-dr., $675; 4-dr., $430*; Two-ten 
(8) 4-dr., $530°*. 
54 Bel Air 4-dr., $400*, $400, $375°; 


Two-ten 2-dr., $250. 
’53 Two-ten 2-dr., $210; Bel Air 2-dr., 
$190*. 
CHRYSLER—’58 Saratoga 4-dr., $1,660° 


(ps). 

'S7 Saratoga 2-dr., $1,200* (ps); Wind- 
sor 2-dr., $1,020*. 

’56 Windsor 2-dr. hardtop, $760*. 

"55 NY 2-dr. hardtop, $725* (ps). 

DODGE—’57 Custom Royal (8) 4-dr., $1,- 
065* (ps); Coronet (8) 2-dr, hardtop, 
$800*. 

EDSEL—’58 Ranger 4-dr., $980*, $755; 
Pacer 4-dr, hardtop, $945*. 

FORD—’60 Country Sedan (8) 4-dr., $2,- 
560*; Galaxie (8) 2-dr. Victoria, §$2,- 
480* (ps); Fairlane 500 (8) 4-dr., $2,- 
060; Falcon (6) 2-dr., $1,925, $1,825, 
$1,790. 

’59 Fairlane 500 (8) 2-dr. Victoria, $2,- 
070* (ps); 4-dr., $1,755* (ps); Ga- 
laxie (8) 4-dr., $2,025* (ps), $1,975* 
(ps); Ranch Wagon (8) 4-dr., $1,800°*, 
$1,735*; Custom 300 (6) 4-dr., $1,460; 
Custom 300 (8) 2-dr., $1,450. 

’58 Thunderbird (8) 2-dr, hardtop, $2,- 
750*, $2,665*; Fairlane 500 (8) 2-dr. 
Victoria, $1,500* (ps); 2-dr., $1,175*; 
Country Sedan (8) 4-dr., $1,320*, $1,- 
270*; Custom (8) 2-dr., $1,150*; Cus- 
tom 300 (8) 2-dr., $890. 

’57 Thunderbird (8) conv., $1,900* (ps); 
Fairlane 500 (8) conv., $1,050*; 2-dr., 
$1,010* (ps), $885* (ps), $755; 4-dr., 
$870*; Country Sedan (8) 4-dr., $1,- 
040*; Custom 300 (6) 4-dr., $885*. 

56 Country Sedan (8) 4-dr., $850* (ps); 
Fairlane (8) 4-dr, Victoria, $825*; 4- 
dr., $750*; 2-dr, Victoria, $730, $550°; 
2-dr., $410; Custom (8) 2-dr., $725*, 
$605; Main (8) 2-dr., $595. 

55 Custom (8) 2-dr., $460*, $430*; 
dr., $425*; Fairlane (8) 4-dr., $400°*. 

’54 Custom (6) 2-dr., $255; 4-dr., $230*; 
Custom (8) 2-dr. Victoria, $150. 

’53 Custom (6) 4-dr., $135, $110* (ps). 

IMPERIAL—’57 Imperial 4-dr., $1,575* 
(ps). 

LINCOLN—’58 Continental Mark III 4-dr., 
$2,610* (ps); Capri 4-dr, hardtop, $2,- 
O75* (ps). 

MERCURY—’57 Monterey 2-dr., $805* (ps). 

’56 Montclair 2-dr, hardtop, $615*; 4- 
dr., $350*. 

‘55 Monterey 4-dr., $425* (ps). 

OLDSMOBILE—’60 (88) Super 2-dr., $2,- 

900* (ps); (88) 2-dr. Scenic, $2,875* 





4- 


(ps). 

"59 (88) 4-dr., $2,235* (ps); 2-dr., $1,- 
850* (ps). 

"58 (88) Super 4-dr. 


(ps). 

"56 (88) Super 4-dr., $715*; (88) 4-dr., 
$525°. 

"55 (88) Super 2-dr. Holiday, $480*; 4- 
dr., $470*; (88) 4-dr. Holiday, $450°; 
4-dr., $395°, 

"53 (88) 4-dr., $200* (ps). 

PLYMOUTH—'57 Belvedere (8) 2-dr. hard- 
top, $905° (ps). 

"56 Suburban (8) 2-dr., $705*; Savoy (8) 
4-dr., $630°; 2-dr., $360; Savoy (6) 4- 

(Continued on Page 45, Col. 1) 


Holiday, $1,700° 
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OADILLAC—’60 de Ville 2-dr. hardtop, | DeSOTO—’55 Firedome 4-dr., $450*. ’55 Custom station wagon, $485*. 
$5,250* (ps), $5,150* (ps). DODGE—’57 Royal (8) 4-dr., $950*; Cor-| °54 Monterey 2-dr. hardtop, $460*; Cus- 
e « "59 (62) 4-dr., $5,050* (ps), $3,875* onet (8) 2-dr. hardtop, $895* (ps); tom 2-dr, hardtop, $300°*. 
(ps), $3,850* (ps); de Ville 2-dr. hard- Coronet (6) 4-dr., $740*. N AS H—’57 Ambassador 2-dr. hardtop, 
se - aor uc ion rices top, $4,110* (ps), $4,100* (ps); 4-dr.| °56 Coronet (8) 4-dr. hardtop, $710*, $720°. 
,_ bardtop, $4,055° (ps). $640°. OLDSMOBILE —’59 (98) 4-dr. Holiday, 
58 (62) Coupe de Ville, $3,000* (ps); | EDSEL—’'59 Corsair 4-dr. hardtop, $1,- $2,665* (ps); (88) 4-dr, Holiday, $2,- 
oma” (ps), $2,705* (ps), $2,- 605* (ps). 530* (ps); 2-dr., $2,100*. 
7 Ps). eal ’ ’5S (88) 4-dr, Holiday, $1,900*, $1,800* 
) (Continued from Page 44) 57 (62) Coupe de Ville, $2,355% (ps); sgaeee? tab anaes”. oor. Galen (ps), $1,576*, $1,525*; 2-dr, ’ Holiday, 
: ar., $470; Belvedere (8) 4-dr., $510*.; WILLYS—'51 2-dr., $240. (pad; Ode. GR ATS?’ toe), Ueabe? toes (8) 4-dr., $1,900*; Custom’ 300 (8) $1,765° (ps); (88) Super Fiesta 4-dr., 
55 Belvedere (8) 4-dr., $425*; Plaza (6) | MISCELLANEOUS—’59 Ford %-ton pick- 56 (62) Sedan de Vill $1 480° ps). 2-dr., $1,500*, $1,285. : $1,750* (ps). . 
: , $385, : up, $1,570; %-ton pickup, $1,450. $1,445° (ps); 2-dr $1.395°" (PS),} +58 Thunderbird (8) conv., $2,770* (ps); 57 (88) 4-dr. Holiday, . (ps), $1,- 
pONTIAC—’59 Catalina Safari 4-dr. (9 ’57 Ford %-ton pickup, $975. ‘55 (62) 4-dr., $1,325* (ps), $700* (ps); 2-dr. hardtop, $2,560* (ps); Country 390° (ps); (98) aor. oliday, $1,370 
pass.), $2,385* (ps); 2-dr., $2,250°; ’56 Ford %-ton pickup, $890; Chevrolet 2-dr. hardtop, $1,225*, $1,200* (ps). Squire (8) 4-dr., $1,600* (ps); Fair-| ,_ (PS); 4-dr., $1,245* (ps). : 
4-dr., $2,180* (ps), $2,000*; Star Chief %-ton pickup, $825. "53 (62) 2-dr $205", _e lane 500 (8) 2-dr., $1,425*, $1,120*; 56 (98) 4-dr. Holiday, $995° (ps); (88) 
2-dr., $2,150* (ps). 55 Dodge pickup, $560. > _ : 4-dr. Victoria, $1,305* (ps), $1,000°; Super 4-dr., $765° (ps); (88) 4-dr. 
'57 Star Chief 2-dr, Catalina, $1,080*| ‘54 Ford %-ton pickup, $495; Chevrolet | CHEVROLET—’60 Impala (8) sport sedan, 4-dr., $1,200*; 2-dr. Victoria, $1,175*| , Holiday, $755° (ps), $550*. ‘ 7 
1); Chieftain 2-dr. Catalina, $1,010*. panel, $315. 7 $2,350* (ps). (ps); Custom 300 (8) 4-dr., $1,225*; 55 (88) Super 4-dr. Holiday, $665 : (ps); 
56 Star Chief 2-dr. Catalina, $700* ’53 Ford %-ton pickup, $475, $445*. 59 Corvette (8) conv., $2,600* (ps), $2,- Fairlane (8) 2-dr. Victoria, $1,200* (88) 4-dr. Holiday, . $660* (ps): (98) 
ps); Chieftain 4-dr., $555°*. 500; Impala (8) conv., $2,235* (ps), (ps); 2-dr., $1,050, $930; Ranch Wag- ; 4-dr. Holiday, $600 (Ps). 
55 Chieftain 4-dr., $405*. CHICAGO $2,075* (ps); sport sedan, $2,120*, on (8) 4-dr., $1,125*. 54 (88) 2-dr. Holiday, $490*. 
54 Star Chief 4-dr., $355*; Chieftain 4- $2,050° (ps), $1,960* (ps), $1,930°,| +57 Custom 300 (8) 4-dr., $1,035; Cus-|PLYMOUTH—'59 Fury (8) 4-dr. hardtop, 
; dr., $325%, $175, $140. Arena Auto Auction. Sale every Tuesday. oh (ps); Bel Air (6) 2-dr., §$1,- tom 300 (6) 4-dr., $700; Fairlane 500 Se we: Suburban (8) Custom 4- 
* LER—’59 Deluxe (6) 4-dr., $1,130. Prices are for sale of Feb. 2, All sharp ; ; (8) conv., $1,030*; 4-dr., $835*; Fair- 7 +» ’ . 
i aS Customs (6) 2-dr., $805, cars sold for top dollar, Sold 352 cars| ‘58 Nomad (8) 4-dr., $1,475*, $1,445* lane (8) 4-dr., $800*, $780*; Fairlane 58 Belvedere (8) 4-dr. hardtop, $1,295° 
| sTUDEBAKER — ‘58 Hawk (8) 2-dr.,| from 536 consignments. (ps); Biscayne (8) 4-dr., $1,310°, $1,- (6) 2-dr., $710; Ranch Wagon (6) 2- (ps); Suburban (8) Custom 4-dr., $1,- 
; 625°. BUICK—’59 Invicta 4-dr. hardtop, §2,- 305°, $1,280°, $1,275*; 2-dr., $1,300, dr., $770* (ps). 250°; 4-dr., $1,095 ; Savoy (8) 4-dr. 
| mISCELLANEOUS—’58 Chevrolet (6) chas- 500* (ps). $1,240 » $1,225, $1,175*, $1,150°, $1,- ’56 Country Squire (8) 4-dr., $900* (ps); hardtop, $1,050*; 2-dr., $900*, $865*; 
3 sis & cab, $1,300. 58 RM 4-dr. Riviera, $2,005* (ps); 090°; Impala (8) conv., $1,295° (ps); Country Sedan (6) 4-dr., $715*; Fair-| , Plaza (6) 2-dr., $780. . : 
} +57 Ford (8) Ranchero, $955*. Century 4-dr. Riviera, $1,760* (ps);| ,,Bel Air (6) 4-dr., $1,000°. _ lane (8) 4-dr., $705%, $700*; Custom| ‘57 Fury (8) 2-dr. hardtop, $1,130" (Pe); 
; 55 Chevrolet Panel 2-dr., $185. conv., $1,650* (ps); Special conv., $1,- 57 Two-ten (8) 4-dr., $1,185°, $1,125*; (8) 2-dr., $570*; Custom (6) 2-dr. Suburban (8) 4-dr., $935°; Plaza (8) 
53 Chevrolet 1-ton pickup, $205. 700* (ps); 4-dr. Riviera, $1,590* (ps), station wagon, $985*; 2?dr., $785°; Bel Victoria, $550*. 4-dr., $605*; Savoy (8) 4-dr., $655 
j $1,550* (ps); 2-dr., $1,090* (ps). Air (8) 4-dr. hardtop, $1,130°; One-| ‘55 Fairlane (8) 2-dr, Victoria, $645*| ,_ (PS), $635. . 
; PORTLAND, ORE '57 Special 2-dr., $1,460* (ps), $1,115*;| ,, fifty (8) 2-dr., $720. . (ps), $635*, $540° (ps), $535°; Ranch| /56 Belvedere (8) 2-dr, hardtop, $600°. 
; > . conv., $1,325* (ps), $890* (ps); 4-dr. 56 Bel Air (8) 4-dr, hardtop, $925*, Wagon (8) 2-dr., $525. 54 Savoy 2-dr., $310. ‘ 
f Portland Auto Auction. Sale every Tues- Riviera, $1,200* (ps); RM conv., $1,- $640°, $615°; 4-dr., $885*; Bel Air (6) "52 Crest (8) 2-dr. Victoria, $310. PONTIAC— 59 Star een ta oe 
| ay. Prices are for sale of Feb. 2. 380° (ps); Century Estate Wagon, §$1,- 4-dr., $835°; Twoten (8) station | mPERIAL—’57 Crown 4-dr., $1,575* (ps); 4-dr. Vista, $2,475° (ps); e 
‘ BUICK—’59 LeSabre 4-dr., $2,115 (ps). 375* (ps); 4-dr. Riviera, $1,270* (ps); wagon, $880*; 4-dr. hardtop, $780 (ps). neville 4-dr, Vista, $2,525 (ps); Cat- 
"57 Super 2-dr. Riviera, $1,445* (ps). Super 2-dr. Riviera, §1,275° (pe), $1,- fps): Tworten (6) 2-dr., $730°, $600°; | LINCOLN—'58 Capri 4-dr. hardtop, $1,- pemml * S500. lsta, $2,225° (pe); sport 
’ *. “ ; -dr., ’ s $ -dr. vi- ee . * ; ’ , . 
? ea wee. a an Bel Air (8) 4-dr., $o00%; 2-dr., 1b Preuss ovay,, 000°. (o0). 58 Star Chief 4-dr., $1,660* (ps); Chief- 
OADILLAC—'S4 (60) Special 4-dr., $1,235°| “54, Super  4.dr. Riviera, $71:005° (ps); aC "SS Capri 4-dr.. $606° (pe); 2-dr. hard- See See, CHEER, CSUR Sag Soe 
, . pecia -dr. viera, . , ° Op, 5* (ps). ° . 
ae 55 ‘Century Estate Wagon, $800* (ps); | OHRYSLER—'57 NY 4-dr. hardtop, $1,-|MERCURY — '59 Monterey 4-dr. hardtop,| "57 Star Chief 4-dr. Catalina, $1,115° 
CHEVROLFT—'60 Corvair (6) 4-dr., $1,- 2-dr. Riviera, $575* (ps); Super 2-dr. 335* (ps); Windsor 4-dr, hardtop, $1,- $2,060* (ps). eee): _ 
990°, $1,975°. ‘ Riviera, $650* (ps). 185* (ps). 'S7 Monterey 2-dr, hardtop, $1,225*; 4-| °56 Star Chief 4-dr. Catalina, $900* (ps), 
’5y -mpala (8) 4-dr., $2,250° (ps); sport) +54 special 2-dr. Riviera, $505* (ps). '56 NY 4-dr. hardtop, $950* (ps). dr. hardtop, $1,040* (ps); 4-dr., $900*. $810° (ps); 2-dr. Catalina, $670° (ps); 
sedan, $2,240° (ps); Parkwood (8) 4-| +53 Century 4-dr., $330°. ’55 Windsor 4-dr., $400* (ps). 56 Custom 2-dr, hardtop, $510*, $470*. (Continued on Page 46, Col. 1) 


dr., 2 at $2,245* (ps), $2,190* (ps), 
$2,180*; Bel Air (8) 4-dr., $1,900* 
(ps), $1,870* (ps), $1,840* (ps); Bel 
Air (6) 4-dr., $1,770; Biscayne (6) 4- 
dr., $1,580. 

‘58 Brookwood (8) 4-dr., $1,745* (ps); 
Brookwood (6) 4-dr., $1,590; Bel Air 
(8) 4-dr. hardtop, $1,560* (ps); Yeo- 
man (6) 4-dr., $1,535; Biscayne (8) 
4-dr., $1,425* (ps), $1,400*, $1,395*, 
$1,375°. 

'57 Two-ten (6) station wagon, $1,320; 
4-dr., $875; Two-ten (8) 4-dr., $1,225* 
(ps); One-fifty (6) 2-dr., $890; One- 
fifty (8) 2-dr., $880. 

56 Bel Air (8) station wagon, $1,060*; 
Two-ten (8) 4-dr., $800; Two-ten (6) 
4-dr., $775. 

‘55 Two-ten (6) station wagon, $650*. 

53 Bel Air 4-dr., $355; Two-ten 4-dr., 


<p a eae cae 


' 
; 
60°. 
DODGE—’55 Coronet (8) Suburban, $615. 
’53 Coronet (8) 2-dr. hardtop, $260*. 
FORD—’60 Falcon (6) 2-dr., $2,195*; Fair- 
lane (6) 2-dr., $2,090. 
‘59 Thunderbird (8) 2-dr. hardtop, $3,- 
i 180* (ps); Galaxie (8) conv., $2,250* 
(ps); 2-dr. Victoria, $2,045; Country 
Sedan (8) 4-dr., $2,095* (ps), $2,075*; 
Fairlane 500 (8) 2-dr. Victoria, $1,995* 
(ps). 
‘58 Thunderbird (8) 2-dr. hardtop, $2,- 
700* (ps); Country Sedan (8) 4-dr., 
$1,600* (ps); Fairlane 500 (8) 2-dr. 
Victoria, $1,495* (ps); Custom 300 (8) 
4-dr., $1,150; Fairlane (8), 2-dr., $1,- 
140 
’57 Country Sedan (8) 4-dr., $1,320*; 
Fairlane 500 (8) 2-dr. Victoria, $1,310* 
(ps); $1,105* (ps); 4-dr., $1,215* (ps); 
Custom 300 (8) 4-dr., $1,045 (ps); 
Custom (8) 2-dr., $975, $945; Ranch 
Wagon (8) 2-dr., $870. 
4 "56 Custom (8) 4-dr., $775; 2-dr., $710*, 
’ $670*; Custom (6) 2-dr., $475. 
"55 Custom (8) 2-dr., $755*; Fairlane (8) 
— $730*; Ranch Wagon (8) 2-dr., 


Nate ae 


$600. 
54 Country Sedan (8) 4-dr., $585. 
oe (8) 2-dr., $400; 4-dr., $295*, 
5. 
"52 Country Sedan (8) 4-dr., $335. 
—- Colony Park 4-dr., $2,825* 
ps). 
57 Montclair 4-dr. hardtop, $1,025* (ps). 
’56 Montclair 2-dr. hardtop, $745*. 
‘55 Monterey 2-dr. hardtop, $600*. 
"53 Monterey 2-dr. hardtop, $375*. 
OLDSMOBILE—’58 (88) Super Fiesta 4-dr., 
$2,125* (ps). 
57 (88) 2-dr. Holiday, $1,420* (ps). 
*55 (88) Super 4-dr., $790*; 2-dr. Holi- 
day, $790°. 
"54 (98) 4-dr., $665. 

PLYMOUTH—’58 Savoy (8) 4-dr., $1,100*. 
"55 Belvedere (8) 2-dr. hardtop, $595. 
PONTIAC — ’55 Chieftain Safari 4-dr., 

i $795*; 2-dr. Catalina, $735°*. 
| 53 Chieftain 4-dr., $250*. 
RAMBLER—’58 Super (6) 4-dr., $1,350*. 


» British Columbia 
Urged to Revise 


Licensing Setup 


VANCOUVER, B. C.—The British 
Columbia and Yukon Chamber of 
Commerce has urged the Provincial 
Government to develop a new sys- 
tem of auto licensing and title reg- 
istration to protect used-car buyers. 

The chamber said, “An ever- 
increasing number of people have 

e€come victims of unscrupulous 
used-car salesmen who misrepre- 
Sent ownership, model year, num- 
ber of owners and encumbrances, 


charges or liens.” 

The chamber said the new license 
and title system should include: 

A central registry in Vancouver 


where all documents of transfer are 
time-stamped to establish priority 
registration. ry ee . 
A permanent license number for ; ane eC ie aR eenI Tes 
call, Pormant The Great Voice of the Great Lakes 
An annual license number which 
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RAMBLER—’57 Super (6) 4-dr., $750. (ps). 


’63 Chieftain 4-dr., $330° ; 2-dr., $315°. (ps); Sedan de Ville, 
"52 Chieftain 4-dr., $130 (60) Special 4-dr. hardtop, $2,950° sor 4-dr., $800* .. 


— 


$3,050° (ps); ’66 NY 4-dr. hardtop, $945° (ps); “Vina. 
54 NY 4-dr., $205* (ps 


* * : 
56 Custom Cross Country, geio* (ps). °S7 (60) Special 4-dr. hardtop, $2,300* | DeSOTO—'58 Firedome 4° dr. hardtop. $1,. 
Used-Car Auction Prices _ ||, serocressmiat co ghana st: eantan, Sen: | POE pe) ear wig 
STUDEBAKER—’60 Lark (6) ‘conv., $2,- top, $2,260* (ps), $2,040* (ps); Coupe ’57 Firesweep 4- -dr., $765*. 
435. de Ville, $2,250* (ps), $2,170* (ps); ’56 Fireflite 4-dr., $700* (ps); Firedome 
’54 Land Cruiser 4-dr., $370*. Sedan de Ville, $2,200* (ps); 4-dr. 4-dr., $525°. 
MISCELLANEOUS—’58 Ford pickup, $930. hardtop, 2 at $1,900* (ps); conv., "55 Firedome station wagon 4-dr., $600*; 
(Continued from Page 45) ’56 Ford pickup, $550; Chevrolet delivery $2,000* (ps). 4-dr., $500* (ps). 
sedan, $400. '56 (62) Sedan de Ville, $1,700* (ps); 54 Firedome 4-dr., $500* (ps); 2-dr, 
5D Chieftain 4-a a oe. of oes wo $405 ) 4-dr., $1,025* (ps); Coupe de Ville, popen > "Fees: 6 (8) oer, bh 
jeftain 4-dr., Ps). : apri 4-dr., * (ps). ane . wa ° 5 ‘orone -dr, herdtop, 
RAMBLER —'60 Ambassador (8) 4-dr.,| MEROURY — '58 Monterey 2-dr. hardtop, GREATER CHICAGO — (ps); 2dr. hardtop, $850 $1,695*. D 
$2,000, $1,700. $1,300. Greater Chicago Auto Auction, Sale| ‘55 (62) conv., $750* (ps); 4-d $580° ’58 Coronet (8) 4-dr. hardtop, $1,205*, 
*59 Ambassador (8) 4-dr., $1,900* (ps); *57 Monterey 4-dr., $1,125* (ps), $1,000*|every Thursday, Prices are for sale of (ps) af Ps); eo ’57 Coronet (8) 2-dr. hardtop, £1.025*; 
American (6) 2-dr., $1,125*, $1,120*, (ps), $845*, $710. Feb. 4. The rain did not dampen this 54 (80) 8 fal 4-d $885° ( $830° Custom Royal (8) 4-dr., $820* (vs). 
$1,115*. '56 Montclair 2-dr. hardtop, $655* (ps);|sale today. It was a good one, Sold 478 (pe); Coupe de Ville” $ohoe’ (pe); | '56 Custom Royal (8) 4-dr., $650° 
"58 Ambassador (8) 4-dr., $1,415; Cross conv., $570* (ps); Custom 2-dr., $600*;| cars from 713 consignments. oa $498" ( ; @, Pe); ’55 Royal (8) 4-dr. hardtop, $4259; 
Country, $1,365* (ps). 4-dr.,’ $600. BUICK—’59 Electra 2-dr. hardtop, $2,375* ae pe). Coronet (8) 4-dr., $330. 
STUDEBAKER—’'59 Silver Hawk (8) 2-dr. ’55 Montclair conv., $470. (ps); LeSabre 2-dr. Riviera, $2,325* CHEVROLET—’60 Bel Air (8) 4-dr., $2,-| pnger—'58 Citation 4-dr. hardtop, $1,- 
hardtop, $1,430°. '54 Monterey 4-dr., $275* (ps); 2-dr., (ps), $2,300* (ps), $2,225* (ps). pee toe). i 110* (ps), $1,065* (ps), $1,040° (ps); 
’56 Sky Hawk (8) 2-dr. hardtop, $710°*. $250, *58 Century conv., $1,680* (ps); Special 59 Impala (8) conv., $2,200* (ps), $2,- Ranger 4-dr, hardtop, $800*; 2-dr. 
'53 Monterey 2-dr. hardtop, $250*. 2-dr. Riviera, $1,585*; 4-dr., $1,585* 100° (ps); 4-dr., $1,750°; Brookwood hardtop, $730°*. ; 
WEST PALM BEACH, FLA. eae a op" (pe). oo oa, Care” oF aeanh cuny $1,325* (ps); 2-ar. $3 ’s0s*, “gsu'soo" ives oe FORD—’60 Galaxie (8) Starliner, $2,675*, 
West Palm Beach Auto Auction, Sale| ‘57 (98) 4-dr. Holiday, $1,400*; (88) 4- Riviera, $1,260*, $835* (ps); 4-dr.| "58 Impala (8) conv., $1,660%, $1,650°; 59 ans Os (8) 2- = oan Vit $3,- 
every Thursday. Prices are for sale of Feb. dr., $1,100* (ps). Riviera, $1,150* (ps); 4-dr., $1,125*, Nomad (6) 4-dr., $1,520°; Bel Air (8) 000* (Ps); 7 eae, $1 600°; 4- y pad 
4. A real terrific sale. Large selection of| ‘56 (98) 4-dr. “Holiday, $1,000° (ps); $850*; Century 4-dr. Riviera, $1,060* sport coupe, $1,425°; Biscayne (8) 4- yg eee — ze ‘850°: 4- >= = 
clean cars entered. 82 percent of entries conv., $850* (ps); (88) Super 2-dr. (ps). dr., $1,370*, $1,150*, $1,090*, $905; oe er 100°; (ps), $ a1 100": Re, $1,- 
changed hands. Holiday, $795*; 4-dr., $705 (ps); (88)| °56 Super 4-dr, Riviera, $730* (ps);| ,, Biscayne (6) 2-dr., $1,260*, $980. gS (8) 4cdr. $2,075"; Fa —- 
BUICK—’59 LeSabre conv., $2,200* (ps). conv., $780* (ps); 4-dr., $680, $575*. Century 2-dr, Riviera, $705*; 4-dr.| ‘57 Two-ten (6) station wagon 4-dr., 500 (8) 4-dr, Victoria, $1,800° (ps): 
aaa | lll ee, eo. Riviera, $606° (ps); Special conv., gr’. '$1,000"; 2-dr., $895; Bel Air. (8) Ranch Wagon (8) 4-dr., $1,480*; Cus- 
Riviera, $1,515* (ps). -dr. Holiday, ps). 545° (ps). -» $1,000%; 2-dr., ; Y 2 eel ot 
'ST Super 4-dr. Riviera, $1,000* (ps); RM| '54 (98) 2-dr., $420* (ps). 'S5 Super 2-dr. Riviera, $600* (ps); 2-dr., $1,170°; One-fifty (6) 2-dr., tom S00, (6) S-de.,, CLS; Cum 
° ‘ * * es 00; 4-dr., $795. 300 (8) 2-dr., $1,400°; 4-dr., $1,395. 
conv., $1,050* (ps). 52 (98) conv., $340* (ps). Century 4-dr. Riviera, $585*, $450*; P $800; a ‘58 Country Sedan (8) 4-dr., $1,285° 
56 RM 4-dr., $725*. $625* (ps); Super} PACKARD — ‘57 Clipper station wagon, Special 2-dr. Riviera, $575* (ps),| ‘56 Bel Air (8) 2-dr., $865°; sport se- $1,125°; ‘airiane 500 (8) 4-dr. View 
4-dr. Riviera, $670; 2-dr. Riviera, $650* $780* (ps). $550*, $420°; 4-dr. Riviera, $520*, dan, $840*, $800; conv., $825 . Bel toria, °$1,150* (ps), $1,100* (ps) 
(ps); 2-dr., $600* (ps); Special 2-dr.| ‘54 Clipper 2-dr. hardtop, $150*. $415* (ps). Air (6) sport coupe, $770°, $740°; $000%; 2-dr Victoria, $1,000°; Hate 
Riviera, $555*. PLYMOUTH — ’57 Plaza (8) 2-dr., $650;| °53 RM 4-dr., $250* (ps). vet wo-ten (6) 4-dr., $665 fe, jane 600 (6) conv., $1,045°; Wairtans 
55 RM 2-dr. Riviera, $750* (ps); Super Plaza (6) business coupe, $370." CADILLAC—'60 de Ville 2-dr. hardtop,| "55 Bel 7 ‘on Catat? Tenten on’ (8) 2-ar. Victoria, $980°: 4-dr. Vie 
2-dr. Riviera, $550* (ps). 56 Savoy (8) 4-dr., $480. $5,100* (ps). $500°; r., $385°*; ; ta (8) of tovia, $900°: 4-dr’ Victoria, $030: ¢ 
64 Super 2-dr. Riviera, $385* (ps),| °55 Belvedere (8) 2-dr. hardtop, $480*. 59 (62) conv., $4,220* (ps), $4,210* $625°; 4-dr., $500, $295°; Two-ten (6) @r., "850°: ‘Raneli Wagon (8) 4-é 
$375*; Century conv., $360*. poet bievedere conv, $400, (pe); 4odr., ° $3,825° (pe); de. Ville wn aa = So ‘ase $1.125°, $900° , 
L —' Si 0) Special 4-dr. hardtop, a eftain 2-dr., . 2-dr, top, $4,150° (ps), $4 r. op, $1, , ' . , 
SaLee. (ae) 94.180 7 ie] ‘56 Chieftain 4-dr. Catalina, $550. "ae (ps), $1,255 (ps); Saratoga 2-dr.| ‘5? Fairlane 500 (8) skyliner, $1,100 


$4,560* (ps), $4,100* (ps); de Ville 
4-dr. hardtop, $4,200* (ps), $3,975° 


(ps). 

"68 Eldorado conv., $2,850*° (ps); (62) 
Coupe de Ville, $2,760* (ps); 4-dr. 
hardtop, $1,800. 


°57 (62) conv., $1,995* (ps); 2-dr. hard- 


top, $1,810* (ps). 


"56 (62) 2-dr., $1,470* (ps); 2-dr. hard- 


top, $1,275* (ps). 

"5S (62) 2-dr., $950* (ps); $875* (ps); 

(60) Special 4-dr., $900* (ps). 
ROLET—’60 Parkwood (8) 4-dr., $2,- 
660* (ps). 

"59 Kingswood (8) 4-dr., $2,450* (ps); 
Impala (8) conv., $1, 900; 4-dr., $1,865* 
(ps). 

"58 Bel Air (8) 4-dr., $1,400*, $1,225* 
(ps); Biscayne (8) 4-dr., $1,250*, $1,- 
130*, $1,045*; 2-dr., $925; Brookwood 
(6) 4-dr., $1,100; Delray (6) 2-dr., 


$1,000. 

"ST Bel Air (6) sport coupe, $1,125; Bel 
Air (8) conv., $1,100*. 

"56 Two-ten (8) Delray, $720; 4-dr., 
$575; Bel Air (8) 2-dr., $625*. 

°55 Bel Air (8) 4-dr., $675; 2-dr., $450*; 
conv., $425*; Bel Air (6) station wag- 
on, $675*; Two-ten (8) 4-dr., $635* 
(ps); Two-ten (6) 2-dr., $535*; One- 
fifty (6) station wagon, $490. 

"54 One-fifty 2-dr., $420, $300; Bel Air 
2-dr., $405*; conv., $350*, $345; Two- 
ten 2-dr., $365. 

"53 2-dr., $360*. 

CHRYSLER — '57 Windsor 4-dr. hardtop, 
$1,175* (ps); 2-dr. hardtop, $1,050* 
(ps). 

"53 NY conv., $275* (ps). 

DeSOTO—'54 Power Master 4- dr., $355°. 

we 56 Royal (8) 2-dr.’ hardtop, 


‘53 Coronet (6) 4-dr., $175, $160*. 
cose —Wieg Ranger 2-dr. hardtop, $1,500* 
ps). 

"58 Pacer 4-dr., $780* (ps). 

FORD—’'60 Galaxie (8) starliner, $2,575* 
(ps); Falcon (6) 2-dr., $1,700. 

"58 Thunderbird (8), $2,875* (ps), $2,- 
650* (ps); Country Sedan (8) 4-dr., 
$1,490; Fairlane 500 (8) 2-dr. Victoria, 
$1,300* (ps), $1,250* (ps); Fairlane 
(8) 2-dr. Victoria, $1,275* (ps); Ranch 
Wagon (8) 2-dr., $1,100. 

"57 Ranch Wagon (8) 2-dr., $865*, $730*; 
Custom 300 (8) 2-dr., $820*; 4-dr., 
$775*; Country Sedan (8) 4-dr., $630* 
(ps); Custom (6) 2-dr., $625*. 

56 Country Sedan (8) 4-dr., $810* (ps), 
$750* (ps), $625, $550; Fairlane (8) 
2-dr. Victoria, $700, $605*; 2-dr., 
$630*; conv., 2 at $610*; 4-dr., $545* 
(ps); Ranch Wagon (8) 2-dr., $650*; 
Custom (8) 4-dr., $530* (ps), $520; 
Main (6) 2-dr., $380. 

"55 Fairlane (8) conv., $590*, $510*; 
Country Sedan (8) 4-dr., $575*, $530*; 
Custom (8) 2-idr., $475, $470*; Main 
(6) 2-dr., $335*. 

"54 Custom (8) 2-dr., $375*, $350, $315*; 
Country Sedan (8) 4-dr., $205. 

*52 Crest (8) conv., $235. 


IMPERIAL—’53 Imperial 4-dr., $230* (ps). 
LINCOLN — ’56 Premiere 2-dr. hardtop, 





a e-——— 
51,273 Copies Sold 


YOU TOO 


Can Increase 


Your Sales by owning a copy of 
“HOW TO GET MORE BUSINESS 
BY TELEPHONE” 
by Jack Schwartz, 
America's eualial telephone salesman. 
Now in its 5th printing. 


MAIL THIS COUPON TODAY! 

JACK SCHWARTZ TELEPHONE 
SALES CLINIC AN 2-15-60 
P.O. Box 24491 Village Station 
les Angeles 24, Calif. © Olive 3-6220 
Rastomen: 
Please rush _.____. copies of "HOW TO 
GET MORE “BUSINESS” BY TELEPHONE" 
at once, The price is $5.00 which includes 
mailing cost. 10% discount for 3 or more. 

Ask us about our famous 

SMILE MIRROR 


( Enclosed is my check. [] Send C.O.D. 


(ps). 
"55 Chieftain 2-dr. Catalina, $550°. ’58 (62) conv., $3,050* (ps), $2,950* hardtop, $980* (ps). 


(Continued on Page 61, Col, 1) 
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ARTHUR GOLDSTEIN RELAXES WITH HIS FAMILY AT HIS HOME IN BETHPAGE, N. Y. 


“Going with Texaco 
increased our 
gasoline sales 71% 


in one year alone”’ 


“Except for 4 years in the Navy 

during World War II, I’ve 
always been in the automotive 
business,” says Arthur Gold- 
stein, Rainbow Servicenter 
Inc., New Hyde Park, N. Y. 
“About 9 years ago, after look- 
ing over the field, I decided to 
team up with Texaco. 

“It turned out to be a good 
move. Our thru-put started to 
climb right away. In one year 
alone our gallonage increased 
71%. The Texaco sign in front 
of our station causes many 
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Automotive Wholesalers of Texas, 





also can exchange them for modern 








which hold each windshield in an 


known and accepted 


them back. 4. THE 





6 reasons why 
there’s a solid future 
with Texaco 


1. THE BEST petroleum products, 


nationwide. Continuous research and 
development insure that Texaco will 
always have the best products. 2. THE 
BEST national advertising program, 
year after year ... constantly selling 
Texaco Dealers to car owners every- 
where. 3. THE BEST point-of-sale and 
direct mail promotional material to 
help bring in motorists and bring 


credit card... in fact the only petro- 
leum credit card honored under one 
sign nationwide. 5. THE BEST retailer 
policy . . . Texaco helps its Dealers to 
market nationally-advertised and 
accepted TBA products. 6. THE BEST 
opportunity to cash in on “touring” 
business... because Texaco customers 
at home like to stop at Texaco sta- 
tions when on the road. This means 
you have more than 40,000 other 


Corp., Tampa, Fla.; L. E. Fox Co., 
jobber customers, in violation of the 


Robinson-Patman Amendment to 
the Clayton Act. 
+ 


cd * 


Big Turnout Seen 
At Southwest Show 


DALLAS.—A record attendance 
is anticipated for the 1960 South- 
west Automotive Show March 24-26 
at the State Fair Park, according 
to A. L. Barnett, show secretary- 
manager. 

He said a one-day convention for 
automotive wholesalers and jobbers 
will be held March 23 by Texas, 
Oklahoma and Louisiana state as- 
sociations and jobber groups from 
other states. 

The show committee has set a 
goal of 800 sponsoring jobbers, 
Barnett said. A kickoff banquet 
featuring industry and entertain- 
ment leaders will be held March 24 
in the Statler Hilton Hotel, he 
added. 


+ * * 
Laffe Wins Trip to Europe 
JACKSONVILLE, Fila. — A free 
trip to Europe for two has been won 
by Pete Laffe, Al Sager Motors 
(Volkswagen), in a nationwide 
Blaupunkt auto-radio sales contest. 
The contest was sponsored by Rob- 
ert Bosch Corp. 
*~ *~ * 
Ammco Names 3 Reps 


NORTH CHICAGO, Ill—Ammco 
Tools, Inc., has announced the ad- 
dition of three _ representatives. 
They are Steve Bucol, Ed Van Bus- 
| kirk and Bob Coley. 


by car owners 


* . 

Mustang Rep Named 

has been appointed by Rebuilders, 
Inc., as distributor of Mustang re- 
built automotive engines in the 
north central states, General Trad- 
ing is a division of H & B Ameri- 
can Corp. 


BEST customer 








BIG WHOLESALE 
GARDEN & SPORTING 






ST. PAUL.—General Trading Co. © 


GOODS CATALOG 


OVER 10,000 
Nationally-Advertised 
Products at Big Savings! 


“With 5 bays, we don’t keep 
customers waiting. We have a 
delivery arrangement whereby 
we can service the cars of 
workers at a nearby plant while 





Texaco Dealers in the U.S. and Can- 
ada helping you. 


newcomers in our area to drive 
in. Then, we give them good 
service and make them perma- 
nent customers. No question 
about it, car owners everywhere 














SALES MANAGER, TEXACO INC., AN-2 


135 E. 42ND ST., NEW YORK 17, N. Y. 


Save maney on Garden and 
Home Supplies, Sporting 
Goods, Cameras, Radios and 


in the country know and accept they are on the job. | would like to get complete eae about Gite. desl tor enatinns 

T xac “ s . e the possibility of becoming a Texaco Dealer, purchases, incentive plans, 

exaco products. We get a lot We like to do business with Se ecekaal. £5 fasdii Wibletes snacks seme em 
guaranteed. 





of bonus business, too, from Texaco. Their national adver- 
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i drivers living in other states _tising and promotion make it = saehy ly nl se 
} whocarry Texacocredit cards.” easier to get new business, and STREET 

i keep 1f I'd recommend Texaco city | co-op, Dept. AN 812 W. Jackson, Chicago 7, lll, § 


; ° ° ; ! 
OPEN 24 HOURS to any Dealer dissatisfied with 1 Send me your Free Wholesale Catolog with thovsonds | 








i oo | of money-saving volves. 
| “We have 21 employes, and his present set-up, or to anyone a § Wie nacciastiedienenan en 
are open 24 hoursaday,7days thinking of going into the TUNE IN: METROPOLITAN OPERA, SATURDAY a 
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Highways & Safety... 





U.S. Sees 10 Pet. Gain 
In 1960 Road Funds 


Nationwide receipts for highways 
are expected to reach $11.4 billion 
in 1960, an increase of 10 percent 
over the 1959 total of $10.3 billion, 
according to Bertram D. Tallamy, 
Federal highway administrator. 

He said more than half of the 
anticipated increase can be attrib- 
uted to increased revenues to the 
Federal Highway Trust Fund. 

According to the latest estimates 
compiled by the Bureau of Public 
Roads, Tallamy continued, Federal 
funds will account for slightly more 
than a fourth of all highway re- 
ceipts in ’60, and state road-user 


Tightening Up 
Stiffer Driving Tests 


Adopted in N. H. 


Stiffer tests for driving licenses 
have been introduced in New 
Hampshire, according to Motor Ve- 
hicle Commissioner Frederick N. 
Clarke, who expressed the hope they 
would reduce the accident rate. 

Six specially trained inspectors 
now work full-time testing license 
applicants. Some 25,000 new drivers 
are examined yearly and about 1,000 
other motorists are reexamined, 
Clarke said, with a failure rate of 
8 percent. This compares with the 
national average of 15 percent, he 
added. 

Three principal changes are being 
made: 

1. The true-and-false test will be 
replaced by a written examination. 
Clarke said this will eliminate the 
element of chance. 

2. Wall charts will be replaced by 
the Keystone Telebinocular eye- 
testing machine. Clarke pointed out 
that some applicants with poor 
eyesight could memorize the chart. 

3. The road test will be tightened. 
The test drive will not be over a 
fixed route. 


taxes and other state income for 53 
percent of the total. 

Highway receipts at each level of 
government are expected to in- 
crease in the year, he added, but the 
percentage of total revenues sup- 
plied by the states and local gov- 
ernments continues to decline as 
Federal funds increase. 

Tallamy said Federal-aid reim- 
bursements to the states are ex- 
pected to drop $400 million from 
1959. 

He attributed the decline to the 
completion in 1959 of most of the 
“antirecession” projects financed 
with Federal funds, and depletion 
of Highway Trust Fund reserves, 
and the necessity to limit Federal 
payments in 1960 to avoid creating 
a deficit in the fund. 

Capital outlay (expenditures for 
right-of-way and construction) is 
expected to reach $6.7 billion this 
year, Tallamy continued, slightly 
less than in 1959. 

The effect of the decrease in 
Federal payments will be offset to 
a large extent by increases in 
state highway income available 
for capital expenditures, he added. 

More than $5.6 billion probably 
will be spent on road construction 
during the year, a decline of $140 
million from 1959, Tallamy said. 

Construction expenditures on the 
Federal Interstate System will ac- 
count for a third of the total this 
year, he said, and nearly three- 
quarters of the total will be spent 
on the various Federal-aid systems. 


Nashville Dealer Group 


Names Boyte President 
NASHVILLE, Tenn.—£. P. Boyte, 
Oak Motors, has been elected pres- 
ident of the Nashville Automobile 
Trades Assn. He succeeds Picks- 
lay Cheek, Cumberland Motor Co. 
E, J. Preston, Palmer-Hooper 
Motors, was elected vice-president. 





Safety Foundation Grant— 


Alan S. Jeffrey, left, executive vice-president, American Finance Conference, Inc., 
presents $58,000 Automotive Safety Foundation grant to Traffic Institute, Northwestern 
University. Accepting the grant is Dr. J. Roscoe Miller, president of Northwestern. 
At right are Bernard R. Caldwell, traffic institute director, and Franklin M. Kreml, 


transportation center director. 


How Nation's Salesmen Meet... 





Mass. Dealers 
Ask Crackdown 
On ‘Gyp’ Retailers 


BOSTON. — Stricter enforcement 
of State laws on unethical dealer 
practices and bait advertising hag 
been asked by the Massachusetts 
State Automobile Dealers Assn. 

Hugo L. Separini, association 
president, said that although the 
State has one of the most stringent 
bait-and-fraud advertising law in 
the U. S., “a few entirely unscrupu- 
lous automobile dealers continue to 
bilk the public through the medium 
of grossly exaggerated claims of 
nonexistent savings in the purchase 
of new and used automobiles.” 

He estimated that only about 30 
dealers throughout the state were 
guilty of unethical practices, but 


that “because of their large volume 


their victims are many.” 

The association has received 
many complaints that the law is 
not being strictly enforced in many 
cases, Separini said he told Attor- 
ney General Edward J. McCormack 
jr. 
He said the violations include the 
advertising of “ghost” vehicles for 
sale at “ridiculously low and un- 
realistic prices,” and the practice 
of having installment-sales con- 
tracts signed in blank. 


Practical Problems of Selling 


AT™ selling autos for only 
a couple years, one of the 


biggest lessons Ive learned is 


Wiehle Named to Head 


Boise Dealer Group 

BOISE, Id.—Carl Wiehle, owner 
of Wiehle Motor Co, (Volkswagen), 
has been elected president of the 
Boise Automobile Dealers Assn. 
Other officers are: 

Waldo Thurber, Hessing-Thurber 
Motors (Plymouth-Chrysler-Willys), 
vice-president, and Ronald Porter, 
Foreign Car Sales, secretary-treas- 
urer. 


il SUNT e Me NeTh 
DAU ee 


SORGWAK 


Practically the same specifications as another well known West German 
car, yet sells for $1,000 less! 


@ YOU'LL ENJOY 


MARKUP IN THE AUTO INDUSTRY. 


& YOUR CUSTOMERS WANT THE 
BORGWARD. Consumer demand in- 
creases year after year. 


ee YOU'LL SELL THE MOST TROU- 
BLE-FREE CAR IN TODAY’S MARKET. 


And here are 3 more: 


THE HIGHEST 


Borgward sales don’t pivot 
on deals... this high quality 


car meets your customers’ 


built 
cost! 


You’re not bothered with irritating 
“come-backs” for repairs and ad- 


justments. 


FOR THE FULL STORY 
CALL OR WRITE TODAY! 


FERGUS.” 


1717 Broadway, New York 19, N.Y. 
COlumbus 5-6494 








most exacting demands. 


Borgward has more “extras” 


right in at no extra 


Your Borgward owners be- 
come your best salesmen— 
they pre-sell their friends. 


Jack Sterling Sells Borgward 
Every Morning on WCBS Radio 


never to underestimate the power 
of the “small fry.” Teen-age boys 
and girls always have an inter- 
est in automobiles, and once they 
visit a showroom they can carry 
home a favorable or unfavorable 
impression of the salesman or 

the dealership. 
I’ve made it a practice never 
to ignore young, 


Sales potential “car 
Case ——, ¥ the 
Histo uture. give 
istory t h e m literature, 


hand them my 
business card and practice my 
sales talk on them, I treat them 
with the utmost courtesy, even 
when talking to them on the tele- 
phone. 
One day I was taking names at 
random from the telephone di- 
rectory and trying to sell them 


an automobile. One boy, 12, in- 
formed me that yes, he’d like 
very much if his dad and mother 
bought a new or better used car. 
I asked him several ques- 
tions, including the size of his 
family, and learned he had a 
total of six brothers and sisters. 
He told me the make and 
model of the present family 
car, where his dad worked, etc. 
Knowing we had a neat, bright 
red 1955 Mercury station wagon, 
four-door, nine-passenger on 
hand, I drove it up at a conveni- 
ent hour for the family to see. 
As I drove up the driveway and 
got out of the car, a neighbor 
asked Mr. Prospect if he’d bought 
a@ new car. 
The next day the sale was 


closed. 
—Pat Sedlak 


Chesebrough Forecast ... 


‘Troublefree’ Cars Seen 


WASHINGTON.—Harry E. 
Chesebrough, general manager of 
Plymouth-DeSoto-Valiant and 
president of the Society of Automo- 
tive Engineers, says that the em- 
phasis on the cars for the decade 
of the Sixties will be on making 
them “troublefree.” 

“A great concentration of engi- 
neering effort is going into design- 
ing cars that will give motorists 
less concern over repairs than the 
excellent cars of today,” he said. 

The SAE president said that for 
at least three to five years the 
conventional engine of today—the 
reciprocating engine — will retain 
its position in the industry. As a 
possible replacement, he cited the 
development work on the gas tur- 
bine and the energy cell power 
plants. 

“New developments of this kind 
will be accelerated by wider use of 
lightweight materials .. . including 
plastics for bearings, brackets and 
housings . . . to create cars with 
more power, performance and econ- 
omy per pound,” he said. 

Chesebrough said that by the end 
of the decade there will be 24 mil- 
lion more cars on the road than 
there are today. Added to the 59 
million now in use, this will mean 
a total of 83 million, he said, of 
which at least 20 million will be 
cars capable of 25 miles to the gal- 
lon or better in city and country 
driving. 


“Continued improvements in fuel, 


New Volvo-VW Site 
RALEIGH, N. C.— Weaver 
Brothers Auto Sales (Volvo- 


Volkswagen) has opened a new 
showroom at 424 S. McDowell St. 








engine and transmission efficiency 
will increase the average fuel econ- 
omy of all cars on the road in 1970 
a full third,” he said. 

He also stressed the fact that the 
automotive engineer will be asked 
to provide more for less. 

“But the greatest challenge will 
be on giving the motorist a safer 
car, one that doesn’t need repairs 
and that is adapted to cenditions 
that he wants to use it for,” Chese- 
brough stated. 


Back in Action— 


When the Third Street viaduct in Colum- 
bus was opened recently, one of the first 
cars across was this 1909 Hupmobile. John 
Barton, executive secretary of the Colum- 
bus Auto Dealers Assn. is at. the crank. 
Chiding from the front seat is Jim Dovis, 
an imported-car dealer. 
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Sales Conditions in Various Areas. . 





Auto Market Reports 


cedes-Benz, 15; Peugeot, 14; Mor- 
ris, 13; Borgward, 11; Triumph, 11; 
Goliath, 6; Jaguar, 1, and miscel- 
laneous, 19, 































Providence 


A total of 748 new cars and 92 
new trucks were registered in 
Providence in December, compared 
with 1,042 cars and 104 trucks a 
month earlier. 

By makes, new-car registrations 
were: Ford, 220; Chevrolet, 103; 
Rambler, 91; Plymouth, 62; Volks- 
wagen, 41; Buick, 25; Dodge, 23; 
Pontiac, 21; Studebaker, 17; Olds- 
mobile, 16; Renault, 16; Cadillac, 
14: Chrysler, 13; Mercury, 12; Lin- 
coin, 6; DeSoto, 5; Hillman, 5; Im- 
perial, 4; Edsel, 1; Saab, 1, and 
miscellaneous, 52. 

Truck registrations were: Inter- 
national, 27; Ford, 25; Chevrolet, 
14; GMC, 7; Volkswagen, 6; White, 
4; Mack, 3; Willys, 2; Divco, 1; 
Dodge, 1; Reo, 1, and miscellaneous, 


1—(Thomas L, Forbes.) 
* * * 


Great Falls, Mont. 


A total of 233 new cars and 51 
new trucks were registered in Cas- 
cade County (Great Falls), Mont., 
in December. 

New-car registrations by makes 
were: Ford, 50; Chevrolet, 24; 
Plymouth, 17; Rambler, 16; Falcon, 
14; Dodge, 13; Mercury, 11; Volks- 
wagen, 10; Pontiac, 9; Buick, 7; 
Corvair, 6; Renault, 6; Chrysler, 5; 
Oldsmobile, 5; Opel, 5; Cadillac, 4; 
Fiat, 4; Imperial, 4; Studebaker, 4; 
Willys, 4; Austin, 3; Edsel, 3; De- 
Soto, 2; Mercedes-Benz, 2; Peugeot, 
2; Lincoln, 1, and miscellaneous, 2. 

Truck registrations were: Ford, 
23; International, 9; GMC, 6; Dodge, 
5: Chevrolet, 4; Willys, 3, and mis- 
cellaneous, 1. + 


Rapid City, S. D. 

Dealers in Pennington County 
(Rapid City), S. D., sold 108 new 
= and 24 new trucks in Decem- 

?. 

By makes, new-car sales were: 
Ford, 36; Chevrolet, 15; Rambler, 
12; Plymouth, 9; Mercury, 7; Chrys- 
ler, 4; Pontiac, 4; Lincoln, 3; Olds- 
mobile, 3; Buick, 2; Studebaker, 2; 
Dodge, 1; Edsel, 1, and miscellane- 
ous, 9. 

Truck registrations were: Ford, 
12; Chevrolet, 6; Willys, 3; Inter- 
national, 2, and miscellaneous, 1. 

* * * 


Sioux City, Ia. 


A total of 245 new cars were sold 
in Woodbury County (Sioux City), 


* * 


North Carolina 


A total of 816 imported cars were 
sold in North Carolina in Decem- 
ber, compared with 897 a month 
earlier. 

By makes, registrations were: 
Renault, 226; Volkswagen, 134; Fiat, 
89; English Ford, 76; Hillman, 40; 
Vauxhall, 40; Opel, 35; Volvo, 29; 
Simca, 24; MG, 18; Austin, 15; Mer- 





Service Special 
Builds Dealer’s 
Prospect List 


MIAMI.—A service special is 
boosting backshop business for 
Othling-Williams Motors (DeSoto- 
Plymouth), and Dealer Andy Wil- 
liams is confident that it also will 
pay off in increased new-car sales. 

Each day, several salesmen tour 
the town in a demonstrator with 
signs and a loudspeaker urging 
residents to try Othling-Williams’ 
service department, 

Stopping in a residential area, the 
salesmen ring doorbells and offer 
the get-acquainted special to home- 
owners. The salesman records the 
name, address and make of car of 
the homeowner and gives him a 
ticket which entitles him to a lub- 
rication and five-quart oi] change 
for $1. 

When a customer comes in with 
the card, the service manager pulls 
the matching stub out of the file 
and notifies the salesman, who goes 
to the service department to greet 
the motorist. 

If the ticketholder doesn’t appear 
within two weeks, the salesman 
ga him and urges him to come 


In another part of the promotion, 
Williams has called school princi- 
Pals, hospital heads and others and 
Offered the service special for all 
their employes. He’s also offered to 
pick up their cars when they want 
the work done. 


Ford of Canada to Build 


Head Office Building 


TORONTO.—Ford of Canada has 
announced that its $5% million head 
office building in Oakville will be 
completed by April, 1961. 

Karl E. Scott, executive vice- 
President, said the new building will 
be erected near Ford’s Oakville as- 
sembly plant. Constructed of struc- 
tural steel with facing of aluminum 
covered vanes, the building will in- 
elude basement and six floors. 





Ia., in January, compared with 273 
in December and 290 in January, 
1959. 

By makes, registrations were: 
Ford, 70; Chevrolet, 67; Buick, 16; 
Plymouth, 16; Oldsmobile, 12; 
Dodge, 11; Pontiac, 10; Stude- 
baker, 7; Cadillac, 6; Mercury, 6; 
Rambler, 6; Volkswagen, 5; 
Chrysler, 4; Renault, 3; DeSoto, 
2; Imperial, 2; Hillman, 1, and 
Valiant, 1, 

Truck registrations in January 
numbered 48, compared with 42 a 
month earlier and 51 a year earlier. 
By makes: Ford, 17; International, 
15; Chevrolet 12; Dodge, 1; GMC, 
1; Mack, 1, and Studebaker, 1, 

* * * 


Milwaukee 
A total of 2,095 imported cars 
were sold in Milwaukee in 1959, 


compared with 1,156 in 1958, 
By makes, registrations were: 
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cedes-Benz, 71; Peugeot, 66; Hill- 
man, 48; Borgward, 44; Saab, 40; 
Austin, 37; Metropolitan, 35; MG, 
'|32; English Ford, 31; Morris, 23; 
Taunus, 21; Fiat, 19; Jaguar, 17; 
Alfa-Romeo, 15; Porsche, 15; Isetta, 
14; Tempo, 13; NSU, 8; Sunbeam, 
8; Skoda, 6; DKW, 5; Goliath, 5; 
Morgan, 3; Riley, 3, and miscellan- 
eous, 9.—(Benn Ollman.) 
* * * 


Middletown, O. 


New-car sales in Butler County 
(Middletown), O., totalled 485 in 
January, compared with 396 a 
month earlier and 507 a year ear- 
lier. 

By makes, registrations were: 
Chevrolet, 92; Ford, 75; Rambler, 
43; Falcon, 36; Buick, 34; Pontiac, 

Charles G. McKimmie, left (Chrysler-lm-| 29; Plymouth, 23; Oldsmobile, 20; 
perial-Plymouth), Richmond, Va., accepts| Corvair, 18; Cadillac, 16; Volks- 
the “quality dealer award” for outstanding | wagen, 15; Mercury, 14; Studebak- 
administration, service, performance and/er, 11; Renault, 9; English Ford, 7; 
facilities, from E. M. Braden, Chrysler and| Chrysler, 6; Valiant, 6; Opel, 3; 
Imperial general sales manager. The award| Lincoln, 2; Willys, 1, and miscel- 
took place at a meeting of McKimmie em- | laneous, 6. 
ployes, factory executives and friends. Of new-truck sales, which total- 

led 37, Ford had 15; Chevrolet, 11; 
Volkswagens, 560; Renault, 259;,GMC, 3; Diamond T, 3; White, 2; 
Opel, 235; Triumph, 168; Simca,|International, 1; Divco, 1, and 
117; Volvo, 96; Vauxhall, 72; Mer-| Volkswagen, 1. 





McKimmie Cited— 





Packard Wiring Systems 


— SAVE 
ASSEMBLY 
OPERATIONS! 


Packard Electric engineers strive continually 
to make their products less expensive and 
faster to install. Now they have made it 
possible for the already efficient automotive 
wiring harness to become an even more com- 
plete sub-assembly. @ For example, the 
dome light of the Corvair is attached to the 
wiring harness at Packard and shipped ready 
to snap into the roof.of the car along with the 
wiring. Single terminals are replaced by 
“Snap Fast” multiple connectors, fuse blocks 
and other cost-saving components. @ If your 
present wiring harnesses do not include these 
advantages ask Packard Electric engineers to 
help work out modern wiring systems for you.’ 
Packard Electric, the world’s largest producer 
of automotive wiring systems, has sales and 
engineering offices in Detroit and Chicago. 


Packard \f Electric 
tj @® 


Warren, Ohio q2ee" 





“Live Wire’ division of General Motors 
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Across the Nation ... 








WACO, Tex.—David F. Smith jr. 
has been appointed assistant gen- 
eral manager of Waco Chevrolet, 
217 N. Fifth St., and M. H. Long 
succeeds Smith as sales manager. 

« * * 


Dibble Opens Doors 


AUSTIN, Minn.—Dibble Pon- 
tiac-Buick is a new dealership 
here. The firm is headed by John 
H, Dibble, who formerly was a 
Buick dealer at Miles City, Mont. 

a * * 


Rogers-Brownlee Opens 


WINTER GARDEN, Fia.—Joseph 
B. Rogers and J. D. Brownlee have 
opened Rogers-Brownlee Ford here. 
The dealership formerly was Coffey 
Girvin Ford, Inc. 

+ 
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Touring AC Plant— 


Inspecting spark plug manufacturing 
methods at the AC Spark Plug plant in 
Flint, are Robert D. Park, left, Sun Oil Co. 
national tire-battery-accessory manager, 
and Raymond C. Classen, right, Detroit 
region TBA manager for Sun Oil. With 
them is William C. Lee, AC distribution 
and marketing director. Park and Classen 
visited Flint recently for a tour of the AC 
plant. 


Richardson Bros. Quits 

WILMINGTON, Del.—M. B. 
Sales of Delaware (Studebaker- 
DKW and Mercedes-Benz) has 
taken over the franchise of Rich- 
ardson Bros., 1201 French, which 








TRI-EX REFINED 
Wolfs Head Oil 


Whe 
Aner “erent 


Comparative tests and records of countless motor- 
ists prove that regular use of WOLF’s HEAD makes a 
real difference in lower operating and upkeep costs. 
That’s why car owners everywhere insist on WOLF’s 
HEAD, “finest of the fine” premium motor oils. 
WoLFr’s HEAD is 100% Pure Pennsylvania—the oil 
with Nature’s Miracle Molecule . . . Tri-Ex refined 
three extra steps for truly superior performance... 
and Scientifically Fortified for complete protection. 
With WoLF’s HEAD you can keep your 

customers coming back. WOLF’S 
HEAD commands distinctive cus- 
tomer loyalty the world over. 





WOLF’S HEAD 
OIL REFINING CO., INC. 


OIL CITY, PA. 


Auto Dealer Changes 


Rambler dealership. 
+ ne 
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had been in business since 1926. 

The new firm is headed by Mal- 

colm Chance and James Byrne. 
* * * 


Olds Deal in Oregon 


TILLAMOOK, Ore.— McKenzie 
Hadley Co. has been awarded an 
Oldsmobile franchise, succeeding 
C. A. Anderson Co. ‘ 

+ + 


Dickson for Dodge 


SAN FRANCISCO. — Appoint- 
ment of C. R. Dickson as a new 
Dodge car and truck dealership 
for Santa Rosa, Calif., has been 
announced. The new Dodge facil- 
ity, to be known as Chet Dickson 
Dodge, is located at 930 S. A St. 
Dickson, a 37-year veteran in the 
auto business, has been a dealer 
for Chrysler Corp. products for 
the past 11 years in Petaluma, 
Calif. 


Goliath — 


Seven in East 


HARRISBURG, Pa.—Foreign 
Motor Distributors Co., Lancia- 
Goliath distributors, has awarded 
Goliath franchises to seven more 
dealers: 

Allen B. Cote, R. D. 2, Route 13, 
Dover, Del.; Gratz Brothers Mo- 
tors, Inc., 401-33 Oregon Ave., Phil- 
adelphia; Imported Cars of Green- 
wich, 240 Mason St., Greenwich, 
Conn.; Keagle’s Trading Post, 


Mike Hendrickson. 
* * 


15, 1960 


merly was associated with Sten- 





— 


dealership here formerly operated 


zel in the operation of the | by James England, who now oper. 


business. 


+ * * 


VW Deal in New Building 


EAU CLAIRE, Wis.—Import Mo- 
tors (Volkswagen) has opened in 
its new building on Highway 93 
here. The new firm is headed by 


Easterby-Thackston 


GREENVILLE, S. C.—This 
city’s newest auto dealership, 
Easterby-Thackston Chrysler- 
Plymouth Co. held its grand 
opening with a number of Chrys- 
ler officials present. The new 
company, headed by T. R. East- 
erby and J. E, Thackston, han- 
dles Plymouth, Chrysler, Imperial 
and Valiant at 525 W. Washing- 
ton St. cae 


Murdaugh Jeep Sales 


ates an apartment house in Ft 
Lauderdale, Fla. 


* * * 


Sacramento Ford Deal 


SACRAMENTO, Calif—A new 
Ford dealership is planned in this 
city’s suburban north area. It will 
be Suburban Motors which wil] 
be located at Fulton Ave. and 
Hernando Rd. 

The firm plans a 23,000-square- 
foot sales and service building in 
which to sell and service cars and 
trucks. A staff of 75 employes is 
contemplated. 

The firm is headed by General 


Manager John C. Haulman. 
+. + * 


DeMann Chevrolet 
SILVER BAY, Minn. — DeMann 
Chevrolet, headed by Charles £, 
DeMann, is a new dealership here. 
DeMann bought out the former 


CHARLESTON, S. C.—Murdaugh | Ledin Chevrolet Co. 


Jeep Sales & Service has been 


franchised by Willys Sales. Marvin 


Murdaugh is owner. 


* * * 


Davis Pontiac Moving 


BUFFALO.—Don Davis Pon- 
tiac, Inc., has acquired the for- 
mer Taylor-O’Brien building and 
adjacent lot and will move into 
the new quarters by the first of 
the year. The acquisition makes 
the firm one of the largest Pon- 
tiac dealers in the nation, with 
almost 100,000 square feet of 
property. Louis Villa is president 
and Donald L. Davis, vice-presi- 
dent. 

* * * 
Plimley Gets Imperial 
VANCOUVER, B. C.—Plimley 


Pittsburgh-Butler Hwy., Butler,| Automobile Co., Ltd. has been ap- 
Pa.; Clifford Snyder, 459 Hamilton| Pointed an Imperial dealer. 


St., Geneva, N. Y.; Walters Motors, 
620 Valley St., Lewistown, Pa., and 
Willis Cadillac Co., 118 Grant St., 
Franklin, Pa. 


* + * 


Larson Buick Sold 


MICHIGAN CITY, Ind. — Bill 
Sherman has bought Al Larson 
Buick at 309 W. Michigan St. and 
is operating it as Bill Sherman 
Buick Co. (Buick-Opel). Sherman 
was employed for two years at 
Buick division in Flint as service 
manager. For the past five years 
he has been service manager for 
Bonnie Buick Co., Evanston, Ill. 


* * * 


Dewey Moves Dealership 


SANTA ROSA, N. M.—Central 
Motor Co. (Chevrolet), owned by 
H. L. Dewey, has moved to a new 
location just outside the Santa 
Rosa city limits on Highway 54-66. 

* x + 


Open House at Mcllwain 


ABILENE, Tex.—MclIlwain Ford, 
Inc., here held a three-day grand 
opening of its new $450,000 plant 
at 4241 S. First St. The firm is 
headed by A. M. MclIlwain. 

+ * + 


Winter, Kollen Merge 


GRANITE FALLS, Minn. — 
Winter Motors and Kollen Pon- 
tiac have merged as Winter-Kol- 
len Motors, Inc. (Buick-Chevro- 
let-Pontiac-Rambler), E. 4H. 
Winter is president and treas- 
urer, Stanley Kollen is vice-presi- 
dent and general manager. 

* t 


+ 


Molnar Buys Brainard Deal 


SHARON, Pa.—The George 
Brainard Chrysler-Plymouth deal- 
ership on E. State St. has been 
sold to Julius Molnar, Youngs- 
town, O. 

+ * ” 


Chevrolet for Pollow 


PHILADELPHIA.—A Chevrolet 
franchise has been obtained by 
Marv Pollow, doing business as 
Pollow Chevrolet, Inc., 119 E. Bal- 
timore Ave., Lansdowne, Pa. 

+ of * 


Watterson to Rambler 


ST. LOUIS.—James Watterson, 
active in the auto sales business 
here for a number of years, has 
been named president of Interna- 
tional Rambler Co., 4664 South 
Grand Blvd., this city’s newest 


* 


Lindley Buys Dealership 


SPRINGFIELD, Minn.—Donald 
F, Lindley has purchased Sten- 
zel Motors (Oldsmobile-Cadillac- 
GMC) here operated by J, R. 
Stenzel and renamed the dealer- 
ship Lindley Motors, Lindley for- 


* * * 


Leiter Sells to Grobe 


DELANO, Minn. — Leiter Auto 
Co. (Pontiac-Buick-Rambler), op- 
erated by Edward Leiter, has 
been sold to Douglas K. Grobe. 
New name of the dealership is 
Grobe Motors, Inc. 

* 


* * 


Covington Enlarges Deal 


VICKSBURG, Miss. — Covington 
Cadillac Co. has enlarged and re- 
decorated its quarters at 2417 Clay. 
The dealership is headed by Johnny 
Covington. His brother, Delma Cov- 
ington, is manager of the newly 
formed Covington, Inc. (Volks- 
wagen). 


* * * 


VW Deal in New Home 


OTTUMWA, Ia.—Import Motors 
of Ottumwa (Volkswagen), owned 
by Robert Galpin, has moved into 
its new building on US-34 on the 
east edge of the city. The structure 
has more than 8,000 square feet of 
floor space. 

- * 


Gets L-M in LaPorte 


LA PORTE, Ind.— Arthur Mag- 
nuson jr., 1429 Pennsylvania Ave., 
has been awarded a dealership for 
Lincoln, Mercury and Taunus. He 


| also operates a dealership in Michi- 


gan City, Ind., for Lincoln, Mercury 
and English Ford. 


* * * 


Snow Ford Sales Moves 


LYNDEN, Wash.—Snow Ford 
Sales has moved from Front St. 
into new quarters at Guide and 
Birch Bay-Linden Rds. Carl Snow 
is co-owner and manager. 

ok - + 


Pontiac for Snyder 
DELRAY BEACH, Fla. — Snyder 
Pontiac, Inc., headed by C. E. Sny- 
der, has opened. The company for- 
merly was Doherty-Snyder Motors, 
Inc, 
Oo” * * 


25 Years for Heinel 


PHILADELPHIA. — Dodge pre- 
sented a silver plaque to Roland 
Heinel sr., Heinel Motors, Inc, 
upon completion of 25 years as 4 
Dodge dealer. The presentation was 


made by J. R. Jarvis, Philadelphia 
ion E 

Brown Cuts Import Lines |*“*"° " = 4 
DENVER Sports Cars, ne’ | Porsche Texas Outlet 
Ren aul t-Peugeot franchise, ac- HOUSTON.—Norman Scott, Inc. 
cording to Gene Brown, presi- |1517 Austin, has been appointed 
dent. He said the firm has given | dealer for Porsche. 
up the seven other makes it has s 2 & 
handled. Winn Opens VW Deal 


PADUCAH, Ky.—A. O. Winn has 
Opened a Volkswagen sales and 


* * * 


* * * 


Cain Buys Ford Firm 


RUSHVILLE, Ill.—Forrest Cain,| service center at 1049 Kentucky 
Glasford, has purchased the Ford] Ave. 





Carter Distributors Exchange Ideas— 


Idea exchange of sales techniques and distributor operations was the purpose of 
this roundtable discussion with central distributors conducted by Gene P. Robers, re- 
placement sales vice-president for Carter carburetor division, ACF Industries, Inc., St. 
Louis. The 15 distributors at the table were asked to contribute opinions and sugges- 
tions relative to marketing current Carter products and contemplated new ones, Seated 
ai the table, starting from far left, are R. Judelson, Automotive Electric Service Corp. 
New York; J. R. Medart, Medart Auto Electric Co., St. Louis; K. J. Davis, Reinhard 
Brothers Co., Minneapolis; R. Edwards, Frank Edwards, Co., Burlingame, Calif.; E. A. 
Ruhiman and F. J. Schreiner, both of Carter; Robers; C. E. Heitman, Carter president; 
L. V. Martikonis, V. F. Thompson, and J. H. Duncan, all of Carter; H. C. Brindle, Auto 
Electric Service Co., Ltd., Toronto; A. P. Laver, Carter; W. F. Hagenloch, Lenk, Inc., 
Boston; M. R. Rousar, Mid-States Auto Electric Co., Chicago; W. E. Bailey, Knorr-May- 
nard, Inc., Detroit; J. A. Peck, American Electric Ignition Co., Oklahoma City; V. M. 
Dupy jr., Patten Sales Co., Miami; C. W. Crawford, Electric Equipment Co., Los Angeles; 
C. S$. Johnson, Automotive Electric Associates, Charlotte, N. C.; N. B. Spitzer, Spitzer 
Electric Co., Denver, and Ray Roberts of Roberts Brothers Co., Washington. Standing, 
from left, are C. J. Prince, D'Arcy Advertising Agency; D. R. Stone and M. G. Johnson, 
Carter; H. N. Spencer jr., D'Arcy, and W. J. Burns of Carter. 
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make contact and keep it 


Don’t walk, run to your nearest customer. 
He has new cars on the brain or he wouldn’t be in 
the showroom. So he does “just want to look around.” 
Give him the full tour anyhow. You may just 
get him interested.enough to go for a demo drive. 
Do this and you’re halfway home. Whatever happens, 
get the vital statistics. With them you can keep 
in touch. Without them, you can ring up a “no sale.” 


sell those features 


Keep putting across the big comfort features 
of your car. SOLEX, for example. Bigger windshields, 
bigger rear windows make SOLEX even more important 
today. Tell your prospects how the green tint of SOLEX 
reduces the sun’s heat by 50%, makes it more pleasant 
to drive on the hottest summer days. SOLEX is an easily 
demonstrated feature. It will help sell cars for you, 
help insure repeat business. Order your cars with SOLEX. 


Ip Pittsburgh Plate Glass Company 


Paints - Glass - Chemicals + Fiber Glass 


In Canada: Canadian Pittsburgh Industries Limited 


AVUe SHILLING 


All PPG Automotive Safety Glass complies with every recognized safety code, 


Wh, 


ANA 


S 










remember to remember 


A good memory is an asset to anyone in selling. 
And there’s nothing like a good tickler file 
to make a good memory. Besides the usual statistics, 
it should contain all the odds and ends 
you can pry loose from a customer ; history like 
birthdays, anniversaries, number and names of 
children or whether grandma prefers bonbons or taffy. 
A little remembering like this can turn a customer 
into a full-blooded “bird dog” and keep an old 
“bird dog” on the scent. 





SOLEX® the best glass under the sun 
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Tires Play Role 
In Selling *60s, 
Dealers Tell Tyrex 


WASHINGTON. — Tires have 
become an increasingly important 
factor in selling 1960 cars, 

This information, based on a spot 
check of new-car automobile deal- 
ers, was released at the annual 
NADA convention. by Tyrex, Inc., 
an organization of tire cord pro- 
ducers, 

Charles A. Heinlein, Takoma) 
Park (Md.) Ford dealer, told Tyrex | 
that the safety features and good 
service of the new tires have helped 
to sell more cars. 

“In previous years, we have had} 
lots of complaints about original 
equipment tires, but no complaints 
about the ’60s,” said Peter Paola, 
La Crescenta (Calif.) Oldsmobile 
dealer. “The public thinks it’s get- 
ting better tires today from manu- 
facturers. I say that because our 
customers are keeping the original 
equipment rather than trading in| 
on premium tires.” 

William Dalton, president of Ty- 
rex, said new-car customers are 


| 
| 
| 


York, has been elected president 
of the company. He succeeds Har- 
old J. Meagher. 


Two Cadillac Branches 
Get New Service Chiefs 





looking for safer, longer wearing | 


tires on the cars they buy. 


For YOU... MORE PROFIT. That’s right. 
Dealer profits are bigger, so you make more 
money on each Kayor you sell. Four Kayor 
models, houseboat floatation hulls, pontoons and 
components with accessories for the Do-It- Your- 
selfer, gives you ONE source for every prospect, 
every customer, every sale. 

EASIER SALES. Advanced designing and 
styling, better engineering, superior quality and 
unmatched performance under all conditions 


make Kayor the easiest 


Funcraft. Sleek styling for 1960, improved float- 
ation to handle big motors, greater stability in 
turning ...on EVERY score Kayor is out in front. 


For YOUR Customers...MORE FUN. 
Because Kayor is designed and built to be ‘“The 
Family Playground Afloat.” It’s easier riding... 
takes rough, choppy water without pitching. It’s 


safer, more maneuverable 


styled to sell from your display. 
MORE FEATURES. Longer pontoons give 


KayotT unmatched performance. Pontoons are 
zinc chromate treated inside for longer life. Epoxy 
finishes last much longer. Vinyl coated siding and 
canopy insures long life and lasting beauty. Kayor 
pioneered Equalizer Cones allow positive forward 
and reverse maneuverability. Eliminates stern 
drag. Gives gravitation-free turning at any speed. 


Exclusive 


INCENTIVE BONUS SALES PROGRAM! 
Limited dealerships are available. 
Write NOW for full information. 


KAYOT, INC. 
MANKATO 16, MINNESOTA 








Auto Personnel 





ice organization have assigned 
John I, Hamilton to general service 
manager of the Detroit factory re- 
tail branch and Paul van Buuren to 
general service manager of the 
New York factory retail branch. 

Van Buuren, former general serv- 
ice manager of the Detroit branch, 
replaces William G. Smith, who has 
retired. Hamilton is former district 
parts and service manager of the 
Cincinnati district. 

* * * 


Divco Names Liverance 


Melville P. Liverance has been 
appointed manager of market re- 
search and analysis for Divco- 
Wayne Corp. 

* 


Hamilton W. Watt has been ap- 
pointed Eastern regional sales 
manager for Bohn Aluminum & 
Brass Corp. He joined the firm 10 
years ago and had been manager 
of the New York sales office for the 
last four, 














* * * 


Olsen Joins Autolite 


R. A, Olsen has been named ac- 
count manager in the reorganized 
central sales division of Electric 
Autolite Co. Prior to joining Auto- 
lite, he was sales manager for the 
hardware and accessories division, 
Ford Motor Co. 


* * * 


Highway Trailer Elects 


David B. Charnay, board chair- 
man of Highway Trailer Co., New 


* * 


Assistant Sales Chief Retires 


At Saginaw Steering 


Wesley Mitts has retired as as- 
sistant sales manager at the Sag- 
inaw steering gear division, Gen- 
eral Motors Corp., 
Saginaw, after 18 
years’ service 
with GM. 

Mitts first join- 
ed GM as a tool 
engineer for the 
Pontiac Motor 
division, Pontiac, 
in 1942, In 1943 
he was transfer- 
red to Saginaw 
steering gear di- 
vision, in the 


* * * 


Two changes in the Cadillac serv-| | 





Wesley Mitts 
same capacity. He was made sales 
engineer in June, 1945, and was 
promoted to his present position in 
October, 1945. 

*” 


* * 
Ford Appoints Holloway 


Indianapolis Sales Manager 


Kenneth D, Holloway has been 
named sales manager for the 
Ford division’s Indianapolis dis- 
trict. He formerly was executive 
assistant to the regional sales 
manager in Detroit. 

Holloway succeeds A, F. Bauer- 
bach, who retired after 35 years 
with the company. Holloway 
joined Ford as a sales analyst at 
the division’s general sales office 
in Detroit in 1949, 

* oe ca 


Frye and Stewart Join 


Sparton Electronics Division 
Sparton Corp., Jackson, Mich., 

has appointed Raul H. Frye as gen- 

eral manager, and J. Alan Stewart 











J. A. Stewart 


as operating manager of its elec- 
tronics division. 

Frye, formerly was assistant gen- 
eral manager and marketing man- 
ager of the defense products divi- 
sion of Fairchild Camera and 
Instrument Corp., Syosset, N. Y. 
Stewart, formerly was production 
manager at Loral Electronics Corp., 


... and she’s a beauty NewYork, = | 


R. H. Frye 


to sell of all pontoon 


a 


Wagner P & A Names 
3 Branch Managers 


The parts and accessories divi- 
sion of Wagner Electric Corp., St. 
Louis, announces appointments of 
Al Neef jr. as manager of its Phil- 
adelphia branch office. He succeeds | 
|the late Harry F. Zahn. 
| Also announced were the ap- 
pointments of E. G, Anderson as 
manager of the St. Louis parts and| 
accessories branch office, and H. E. 
Rowland as Buffalo branch man- 
KAYOT ager. 


+ + * 
Jones, Emery Given 


Aeroquip Promotions 


M. Lloyd Jones jr. has been ad- 
vanced to general manager of 
Aeroquip’s general logistics divi- 
sion, Burbank, Calif., and Victor 
Emery has been promoted to gen- 
eral sales manager of the indus- 
trial division, which maintains sales 
headquarters in Jackson, Mich. 

Jones was formerly manager of 








Pontiac plant in 1933. During \Vorlg 
War II and again during the 
Korean War, he served as manager 


distributors’ sales for the indus- 
trial division, and has been associ- 
ated with Aeroquip since 1951. 
Emery formerly was manager of/|of the Grand Blanc (Mich.) tank 
manufacturers’ sales for the indus-| operation. 

trial division. He joined Aeroquip i 


in 1949, Isaacs Named by Bendix 


Roy H. Isaacs has been nameq 
vice-president in charge of govern. 
ment relations for Bendix Aviation 
Corp. He was formerly genera] 
manager of the Eclipse-Pioneecr dj. 
vision. 


* * * 
Sorn Joins Lipe-Rollway 


William W. Sorn has been ap- 
pointed manfacturing manager of 
Lipe-Rollway Corp., manufacturers 
of heavy-duty friction clutches and 
automatic bar feeding machines. 
He had been with Carrier Corp. and 
Murray Corp. 

+ - a 
Dana Transfers Fox 

Gerald F, Fox, sales engineer 
with Dana Corp., has been trans- 
ferred to the West Coast. 


* * * 


* * * 


Goodrich Ups Wanselow 


Van L. Wanselow, former equip- 
ment sales representative for B. F. 
Goodrich Tire Co. in Chicago, has 
succeeded John F, Rend as man- 
ager of equipment sales in Milwau- 
kee. Rend has retired after 42 
years’ service with Goodrich. 


* * * 
Highway Trailer Industries 


Names Mueller to Board 


Karl W, Mueller, president of 
Clinton Engines Corp., has been 
elected a director of Highway 
Trailer Industries, Inc. 

Mueller also will serve as a di- 

(Continued on Page 53, Col. 1) 


Sabourin, 40-Year Veteran, 


Retires from Fisher Body 


Sidney J. Sabourin has retired 
after 40 years with Fisher Body. 
He had been general factory man- 
ager, fabricating plants, since 1953. 

He joined the division in 1919 as 
a metal worker and became assist- | 
ant resident manager of the Fisher 














your 
profits! 


Be offering more than the next guy . . . in less time spent on the 
job and more accuracy in pinpointing troubles . . . your 
customer list and profits will grow and grow. Customer confi- 
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rector and chairman of the execu- 
tive committee of Highway Trailer 
Co., a wholly owned subsidiary of 
HTI which makes truck trailers, 
cargo containers and public utility 


equipment. 
.* = @ 


Simoniz Names Kling 
Harvey L. Kling has been ap- 
pointed manager of Simoniz Co.'s 
East Central sales division. Head- 
quartered in Cincinnati, Kling will 
be responsible for Indiana, Michi- 
gan, Kentucky and Ohio. 


x * * 


S-P’s Rosell Retires 


George R. Sauvageau has been 
named new distribution manager 
of the Minneapolis zone office of 
Studebaker-Packard, replacing R. S. 
Rosell, who retired. Rosell had been 
with Studebaker-Packard Corp, for 
48 years. Sauvageau formerly was 
§-P district sales manager in Iowa, 
with headquarters in Sioux City. 


Hammial, Cousins Get 


Pontiac Service Posts 


Appointments of Douglas P. 
Hammial as editor of the service 
manuals and Charles L. Cousins as 
service promotion manager have 
been announced by H. J. Hales, 
general service manager for Pon- 
tiac. 

A veteran of 20 years experience 
with General Motors divisional} 
technical publications, Hammial 
succeeds the late Robert Sawyer. 
Hammial joined Pontiac in 1956 as 
a senior technical writer. 

Cousins joined Pontiac in No- 
vember after two years as adver- 
tising and public relations director 
for the American Concrete Insti- 
tute. 

* Bg * 


Budd Appoints Jehle 


General Sales Manager 


Albert J. Jehle jr., has been ap- 
pointed general 
sales manager, 
automotive divi- 
sion of Budd Co., 
Detroit. 

Jehle joined 
Budd Wheel Co. 
in 1940 as a sales 
represent a- 
tive and eight 
years later was 
appointed to the 
position of sales) 
A. J. Jehle representative for 


the automotive division. 
* 7 * 


Kendall Transfers Doyle 


J. T. Doyle is the new general 
sales manager of the Polyken sales 
division, Kendall Co. He had been 
general manager of the Andrews- 
Alderfer division. 


* * 


Barber Retires at Olds; 


Merchandising Chief 

B. Newton Barber, 60, general 
merchandising manager at Oldsmo- 
bile for the past 
three years, has 
retired. 

Following 
15 years experi- 
ence in the retail 
automotive field, 
he joined Olds- 
mobile as a dis- 
trict manager in 
Oakland, Calif. 
in 1940. On Sep- 
tember 1, 1956, s 
Barber was B. N. Barber 
named Oldsmobile’s general mer- 
chandising manager, the post he 
held until his retirement. 

+ * + 


Keller Named Distributor 


Robert J. Keller has been ap- 
Pointed distributor in Ohio and 
Western West Virginia for S&S 
Professional cars manufactured by 
Hess & Kisenhardt Co. He succeeds 
H. P. Talcott. 

+ 








* * 
Wagner Promotes Four 


At Executive Level 

Wagner Electric Corp. announces 
the following executive promo- 
tions: 

Harold N. Felton from sales vice- 
President to marketing vice-presi- 


dent, and director. Carl E. Widell 
from director of market expansion 
to assistant marketing vice-presi- 
dent. Ralph W. Boeringer from in- 
dustrial relations director to indus- 
trial relations vice-president. 
Harold S. Garrett from assistant 
director of purchases to director of 


purchases. 
J + * 


Hahn Shifted by B-W 
A. K. Hahn has been appointed 
treasurer and comptroller of War- 
ner Automotive division, Borg- 
Warner Corp. He had been with 
Morse Chain Co., a Borg-Warner 
subsidiary, as assistant treasurer 
and assistant comptroller. 
of * + 
Pontiac Promotes Shapiro 
To Head of Parts Warehouse 


Marvin J. Shapiro has been ap- 
pointed superintendent of Pontiac’s 
parts warehouse. 

He succeeds H. Dave Harrison, 
who is retiring after 40 years with 









magnus 





General Motors. Succeeding Shapiro} Robert Price, battery merchandis- 


as assistant superintendent of the 
parts warehouse is William M. 
Ward. 


* * * 


Mack Promotes Goldsmith 


John Goldsmith has been named 
assistant manager of branch oper- 
ations for Mack Trucks, Inc, He 
will assist in the administration of 
the company’s 60 branch offices. 

* * * 


B & D Appoints Treslar 


Black & Decker Mfg. Co. has ap- 
pointed Glen H. Treslar to the 
newly created position of general 
sales manager of the firm’s indus- 
trial-automotive division. 

* *~ a 


Carter Names Miller 


Kennard F. Miller has been 
named manager of manufacture for 
the Carter Carburetor division of 
ACF Industries, Inc. He will be re- 
sponsible for all functions of the 
division other than sales. 

* * * 


Autolite’s Miller, Price 
Assigned Additional Duties 


Two executives of Electric Auto- 
lite Co. have been assigned extra 





ing manager. 

Miller also will serve as director 
of spark-plug field testing, and 
Price’s new duties include visiting 
and consulting with major fleet op- 
erators and coordinating engineer- 
ing and field-testing activities 
throughout the U. S. 

* 


* * 


Fabrikoid Names Almond 


Automotive Sales Chief 


Edmund Almond has been 
appointed auto- 
motive sales man- 
ager of the “Fab- 
rikoid” division of 
Canadian Indus- 
tries Ltd. 

Previously he 
had been Ontario 
district sales 
manager of the 
division, and last 
year was appoint- 
ed automotive 
sales supervisor. 
His headquarters will be in New 
Toronto, Ontario. 

* + * 


Hercules Names 3 
The board of directors of Hercu- 


Edmund Almond 


duties. They are Walter F. Miller,|jes Motors Corp., Canton, O., has 
fleet_and marine manager, and| elected Adolph A. Karrasch manu- 


FREE Step-By-Step Picture Guide Shows 


How to Cach-in on 
COMPLETE USED CAR 


CLIP and MAIL 


APPEARANGE RECONDITIONING 


Magnus Chemical Co., Inc. 
97 South Avenue, Garwood, N. J. 


Name. 
Position 
Company 


Address. 





Please send a free copy of your new 
Appearance Reconditioning Guide. 








facturing vice-president and Wil- 
liam P, Porch treasurer and a di- 
rector. John D. Cook was reelected 
secretary. 

* * 


Pennell Replaces Lundstrom 


As Head of Peterbilt 


Donald F. Pennell has been 
named general manager of Peter- 
bilt Motors Co., Oakland, Calif., a 
— of Pacific Car & Foundry 


Pennell takes over the duties of 
Lloyd A. Lundstrom, who has re- 
tired. Pennell, who joined Peterbilt 
in March, 1959, as special assistant 
to Lundstrom, has held engineering, 
sales and executive positions with 
various truck manufacturing divi- 
sions of Pacific Car and Foundry 
for 23 years. A new $2 million fac- 
tory is now under construction for 


Peterbilt in Newark, Calif. 
+ + ad 


Airtex Division Realigns 
Sales Territory Managers 


The following changes in sales 
territories have been announced for 
the automotive division of Airtex 
Products, Inc.: 

Jack Horner, Dallas zone man- 
ager, has been promoted to Midwest 
region manager; Durwood Hill Foor 

(Continued on Page 54, Col, 2) 
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Dallas Jobbers 
Deny Charge of 


Price Favoritism 


DALLAS. — Automotive Jobbers, 
Inc., and its member jobbers of 
automotive products and supplies 
have denied Federal Trade Commis- 
sion charges of knowingly inducing 
and receiving discriminatory prices 
from suppliers. 

They flatly denied allegations in 
the FTC’s complaint of last Sept. 21 
that AJI is merely a bookkeeping 
device for facilitating unlawful 
price discriminations, and that it 
serves only as an agent through 
which members are billed and pay 
for their purchases. 

Declaring it “is the purchaser of 
all items it buys for resale,” AJI 
said it has a warehouse with ap- 
proximately 13,000 feet of floor 
space in which it stocks over 8,000 
distinct automotive parts and sup- 
plies bought from about 75 suppli- 
ers. 

“Like every distributor,” the an- 
swer asserted, “AJI makes most of 
its purchases on its estimates of 
product salability and prospective 
demand. These purchases are not 
based on prior orders of jobbers. 
As orders are received they are fill- 
ed from inventory where possible 
and the purchaser is billed at prices 
set by AJI. 

“Some jobber respondents make 
most of their purchases from AJI, 
some from other suppliers. Pur- 
chases made by respondent jobbers 
from other suppliers are at prices 
set by that supplier, and the re- 
spondent jobber is billed by that 
supplier for such purchases, which 
are shipped to the respondent job- 
ber making the purchase. AJI does 
not participate in any way in these 
purchases.” 





Intercontinental Moves 
SAN ANTONIO. — Intercontinen- 
tal Motors, Volkswagen distributor, 
has moved to new quarters at 1820 
Broadway. 
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has been promoted from territory 
representative to Pittsburgh zone 
manager; James R. Puckett has 
been promoted from territory rep- 
resentative to Chicago zone man- 
ager, and Albert Ekegren, formerly 
Pittsburgh zone manager, is now 
New England zone manager. 

Robert Killion, Chicago zone 
manager, has been named Dallas 
zone manager; James B. Carter has 
been appointed territory represent- 
ative in the Atlanta zone; Charles 
Abbott has been appointed territory 
representative in the Baltimore- 
Washington zone; John Fialon has 
been appointed territory represent- 
ative in the Pittsburgh zone, and 
Fred Bawulski has been appointed 
territory representative in the Chi- 
cago zone. 

* + 


AMC Shifts Service Aides 


B. T. Hanson has been named 
Minneapolis zone service Manager 
for American Motors Corp. He re- 
places E. L. Nelson, who was pro- 
moted to central regional service 
manager in Detroit. J, O, Shey 
succeeds Hanson as district man- 
ager in Montana. . 2 


Perry Shifted by Gould 
W. E. Perry has been appointed 
manager of the St. Paul division 
of Gould-National Batteries, Inc. He 
had been manager of the Kansas 
City division. a 
* 


Autolite Appoints Hernandez 


To Head Racing Division 


TOLEDO.—Fran Hernandez, 20- 
year veteran of driving, building 
and equipping race cars, has been 
named to head the newly formed 
racing division of Electric Autolite 
Co. 

Hernandez will direct Autolite’s 





racing program and will supervise 
activities of the company’s new field 
organization of specially trained 


representatives who will be on hand & 


at all NASCAR-sanctioned tracks in 
the U. S. and Canada where Auto- 
lite is posting trophies for the 1960 
racing season. These men will make 
available lastest spark plug and ig- 
nition know-how and assistance to 
drivers and mechanics. 
x + 


Lippmann Reelected Head 


Of Vinyl Fabrics Institute 


Jules D. Lippmann, general 
manager of the Textileather divi- 
sion, General Tire & Rubber Co., 
has been reelected president of 
the Vinyl Fabrics Institute. 

Also reelected were C. Gordon 
delliffe, Columbus Coated Fabrics 
Corp., first vice-president, and 
Paul Howard, Weymouth Art 
Leather Co., second vic e-presi- 


N. C. Dealers See 
Sales Upswing 


WILMINGTON, N. C.— Dealers 
are confident there will be an up- 
swing in car sales late this winter 
and early in the spring, the Wil- 
mington New Car & Truck Dealers 
Assn. was told by Bessie Ballentine, 
executive director of the North 
Carolina Automobile Dealers Assn. 

She said most dealers with whom 
she had talked during a statewide 
tour reported that the Big Three’s 
compact cars had done much to 
stimulate interest in autos. 

J. Fred Rippy, Coastal Motors, 
Inc., was elected president of the 
Wilmington association; H. W. 
Barnes, Barnes Motor Co., vice- 
president, and.Louis Perry, Secur- 
ity National Bank, secretary-treas- 
urer. 
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dent. Paul F. Johnson was re- 


named executive secretary. 
~ * - 


Hastings Names Duval 


Assistant Sales Manager 


Richard E. Duval has been ap- 
pointed assistant 
sales Manager 
for Hastings Mfg. 
Co.,, Hastings, 
Mich. 

With Hastings 
since 1941, Duval 
has served as 
Southwest field 
representa- 
tive, Northwest 
district manager 
and, for the past 
nine years, 4s 
Eastern division sales manager 
with headquarters in New York. 

* + + 


Union Carbide Names 2 V-Ps 


J. F. Warnell has been appointed 
sales vice-president and A, J. 
Adams, production vice-president of 
Union Carbide Consumer Products 
Co., division of Union Carbide Corp. 
Warnell had been general sales 
manager of consumer products, and 
Adams had been general works 
manager. 


se, 


R. E. Duval 


ca * 
3 Executive Appointments 
Announced by Bendix 


Three major executive appoint- 
ments on the staff of the Bendix 
Aviation Corp. 
and its systems 
division have 
been announced 
by Malcolm P. 
Ferguson, Bendix 
president. 

Dr. Russel D. 
O’Neal, formerly 
general manager, 
Bendix systems 
division, Ann Ar- 
bor, Mich., has 
been elected engi- 
neering vice-president for the cor- 
poration; Roy J. Sandstrom, for- 
merly assistant general manager of 
the systems division, was appointed 
general manager, and L. B. Young, 
who has been in charge of long- 
range planning for the division, was 
named assistant general manager. 

Ke * ok 


B-W Advances Martin 


William F. Martin has been nam- 
ed director of manufacturing serv- 
ices for Borg-Warner Corp. He had 
been manufacturing vice-president 
of Borg-Warner’s Byron Jackson 
division. 





Dr. R. D. O’ Neal 


* * * 


Sterling’s Spencer Retires 


R. W. Spencer has retired as 
sales vice-president of Sterling 
Aluminum Products, Inc. He will 


continue as a consultant. 
* * oe 


Avis Promotes Heckert 


J. B. Heckert has been appointed 
Eastern vice-president of Avis 
Rent-a-Car System. He formerly 
was Central vice-president. The 
Central and Atlantic divisions have 
been combined as the Eastern divi- 


sion. 
* * * 


S-P Appoints Chapin 
Carrol Chapin has been named 





i 
district sales manager for ‘tude 
baker-Packard in Southern Minne. 
sota. He will headquarter in Minne 


apolis. Chapin formerly was Strict 
sales manager for Willys in the 
same area. 

* * * 


Olds Promotes Mueller 


Edward K. Mueller, has » cep 
promoted from assistant zone 
manager in New York City to 
Houston zone sales manager for 
Oldsmobile. His territory co vers 
South Texas and West Louisiana, 


* * * 


DeVilbiss Promotes McCuire 


T. Kenneth McGuire has beep 
named a vice-president of DeVilbiss 
Co., Toledo. He has been general 
manager since May, 1959. 

* x * 


Gould Promotes Spencer 


A. M. Spencer has been named 
manager of Gould-National Batter. 
ies, Inc.’s newly formed Southern 
region, which includes the Memphis 
and Dallas districts and the Okla. 
homa territory. He had been sales 
manager of the Memphis division, 

* * + 


Divco Appoints Seabright 


Parts Merchandising Chief 


Ralph G. Seabright has been ap- 
pointed merchandising manager 
for service parts and accessories af 
the Diveco Truck division, Diveco- 
Wayne Corp. 

Seabright joined Diveco Truck in 
1958, after nine years with the Ford 
division. 

* # * 


Hertz Names Buller 


J. E. Buller has been appointed 
Canadian zone manager for Hertz 
American Express International, 
Ltd. He will maintain headquarters 
in Montreal and will supervise all 
the company’s car and truck rental 
and leasing operations in Canada. 

Ke cs * 


Dodge Names Miller 


J. D. Miller has been named San 
Francisco assistant regional man- 
ager for Dodge. 

+ ad * 


Maxey Moves Up at Polk 


Chester R. Maxey has been named 
Detroit territory district manager 
for the city directory division of 
R. L. Polk & Co. 

* 


* * 


Mack Promotes Goldsmith 


John Goldsmith has been named 
assistant manager of branch oper- 
ations for Mack. He had been a 
staff assistant in the general sales 


department. 
* o* * 


AC Promotes Long 


Harold R. Long, AC Spark Plug 
division zone sales manager in 
Jacksonville, Fla. has been ap- 
pointed Eastern area service man- 
ager. His headquarters will be in 
Philadelphia. 


a a 


IH Appoints Waitt 


George W. Watt has been named 
manager of the International Har- 
vester truck sales district at Bir- 
mingham, Ala. He has been in 
International truck sales for 25 
years and previously was assistant 
manager of the Chicago sales dis- 
trict. 





Filters for All Types of Applications— 


Eighty-two new filters and accessories for all types of automotive applications have 
been announced by Fram Corp., Providence, R. |. The new products accent the trend 
toward more use of filters in domestic and imported cars, trucks, and engines. Greater 
use of heavy-duty engine intake air filters with precleaners is also indicated. More 
than 30 of the new products are this new type for truck and engine applications. 
Many of the products are for installing oil and air filters on imported cars. New 
conversion kits have been announced for Opel, Simca, Renault and Volkswagen. New 


filtering applications are also appearing in greater number. This year there is a 


brake breather filter and a power steering filter for trucks. 
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’ Parts Setup Featured ... 


How Dealer Cultivates Customers 


By Albert S, Keshen 
Staff Correspondent 

MORRISTOWN, N. J.—Although 
it may sound like a bromide, the 
familiar adage that “the customer 
js always right” cannot be taken 
lightly if a dealer wants to build up 
a profitable parts department, 

Cuddle the customer and com- 
fort him, take his gripes in the 
game way you do his praises, but 
above all put him on the pedestal 
that he is entitled to and you'll al- 
ways have him coming back to 
your door. 

That in a nutshell is the atti- 
tude that the folks at Downs Mo- 
tors in all departments, especi- 
ally parts, take toward their 
accounts and it has kept every- 
body happy. The end result spells 
out a monthly average of about 
$18,000 in parts and accessories of 
which approximately 60 percent 
is wholesale, 40 percent retail, ac- 
cording to Harry P. Downs jr. 
Downs Motors, one of the oldest 
Chevrolet dealerships in the area, 
pioneered in setting up a parts de- 


Consolidated net sales for 1959 
reached an alltime high of $676,- 
942,133, surpassing 1958 by $207,160,- 
034, according to William O’Neil, 
president of General Tire & Rubber 
Co. 

“By coincidence, our sales gain in 
our 44th year in business was 44 
percent,” O’Neil said, “and marks 
the 10th consecutive year our sales 
have shown sizable increases over 
the previous year.” 

The consolidated net earnings for 
1959 totalled a record $26,624,080, an 
increase of 136 percent over the 1958 
earnings of $11,279,117, O’Neil re- 
ported. The previous record of $11,- 
600,463 was established in 1955, he 
added. 

* * 


H. K. Porter Reports 
Record °59 Sales, Profits 


Net sales of H. K. Porter Co., 
Inc., in 1959 reached an alltime high 
of $225,956,904, an increase of 66 
percent over 1958, according to C. L. 
Holbert, president. 

Preliminary figures, he added, 
show an increase of 93 percent in 
net profit, from $3,481,475 in 1958, 
to $6,731,885 in 1959, 


Fiscal °59 Sales Set Mark, 


Dayton Rubber Reports 


“Sales of Dayton Rubber Co. for 
the year ended Oct. 31, 1959, reached 
a@ record $101,838,313,” according to 
C. M. Christie, president. This ex- 
ceeds by 19 percent 1958 sales of 
ane, the previous record, he 
said. 

Net profits for fiscal 1959 totalled 
$2,414,226, Christie added, compared 
with $1,324,434 in ’58. 


Sports-Car Deal Opens 


TULSA, Okla.— Wilkerson’s 
Sports Cars, Inc. has opened at 
750 S. Lewis. 





Drive-Through Service Area— 





partment at a time when the com- 
petition hesitated to take a chance. 
It has been an integral section of 
the business since its inception in 
1926 and has won many national 
awards. 

Today, the parts department oc- 
cupies a separate corner of the 
modernized Downs building. It has 
an individual front entrance, sep- 
arate back loading platform and 
front window display space in 
which to show sample items and 
place advertising material. This 
area occupies a 200-square-foot 
showroom facing the street and is 
always kept clean and well lighted. 


The department is strategically 
located next to the 1,400-square-foot 
new-car showroom which has a 
comfortable customers’ reception 
room, It is also within easy reach 
of parts customers, indicating right 
from the start that the buildings’ 
planners had public convenience in 
mind. 


Parts Manager Bill Allen knows 
from long experience the value of 
building up goodwill through mak- 
ing things nice and easy for his 
customers and being always on 
hand for quick calls, 

He joined the department in 
1946 and in the interim has 
“broken in” four men who now 
manage parts departments for 
other Chevrolet dealers in the 
area. 

He thinks so much of his depart- 
ment that the Allen family lives 
only a short distance from the shop. 

This means that Bill can be on 
hand for emergency service after 
closing hours, 

Another important factor in 
building up such good customer 
relationships is the large inventory 
carried, valued at $60,000. This vir- 
tually enables the department to 
serve as a one-stop shopping cen- 
ter, able to fill orders immediately. 

This stock, moreover, is scienti- 
fically laid out so that no time is 
lost in picking up items and refill- 
ing the bins. These bins are in 
group order back of the counter 
and arranged in numerical se- 
quence, plainly marked, so a clerk 
saves time in making up an order 
instead of having to look through a 
lot of drawers. 

There are 197 of these small 
bins. Bulk items are in 62 larger 
bins. Heavy material, like fen- 
ders, skirts and hoods, is placed 
in a mezzanine storage area over 
the garage. Here again scientific 
planning is evident in putting re- 
lated materials next to each 
other, like hood-support bins over 
the hood racks, 

Cleanliness is a fetish in the parts 
department, which is given a gen- 
eral cleaning at least once a month. 
The men are asked to use their rags 
in wiping off dust in the bins when- 
ever they have the chance, Al- 
though a perfect polish can never 
be attained, the place does always 
have a neat, comfortable look about 
it. 

Like many other dealerships, the 
Downs men depend mainly on the 
telephone to stimulate business. 
But, unlike the others, these calls 
are not left to one man but divided 
among the four in the department 
with each man responsible for cer- 
tain areas. Besides routine calls for 

* * * 





This is a view of a part of the service department at Downs Motors (Chevrolet), 
Morristown, N. J. The department has doors on both ends and 11 bays are located 
Om this side of the department. The dealership has built up a healthy parts and 
Service business by emphasizing customer relations. 


orders, the men make five or six 
extra calls a day, which result in 
substantial plus business. 

One employe is on the road all 
day, wheeling a pickup on his reg- 
ular routes, He calls the office at 
periodic intervals from certain spots 
to check on extra orders which 
might have come in or to handle 
any other chores that come his 
way. 

The dealership also operates a 
body shop which is managed in- 
dependently from the rest of the 

business. Located in a separate 
building a few doors away, it is 
@ good customer for the parts de- 
partment. 

Downs Motors hag been quick to 
utilize every medium open to it to 
promote its parts operation. For in- 


stance, it has taken advantage of 
the “Shoot for the Moon” whole- 
saler parts meeting programs to 
bring customers into the shop and 
acquaint them with the facilities 
available, 

Chevrolet-s ponsored litera- 
ture and catalogs are sent out free- 
ly and mats are used for newspaper 
advertising. 

An extra touch is provided in the 
attractive window displays, which 
are changed about once a month. 
They are gaily decorated during the 
Christmas season with tinsel and 
holiday decorations, emphasize use 
of many items as gifts and stimu- 
late extra purchases by picturing 
the items available, 

All of this activity against the 
modernized setting of the Downs 
building makes up a combination 
which spells better business. It’s all 
in keeping with the widely accept- 
ed idea around town that Downs 
is more than just a dealer and 
something of a local institution. 








Ready for Work— 


Service Manager Foster V. Burnett of 
Downs Motors (Chevrolet), Morristown, N. J., 
prepares to call for some supplies from 
the dealership's large parts department. 
The dealership maintains a $60,000 parts 
inventory so that just about every item is 
available at all times. 





One of the car lots in the photos 
above made money last winter. The 
other did not. Can you tell which was 
the profitable lot? 


Sure! It was the lot protected by 
Childers Carports. And Childers Car- 
ports may be the difference between 
your lot losing money or making a 
profit this winter. 


Open every day. You see, Childers 
Carports turn your lot into an attrac- 
tive, 365-day outdoor showroom. With 
Childers Carports protecting your 
stock, even the heaviest snow can’t 
cover your cars and put you out of 
business. 


Pay for themselves. And because 
Childers Carports cost only pennies per 
car per day, they quickly pay for 
themselves in savings on clean-up 
costs alone. In addition, Childers Car- 
ports cut your costly winter light bills 
50% and more because they concen- 
trate your lights directly onto your 
cars . .. let you use fewer lights for 
a more attractive night display. 


Year-round protection. And best of 
all, Childers Carports increase your 
sales and cut your overhead all-year- 
round—not just in the winter! Dealers 
everywhere in the United States have 
erected Childers Carports and are en- 
thusiastic about them. Here are a few 
reasons why: 
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Snow, sleet, rain or hail never touch these cars protected by Childers Carports. 
With Childers Carports on your lot you’re open for business 365 days a year! 


Now! CHILDERS Carports Keep Your Cars 
Springtime Clean On Winter’s Dirtiest Days 


...and make your lot a more inviting place to stop, look and deal! 


UP TO 36 MONTHS TO PAY 
Install Childers Carports now 
under low-cost Childers 36- 
Month Finance Plan. Let your 


carports pay for themselves in 
savings on clean-up and lighting 
costs plus extra profit through 
increased sales! 


1. More sales and faster turnover. 
Expert dealer accountants say it costs 
$3 a day to “board” a car—yet Child- 
ers Carports cost only a few cents per 
car per day. 


2. Higher prices for cars that are 
always clean and comfortable. 


3. Architect-designed to harmonize 
with existing buildings and displays. 


4. Easy to install. Your own men 
can do it with ordinary tools. 


5. Easy to move if you are on leased 
property ... or if you want to change 
the arrangement of your outdoor dis- 
play. 


Freight-free. Your carport is shipped 
direct from the factory, freight pre- 
paid and allowed to you. : 


For complete details) on Childers 
Carports and pictures of actual installa- 
tions, just fill out and mail the coupon 





below. We’ll include a list of 300 deal- 
ers in 32 states who have installed 
them (you can telephone any two deal- 
ers on this list at Childers’ expense). 
You still have time to protect your 
cars this winter with Childers Car- 


ports. 


WE PAY FREIGHT 
“TO ANY DEALER IN U. S. 


r"——~MAIL THIS COUPON TODAY’ 


| 
Childers Manufacturing Co., Dept. AN- | 
3620 West 11th Street | 


Houston 8, Texas 


! 
Please rush me complete details on | 
Childers Carports, along with a list of | 
300 dealers in 32 states who have in- | 
stalled them, and pictures of actual | 

! 


dealer installations. 

(] Check here for independent engi- | 
neer’s report on 35-lbs. per sq. fr. 5 
snow load test of Childers Carports. 


Name. 


Name & 
Title 


Address. 


CONN cote 
(] Check here if you would like to 
pay for your carports while they 
earn profits for you. We finance up 





to 36 months. 
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Auto News from Britain 


°59 Production Hit Record 1.17 Million Units; 
570,000 Exports Also Set New Mark 


By F. C. Livingstone ness, and where the fly-by-night 
Staff Correspondent folk are losing out, 
* * 


ONDON.—Britain’s auto industry 
set records for production and 
exports in 1959. The industry pro- 
duced nearly 1,170,000 autos last 
year, up about 10 percent over the 
1958 figure of 1,051,551, the first 
year in which output topped the 
million mark. 

Exports exceeded 570,000, mark- 
ing the first time shipments pass- 
ed half a million. In 1958 they 
totalled 486,816, the previous high. 

All this was in spite of a rash 
of wildcat strikes which hit prac- 
tically every maker. These wild-cat- 
ters cost at least another 200,000 
autos, it was estimated. 

+ 


* + 

Leyland, Jaguar Link Up 

E of the most unusual linkups 

is that between Leyland Motors, 
producers of heavy-duty commer- 
cial vehicles, and Jaguar cars, mak- 
ers of some of the sleekest autos in 
the world, Between them, they are 
going to offer the U. S. a line of 
trucks, ranging from 15,680 to 100,- 
000-pound maximum rating. 

The newly formed company, 
Leyland Motors (U. S. A.), Inc., 
will have the advantage of the 
well-established sales organization 
built up by Jaguar Cars, Inc. Ley- 
land will set up dealer organiza- 
tions in the U. S., Canada and 
Mexico and have a parts depot in 
Long Island City, N. Y. 

The Leyland trucks are all diesel 
and range from 72 to 230 horse- 
power. 

Shortly after Leyland announced 
its intention to enter the U. S. mar- 
ket, Rootes showed its new Com- 
mer lightweight trucks. Rootes has 
produced 19 different variations on 
the new three-quarter-ton chassis 
and, although no official announce- 
ment is likely for some two or three 
months, it is likely that most of 
these will be introduced into the 
U. S. before midsummer. 

As an example of the line’s wide 
range, there is a luxury four-berth 
caravan, a 12-seater bus, an am- 
bulance, a 14-seater contractor’s 
bus, a milk float, a pickup, a gown 
van, a mobile shop and a baker’s 
van into which electrically heated 
shelves can be inserted overnight 
to keep the bread oven-fresh. 


* * * 


U. C. Prices Unstable 


SEEMS practically impossible 

to get a coherent picture of what 

is happening in the used-car mar- 

ket. Shortage of new models, due 

to strikes and the rush to get ex- 

ports away, has boosted prices of 

one-and-two-year-old models, Many 

dealers believe it is a waste of good 

floor-space to have even a five- 
year-old auto on show. 


One thing worrying a lot of 
would-be buyers is the introduction 
of the long-overdue reliability tests, 
now due for the spring. That is 
where the well-established dealers, 
who can offer aftersales service, 
are getting the bulk of their busi- 


Rockwell Plans 
New Mich. Lab 


CORAOPOLIS, Pa. — Rockwell- 
Standard Corp. has announced 
plans for creation of an overall 
research and development center to 
be located at Birmingham, Mich. 


Plans to consolidate all of the 
research and development activities 
of the corporation in this one loca- 
tion will be carried out in several 
separate but coordinated phases, 
Rockwell said. 

The first phase of this project 
includes the immediate construc- 
tion of greatly enlarged laboratory 
facilities at Birmingham, with an 
adjoining new building to house the 
offices of the research staff. Basic 
architectural plans have been ap- 
proved and construction will begin 
as soon as detailed plans are per- 
fected, probably around the first 
of the year, it was said. 

When completed, the facilities 
will provide a combined laboratory 
and office area of more than triple 
the existing space at Birmingham, 
Rockwell said. 
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Vauxhall Plans Told 


HILIP COPELIN, Vauxhall 

managing director, said the new 
Envoy sedans and Sherwood sta- 
tion wagons, being produced at the 
request of certain Vauxhall dis- 
tributors in North America, will be 
sold through dealers not already 
handling Vauxhalls, which would 
continue to be sold in competition 
with the new models. 

He added that the new cars 
would be introduced first in Canada. 
Production until the “pipelines” 
are filled will be over 100 cars per 
day, he said. 

” ++ = 
Triumph Buys Body Firm 
TANDARD-TRIUMPH INTER- 
NATIONAL, LTD., has taken 
over the motor-car body building 
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and die-making sides of Hall Engi- 
neering (Holdings), Ltd. Hall’s 
Liverpool plant turng out body 
panels for the ‘Triumph Herald. 


Vauxhall Output Sets Mark 


———— output rose by 41 
percent in 1959, Production hit 
a record 246,085 units, compared 
with 174,616 in 1958, the previous 
high. Exports rose by 30 percent 
to 134,912, representing 55 percent 
of sales. The most important mar- 
ket was North America, which took 
59,300 vehicles. 

British Motor Corp. exported 
259,011 units, of which 104,304 
went to North America. Exports 
were up 30 percent over those of 
1958. 

Ford of Dagenham also had a 
record year. Total output was 469,- 
000 autos, trucks and tractors, an 
increase of 52,000 over 1958, the 
previous best mark. Exports total- 


U. S. is Dagenham’s best customer, 
taking 46,500 cars and light vans. 
U. S, tractor purchases jumped 150 
percent to 7,400, 


@ year-round friend, Use it often for statis- 


tics, buyer information and personnel data.! dealership and disposed of his} but not as a dealer. 


NEW SIPUGIER 


TWO-PLATE CLUTCH LINE 








DESIGNED FOR 


HIGH SPEED, HIGH TORQUE 


ENGINES! 


Spicer heavy-duty 13”, 14” and 1514” 2-plate clutches have for years been 
taming high torque loads on the most powerful automotive power plants built. 
Now this pioneering know-how has been used to develop a complete range of 
2-plate clutches from 8%” to 12”, in addition to the already 
established 13”, 14”, and 15%” units. 


The new Spicer 11” 2-plate clutch, now in production, is designed for 
vehicles with GVW’s up to 60,000 pounds, and engines in the torque range 
from 300-400 pounds/feet. 
The new range of Spicer 2-plate clutches will reduce inertia, lower release 

effort by 40%. Built-in parallelism guarantees uniform pressure across entire surface 
of pressure plate, regardless of wear or adjustment. Reduced 
peripheral speeds offer greater resistance to burst. 


The new clutches will be smaller, lighter in weight, yet have greater 
facing area for increased clutching efficiency. 


Spicer two-plate clutches are available in damper, rigid or cushion disc design 
with riveted, bonded or ceramic type facings. 





Rootes’ New Commer Caravan— 
This is the new Commer %-ton forward-control caravan, with the roof extended 


led 241,000, up 25,000 on 1958, The to sleep four. Built by Rootes, it is available with either a gas or diesel engine, 
It is expected to be introduced in the U. S. by midsummer. 


Smith Closes Up Buick-Pontiac Deal 


MARIETTA, O.—J. in ne building under a lease-purchase 
— owner of J, Frank Smith Motors,| agreement with a dairy. He said he 
The AUTOMOTIVE NEWS ALMANAC is' has given up his Buick-Pontiac| will continue in an automotive line 
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New Products, Facilities Mulled .. . 
7 EEE 


Truckers Discuss Speed, Costs 


By Ed Brown 
Staff Correspondent 

NEW YORK.— Speed, economy, 
new products and facilities for bet- 
ter handling of truck freight were 
the chief topics of discussion at the 
convention of the Private Truck 
Council of America. 

Cooperation between rail, air 
and truck movers was also dis- 
cussed at some length, with rep- 
resentatives of rail, air and ship 
owners giving highlights of new 
techniques to bring about speed- 
jer, yet more economical move- 
ment of freight. 

Ernest G. Cox of the Interstate 
Commerce Commission’s section of 
motor carrier safety said studies 
conducted by the ICC indicate the 


> need for changes in regulations to 


help prevent further serious acci- 
dents. 

He said, “It is clearly recognized 
that trucks operated by private 
carriers have been involved in some 


New Spicer 11” 2-plate Clutch 





extremely serious accidents, This is 
true not only with respect to colli- 
sion-type accidents, but private car- 
rier vehicles have been involved 
in one tragically serious explosion 
and in a number of other bad ac- 
cidents related to the transporta- 
tion of dangerous commodities such 


as compressed gases, acids and| 


flammable liquids, 
“The experience of 1959 clearly 


underscores the need for continued | 
aggressive attention and determin-| 


ed effort on the part of the com- 


mission to identify accident-breed- | 


ing conditions and to do all in its 
power to remedy them.” 

The trend away from large in- 
ventories is likely to’ continue, ac- 
cording to Roger H. Gilman, di- 
rector of port development, Port 
of New York Authority. This 
move will place a premium on 
speed in the movement of goods 


to meet production line require- | 


ments and delivery dates. He sug- 
gested that distribution directly 


Comparative Design Information 
11” 2-Plate 14” Single Plate 


to large retailers is likely to con- 
tinue. 

“As manufacturing and retail and 
| wholesale trade, as well as popula- 
| tion, disperse, facilities must be pro- 
vided to accommodate the rubber- 
tired vehicles which have the flex- 
ibility to serve widespread mar- 
kets,” he stated. 

“The location and alignment of 
these facilities must to a certain 
extent represent a revision in the 
thinking of highway planners, in 
that the traditional radial highway 
network, with highways fanning 
out from the central core as spokes 
from the hub of a wheel, can no 
longer meet the needs of widely 
| dispersed urban areas. Emphasis 
|must be placed on circumferential, 
peripheral and intersuburban high- 
ways in order to move people and 
| goods among suburban concentra- 
tions of population and industry.” 

In an effort to reduce the cost of 
moving goods from one spot to an- 
other, much emphasis during the 





Facing O.D. 1B he 13.875” 
Facing |. D. ar 8” 
Facing Area (per facing) 56.55 sq. in. 100.8 sq. in. 
Total Facing Area 226.2 sq. in. 201.6 sq. in. 
Mean Radius .375 feet .456 feet 
Plate Load 1750 Ibs. 2880 Ibs. 
Torque Capacity 656 Ib. ft. 656 lb. ft. 


Write today for complete information on the new line of Spicer 2-plate clutches. 


DANA 


Serving Transportation—Transmissions ¢ Auxiliaries ¢ Universal Joints ¢ Clutches Propeller Shafts Power Take-Offs 
« Torque Converters @ Axles e Powr-Lok Differentials e Gear Boxes @ Forgings @ Stampings e Frames @ Railway Drives 
Many of these products are manufactured in Canada by Hayes Steel Products Limited, Merritton, Ontario 





CoRPORATION 
Toledo 1, Ohio 














convention was placed on the pros- 
pects for more “containerization.” 
There are many controllable 
factors which affect the fuel econ- 
omy of trucks, whether diesel or 
gasoline, according to B. K. Jacob, 
eastern regional manager, Cum- 
mins Engine Co. 
The selection of the engine and 
drive components which will utilize 
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the best engine for a specific appli- 
cation and place it in its best econ- 
omy range is one, while driver ed- 
ucation on fuel economy, or, if this 
isn’t practical, the use of special 
governors to do for the driver the 
things he won’t do for himself, 


“In both the selection of the en- 
gine and in driving, the important 
points are to keep road speeds with- 
in the limits necessary to meet 
schedules, to keep engine revolu- 
tions at the slowest speeds consist- 
ent with ability to move the load 
and to accelerate, and to supply 
adequate power to do these things,” 
Jacob asserted, 


He suggested that, if driver train- 
ing fails, the reduction of top speed 
can be accomplished either with the 
standard engine governor or &@ 
road-speed governor. The road- 
speed governor cuts the engine 
r.p.m, only in top gear while per- 
mitting the full r.p.m. and horse- 
power to be used on grades. 


This gives better speeds on 
grades, but penalizes fuel econ- 
omy. While control by the en- 
gine governor will give better 
economy but slightly poorer per- 
formance on grades, he cautioned. 
The relative merits of the diesel 

truck were discussed, with Albert 
G. Crockett, director of sales de- 
velopment for Mack Trucks, cau- 
tioning his listeners not to discount 
the diesel as a money-saver because 
the trend in some states is to elim- 
inate the price differential between 
diesel and gas fuels by imposition 
of higher taxes. 


“It is not only in the price of fuel 
that diesel economy lies,” he stress- 
ed, “but in the greater mileage per 
gallon which it provides, This econ- 
omy, then, must and will remain 
even if diesel fuel is equal in price 
to gasoline, 


“Normally, under the same oper- 
ating conditions, the diesel shows 
60 to 75 percent better fuel mileage 
than the gasoline engine of equiv- 
alent ability and, as the diesel is 
improved, this percentage will rise. 
Even if the price of diese] fuel and 
gasoline were the same, to put it 
generally, the fuel cost of the diesel 
would still average about one-half 
that of an equivalent gasoline pow- 
erplant.” 

C. Gordon Bennet, vice-presi- 
dent of Leyland Motors (U. S. A.), 
Inc., stated that the light weight 
diesel has been sadly neglected in 
this country. Europeans, immedi- 
ately after World War II, were 
forced to develop the diesel en- 
gine. Running costs had to be 
held to a minimum because of the 
expense involved in the purchase 
of gasoline. It was also severely 
rationed in many countries. 


British manufacturers, he said, 
turned their full attention to the 
diesel unit not only in their heavy 
vehicles but also in their lighter 
models. 


“In the early days, diesel engines 
were comparatively expensive to 
produce compared to the gasoline 
engine,” Bennett pointed out, “The 
reasons for this, of course, being 
that the diesel engine requires far 
more precision engineering, 

“However, with modern machine 
tools, improved materials and mod- 
ern knowhow, the cost of the diesel 
engine has been brought down to a 
price that makes it a feasible prop- 
osition even in trucks in the me- 
dium-price range. From the reports 
that I have been reading lately in 
various trade magazines, it now 
seems that American manufactur- 
ers are also beginning to realize 
that there is a vast market for 
diesel trucks in the 15,000 to 45,000- 
pound GVW class.” 


A model Enabling Act on Reci- 
procity has been recommended to 
all jurisdictions for enactment, ac- 
cording to E, J. Amey, director, 
reciprocity program, American 
Assn, of Motor Vehicle Administra- 
tors. 

It has also been proposed to the 
National Committee on Uniform 
Traffic Laws and Ordinances for 
inclusion in the Uniform Vehicle 
Code, This would provide a uni- 
form law covering reciprocity and 
proration. 

“The members of your associa- 
tion can be helpful,” Amey sug- 
gested, “by working with your 
motor vehicle administrators and 
assisting in the introduction and 
passage of legislation needed to 
achieve such uniformity, Mean- 
while, we shall continue our efforts 
toward the extension of reciprocity 
where none now exists and to uni- 
formity wherever possible.” 














Blackhawk Jacks— 


Changing car dimensions and lift re- 
quirements prompted its redesigned line 
of automotive jacks, according to Black- 
hawk Automotive division, Milwaukee. The 
four new jacks (from left) have lifting 
capacities of 144 tons, 1% tons, two tons 
and four tons. 


Blackhawk Shows 
Redesigned Line 
Of Auto Jacks 


NEW YORK.—Blackhawk Auto- 
motive division, Milwaukee, intro- 
duced a new line of four-wheeled 
floor jacks at the International Au- 
tomotive Service Industries Assn. 
Show here, 


Blackhawk said the new jacks 
were necessitated by today’s chang- 
ing car sizes and the resulting lift 
requirements. The company calls 
its new line “the biggest major de- 
sign change in service jacks in 30 
years.” 

A portable 1%-ton jack for serv- 
ice-station and curb work has been 
added to the line, and three models 
have been redesigned. 

They are the 1%-ton jack for 
curb and service truck work, the 
two-ton model for car lifting in 
dealer shops and repair garages 
and the four-ton unit for cars and 
light trucks in dealer shops and ga- 
rages. Blackhawk’s 10-ton and 
20-ton models for large trucks and 
buses remain unchanged. 
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Correspondent George L. Glazer Writes .. . 





Auto Letter from Europe 


TUTTGART, West Germany.— 

Daimler-Benz has a new slogan 
—“The possible we do every day; 
the impossible we show at the 
Rallye Monte Carlo.” 

Three privately owned Mercedes- 
Benz 220-SE (fuel injection) four- 
door sedans captured the first three 
places in the rally, which has been 
called the toughest of the European 
road races, The entries had factory 
assistance. 

Starting in Warsaw, Poland, 
the three Mercedes-Benz cars 
drove about 2,800 miles over icy 
roads. It was the first time Ger- 
man cars and drivers ever have 
won a Monte Carlo contest. 

The Charles Faroux cup was an- 
other prize. It is given to the team 
that has three winning cars. 

A Sunbeam finished fourth, and 
a fuel-injection Mercedes owned by 
a team from Holland was fifth. 
Completing the top 10 were: Eng- 
lish Ford, sixth; Sunbeam, seventh; 
DKW, eighth; SAAB (driven by 
Finnish participants), ninth, and 
Citroen, 10th. 

+ + 


2 Cars, 1 Plate 


| te! SWITZERLAND, it is possible 
to obtain one license plate for 
two cars—only one of the vehicles 
can be used at a time, of course. 
Some Germans have requested the 
same program for Germany. 

* + * 


Porsche Output Up 19 Pct. 


Pox production rose 19 per- 
cent to 7,100 units in 1959, The 
U. S., Porsche’s best customer, got 
2,800, or 40 percent, of the cars. 


* * * 


Afterburner Problems 


YHREE German firms are de- 
veloping afterburners, Problems 
have been caused by the lead con- 
tent of the gasolines which requires 
a temperature of over 300 degrees 
Centigrade (200 degrees Fahren- 


heit) in the afterburner, The add- 
ing of sufficient amounts of air into 
the afterburners also has presented 
a problem, 

* - * 


‘Bargain of the Year’ 


UTO writers consider that the 
bargain of the year is the 15-M 
short-stroke engine which is avail- 
able for about $6 on the improved 
Taunus 12-M, This car looks like a 


Dealer Ad Ideas 


Big Day for Small Fry 


RAMBLER dealer’s promotion 
scheme using 1,000 money-filled 
balloons financed soda-fountain 
binges for a number of youngsters. 
For the introduction of new mod- 
els, salesmen at Cornelius Rambler 
filled balloons with money—mostly 
pennies but many with dollar bills. 
The balloons were strewn around 
the showroom for first-come, first- 
served lookers. First to claim one 
was a small boy and his balloon 
contained $1. 

By the following day, over half 
the balloons were claimed by other 
small fry who had gotten the word. 
Dealer Otto Cornelius had to sched- 
ule a second balloon giveaway to 
cheer up disappointed late-arriving 
youngsters. 





* * * 


‘Buy a VW and Save’ 


How much do people save by 
buying and operating economy 
cars? Eyerly Foreign Cars (Volks- 
wagen), Salem, Ore., came up with 
a novel approach to the question. 

In an ad in a Salem newspaper, 
Eyerly announced that “the people 
who have purchased Volkswagens 
from us since 1954 have made $1 
million, compared to driving a big 
car.” 


good bet for the U. S. now that it 
is marketed there. 
* * * 


Wulfrunian Bus Developed 


” 994 A. D., a Lady Wulfrunian 
gave a lot of property to the 
church of Hantum, and the English 
city of Wolverhampton was born. 

‘Natives of the city are called 
Wulfrunians, and Guy Motors, Ltd., 
a bus builder there, has adopted 
that name for a new vehicle. 

The double-deck bus is 75.5 
inches high and has air suspen- 
sion, independent front-wheel 
suspension and disk brakes op- 
erated by air over hydraulic. 

It has a flat floor and is powered 
by a six-cylinder engine, Three 
types of engine are available, two 
made by Gardner and the other by 

Leyland. 

Instead of a clutch pedal, the bus 
has a fluid clutch which also can 
be used for braking with the en- 
gine. It has a switch control for 
the four semiautomatic gears which 
are shifted by air pressure. Gearing 
is planetary. 

> + 


Spring Inserts Patented 


ORD OF COLOGNE also has a 

new patent which looks good. 
Inserts between leaves of leaf 
springs already are known, but 
wear of them is pretty rapid. 

Ford has suggested placing 
round pieces of elastic material 
between the leaves. 

By grooving the leaves, these 
rods will always return to the same 
point. They will, however, produce 
an exact amount of predetermined 
friction while wearing a long time. 

- * * + 


Easier Imports 


Norwar is completely liberaliz- 
ing imports of passenger cars, 
starting in October, 1960. Quotas 
have been increased for the period 
prior to that time. 


No matter 


equipment, 


contours on 















Aerocar Signs Dealer— 


M.-B. Taylor, left, president, Aerocy, 
Inc., Longview, Wash., delivers the fir 
Aerocar to Thomas Weitbrecht, presiden, 
Marshfield Airways, Inc., Marshfield, May 
| Weitbrecht, said to be the first “flying 
automobile" dealer, has ordered 10 mon 
Aerocars. 












* * * 


Aerocar Seeks 
Dealers to Handle 
Its ‘Flying Car’ 


LONGVIEW, Wash. — Aerocar, 
Inc., is seeking auto dealers to han. 


dle its “flying automobile,” the 
Aerocar, according to M. B. Taylor, 
president. 


“It is obvious to us,” Taylor said, 
“that the merchandising of the 
Aerocar can best be accomplished 
through automotive channels. 

“This is because you can drive 
the Aerocar into the garage and 
have it serviced like any conven- 
tional automobile,” Taylor said. 
“The other features of showrooms, 
business experience and sales fa- 
cilities in the automotive industry 
are superior to current retail air 





craft facilities.” 

Taylor expects to deliver Aero- 
cars to dealers before September, 
The firm is offering a 20 percent 
dealer discount. 

The firm also has announced the 
development of an “airplane-only’ 
version of the Aerocar Called the 
model II Aero-Plane. The addition 
is designed to broaden the marke 
for Aerocar dealers, Taylor said. 


Remote-Cup Outtit shows how DeVi | b SS 
total SEFVICE het ya 


paint a brighter profit picture 


how unique your operation, 


DeVilbiss has the combination of equip- 
ment that’s best for you. That’s because 
DeVilbiss offers total service . . . makes every 
major type of air compressor and spray 


from the versatile Remote-Cup 


Outfit that’s made to order for tricky 


late-model cars to prefabricated 


spray booths and exhaust systems that can 
easily be erected by your own men. Add 
to this our free operator training school 
and money-saving rebuilt exchange serv- 
ice, and you have a combination that can 
paint a brighter profit picture for your paint 
shop. Call your DeVilbiss supplier or jobber 
for equipment-selection assistance. The 
DeVilbiss Company, Toledo 1, Ohio. 


FOR TOTAL SERVICE, CALL 


DeViLBiss 












| 


—~ - @eeoce2oa 


eawe wWiewy NNOee 


SHVern anc 2h 





—_— 
The following prices include the sug- 














AUTOMOTIVE NEWS, FEBRUARY 15, 1960 











59 


ing, power brakes standard on Series 98.) 





SBE gested base — ha y a ederal PLYMOUTH — (On six-cylinder models, 
cise tax amoun’ sugges dealer e 
ex! lin N add $119 for a V-8 engine.) Fleet Special 
delivery-and-handling charges. ot in- Six—4-dr. sed., $2,277; 2-d 
-dr. a9 , ; 2-dr. sed., $2,227. 
cluded are variable items passed on to j Savoy Six—4-dr. sed., $2,310; 2-dr. sed 
the retail buyer, such as State and local e Ss $2 260 Seelentian a a } 4. ; 439: 
| taxes, transportation charges and op- ae ee 2.389: 24 nee ° ee 
tional equipment. Fury eons sed., $2,575; ee "anes 
(Copyright, 1960, by Automotive News) top, $2,656; 2-dr. hardtop, $2,599. Station 
Se é 2.870: power brakes standard on all models.) conv., $4,874.50; 4-dr, 2-seat stat, wag.,| stat. wag., $3,354. Dodge Polara V-8—4-dr. Wagon Six-—2-dr. 2-seat Deluxe Suburban 
ak — Se . = $2, ; CHECKER—Superba — 4-dr. sed., $2,- | $5,022; 4-dr. 3-seat stat, wag., $5,130.50.|sed., $3,141; 4-dr. hardtop, $3,275; 2-dr. $2,602; 4-dr, 2-seat Deluxe Suburban $2,- 
2-dr, se’., $2,756; 4- r. hardtop, es 542.42. (Price does not include dealer prep- | 300-F—2-dr. hardtop, $5,411; conv., $5,-| hardtop, $3,196; conv., $3,416; 4-dr. 2-seat 668: 4-dr. 2-seat Custom Suburban $2,761 
2-dr. h et bag Rte Ry aa . aration charge.) oe, (TorqueFlite, power steering, power | stat. wag., $3,506; 4-dr. 3-seat stat. wag.,| piymouth V-8 (On the following models, & 
ste “9 , , o ° ~ . , 
Zoeat < 193. Invieta—4-dr. sed., $3,357;| _CHEVROLET—(Prices are for six-cylin-| ona S00 pre on erates New Yorker $3,621. V-8 engine is standard and a six-cylinder 
Mer. hardtop, $3,515; 2-dr. hardtop, §3,- | der tmaatet edt, ced. $2,584, 2-tr mead | CORVAIR—S00 Serles—4-dr. sed., $2 Se ee $2067. ‘Station Wagon V8 4dr, S-acat 
» conv., $3,620; 4-dr. 2-seat stat, wag., | Fleetmaster—4-dr. sed., $2,284; 2-dr. sed., : is “9 e Ula. 2,967. Wagon V-8—4-dr. 3-seat 
i fo ak S-seat stat, wag. $3,948. | $2,230. Blseayne—4-dr. sed., $2,316; 2-dr. | 038;,,¢Pe.,, $1,984. 700 Serles—4-dr. sed.,/ FORD (Prices are for six-cylinder mod-| Custom Suburban, $2,990; 4-dr.  2-seat 
Electra—1-dr. sed., $3,856; 4-dr. hardtop, | Sed., $2,262; utility sed., $2,175. Bel Air—/| °°), <¢ 0 ee eae _|els. For V-8s, add $113.) Custom 300/ Sport Suburban, $3,024; 4-dr. 3-seat Sport 
$3,963; 2-dr. hardtop, $3,818. Electra 225 | 4-dr. sed., $2,438; 2-dr. sed., $2,384; 4-dr. | , {r°SPEO -Rirestite fdr. sed... $3,017; | (Fieet)—4-dr. sed., $2,284; 2-dr. sed.,| Suburban, $3,134. 
_4-dr. hardtop (flat roof or sloping roof), ee eee co bts nae” haroen, = saa. Monee ae, —_ $3,579; andr, $2,230. Fairiane—4-dr. sed., $2,311; 2-dr. PONTIAC—Catalina—4-dr. sed., $2,702; 
$4,300; conv., $4,192. (Turbine Drive trans- | pala—4-dr. sed., $2,590; 4-dr. hardtop, $2.- | .ratop, $3,727; 2-dr. hardtop, -$3,663.| 8¢4-» $2,257; business 2-dr., $2,170. Fair-|2-dr. sed., $2,631; 4-dr, hardtop, $2,842; 
mission standard on pavieta, Miovtre and Senitan “Ge Seen iat Bates Etekwaea, (TorqueFlite standard on Adventurer.) ao ey aoe? $2,388; 2-dr. sed.,|2-dr, hardtop, $2,766; conv., $3,078; 4-dr. 
a 225. ower 8 img an power agons—c<-ar, 2- , ‘ ,334. jalaxie—4-dr. sed., 2,603; 2-dr. | 2- % w yj ; 4-dr, 3- » 
Elec standard on ‘Blectra. and Electra | $2,586; 4-dr,2-seat Brookwood, $2,653; | ,, DODGE—Dart—(Dart prices are for six-| $04) ''go 549; 4-dr. hardtop, $2,675. Star-| wag. $3,207, Venturai-dr. hardtop, $3 
roca, 225.) 4-dr, 2-seat Parkwood, $2,747; 4-dr. 3-seat Fleet Spe ‘aha Bg ‘d. g oxy wo rt | liner—2-dr. hardtop, $2,610. Sunliner —/|047; 2-dr. hardtop, $2,971. Star Ohief— 
a Kingswood, $2,850; 4-dr, 2-seat Nomad, ~ -dr. sed., $2,296; 2-dr. sed.,| conv., $2,800. Station Wagons—2-dr. 2-|4-dr, sed., $3,003; 2-dr. sed., $2,932; 4-dr 
> fing CADILLAC—Sixty-Two r. ardtop $2,889. Corvet harato $2,245. Dart Seneca—4-dr. sed., $2,330: , ’ ; : “9 ,003 ; 5 * 1932; . 
(flat roof or sloping roof), $5,080; 2-dr. ,889. 0 te—ha P cpe, or conv.) 5 )5, sed $2,278; 4-dr, 2-seat stat, wag seat Ranch Wagon, $2,586; 4-dr. 2-seat| hardtop, $3,136. Bonneville—4-dr, hardtop, 
ident, . conv. : (V-8 standard), $3.872. 95. Dart Ploy : ; ;*| Ranch Wagon, $2,656; 4-dr. 2-seat Country | $3,331; 2-dr. hardto 255; conv., $3,- 
hardtop, $4,892; conv., $5,455; | Sedan $2,695. Dart Pioneer—4-dr. sed., $2,459: ; P, $3,255; , 
Maul ge ville 4-dr. hardtop (flat roof or sloping} CHRYSLER—Windsor—4-dr. sed., $3,-|2-dr. sed., $2,410; 2-dr, hardtop, $2,488: os $2,752; ae. Soest Countey oe 476; 4-dr, 2-seat stat, wag., $3,530. 
flying roof), $5,498; Coupe de Ville 2-dr, hardtop, | 194; 4-dr, hardtop, $3,343; 2-dr, hardtop, | 4-dr. 2-seat stat. wag., $2,787; 4-dr. 3-seat | $2:937; 4-dr. 3-seat Country Squire, $2,967. RamMBLER — American Deluxe — 4-dr, 
moni $5,202; Eldorado Seville 2-dr, hardtop, | $3,279; conv., $3,623; 4-dr, 2-seat stat.|stat. wag., $2,892. Dart Phoenix—4-dr. | Thunderbird—(V-8 standard)—2-dr. hard-| seq, $1,844; 2-dr. sed., $1,795; 2-dr. 2-seat 
$7,401; Eldorado Biarritz conv., $7,401.| wag., $3,733; 4-dr, 3-seat stat, wag.,|sed., $2,595; 4-dr, hardtop, $2,677; 2-dr.| ‘tP, $3,755; conv., $4,222. stat. wag., $2,020. American Super—4-dr. 
Sixty Special—4-dr. hardtop, $6,233. Seven- | $3,814. Saratoga—4-dr. sed., $3,929; 4-dr.| hardtop, $2,618; conv., $2,868. Dodge IMPERIAL—Custom—4-dr. sed., $5,029; | sed., $1,929; 2-dr. sed., $1,880; 2-dr. 
ty-Five — 8-pass. sed., $9,533; limousine, | hardtop, $4,067; 2-dr. hardtop, §$3,989.|Matador V-8 —4-dr. sed., $2,930; 4-dr.|4-dr. hardtop, $5,029; 2-dr, hardtop, $4,-| 2-seat stat. wag., $2,105. American 
$9,748. Eldorado Brougham—4-dr. hardtop,| New Yorker — 4-dr. sed., $4,409; 4-dr.| hardtop, $3,075; 2-dr. hardtop, $2,996; | 922.50. Crown — 4-dr. sed., $5,647; 4-dr. |—4-dr. sed., $2,059; 2-dr. sed., $2,010; 2-dr. 
$13,075. (Hydra-Matic, power steering,| hardtop, $4,518; 2-dr. hardtop, $4,461; /|4-dr. 2-seat stat. wag., $3,239; 4-dr. 3-seat| hardtop, $5,647; 2-dr. hardtop, $5,403; | 2-seat stat. wag., $2,235. Deluxe Six—4-dr. 
—_— — conv., $5,773.50. LeBaron—4-dr. sed., $6,-|sed., $2,098; 4-dr. 2-seat stat. wag., $2,- 
318; 4-dr. hardtop, $6,318. (TorqueFlite,| 427. Super Six—4-dr. sed., $2,268; 4-dr. 
7 Port-of-Entry Prices on Imported Cars Tac ee ee Coe | Saat Soa See de 
all models. wag., $2, . Cus -dr. sed., = 
LINCOLN—Lincoln—4-dr. sed., $5,441; | 383; ‘ear. hardtop, | $2,468; ¢-dr, 2-seat 
4 4-dr. hardtop, ,441; 2-dr, hardtop, $5,-| Stat. wag., , ; 4-dr, 3- . . 
The following imported-car prices are |mission, $4,770; cpe., $4,500; cpe.|Caravan — 2-dr. stat. wag., $2,262.60. | 953. —. oe sed., $5,945; on $2,802, Rebel Super V-8—4-dr. sed., $2,- 
East Coast Port of Entry figures, They | (overdrive), $4,665; cpe. (automatic trans-| (Heater standard on both models.) hardt $5,945; 2-dr. hardto 5,698. | 387; 4-dr. 2-seat stat. wag., $2,681; 4-dr. 
= tnslade conn, freight U.S. exelae tax | mission), $4,750; conv., $4,620; conv. | | PANHARD Dyna Deluxe 4-dr. sed. $1,- Cantioontar tia, sed, $O84590;° ddr, |3-seat stat, wag., $2,806, Rebel Custom 
an- po uty. y do not include | (overdrive), ,785; conv. (automatic | 697; Grand Standing 4-dr, sed., $1,725. 30: 2- *nardtor _| V-8 — 4-dr. sed., $2,502; 4-dr. hardt 
the dealer preparation charges, U, S. trans- | transmission), $4,870. XK-150-S—roadster| PEERLESS—G. T. 2-litre cpe.. $3,995. oer "our aes do; town coe, 06 eS: $2,577: 4-dr. 2-seat stat, wag., $2,798; 
portation fees, state and local taxes or | (overdrive), $5,120; cpe. (overdrive), $5,- PEUGEOT—403 — 4-dr. sunroof. sed. +30; +» 97,096.20; » 99,205; | oe . . 
| *| limousine, $10,230. (Automatic transmis-|4-dr. 3-seat stat. wag., $2,921. Ambassa- 
ylor, optional equipment. 075; conv. (overdrive), $5,195. $2,250; 4-dr. stat. wag., $2,490, (Heater! .ion, power steering, power brakes, radio,|dor Super V-8—4-dr. sed., $2,587; 4-dr. 
(Copyright, 1960, by Automotive News) LANCIA— A p pia —4-dr. sed., $2,892; | standard on both models. ) heater standard on all models.) *|sed., $2,587; 4-dr. 2-seat stat. wag., $2,- 
said, ALFA ROMEO—Giulietta—Spider, $3,- | £°"%: (Vignale), $4,490; cpe. (Farina), PORSCHE—1600 Series — conv., $3,581; : 881: 4-dr. 3-seat stat. wag., $3,006. Am- 
the iS baner Getder, 03,988; Gorton a 33". $4,438; cpe. (Zagato ‘‘S’’ modified), $4.-| Super conv., $3,981; cpe., $3,700; Super MERCURY—Monterey—4-dr. sed., $2,- bassador Custom V 8—4-dr. sed., $2,732; 
00; a ao” Uae Te fete i. 708. Aurelia—conv. (Farina), $5,830; cpe., | cpe., $4,150; Carrera cpe., $5.700; hardtop, | 730; 2-dr. sed., $2,631; 4-dr. hardtop, |4 4, hardtop, $2,822; 4-dr, 2-seat stat. 
hed 40h $5028, Spider sonister cony.,| $9,830. Fiaminia—4-dr. sed., $5,998; cpe. | $3,865; Super hardtop, $4,315;" Carrera, | $2,845; 2-dr. hardtop, $2,781, conv., $3,-| Was $3,026; 4-dr. 2-seat hardtop stat. 
dr. ee Pp Y| (Farina), $6,355; sport (Zagato), $6,485; | hardtop, $5,865; cabriolet, $3,950; Super | 077. Montclair—4-dr. sed., $3,280; 4-dr.| o>" 9 416;’ 4-ar. 3-seat stat. wag., $3,- 
ri OS ISTRONG SIDDELEY Star Sap-| &,!:,Touring, $6,485. cabriolet, $4,400; Carrera cabriolet, $5,950. | hardtop, $3,394; 2-dr. hardtop, $3,331./j.5°" “"’ ; . 
rive - a tad a6 oe6. (Auten a. ene LLOYD—600 Series—2-dr, sed., $1,395;| PRINCE SKYLINE—4-dr. sed., $2,295| Park —4-dr. hardtop, $3,858; 2-dr. —— Deb oux—4-ér 
and phire 4- ¥, ee toma: 2-dr. sunroof sed., $1,445; conv., $1,510;| (West Coast PUE.) hardtop, $3,794; conv., $4,018. Station 8 : ER—Lark 7. s : . 
yen- mission and power 8 ing are standard.) | >.dr. 4-passenger stat, wag., $1,445; 2-dr.| RENAULT—40V 4-dr. sed., $1,345; 4-| Wagons—4-dr. 2-seat Commuter, $3,127: | sed., $2,046; 2-dr. sed., $1,976; 2-dr. 2-seat 
ARNOLT-BRISTOL— (Prices are F.O.B.|4-passenger sunroof stat, wag., $1,500;|dr. Sunroof sed., $1,400. Dauphine 4-dr, | 4-dr. 2-seat Colony Park, $3,837. (Mere-O-| stat. wag., $2,366; 4-dr. 2-seat stat. wag., 
aid. § Chicago—Competition, $3,995; Bolide, $4,-|2-dr. §-passenger stat. wag., $1,675; 2-dr.|sed., $1,645; 4-dr. Sunroof sed., $1,700.|Matie standard on Montclair and Colony | $2,441. Lark a sooo -— -_ p 
yms, § 245; Deluxe, $4,995. 6-passenger sunroof stat. wag., $1,740; | Caravelle—conv., $2,395; hardtop, $2,445;| Park. Dual range Merc-O-Matic, power |181; 2-dr. sed., $2,111; 2-dr. 2-sea' je 
fa- ASTON-MARTIN — DB4 — cpe., $9,870.|2-dr. 6-passenger stat. wag. (long wheel-| hardtop-conv., $2,525. (Heater standard on | steering, power brakes standard on Park | wag., $2,501; 4-dr. 2-seat stat. wae. b 
Stry &. JUSTIN og 91,798; A-40] stat. wap tens Omi — as. on RILEY 2 “ 2dr hardtop, $2 296; conv. $2,621: 4-dr. 
, STIN—A- -dr. sed., $1,795; A-40| stat. wag. (long wheelbase), $1,895. RILEY—1.5 4-dr. sed., $2,319. (Heater! OLDSMOBILE—Series 88 -—4-dr. sed.. | <~¢r. Te gga +4; Lark Regal V-8 
air} deluxe 2-dr. sed., $1,856; A-55 Mark II 4-| | MAICO — 500 —2-dr_ sed., $1,325. 700| standard.) $2,900; 2-dr. sed., $2,835; 4-dr, hardtop, | 7-Seat stat ea aor ain ae ener 
. sed., $2,198. (Heater standard on A-40 | Sport—2-dr. sed., $1,845. (Heater sterdard ROVER—90—4-dr. Deluxe sedan, $3,395. | 31034: 2-dr. hardtop, $2,956; conv., $3,- -dr, sed., ’ ; . P, $2, ; 
deluxe. ) on both models.) 105—4-dr. Deluxe sedan, $3,625 (automatic | 984. 4- i :" g-ar, | COMV., $2,756; 4-dr. 2-seat stat. wag., 
, , 284; 4-dr. 2-seat stat. wag., $3,363; 4-dr. 
ero- AUSTIN-HEALEY—Sprite—conv., $1,795. MERCEDES-BENZ—180—4-dr. sed., $3,-| overdrive). 3-Litre —4-dr. sed., $4,775. 3-seat stat wag $3,471 ‘Super 88—4-dr. $2,726. Hawk V-8—5-passenger sport cpe., 
ber, 3000—-Standard roadster (4-seater), $3,051; | 250. 180-D (diesel engine) —4-dr. sed.,| (Heater standard on all models. Power sed., $3,176; 4-dr. hardtop, $3,402; 2-dr. $2,650. 
rent rl yen or ee eed $3,527. 190—4-dr. sed., $3,441. 190-D =: brakes standard on 3-Litre.) hardtop, $3,325; conv., $3,592; 4-dr, 2-seat VALIANT — V-100 — 4-dr. sed., $2,053; 
on Deluxe.) , lo a ae wod., $3,718. 190-4 ROLLS-ROYCE—Silver Cloud—Standard | stat. wag., $3,665; 4-dr, 3-seat stat, wag., | 4-dr. 2-seat stat. wag., $2,365; 4-dr. 3-seat 
AUTO UNION—“1000"’—4-a d., $2 roadster, $5,032; coupe, $5,244; coupe| Steel Saloon, $14,895. (Automatic trans-| 53,773, Series 98—4-dr. sed., $3,887; 4-dr.| stat. wag., $2,488. V-200—4-dr. sed., $2,- 
the Siete: 9dr. hardtop ¢ $2,500.00; 2'dn. (with removable hardtop and Se mission, power steering, power brakes| hardtop, $4,159; 2-dr. hardtop, $4,083;| 130; 4-dr. 2-seat stat. wag., $2,443; 4-dr. 
nl es ue, 00,000.08 Cakes aundied onl ke nk, Gee Oe ae, ced (Continued on Page 61, Col, 5) conv., $4,362. (Hydra-Matic, power steer-|3-seat stat. wag., $2,566. 
hn ell models. ) aes: teth aaciibinlas teil $5,018; conv. or coupe (folding emergency 
3 /—Series — Standar eel| seat), $8,091; conv. or coupe (bench-type e e e 
cet Saloon, $14,595. (Automatic transmission,| rear seat), $8,184. 300— 4-dr. hardtop, 
power steering, power brakes standard.) | $10,070; 4-dr. hardtop (automatic trans- W mm eo 
d. | Other models ‘are custom-built and vary| mission), $10,438; 4-dr. conv., $12,644; e€ Oo ercia ar e€ ra 10ns, 


considerably in price. 
BERKELEY—328-c.c. roadster (2-cylin- 
der), $1,595; 492-c.c, roadster (3-cylinder), 











4-dr. conv. (automatic transmission), $13,- 
629. 300-SL—roadster, $10,950; coupe, $11,- 
128; coupe (with removable hardtop and 





19 States for December, 1959-1958 













































$1,745. convertible top), $11,397. (Heater standard 
BMW—Model 501/2.6 4-dr. sed., $5,000; | on all models. Power brakes standard on 
Model 502/Deluxe/2.6 4-dr, sed., $5,600;|all models except 180, 180-D, 190 and 
Model 502/3.2 4-dr, sed., $6,000; Model | 190-D.) Truck registrations by states are 
ae ri i. del ones MESROPCE SEAN — 3-ér. hardtop, $1,- celomsed 7 —— = Brock- Stude- ToL 
.2 conv., 900; ode i /3.2 | 672.60; conv., $1,696.60. » he representatives in ker | White | Will Misc. | TA’ 
Touring Sport cpe., $10,500. (Heater and MG-MGA 1600—roadster (disk wheels), state capitals. —_ i = 
oe _— are standard on Models 503 | $2,444; ee on ae, wheels), me ; epe. 310 550 772 305 51 274 1824 594) 10878 
an ; (disk wheels), $2,667; cpe. (wire wheels), viously Reported 59 61] 1713 61} 553} 3 | 
BMW 600—5-pass. sed., $1,398; sunroof | $2,767. MGA-DOHC—conv., $3.069; coupe, | 3 States, Previously Repo 58 | Soo} 48|_=«o3e8] 277i] Bet} 1329] 301|__—S4|_—_—308| a9] S19] 11516 
sed., $1,487. BMW 700—Cpe., $1,898.| $3,263 (disk brakes and knock-on disk : 59 4 68 2 30 106 2% 88 i8 1 34 55 4 466 
: (Heater standard on all models.) wheels standard). Magnette Mark I1I—4- | Connecticut 58 4| 164 2| 24 125 43 oe 10 s| 21 eal 81 626 
BMW ISETTA 300 — sunroof, $1,048.| dr. sed., $2,695. (Heater standard on ! 2 $ 142 
(Heater standard.) Magnette.) Delaware ‘59 "| 31 | 18 36 8| 31 2| ” ‘| j 14 172 
BORGWARD—Isabella — 2-dr. sed., $2,- MORETTI—750 Series (35 horsepower)— ‘58 65 4 Il 35 10} 19 2 
495; stat. wag., $2,685; Touring Sport, | Super Panoramica 4-dr. sed., $2,495; Coupe | jjj;,91, 59 734 26| 240) +1040) +174) +~=«709 52 i a 3 a 3417 
$2,845; Touring Sport Coupe, 33,750. Turismo, $2,495. 750 Series (43 horsepower, ‘58 | 1092 34 146 1067 260 547 47 14 54 84 99| 3444 
CITROEN—ID Luxe—4-dr. sed, (heater| dual carburetors)—Super Coupe Turismo, 7 25 le eS = Sa 3 55 i" 175 
standard), $2,545, ID-19—4-dr. sed. (air| $2,995; Spyder conv., $2,995. Vermont ” | 25 | é| 43 H rif | 2| | 4l 7} 2 
suspension), $2,695. DS-19—4-dr. sed. (air| MORGAN—“Plus Four’ cpe., $2,855. 58 Be ieee at aon mee Tacs eet anne F516 
suspension, power brakes, power steering,| MORRIS — ‘1000’? Standard 4-dr. sed., | Wisconsin "59 | 373 " 61} 460) 60 326 15 5 20} 85 94) «151 
automatic clutch), $3,245. $1,678; 2-dr. sed., $1,495; conv., $1,574; '58 443 1 69} —-406|_—sI9},— 219 10 7 7| 72|__ 91) ae 
DAF—600—Standard 2-dr. sed., $1,499;|2-dr. stat. wag., $1,798. “1000” Deluxe—| (7577, "59 77 i it] 139 28 40 ! 6 26 10/339 
Deluxe 2-dr. sed., $1,599. (Variomatic au-| 4-dr. sed., $1,718; 2-dr. sed., $1,599; conv., y g 58} | 153 17| 102! 39 72 | | 3 5I tt 450 
ee ee Se ee oe ee | eed 59) 66) 3021| 102) 919) 4928) 863) 2995| 393. 71! 395) 2205| 969) ‘197 
els. —4-dr, sed., »259, e 5 
DAIMLER—SP-250 conv. (V-8), $3,702.| NSU PRINZ—2-dr. sed., $1,398; 2-dr.| To Date for December 58 os 5575 gt} 1041] 4549) 1346] 2289) 372! ~—83}_— 394] _—*1235|_—822|_— 17863 
DATSUN—4-dr. sed., $1,616; half-ton| sunroof sed., $1,487. NSU Prinz 30 (36|~ Year "59 1151| 295235 2836| 50024 tte 66386| 102383| 12923 5745| 14603} 28831| 39352| 895123 
a truck, $1,588; 2-dr, stat. wag., $1,- | horsepower)—2-dr. S08 ts “En are To Date ‘58 917| 226474 2790| 33898] 191622) 51709| 8443 11249 3861| 11503} 20635) 30796) 669885 
5 - nger models.) 3 s inz— . 
DKW—4-dr. sed., $2,283.43; 2-dr, sed., ee Tiiater mandare on all “The information in this report has been compiled from official state documents. srory reasonable precaution has been coerce So Ieee 
$1,995; deluxe 2-dr. sed., $2,157.63; 2-dr. | models.) accuracy to the extent of the registrations received at the time the report Is published. R. L. Polk & Co. cannot assume any liability by 
stat. wag., $2,321.07. (Heater standard on — 2-dr. sed.. $1,957.50. ! reason of inaccuracles or omissions."—R. L. Polk & Co. ° 


all models.) 

FACEL VEGA—H. K.-500 cpe., $8,550; 
Excellence 4-dr, hardtop, $12,800. 

FERRARI—250 Granturismo—cpe. (Far- 
ina body), $12,600; California conv, (Scag- 
lietti body), $12,600. (Heater standard on 
both models.) 

FIAT—500 Series—2-dr. sunroof, $1,098; 
2-dr. sunroof sport, $1,228; 2-dr, Bian- 
china, $1,298; 2-dr, Bianchina sport, $1,- 
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$1,308; ar’ “sunroote” $1400; 4.dr._ stat. 08] 923) 85|° 36] 466 78] 141 806} 82) 182] +2648 
+398; 2-dr. sunroof, . ; 4-dr, stat. * ’ 421 18 17 | F 
ae oo. co fo ee feeb 3B | |G 36 "9 oe 435 a 260 rd 240 251| « 197] 1669] —-67|_—«A97| 369% 
“ar, sed., ° : -ar, * - a ee oe } 
$1,880; d-dr. stat. wag., $1,998, 1200| Alaska ‘59 23 3 ‘ 33 39 ZI | Hl 58| 3| $| 4 2 | $3 ‘| 2 | 
Bertes—4-dr. sed., $1,998; roadster (Far- ‘58 BD ew 2 = a = ; a ie iazs| as % aa ia ri na 76 485| 3306 
na), $2,812, 1500 Serles—Roadster, $3,- | Ad 28) 14 9) 145| 169) 365) tise] 
730.2100 Sertes—4-dr. sed., $2,998; 4-ar. | "zone 38 701 a2} =n] a7] 193] 354] 885] 4a] ——st4| 0311046) tal < ol ool tar] 378) 2 39 3379 
Stat. wag., $3,250. 750 Abarth—2-dr. sed., : 3 9 5 43 8 234 57 40 382 I 135) = 1275 
ee OE ee 23 7T #8?! woe Oe 309 |g] Sl Sela] al oatl os] zal zeta 1200 
ngland)—. = - -ar. 
sed., $1, ; 59 354) 531 16|S0| at | aa] 2574] 1370] 33|~*14|~«*S6| 73] 159] 64) —837| ~—~«4165| 228) +«1453) ~—« 1 ~—=«489) 4554 
i tinea ae ae eee | ‘58 255| 4 is} 33) +~—«90}~—«s25t}—430)~—«st49),S 43} tt] 138] tat} 299] ~— 24] 1374] —283|_—— 234] 2314] 5 Sool 441 
ul—4-dr, sed., $2,034; conv., $2,373. 59 577| 94,16) 28| 4] | 086) 1432) 21] 48) ~~SC*d2| 6] sd] «| 64] sti] —2t4|—‘t201| 209) + —«41025| S746 
Zephyr—4-dr. sed., $2,215; conv., $2,574; anon ‘58 4221 +661 20/ «= 47|_~—és«dg2]—~Ssés«sS2a]_—Sst7|ss30] «= sSt] = 42} st] ~—st764] 350] stot] 1532] 48] 428] 2919] +166] —BI| 6899 
Zodiac—4-dr. sed., $2,387; conv., $2,865. 52] 31| 30|-275|~-25|~~«d42|—~—=« 
inde eet ee Saw ot elas ee 38 3) 3 al 101 3 13 134 ‘ol 1 $2 a EEE Ee ee ee 
2dr, Step-In van, $1,350; Coupe’ deVille. | District of Columbia ‘59 157, 4 i 13| 107|—«213| «394 a3 ‘| 26 ro 753 29 66) 381; —<t01)~—=«03)—S«731 39] 672| 2746 
$1,395; Coupe deVille conv., $1,445. T-700 ‘58 94] 28] 9] 61} 185] + 294) += 390) =~ 20] 49| 472| 79| —-75|_~—«532|_—sta@|~—s23|_—«957|_ =a] 237] 2096 
—Cpe., $1,395; sport roadster, $1,445; i 59 501] 95|a2|—SCS| 861] 666) <1N99) 2001) 17) 29|~-*174| 222t|t71| 89| _951| 228] 236 +1675| +183) 880| —6a59 
Roust- About, $1,595; Sprint cpe.,'$1,605. ee ‘58 393} 81; 20 _~—s74]~—s250] 754] —«1179) = 2005] S59] 3 192) 2287) 442) +~—«-203) «2285 al 458| 3937| —«1196|_—«-745|_—«8737 
pa oa ansa -ar. ; 
. Pennsyl "59 1993 469|-99|-2I7| 1548| 2165] 4498| 5445| 116 176| 775| 6512|  736|  335| 2955|619| 756) S601) 7e6| 2727) 22\7 
See terme Sera 20.358; Manca) ee ‘58 Hr rE EE ere 
Sport Sedan, $2,275; Tiger Sport Coupe, | Rhode Island 59 148 21 a| é| 44, ttl} 190) +388 4| i BI 428 28} i 171 24 33 77 40 | 1300 
$2,568. (Heater standard on all models.) ‘58 105 15 4 8 19 102 148 338 7 i 32 388 73| 4 250 91 52 500 19 157 1317 
een ee: eisi|mm eta) tal eel oe Sg) |S) eel el ol) tls) el ee) ell a 
. +» $1,875; * ,149; '58 3 
2-dr, st: he 
Rn 
HUMBER—Super Snipe—4-dr. sed., $3,- 
995; 4-dr, stat. wag., $4,575. (Automatic | 14 States Reported °59| 47a Vozal aaa) ag] — 341243) ToaselT7aaa|—a71/ 440 zoos 2ouse) atl) Sze] 733) 2148 Z2us|iseea| teva] osn4] Gl 
transmission, power brakes and heater are|To Datefor Dec. _'58| 3618} 816} 225] 670} +—«*I914| +5634] +9259} 16957} 669] +355] —«*t886] 19867} 4358] 1958} 17434] 4853] 4110} 32713] 1580| 417973216 
mere.) Year 59| 336604 59723| 17134] 40497| 151199) 365432| 633985|1359010| 39282| 26034) 146314|1570640| 232759| 129594|1355723| 344007| 364916|2426999| 123141| 567513 
Sl: toate tea ines! aun | Yo Date 58) 166069| 54826] 13533] 44870) 126309] 364995| 604533] 922033) 34728] 24108] 124322|1105191| 235341} 110094] 1119160] 274386] 203270] 1942251| 39593] 352259|42098% 
$6,020. 3.4 Litre Sedan—(overdrive), $4,- Every reasonable precaution has been exercised to insure cnemoay 2 the extent of the registrations 


“The information in this report has been compiled from official state documents. 
received at the time the report is published. R. L. Polk Co, cannot assume any liability by reason of inaccuracies or’ omissions,""—R. L, 
The 1958 figures for Metropolitan and Packard are included in miscellaneous, 
Corvair included in Chevrolet totals, Falcon in Ford and Valiant in Plymouth. 


‘(automatic transmission), $4,667. 
XK-150—Roadster, $4,520; roadster (over- 
rive), $4,685; roadster (automatic trans- 
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The Man Behind the Wheel. . . 





Sales Testing the Rambler American 


throat, with a balanced vacuum #% 


By L. H. Houck 
Travelling Correspondent 

E Rambler American is a real 
auto and full of pleasant sur- 
prises. My first surprise was the 
automatic transmission—I had ex- 
pected a manual transmission—and 
the next was the feel of the steer- 
ing and the balance of the vehicle. 

It was a car that you take to 
instantly; it has solid feel and it 
was nimble in heavy St. Louis 
traffic. There was almost uncanny 
quiet from the engine compart- 
ment as we rolled along at 40 
m.p.h, on the highway. 

After some 50 miles of traffic 
mixed with fast driving, I pulled 
into a service station to look over 
the car. The little engine, which in- 
cidentally is rated at 90 h.p., was 
hardly warmed up. The oil was at 
the full mark and looked as if it 
had never been used, the automa- 
tic-transmission fluid checked full. 


The American wasn’t content to 
cruise along at 40 and 50-mile 
breakin speeds. On some hills I 
found it would accelerate to 65 with 
little effort. This American has out- 
standing roadability. 

Throughout a test which ran the 
mileage to nearly 1,500, this fact 
was increasingly evident. On some 
familiar rough curves, where most 
cars have a tendency to skip 
around, the A’‘merican kept its 
weight on its tires and made 
smooth curves out of them. 

* * o* 


It Surprises on Snow, Ice 


od ANOTHER instance, on a 
snow-covered, steep driveway 
which could not be negotiated by a 
pickup, the American went up to 
everybody’s surprise, Later, it 
amply demonstrated its road-hug- 
ging ability on ice-covered hills and 
on some highways covered with 
light snow. 

I kept close check on gasoline 
mileage. During the first stage 
of all city driving to 641 miles, 
it delivered 14.122 m.p.g. This was 
not as much as I had expected, 
but when I consider stoplight 
waiting and running the engine 
for heater, and the fact that the 
engine was still stiff, it didn’t 
seem so bad. To 816 miles, 95 per- 
cent of the miles were rolled up 
on open highway, and the mile- 
age was 19.640 m.p.g. This still 
was low. 

At 641 miles a quart of oil was 
added. This is normal for breakin 
period, After 900 miles the gas mile- 
age seemed to climb on the open 
road. It was not improving much in 
city driving, simply because the 
weather was bad, waits were long 
and the heater, which incidentally 
is a good one, was on almost all 
the time. ‘ 

It is safe to say that when prop- 
erly broken in, given its 1,000-mile 
tuneup, the American will give 
around 25 m.p.g. on the open road. 
With a straight-stick transmission 
this could be higher. Although au- 
tomatic transmissions cannot de- 
liver comparable mileage, the little 
difference is worth it, even in a 
small car. I can recommend this 
specially designed transmission, too. 

There are many things on this 
Rambler which make a lot of sense. 
The steering wheel, perched almost 
on the dash, was disturbing at first. 
But before you go 10 miles, you like 
it. 

ae * * 


Dash Is No Dazzler 


Eas dash is more conspicuous 
for what it does not have. 
There’s no show of gadgets and 
dials to dazzle the neighbors, The 
instruments are grouped in a circle 
under the wheel, with a single-in- 
dicator light, for both right and 
left turns, at the bottom. The glove 
box is a simple drawer. 

Women folks in the family tell 
me that the material in a mat in 
the American is hard to clean 
and there could be an improve- 
ment here. But it might add to 
the already reasonable cost. 

The test car was equipped with 
airliner reclining seats. Each side 
is independently adjustable and in- 
cludes a feature I didn’t know 
about. I have wondered what might 


the seat went back while driving 
in traffic. 

The manufacturer has provided 
against this. The seat back cannot 
be tilted until you raise the lever 
and lean forward slightly. It is de- 
signed so that it is impossible to 
tilt the seat when the occupant is 
leaning against the back cushion. 

* ” of 


It Has 90 H.P. Engine 


ae engine was a 90 h.p., six- 
cylinder, L-head powerplant, 
with a counterbalanced 120-degree 
crankshaft supported by four main 
bearings, with replaceable bearing 
inserts for maing and connecting 
rods. It uses three-ring aluminum 
alloy pistons, with semifloating 
locked piston pins, 

It has a positive-type lubrica- 
tion system, with pressure sup- 
plied by a gear-type, engine-driv- 
en oil pump. This pump can be 
removed by taking off a plate on 
the side of the engine and with- 
out dropping the pan. Another 
plus is that the oil-pressure re- 
lief valve, which might need 
cleaning or inspection, also can 
be removed from the outside in 
less time than it would take to 
remove a sparkplug. 

The main lighting circuits are 
protected by two circuit breakers 
in the light-switch assembly. Nor- 
mally, these devices, now standard 
equipment on cars in all price 
ranges, have a long life, but they 
can be replaced here by a new 
light-switch assembly, a simple and 
quick procedure, 

The carburetor is a Carter single 


Car Tested: 
RAMBLER 
AMERICAN 


Model: Two-door club sedan, 
super model, 

Engine: Six-cylinder, L-head; 
bore, 3% inches; stroke, 4% 
inches, Displacement, 195.6 
cubic inches. Horsepower, 90 at 
3,800 r.p.m, Taxable h.p., 23.44; 
torque, 150 foot pounds at 1,600 
r.p.m.; compression ratio, 8.0-1, 
uses regular gasoline. 

Transmission: Flash-O-Matic, 
consisting of a torque converter 
with hydraulically controlled au- 
tomatic transmission with a dual 
forward driving range. Com- 
pound planetary gear train used 
to provide neutral, low, interme- 
diate, high and reverse ratios. 

Accessories: Radio, heater. 

Dimensions and quantities: 
Fuel tank capacity, 22 gallons. 
Wheelbase, 100 inches; length, 
178 5/16 inches; width, 73 inches; 
loaded height, 575/16 inches; 
tread, 55 inches; electrical sys- 
tern, 12 volts; carburetor, Carter, 
single throat. 

Tires: 5.90x15. 




















American's Roadability Called Tops— 


The Rambler American has roadability and steering excellence, L. H. Houck, Aufo- 


driving and riding in the American 
so they can be American discover- 
ers for themselves. 


source to the automatic transmis- 
sion and solenoid unit. In other 
words, the shifting of the automatic 
transmission is controlled by the 
demand on the carburetor. It is 
easily serviced and adjusted, has 
fast idle, thermostatic contro] and 
everything its big brothers have. 

The intake system is unique in 
that the intake manifold is cast as 
an integral part of the engine and 
no “hot spot” is needed, since with 
this type of manifold, the engine 
heats the intake automatically for 
complete fuel vaporization, 

* * * 


Air Cleaner Has No Shroud 


_— air cleaner is the replace- 
able element dry type, and does 
not have a shroud. This is definitely 
in the direction of gasoline econ- 
omy, because the air is drawn in 
from all angles in ample quantity, 
a requisite for fuel economy. 

There have been instances with 
the horn-type covers where extra 
holes have been cut in the hous- 
ing to provide more air for the 
carburetor—so this is all to the 
good. To clean this air cleaner, 
you remove at 1,000 miles and tap 
lightly to remove the dust and 
replace. New elements are need- 
ed about each 10,000 miles, 

The braking system is sensitive, 
effective and of high quality. It is 
a Lockheed hydraulic system in 
conjunction with a Wagner com- 
pound shoe type brake. The car 
may be had with optional extra- 
cost self-adjusting brakes. 

The suspension and balance, to- 
gether with the unit welded body, 
makes the roadability and steering. 
The rear suspension uses semi-el- 
liptic springs with rubber-bushed 
tension shackles. These rubber 
bushings eliminate lubrication and 
lubrication fittings, and since the 
leaves have packed pads between 
them, no lubrication is required. 

* * + 

Coil Springs Up Front 
Tos front suspension is an in- 

depéndent linked parallel arm 
type with coil springs acting di- 
rectly above front-wheel steering 
knuckle supports, which permits 
use of soft flexible springs and 
lighter control arms which serve 
only for alignment purposes. This 
amounts to less unsprung weight 
and may account some for the su- 
perlative steering qualities. 

There are hydraulic shock ab- 
sorbers front and rear, and the 
final surprise revealed in this ac- 
count will probably be the first 
surprise for the prospect who 
takes a demonstration ride—that 
is the comfortable ride character- 
istics over all type of roads. 

This feature would not be sus- 
pected from an outward view of 
the American in the showroom. 
Salesmen should insist on prospects 


* * * 















happen if the reclining lever was| motive News travelling correspondent, reported in a sales test of the American Motors 
raised accidentally and the back of! Corp. car. It holds tight curves like a much heavier car, he said. 








Mechanic's Delight— 


The engine compartment of the Rambler 
American is designed for easy servicing. 
The carburetor bolts directly to the head 
since the intake manifold is cast integrally 
as part of the engine. The dry-type air 
cleaner is fully open, assuring plenty of 
air for carburetor. 





No ‘Floor Show’ 


The Rambler American's simple, unclut- 
tered instrument panel does a good job 
of keeping the driver informed without 
putting on a floor show, L. H. Houck, Auto- 
motive News travelling correspondent, said 
in a sales-test report. There also is plenty 
of room to enter and leave the car, he 
said. 





—— 


IU. S. Trims Cost 


Of Car Operation 
To 6.32 Cents 


WASHINGTON. — Average cost 
per mile for operating Uncle Sam’; 
civilian auto fleet was cut to 632 
cents in fiscal 1959, reports the 
General Services Administration, 

Cost per mile for operating 
Federally owned station wagons 
was 6.85 cents; average per mile 
cost for buses was 21.93 cents. 

GSA, which is the Federal house. 
keeping agency, has released the 
figures in its annual Motor. Vchicle 
Report for fiscal 1959. 

The report notes that civilian 
agencies of the U. S. Government 
reported 21,825 passenger cars on 
hand as of June 30, 1959. More than 
half the autos were 1957 models or 
later. 

Civilian agencies also reported 
owning 2,447 station wagons, 973 
buses, and 291 ambulances. 

The civilian truck fleet totalled 
87,643 vehicles, including 74,104 
trucks of one ton and under, Cost 
per mile for operating the light 
trucks averaged only 10.37 cents 
per mile. 

Per-mile cost rose to an average 
of 18.99 cents for 1% to 2%-ton 
trucks. It averaged 26.06 cents for 
trucks of 3 tons and over. 

Military agencies reported oper- 
ating costs which were slightly 
higher for all types of vehicles ex- 
cept light trucks. The military 
claims a per-mile average of only 
9.9 cents for trucks of one ton or 
less. 

The Federal fleet travelled more 
than 1.96 billion miles in fiscal 
1959, and agencies reported total 
savings of about $1,760,000, despite 
rising costs, 

During the last five years, the 
mileage of the civilian fleet has in- 
creased 29.1 percent, while the ve- 
hicle inventory has gone up only 82 
percent. 

GSA found that 36 cents of each 
dollar spent in operating a Govern- 
ment-owned sedan went for direct 
operating costs. Twenty-three cents 
went for direct maintenance; 2 
cents for depreciation, and 20 cents 
for overhead. Accident damage 
claimed a penny of each dollar. 


Auto Dealer Aids Project... 


Downtown Becomes ‘Plaza’ 





DAVISON, Mich.—An auto deal- 
er played an important role in a 
downtown redevelopment project 
in this city of 5,000, where local 
merchants have turned back the 
threat of a shopping plaza, and 
built their own business as well. 

He is Charles Uptegraph, owner 
of Uptegraph Chevrolet-Oldsmo- 
bile and one of 37 Davison busi- 
nessmen who joined forces to 
modernize their downtown shop- 
ping area. 

Uptegraph is a member of Davi- 
son Improvement Corp., an associa- 
tion of local merchants formed 
early in 1957 to plan for transform- 
ing Davison’s Main St. into an up- 
to-date, convenient shopping center. 

In the nearly three years since 
then, Uptegraph said, retail busi- 
ness has zoomed 30 percent, even 
during 1958 when nearby Flint was 
being hard hit by the auto reces- 
sion, and Davison is looking for- 
ward to even greater gains when 
the project is completed. 

According to Uptegraph, two 
improvements formed the back- 
bone of the modernization: Es- 
tablishment of off-street parking, 
and construction of a sidewalk 
canopy on both sides of Main St., 
running the length of the shop- 
ping district. 

“Parking and weather protection 
are the main attractions of a shop- 
ping plaza,” Uptegraph explained, 
“and they can work just as well for 
downtown merchants.” 

The City paid for new street 
lights installed in the canopies, 
Uptegraph said, and the merchants 
put up $125,000 for the rest of the 
project. The steel canopy cost $45 
a running foot, he added, and ex- 
tended 12 feet over the sidewalk. 
The original cost proved to be less 
than that of an awning, and there 
are no maintenance or replacement 
costs, he said. 

The merchants also bought and 


either moved or tore down several 
old homes to provide 48,000 square 
feet of free parking space. 

Besides the boost to business, the 
businessmen are finding the plaza 
concept has many side benefits. 

For example, merchandise can be 
displayed outdoors; there is no 
longer the need for indoor lighting 
at night, either for display or pro- 
tection, since the canopy has its 
own lights; there is no weather 
problem (including an end to shov- 
eling snow), and the canopy has 
proved to be ideal for hanging 
signs or flags. ' 


Military Chiefs 


Hear Discussions 


Of Economy Cars 


WASHINGTON.—Nearly 200 mil- 
itary men ranking up to major gen- 
eral and rear admiral, attended the 
working conference on economy 
cars held during the NADA conven- 
tion, 

Also attending were the director 
of purchasing for the Washington 
Police Department, the director of 
maintenance engineering for the 
Air Force, the chief engineer of the 
motor section of the Atomic Energy 
Commission, the director of the 
Navy Bureau of Transportation and 
the chief of Army Ordnance. 

Five auto executives discussed 
the economy cars their companies 
are producing. The five are: 

S. A. Skillman, Studebaker-Pack- 
ard sales vice-president; J, J. Pren- 
dergast, Ford light-vehicle engine 
department; Walter T. Burwell, 
Chevrolet staff engineer; W. Heart- 
sill Wilson, assistant sales man- 
ager of the P-D-V division, and 
William B, Ramsey, American Mo- 
tors director of fleet sales. 
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(Continued from Page 46) 


(ps $1,050*; 4-dr, Victoria, $975*; 
4- $775* (ps), $765*; 2-dr, Vic- 
tor $935*, $820* (ps); Fairlane 500 
<6) conv., $970*%; 2-dr., $770; Ranch 
Wagon (8) 2-dr., $895*; Custom 300 
(S) 4-dr., $800*; 2-dr., $725*; Custom 
300 (6) 2-dr., $720. 

56 Fairteme (8) 4-dr, Victoria, $930* 
(ps), $575* (ps); 4-dr., $625*; 2-dr. 
Victoria, $655*, $505* (ps); 2-dr., 
$650*; Country Sedan (8) 4-dr., $675*. 

55 Custom (8) 4-dr., $290; Main (8) 
4-dr., $235. 

54 Crest (8) 4-dr., $495*, $350*. 

*53 Country Sedan (8) 4-dr., $290. 

IMPERIAL—'58 Imperial 4-dr. hardtop, 
$2,075* (ps). 

LINCOLN — '58 Premiere 4-dr., $2,190* 
(ps). 

197 Premiere 4-dr. hardtop, $1,900* (ps); 
4-dr., $1,515* (ps). 

56 Capri 4-dr., $670* (ps). 

55 Capri 4-dr., $450* (ps). 


MERCURY—’'59 Colony Park 4-dr., $2,455* 


(ps). 
58 Voyager 4-dr., $1,630* (ps), $1,325* 
$1,075* (ps). 


(ps); Montclair 4-dr., 

57 Turnpike Cruiser 2- ‘ar. hardtop, $1,- 
060* (ps); Montclair 2-dr., $1,050* 
(ps), $1, 030*, $940*; conv., £950*. 

'55 Montclair 2-dr, hardtop, $560" (ps); 


conv., $415* (ps); Monterey 4-dr., 
$490* (ps); 2-dr, hardtop, $455*; sta- 
tion wagon 4-dr., $425* (ps). 


’54 Monterey 2-dr. ‘hardtop, $280*. 
OLDSMOBILE—’59 (88) Super 4-dr. Holi- 

day, $2,555* (ps), $2,500* (ps). 
58 (88) Super 4-dr, Holiday, $1,790* 
(ps); (98) 4-dr, Holiday, $1,780* (ps). 


Used Imported 


Cars 


ALBANY 
Ford (English)—'59 Anglia 4-dr., $920. 
Jaguar—'53 4-dr., $440. 
Opel—'58 2-dr., $875. 
Renault—'57 Dauphine 4-dr., $560. 
ARMONK, N. Y. 
MG—’58 MGA 2-dr. hardtop, $1,425. 


‘58 Dauphine, $650. 


BORDENTOWN, N. J. 
Fiat—'60 station wagon 4-dr., $940. 
Hillman—'58 4-dr., $370. 

57 4-dr., $305. 
Jaguar—'58 4-dr., $1,725* 
Morris—'58 conv., $620. 
Triumph—'58 conv., $1,360. 
Volkswagen—'59 station wagon 4-dr., 


610. 
$1,375. 


"57 2-dr., 
’56 2-dr., $680, 
2-dr., 


Volvo—' 60 

CALDWELL, N. J. 
'57 2-dr., $620. 
Morris—'58 Deluxe conv., $690. 
Renault—'57 Dauphine 4-dr., $375. 
Simea—'59 Aronde Elysee, $610. 


CHICAGO 
Ford (English)—’59 2-dr., $925. 
MG—’5S MGA roadster, $1, 285. 
Porsche —'57 2-dr., $1,125. 
Sunbeam—'59, $1,390. 
Volkswagen—-'59 2-dr., 


DAYTONA BEACH, FLA. 
Ford (English)—’59 4-dr. Prefect, $950. 
"57 4-dr., $485. 
MG—'57 2-dr., $1,165. 
Simea—'59 4-dr., $800. 


DETROIT 
Lioyd—'59 station wagon, $700. 
Toyopet—'60 Custom 4-dr., $1,350. 
Volkswagen—’60 2-dr., $1,550. 
‘57 sunroof 2-dr., $1,000. 


FLINT 
Austin—’57 conv., $1,460. 
Ford (English)—’'59 conv., 
Hiliman-—'58 4-dr., $860. 


LOS ANGELES 

Hillman—'57, $425. 

52 station wagon, $125. 
Metropolitan—’57 2-dr., $720. 

"56 conv., $475. 
Renault—'58 Dauphine 4-dr., $975. 
Sunbeam—'59 Rapier 2-dr. hardtop, $1,280. 
Volkswagen—’'59 2-dr., $1,455. 

58 2-dr., $1,185. 

"ST 2-dr., $1,000. 
Volvo—'58 2-dr., $1,150. 


MANHEIM, PA, 
Fiat—'59 1200 4-dr., $1,050; conv., 
58 600 2-dr., $400. 
Ford (English)—'60 2-dr., 
Hiliman—’57 conv., $760. 
daguar—'59 Mark IX, $3,300*. 
MG—’59 conv., $1,775. 
Mereedes—'60 180D, $2,925. 
Metropolitan—’59 2-dr. hardtop, $1,000. 
Renault—'58 4-dr., $835, $780. 
Simea—'60 4-dr., $1,345. 
58 station wagon 2-dr., 
am—'55 4-dr., $360. 
Volkswagen—'60 2-dr., $1,580, $1,560, $1,- 
545. 
59 2-dr., 
*S7 2-dr., 
"56 conv., 


Renault 


$1,- 


$580. 
$1,985. 


Fiat 


$1,455, $1,440. 


$1,225. 


$560. 
$1,295. 


$600. 


$1,450, $1,060. 
$1,050, $955. 
$770. 


MASON CITY, IA. 
Volkswagen—’60 2-dr., $1,670. 


SYRACUSE, N. Y. 
Datsun-—'59 4-dr., $810. 
Renault—'59 Dauphine 4-dr., 


WAREHOUSE POINT, CONN. 
pPh—’59 (10) station wagon, $850. 


WEST PALM BEACH, FLA. 
Ford (English)—'57 Anglia 2-dr., $480. 
l n—'58 Minx 4-dr., $760. 
57 Minx conv., $710; Minx 4-dr., $625. 
Metropolitan—'56 2-dr. hardtop, $525. 
Volkswagen—'56 2-dr., $800. 


$910. 





























Holiday, $1,640* (ps); 
(88) Super 4-dr. Holiday, $1,410*; 
conv., $1,260* (ps); (88) Super 4-dr. 
Holiday, $1,270* (ps); 2-dr., $900* 
(ps). 

’56 (88) 
(ps); 


’57 (98) 2-dr. 


$1,050* 
(88) 


Super 2-dr, Holiday, 
conv., $955* (ps), $695*; 
2-dr. Holiday, $975* (ps), $925*, 
$750*; 4-dr, Holiday, $690* (ps); (98) 
4-dr. Holiday, $830* (ps), $740* (ps). 


55 (88) 4-dr. Holiday, $775*; 2-dr. Hol- 
iday, $735*; (88) Super 4-dr., $400* 
(ps). 

'54 (98) 2-dr. Holiday, $400*. 

’53 (98) 4-dr., $335* (ps). 

PLYMOUTH—’59 Belvedere (8) 4-dr. hard- 
top, $1,735*. 

"58 Belvedere (8) 4-dr., $1,085* (ps); 


Savoy (8) 2-dr., $775. 

’57 Belvedere (8) 2-dr. hardtop, $1,005*, 
935°; 4-dr., $900* (ps), $800*; Sub- 
urban (8) 4-dr., $810*, $715*. 

’56 Savoy (8) 2-dr., $450*%, $445; 4-dr., 
$400; Savoy (6) 4-dr., $400*; Plaza 
(8) 2-dr., $385°*. 

’55 Savoy (8) 2-dr., $340*; 
4-dr., $320*, $275; 2-dr., $275*, $235. 

PONTIAC—’59 Catalina 4-dr. Vista, $2,- 
320* (ps); Bonneville conv., $2,000* 
(ps). 

’58 Bonneville 2-dr. 
(ps); Super Chief conv., $1,450* (ps); 
Chieftain Safari 4-dr., $1,200*. 

’57 Star Chief 4-dr., $1,200* (ps), $925; 
conv., $1,090* (ps). 

’56 Chieftain 2-dr. Catalina, $800* (ps). 

’55 Star Chief 2-dr. Catalina, $505* (ps), 
$450*. 

’54 Chieftain 4-dr., 


Savoy (6) 


hardtop, $1,810* 


$215°. 


RAMBLER—’'59 Super (8) 4-dr., $1,380; 
Super (6) Cross Country 2-dr., $1,185*; 
Deluxe (6) 2-dr., $1,205*. 

’58 Custom (6) 4-dr., $1,350*%; Deluxe 
(6) 2-dr., $890. 

55 Super 4-dr., $525*; Cross Country 
4-dr., $370. 

STUDEBAKER—’57 Silver Hawk (8) 2- 
dr., $850*. 

’55 Commander (8) 2-dr., $430*. 

VALIANT—’60 Valiant (6) 4-dr., $2,050. 

MISCELLANEOUS—'56 Ford (6) ‘%-ton 


pickup, $575. 
’55 Chevrolet (6) 
53 Chevrolet (6) 


ARMONK, N. Y. 


Banksville Auto Auction, Inc. Sale every 
Tuesday, Prices are for sale of Feb. 2. 


%-ton pickup, $600*. 
2-ton, $240. 


Weather: Sunny and cold. Many buyers 
again this week. 
BUICK—’57 RM conv., $1,150* (ps). 
56 RM 4-dr. Riviera, $790* (ps); Super 
2-dr. Riviera, $590* (ps). 
55 Super conv., $595* (ps); RM conv., 
$590* (ps). 
’54 RM 4-dr., $150* (ps) 


'53 Special 2-dr. Riviera, $210* (ps). 


CADILLAC—’59 de Ville 2-dr. hardtop, $4,- 
100* (ps), $3,920* (ps); (62) conv., 
$3,975* (ps). 

’5S (62) 2-dr. hardtop, $2,820* (ps). 

’57 (62) conv., $2,400* (ps). 

’56 (62) Sedan de Ville, $1,500* (ps), 
$1,425* (ps). 

'55 (62) 2-dr. hardtop, $1,225* (ps). 

CHEVROLET—’59 Impala (8) 4-dr. hard- 
top, $1,900* (ps); Bel Air (6) 4-dr. 
hardtop, $1,865* (ps). 

’58 Nomad (8) 4-dr., $1,560* (ps); Bel 
Air (6) 4-dr., $1,300*. 
’57 Bel Air (8) 2-dr. hardtop, $1,100*. 


$710. 
$625° ; 


"56 One-fifty (6) 4-dr., 
’55 Bel Air (8) 4-dr., 
4-dr., $540*. 

’54 Bel Air 4-dr., $420*. 
'53 Two-ten 2-dr., $235, 
CHRYSLER—-’58 NY conv. 

'53 NY 4-dr., $235* (ps). 
DeSOTO — ’'57 Adventurer conv., 
(ps). 
’55 Fireflite conv. 
4-dr., $550* (ps). 
DODGE—’57 Sierra (8) 4-dr., 
’53 Meadowbrook 4-dr., $190, 
FORD—'59 Fairlane 500 (8) 4-dr. Victoria, 
$1.710. $1,580* (ps). 


Two-ten (8) 
$185; 4-dr., $115. 
$1,660* (ps). 
$1,230* 
Firedome 


$510* (ps); 


$975". 


5S Fairlane 500 (8) conv., $1,575* (ps); 
Fairlane (8) 2-dr., $500 (police). 

’57 Country Squire (8) 4-dr., $1,090* 
(ps). 

’°56 Country Sedan (8) 4-dr., $860* (ps). 

"55 Country Sedan (8) 4-dr., $610*. 

’54 Country Sedan (8) 4-dr., $250*; Cus- 
tom (8) 4-dr., $205. 

LINCOLN—’59 Premiere 4-dr. hardtop, $3,- 

150* (ps). 


’58 Premiere 4-dr. hardtop, $2,100* (ps). 
MERCURY — '57 Montclair 2-dr. hardtop, 


$1,000*; conv., $900*, $850* (ps). 
’56 Monterey 4-dr., $605* (ps). 
OLDSMOBILE—'58 (98) 4-dr. Holiday, $1,- 
600* (ps). 
’57 (98) 2-dr. Holiday, $1.325* (ps). 
’56 (98) 4-dr. Holiday, $950* (ps). 
’55 (88) 4-dr. Holiday, $625* (ps). 
PLYMOUTH — '57 Savoy (8) 2-dr., $400 
(police). 
'55 Plaza 2-dr., $405. 
PONTIAC — '57 Chieftain 2-dr. Catalina, 
$800". 
’54 Star Chief 2-dr. Catalina, $210* (ps); 
4-dr.. $200* (ps). 
RAMBLER—’58 Super (6) 4-dr.. hardtop, 
$950. 


’53 Custom Cross Country, $165. 
MISCELLANEOUS—’58 Willys Jeep, $1,100. 

56 Ford F-250 Utility, $450. 

’'54 Studebaker pickup, $325. 


SYRACUSE, N. Y. 


Syracuse Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Feb. 3. 


BUICK—'57 Special 4-dr., $995*. 
*56 Super 2-dr., $665*. 
‘55 Century conv., $605* (ps); Special 
2-dr. Riviera, $365. 
CADILLAC—’52 (62) 2-dr., $365* (ps). 
CHEVROLET—’'59 Biscayne (8) 2-dr., $1,- 


670°. 
‘58 Brookwood (8) 4-dr., $1,325*. 
’56 Bel Air (6) 4-dr. hardtop, $690; Bel 
Air (6) 2-dr. hardtop, $565. 
55 Bel Air (8) 2-dr., $540; 2-dr. hard- 
top, $410*; Bel Air (6) 2-dr., $245. 
CHRYSLER—’'57 NY 4-dr., $1,350* (ps). 
’56 Windsor 4-dr. hardtop, $915* (ps); 
4-dr., $750* (ps). 
DODGE—’'57 Coronet (6) 4-dr., $430. 
'53 Coronet 4-dr., $220. 
FORD—’'59 Galaxie (8) 2-dr., $2,000*. 
’58 Fairlane (8) 2-dr. Victoria, $1,105; 
Country Sedan (8) 4-dr., $1,070*; 
Ranch Wagon (8) 2-dr., $1,050*. 


‘57 Fairlane (8) 2-dr., $1,075* (ps); 





conv., $965* (ps), $950* (ps); Country 


Sedan (8) 4-dr., $840*; Custom (8) 
2-dr., $775. 
‘56 Fairlane (8) 2-dr., $610*, $400; Fair- 


lane (6) 2-dr., $610. 
’55 Fairlane (8) 2-dr., $520*; 2-dr. Vic- 
toria, $475; 4-dr., $455, $375. 


MERCURY — ’56 Monterey 2-dr., $685* 
(ps). 
55 Monterey 2-dr., $220*. 
OLDSMOBILE—’55 (88) 2-dr., $510*, $505. 


PLYMOUTH—’57 Belvedere (8) 2-dr. hard- 
top, $1,035*; Suburban (8) 4-dr., $1,- 
020°. 

’56 Suburban (8) 2-dr., $560. 

RAMBLER—’55 Custom Cross Country 4- 


dr., $405. 
STUDEBAKER—’59 Lark 2-dr., $1,410. 
’57 Lark 2-dr., $535. 
’54 Regal 2-dr. hardtop, $175. 
VALIANT—’60 Valiant (6) 4-dr., $2,250. 


DANVILLE, VA. 


Danville Auto Auction. Sale every 
Wednesday. Prices are for sale of Feb. 3. 
Bidding slow indicates poor retail. Expect 
little sunshine will bring it back to nor- 
mal. 


BUICK—’56 Special 2-dr., $700*. 


'55 Century Estate Wagon, $755*; Super 
2-dr., $480*; Special 2-dr., $455*. 

’54 Super 2-dr. Riviera, $365*. 

'53 Special 2-dr. Riviera, $240*; Super 
2-dr., $145*. 

CADILLAC—’'57 (62) 2-dr. hardtop, §$2,- 

160* (ps). 

'56 (62) 4-dr., $1,260* (ps). 

’55 (62) 2-dr. hardtop, $1,205* (ps). 


CHEVROLET—'59 Bel Air (8) 4-dr. hard- 


top, $1,640*; Bel Air (6) 2-dr., $1,520°*. 

‘58 Impala (8) 2-dr. hardtop, $1,600* 
(ps); Biscayne (8) 4-dr., $1,280*, 
$950*; Bel Air (8) 4-dr., $1,240* (ps); 
Delray (6) 2-dr., $1,180. 

’57 Bel Air (8) 2-dr. hardtop, $1,235; 
Two-ten (6) 2-dr., $875*. 

'56 Bel Air (8)° 2-dr. hardtop, $1,025* 
(ps); 4-dr., $990*, 2 at $860*; 2-dr., 
$630*; One-fifty (8) 2-dr., $885*; Two- 
ten (8) 4-dr., $830*, $680; 2-dr. hard- 
top, $815*; station wagon, $715*; 2-dr., 
$670*; Two-ten (6) 4-dr., $710; 2-dr., 
$690, $535*. 

’55 Bel Air (8) 4-dr., $735*; Bel Air (6) 
2-dr., $640; Two-ten (8) 4-dr., $565*, 
$450*; 2-dr., $400*. 

'54 Bel Air 2-dr., $415*; 2-dr., $395*; 
Two-ten 2-dr., $345*. 

'53 Two-ten 4-dr., $230°*. 

DODGE—’'55 Royal (8) 2-dr. hardtop, 
$690*. 

’53 Coronet (8) 2-dr., $195*. 


FORD—’59 Fairlane 500 (8) 4-dr. Victoria, 
$1,600*. 

’58 Fairlane 500 (8) 
Fairlane (8) 4-dr., 
090; Custom 300 (8) 

‘57 Fairlane (8) 2-dr., $1,185*, $1,175*, 
$965* (ps), $815*; 4-dr., $1,180*, $1,- 
110*, $935*; Country Sedan (8) 4-dr., 
$1,085* (ps), $1,060*, $940, $770*; 
Custom (8) 2-dr., $890*, $760*, $730°*. 

’56 Country Sedan (8) 4-dr., $940* (ps), 


$1,340* 
2-dr., 
$810. 


(ps) ; 
$1,- 


2-dr., 
$1,115*; 
4-dr., 


$890*, $775; Fairlane (8) 2-dr. Vic- 
toria, $900*; 2-dr., $785*, $760, $680*, 
$660*, $635*, $585*; 4-dr., $715*, 
$690*, $685*; Custom (8) 4-dr., $660*, 
$510*. 

'55 Fairlane (8) 2-dr. Victoria, $805*, 
$775*, $755*, $700*, $630*, $580*°; 4- 
dr., $575*; 2-dr., $500*, $490*; Custom 
(8) 2-dr., $635*, $630*, $605*, $435*, 
$305*; Country Sedan (8) 4-dr., $580*, 
$550*. 

’54 Custom (8) 4-dr., $465*; Custom (6) 
2-dr., $300*; Crest (8) 2-dr, Victoria, 
$430*; Main (8) 2-dr., $155*. 

‘53 Country Sedan (8) 4-dr., $315*. 

MERCURY — ‘55 Montclair 4-dr., $700; 
Monterey 4-dr., $490*. 
'54 Monterey 4-dr., $475*; 2-dr., $455*. 
OLDSMOBILE—’57 (88) 2-dr. Holiday, 
$1,170* (ps), $1,030* (ps). 

’56 (88) 4-dr., $620*. 

'55 (88) 2-dr. Holiday, $760. 

’54 (88) 4-dr., $315*. 

PLYMOUTH—’58 Savoy (8) 4-dr., $960*. 

’57 Belvedere (8) 2-dr. hardtop, $890*; 
Savoy (8) 4-dr., $795*; 2-dr., $710*. 

’56 Savoy (8) 2-dr. hardtop, $810*; 4- 
dr., $610; Plaza (6) 2-dr., 2 at $550*. 

PONTIAC—’'57 Star Chief 4-dr. Catalina, 
$1,120* (ps); 2-dr. Catalina, $985. 


MASON CITY, IA. 


Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of Feb. 3. 
Market real active. Buyers not stopping on 
the nice ones. 77 percent of cars sold. 


BUICK—’'57 Special 2-dr. Riviera, $1,190*; 
RM 2-dr. Riviera, $1,155* (ps). 
'56 Century 4-dr., $800* (ps); Special 2- 
dr. Riviera, $600*. 
CADILLAC—'58 (62) Coupe de Ville, $2,- 
675* 
’57 (62) 4-dr., $1,985*. 
’56 (62) Coupe de Ville, $1,445* (ps). 
’54 (62) 4-dr., $845* (ps). 


CHEVROLET—'59 Brookwood (8) 4-dr., 
$2,115". 

'5S Impala (8) 4-dr. hardtop, $1,725* 
(ps); Biscayne (8) 4-dr., $1,360*, $925; 
Biscayne (6) 4-dr., $1,030*; Delray 
(8) 4-dr., $1,025*. 

‘57 Two-ten (8) 4-dr., $1,100; One-fifty 
(8) 2-dr., $780*, $725*. 

'56 Two-ten (8) 2-dr., $825*; 4-dr., 
$625*. 

’55 Bel Air (8) 4-dr., $745*; Bel Air (6) 
2-dr., $410; Two-ten (6) 2-dr., $490. 

'52 Two-ten 4-dr., $235*. 

CHRYSLER—’'55 NY 4-dr., $575*. 
DODGE—’ 57 Coronet (8) 4-dr., $950*. 


’55 Royal (8) Sierra 4-dr., $595*. 
EDSEL—’58 Citation conv., $1,125* (ps). 


Calendar 


(Continued from Page 12) 


General 


Feb. 7-?—Automotive Affiliated Represen- 
es meeting, Manhattan Hotel, New 


York, 

Feb. 10-13—Automotive Service Industries 
Assn. Show, Coliseum, New York, 

March 14-16—Canadian Automotive Whole- 
salers' & Manufacturers’ Assn., Queen 
Elizabeth Hotel, Montreal, 

March 21-25—National Assn. of Fleet Ad- 
ministrators, Inc, annual convention, 
Sheraton-Cadillac Hotel, Detroit. 

May 10-12— Eighth Highway Transporta- 
tion Congress, Washington, D, C, 

%& July 21-23—Automotive Trade Assn. Man- 
agers, summer meeting, Grand Hotel, 
Mackinac Island Mich, 

Sept. 6-16, 1960—Production 
how, Navy Pier, Chicago 

Sept. 6-16, 1960—Machine Foot Exposition, 
International Amphitheatre, Chicago, . 


Engineering 








FORD—’59 Galaxie (8) skyliner, $2,250; 
Ranch Wagon (8) 4-dr., $1,835*; Fair- e 
lane (8) 4-dr., $1,750* (ps), $1,650°; Im 
Custom 300 (8) 4-dr., $1,670* (ps). 
’58 Ranch Wagon (8) 2-dr., $1,300; Fair- 
lane (8) 4-dr., $1,275* (ps); Custom 
300 (8) 4-dr., $1,240*, $1,200*, $1,- 
180*, $1,180. (Continued from Page 59) 
’57 Fairlane 500 (8) 4-dr., $960; Custom | standard.) Other models are custom-built 
300 (8) 4-dr., $650*. and vary considerably in price 
’52 Crest (8) 4-dr., $270*. a comeen ae oe teh oa 2-dr. 
: se automatic clutch), -dr, sun- 
ae Monterey 4-dr., $1,280*| roof sed., $2,019; 2-dr. sunroof sed. (auto- 
ps). 195: 4-ar,, | matic clutch), $2,119. Granturismo 750— 
$195; 4-dr.,| 9dr. sed., $2,568. (Heater standard on all 


53 Monterey 2-dr. hardtop, 
$147. models.) 


OLDSMOBILE—’59 (88) Super 4-dr. Holi- SIMCA—Aronde—Deluxe 4-dr. sed., $1,- 
day, $2,350* (ps). 698; Super Deluxe 4-dr. sed., $1,798; 
’57 (88) 4-dr. Holiday, $1,250* (ps). Etoile 4-dr. sed., $1,798; Elysee 4-dr. sed., 
"56 (88) 4-dr., $785* (ps). $1,898; Montihery 4-dr. sed., $1,971; Chate- 
PLYMOUTH—’58 Savoy (6) 2-dr., $1,010; laine 2-dr. stat. wag., $1,963; Grand Large 
Savoy (8) 2-dr., $850. 2-dr. hardtop, $2,071; Monaco 2-dr. hard- 


top, $2,146; Plein Ceil hardtop sport cpe., 
$2,947; Oceane conv., $3,167. Ariane (4- 
cylinder)—4-dr. sed., $1,998. Ariane (V-8) 
—4-dr. sed., $2,098. Vedette (V-8)—Beau- 


'57 Belvedere (8) 2-dr, hardtop, $1,000*. 
’54 Belvedere 4-dr., $410*. 
’53 Cranbrook 2-dr., $150. 


PONTIAC—’'56 Chieftain 2-dr. Catalina, lieu 4-dr. sed., $2,298. (Heater standard on 
$750* (ps). and Vedette 
'55 Chieftain 4-dr., $580*. | An rain a Qa en a $2,095: 
54 Star Chief 4-dr., $295°. conv.. $2,349; 4-dr, stat, wag., $2,425 
RAMBLER—’59 Super (6) 4-dr., $1,380*. SKODA—S-440 2-dr. sed., $1, 575; 8-445 
’58 Ambassador (8) Cross Country, $1,-/| 2-dr. sed., $1,675; S-450 conv., $1, 995. 
485°. SUNBEAM—Rapier—2-dr. hardtop, $2,- 
’55 Custom 4-dr., $540*. 499; conv., $2,649. Alpine—Roadster, $2,- 
MISCELLANEOUS — '54 Chevrolet %-ton | 595. 
pickup, $575. TAUNUS—12 M Super—2-dr. sed., $1,- 
701; 2-dr. Combi-wagon, $1,875. 17-M 


’49 Studebaker truck, $175. 


'47 Ford wrecker, $670. $2,120.50; 2-dr. sed., 


Standard—4-dr. sed., 


* * * $2,028.50; 2-dr. Combi-wagon, $2,237. 17-M 
Deluxe—4-dr. sed., $2,266.50; 2-dr. sed., 
$2,174.50; 2-dr. Combi-wagon, $2,383. 


— Auctions in Brief — 
BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Wednesday (Feb. 3). The selection 
was good and the buyers here were paying 
top dollar for every year and model, if they 
were clean and well detailed, Sold 85 per- 
cent of 467 consignments. 

* * + 


CALDWELL, N. J. 

Skyline Auto Auction, Sale every Thurs- 
day (Feb. 4), Clean, heavy cars were in 
good demand here this week. Market re- 
mains steady. Sold 153 cars from 211 con- 
signments. 


TEMPO—Viking Rapid—6-passenger stat. 
wag., $2,170.60; 9-passenger stat, wag., 
$2,203.60. Matador—3-passenger stat. 
wag., $2,482.75; 6-passenger stat. wag., 
$2,514.65: 9-passenger stat. wag., $2, 
546.55: 12-passenger stat. wag., $2,712.50. 

TOYOPET—Crown Custom — 4-dr, sed., 
$1,999; 2-dr. stat, wag., $2,111; 4-dr. stat, 
wag., $2,211. Toyota Land Cruiser (4-wheel 
drive)—canvas top, $2,930; steel top, $3,- 
365. 

TRIUMPH—4-dr. sed., $1,699; 4-dr. stat. 
wag., $1,899; TR-3 (sports cars)—soft top 
$2.675; hardtop, $2,835. 

TURNER—Standard 950 Sports roadster, 
$2,245: Stage II roadster, $2,635; Coventry 
| Climax I roadster, $3,170; Coventry Climax 
III roadster, $3,370 

VAUXHALL — Victor — 4-dr. sed., $1,- 
957.50; 4-dr. 2-seat stat. wag., $2, 262. 60. 
| (Heater standard on both models.) 


* * * 


DYER, IND. 


Dyer Auto Auction, Sale every Friday 





(Feb. 5). The rain hurt the sale on clean VESPA — V-400 — 2-dr. sunroof sed., 
late model cars. Sold 169 cars from 308 | $1,080. 

consignments, VOLKSWAGEN—2-dr. sed., $1,565; 2-dr. 

* * * sunroof sed., $1,655; conv., $2,055; stat. 

wag., $2,245; deluxe stat. wag., $2,620. 


MANHEIM, PA. Karmann Ghia—cpe., $2,430; conv., $2,- 

Manheim Auto Auction. Sale every Fri- | 695 (Heater standard on all models.) 
day (Feb. 5). Weather: Cloudy, Sold 84| WVOLVO—122-S—4-dr. sed., $2,807. PV- 
percent of 697 consignments. | §44—2-dr. sed., $2,342; 2-dr. stat. wag., 
* * * | $2, a ter standard on all models.) 

Standard 4-dr. sed., $1,- 

NASHVILLE, TENN. | ess; standard. 4-dr. sunroof sed. $1,778; 
Nashville Auto Auction, Sale every deluxe 4-dr. sed., $1,799; deluxe 4-dr. sun- 
Wednesday (Feb. 3). Most all makes and | roof sed., $1,889; 2-dr,. stat. wag., $1,898; 


models dropped a few dollars. Sold 136 cars | 4-dr. deluxe stat. wag., $2,085; conv., §2,- 
099; 


from 285 consignments. coupe, $2,199; sports roadster, $2,799. 





EPUBLIC Automotive Moulding Rac 


protects bright-work in stock 


Republic’s new, Bonderized, Automotive Moulding Rack 
is a practical solution to the problem of storing odd 
lengths and shapes of today’s automotive moulding. 

It eliminates lost profits due to damage in storage. 
Every item is protected—factory-fresh and ready for use 
when you need it. 

Standard height 87”, in depths from 3’-3” to 6-3”, 
adjustable to take care of all moulding carried in stock. 
Call your Republic representative, or write direct. 


REPUBLIC STEEL 


BERGER DIVISION 
1078 BELDEN AVENUE — CANTON 5, OHIO 
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GAS FILTER—A gas-in-line filter which 
admits gasoline and rejects water has been 
marketed by Lee Filter Corp., North Ar- 
lington, N. J. This engineering device was 
accomplished by treating the pleated 
paper unit with a silicone resin compound 
developed by Lee. The water coalesces on 
contact with the silicone unit and forms 
droplets which are heavier than gas, and 
fall to the bottom of the unit, it is said. 
Although gasoline passes freely through 
the unit, the water and contaminants are 
trapped, it is claimed. The Gas-O-Line filter 
is said to have a service life of 5,000 
miles. 





AIR CONDITIONER—John E. Mitchell 
Co., 3800 Commerce St., Dallas, Tex., has 
announced the 1960 Mark IV Monitor 
under-dash air conditioner. Exclusive Mon- 
itor “beacon” temperature indicator and 
patented “'Selectrol'’ freon control, elimin- 
ating clutch cycling, have been retained 
in the 1960 model. The unit features 
chrome trim, chrome turret mounts for air 
volume and temperature control and me- 
tallic-plated implex outlet louvers. 

>: ere 





POWER MOWER—A line of power mow- 
ers, a source of volume for automobile 
dealers, has been introduced by M. Lober 
& Associates, 7 Central Park West, New 
York, N. Y., features include impulse start- 
er, designed to make starting a power 
mower easy. The starter is standard equip- 
ment on Lober's three horsepower, 25-inch 
swath cut, and three horsepower, 22-inch 
swath cut models. The user merely presses a 
handle down, and the mower starts, it is 
said. Another Lober exclusive is the use 
of ingenious steel compression springs on 
each axle, to keep wheels in permanent 
alignment, and provides best traction, it is 
claimed. Mowers are available with Briggs 
& Stratton or Clin’on engines. 


* * * 


Rubber Wrench Grips 


Oil-proof rubber grips have been 
added to its %-inch drive and %- 
inch drive ratchet wrenches, ac- 
cording to Wright Tool & Forge 


Co., E. State and Wright Aves.,! 
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Barberton, O. The grips replace the 
knurled steel handle on the %-inch 
drive ratchet and the optional steel 
handle on the %-inch drive ratchet, 
the firm said. 





TIRE CHANGER—Clearance of rim flange 
and wheel weights by the power driven 
mount-demount tool is said to be automatic 
in the improved rotating arm now featured 
on the Bishman power tire changers. The 
mount-demount tool is set for wheel size 
by dropping it down onto the rim, pushing 


it in to touch the outside of the rim and| 


locking in place. When power is applied 
to rotate the arm the tool automatically 
moves up and out enough to clear the 
rim and wheel weights. This eliminates 
the possibility of marring or damaging 
the wheel rim or moving the wheel weights, 
it is claimed. This rotating arm 
standard equipment on Bishman models 
880-58 and 880-MB. It can also be used 
on any Bishman electric tire changer now 
in use. Bishman Mfg. Co., Route 2, Osseo, 
Minn. 





BRAKE FLUID FILTER—A visual brake 
fluid filter has been added to the Grigg | 
brake service parts line. Not only can| 
the brake fluid level be checked at a 
glance, but the unit functions as a filter 
in helping keep brake systems clean, it 
is said. There is a model for every car 
and truck. Grigg Specialty Tools, 8103 
Marbrisa Ave., Huntington Park, Calif. 

Ve @ 





GENERATOR TESTER—A generator-regu- 
lator tester, that handles standard and | 
heavy-duty components as well as 6 and 
12-volt systems, has been announced by 
Sun Electric Corp., 6327 N. Avondale Ave., 
Chicago 31, Ill. The model GRT-125 tester 
is said to eliminate guesswork, and supply 
accurate information under actual oper- 
ating conditions. Because of its facilities 
and voltage ranges, changing system com- 
ponents of cars, busses, trucks, marine, 
stationary, and off-the-road equipment may 
be handled, it is said. The unit features 
Universal generator and regular mounts. 
Test lead connections are simplified, 
through the use of just one standard hook- 


is now} 
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FLOOR MAT—A custom fitting front floor 
mat which provides one piece door-to-door 
protection for the compact cars has been 
announced by Rubbermaid, Inc., Wooster, 
O. The mat, known as the Kompact Kar- 
Rug, is designed to “stay put” with a 
nubbed undersurface to hold it in place, 
it is said. It is available in red, light blue, 
white, light green, grey, brown or black. 
The Kompact is said to provide a custom 
fit for the Corvair, Falcon and for 1959 
and 1960 Ambassadors, Larks and Ram- 


blers. 





CHASSIS DYNAMOMETER—Clayton Mfg. 
Co., El Monte, Calif., has announced the 
automatic C-150 chassis dynamometer, a 
simplified “test road" electronically con- 
trolled for checking the horsepower output 
| of cars under actual road driving condi- 
| tions. It can be operated by anyone cap- 
|able of driving a car, it is claimed. The 
operator sets the dynamometer at the ideal 
speed at which tests are to be run. He 
then drives the car onto the unit and, 
without leaving his position at the wheel, 
conducts the necessary tests and notes the 
results, it is said. 





BODY JACK—A mechanical body jack, 
called Body Budy, has been announced 
by S & H Tool Co., 2936 Noble Rd., Cleve- 
land Heights 21, O. The unit is a friction- 
type, push-pull body jack for fender 
straightening, transmission work, and close- 
quarter repair work on general body re- 
pairs, it is said. 





WRENCHES—"‘Metri-Caps," a 
adapter set to convert socket wrenches 


13-piece 


and box wrenches from U. S. standard 
sizes to metric sizes, has been announced 
by Wagner Tool & Supply, Inc., 1020 East 
Fifteenth St., Hialeah, Fla. The adapters 
are designed primarily for use by garages 
servicing foreign cars, scooters and ma- 
chinery, it is said. 
* + * 


Devcon Rubber in Kits 
Devcon Rubber, a real rubber in 





up for all popular generators and regula- 
tors. Once mounted, no lead changes are 
necessary to perform over 10 important 
basic tests. 


semipaste form, is available in 
handy kit form for auto and truck 
owners, according to Devcon Corp., 





*o |Danvers, Mass. The repair material 


dries and sets in two hours, the 
firm said, and remains permanently 
flexible, 





TIRE TOOL— May Brothers Mfg. Co., 
21300 Eureka Rd., Taylor, Mich., has an- 
nounced the development of a combination 
tire mounting and demounting tool called 
the “Quick-Switch."" Designed for use with 
all center post tire changing machines, 
the multi-use bar can be used to mount 
and demount both tire beads at the same 
time. The smooth design of the ends pre- 
vents damage to tire beads and allows 
easy movement, it is claimed. Built of 
solid bar stock the Quick-Switch model 
2 handles both tubeless and tube-type 
tires, including 13-inch safety wheels, it 
is said. 





SPARK PLUG WRENCH —The Hastings 
“4 Way" plug wrench has been specially 
designed for easy installation and removal 
of hard-to-get-at plugs. It easily operates 
around manifolds, generators, power | 
brakes, air conditioners and other ob- 
stacles, it is claimed. Wrench consists of 
curved handle, 13/16-inch hex socket with 
sponge rubber insert, 13%4-inch extension 
and reversible ratchet with %-inch drive. 
The wrench is available with an assortment 
of Hastings Fire-Power spark plugs. Hast- 
ings Mfg. Co., Hastings, Mich. 

. = oe 








MIRROR — Outside vision mirrors for 
pick-ups, station wagons and small com- 
mercial vehicles, has been introduced by 
Yankee Metal Products Corp., Norwalk, 
Conn. The No. 297 mirror is said to be 
constructed of non-corrosive material, 
brass tubing, die-cast arm and mirror 
head, stainless steel mounting hardware, 
and is guaranteed rustproof. The clear 
glass mirror, 5 by 6 inches, is encased in 
a rubber channel, and is replaceable in 
event of damage. The mirror is adjustable 
for maximum visibility. Mounting brackets 
for 95 percent of all types of installations 
are furnished with each mirror. 











HEATER HOSE—The Gates flexible 
heater hose, introduced by Gates Rubber 
Co., Denver, Colo., is designed to service 
cars requiring replacement of molded 
curved heater hose connections. The hose 
features a special convoluted design, sim. 
ilar to flexible radiator hose, which ep. 
ables the hose to bend easily without 
collapsing, it is claimed. The hose is manv- 
factured in handy six-foot lengths, in both 
% and %-inch inside diameters. 





WHEEL BALANCE WEIGHT—Hunter 
Products Co., Inc., 8846 Ladue Rd., St. 
Lovis 24, Mo., has announced a line of 
Hunter X-ACT wheel balance weights, de- 
signed for use on cars with full-cover type 
type hubcaps, to supplement its line of 
regular passenger car and truck wheel 
weights. The weights have extended rust- 
free, tempered clips for easy mounting 
underneath the flush type wheel covers, 
and are marked with MHunter-exclusive 
“trim-off” increments for easy-trimming 
and more accurate wheel balancing, it is 
said. The weights are available in %%, |, 
1%, 2, 2% and S-ounce sizes. 





FLASHER KITS — Two disability flasher 
kits for converting self-cancelling turn sig- 
nals into emergency warning signals have 
been announced by Macchi & Co., 819 
Valencia St., San Francisco, Calif. Kay-Lob 
heavy-duty kit, for trucks and big equip- 
ment, includes heavy-duty flasher capable 
of flashing sixteen 32-candlepower bulbs 
simultaneously 75 times per minute. Made 
in 6 and 12-volt models. Kay-Lab regular 
kit, designed primarily for cars and taxis, 
flashes six 2-candlepower bulbs simul- 
taneously 90-100 times per minute. Made 
in 6, 12, and 24-volt models. 

* 





LEAK DETECTOR KIT—A low-cost leak 
detector kit specially designed for servic- 
ing leaks in automotive air conditioning 
systems has been announced by General 
Electric Co., Schenectady 5, N. Y. It in- 
cludes a type H-6 halogen leak detector 
that locates leaks as small as Y ounce @ 
year, and a type LS-20 leak standard for 
use in determining leak size, it is said. The 
equipment is packaged in a compact leath- 
er case for portability and protection. The 
kit also includes sufficient spare parts for 
about one year of normal maintenance, 
and an instruction book describing use 
and repair of the equipment. 
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In Daytona 


American Gets 51 MPG... 
2 


How They Scored 


Tests 


(Continued from Page 2) 


hung from the window, which fed 
directly to the fuel pump. After 
engine and carburetor were run 
dry, a measured gallon of gaso- 
line was poured into the tank. 
The car started and was allowed 
to proceed around the route at 
any speed over 25 miles an hour. 

The major 2.4-mile portion of the 
course was around the Daytona 
International Speedway. This part 
is protected from wind, and has 
wide sweeping curves of little con- 
sequence in affecting economy. The 
remainder of the 3.8-mile course 
was a 1.4-mile section in the infield 
with five corners of varying sever- 
ity. 

No stops or traffic conditions (ex- 
cept flocks of seagulls) hampered 
drivers seeking maximum mileage. 
In effect, figures obtained in the 
Pure Oil test are similar to those 
obtained by factory engineers mak- 
ing two-way runs at road loads on 
proving grounds. 

Following each run, cars were 
impounded by NASCAR, With $800 
of prize money (first, $500; second, 
$200, and third, $100), the first three 
cars in each class were subject to 
inspection. 

NASCAR’s inspection, well 
known for thoroughness, includ- 
ed removal of heads to check 
compression and stroke, removal 
of a piston to check rings and 
determination of differential ra- 
tios. 

A Rambler was disqualified for 
lack of oil in the air cleaner. Two 
Falcons were knocked out when 
carburetor float levels were found 
below specifications. And an Am- 
bassador was sent packing with 


nearly an hour, it was retested on 
a different distributor tester and 
pronounced satisfactory, Which put 
a question mark on some dozen 
other distributors tested and ap- 
proved on the distributor tester 
previously used. 

Wheel bearings were packed 
with graphite grease, light 10W 
or 5-20W oil was used in the 
crankcase of most cars, and win- 
ter grades of differential lubri- 
cant were available for all con- 
testants. 

One Corvair, which showed 10 
more miles per gallon than any 
other Corvair entered, was with- 
drawn previous to undergoing in- 
spection. According to Pure Oil- 
NASCAR rules, all cars in economy 
trials were to be “in showroom con- 
dition.” 

Automotive observers at Daytona 
commented that results were highly 
unrealistic. Each carburetor was 
legally fitted with the next leaner 
jet or metering needle, which at 
sea level accounts for a measurable 
increase in economy. 

Since most cars ran between 25 
and 27 miles an hour, they were in 
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effect running on a fixed throttle 
with no fuel passed by high-speed 
jets or acceleration pump; both of 
| which are used in normal highway 
driving. 

Rules allowed use of any trans- 
mission, which favored makes 
with optional overdrive. With 
cutin speeds around 30 miles an 

| hour, overdrive-equipped cars 
could speed up to 30, then coast 
| down to 20 with the engine idling. 

Such impractical driving tech- 
niques are responsible for the high- 
mileage figures shown by Ramblers 
and other overdrive cars. No regu- 
| lations existed to prevent mechanics 
from increasing engine clearances, 
thereby reducing drag and improv- 
ing mileage, 

Slide-rule technicians figure that 
chilling the gasoline to 32 degrees, 
prior to measurement of the official 
gallon, accounted for a mileage gain 
of some 2 percent. 

“Stop-and-go” and “traffic pass- 
ing” tests, though pitched as a 
measurement of automotive per- 
formance, are more properly driv- 
ing tests. Almost any car with good 
acceleration, and equipped as most 
entrants were with optional heavy- 
duty brakes and suspension, could 
be driven in the events, From then 
on it becomes a matter of driving 
skill and ability. 

This was demonstrated by the 
fact that the first five places in the 
“stop-and-go” tests were taken by 
race drivers Panch and Larson. In 
the “traffic passing” tests, Larson 
and Panch also dominated. 


When the results were made 









































DETROIT.—General Motors deal- 
ers representing 48 cities in the 
U. S. and Canada attended a three- 
day meeting last week with top GM 
executives in the 
winter session of 


eee 





ignition advanced beyond specifica- 
tions. 


Thorough inspection appeared a} | 


necessity to keep ahead of drivers 


and sponsors determined to win at} | 


any cost. One driver carefully lean- 


ed his 210 pounds on a Falcon fen-| — 


der in what appeared to be an ef- 
fort to tilt the car and raise the 


carburetor float to meet NASCAR] | 


standards. 

A Mercury was found to have a 
distributor not meeting specifica- 
tions, After the NASCAR inspec- 
tor and mechanics had argued for 


Stewart Buick, 
2 Officers Sued 
By Ex-Official 


GREENSBORO, N. C.— Stewart 
Buick Co., Winston-Salem, and two 
officers, Carl L. Stewart and B. L. 
Watkins, are being sued in Federal 
Court by Jack P. Leigh, Jefferson 
County, Tex., a former officer and a 
stockholder. 


Leigh charged that Stewart and 
Watkins wrongfully discharged him 
as an officer and subsequently voted 
themselves “illegal, excessive, im- 
Proper and completely unjustified” 
bonuses. 

He asked the court to order the 
defendants to repay the bonuses, 
Plus “any funds they may now owe” 
the firm, bar Stewart from borrow- 
ing from the firm and direct the 
board to pay a dividend of at least 
$15,000. 

_ Leigh said he and Stewart organ- 
ized the firm as a partnership and 
later incorporated, with Stewart as 
President, Leigh as vice-president 
and Watkins as secretary-treasurer. 

In a bid to seize control of the 
firm, Leigh continued, Stewart 
transferred one share of his stock 
to Watkins, named him to what be- 
came a three-man board and pro- 
ceeded to vote Leigh out of the 
business. 

He charged that in June, 1959, 
they voted Stewart a $25,000 bonus 
and Watkins a $3,000 bonus, The 
bonuses were voted for a fiscal year 
in which the firm’s net earnings 
before taxes were $8,388.03, he 
added. 

Leigh contended that he invested 
his “entire life savings” in the deal- 
ership and that it is his “sole source 
of income.” 





the GM Presi- 
dent’s Dealer Ad- 
visory Council. 

Factory - dealer 
policies and other 
matters of mutual 
interest were dis- 
cussed in the 
meetings, the pur- 
pose of which is 
to facilitate the 

J. F. Gordon exchange and de- 
velopment of ideas on how better 
to serve retail customers. 

Thirty-eight dealers representing 
both large and medium-sized cities 
in the U. S, and 12 dealers from 
10 Canadian cities participated in 
the meetings. Formerly known as 
the GM Dealer Council, the pro- 
gram was instituted in 1934 in the 
interest of more effective and 
equitable factory-dealer relation- 
ships. 

GM executives at the meeting 
included: 

Frederic G. Donner, chairman; 
John F. Gordon, president; Louis 
C. Goad, Cyrus R, Osborn, George 
Russell and Sherrod E. Skinner, 
executive vice-presidents; James 
E. Goodman, body and assembly 
group vice-president; Carl H. 
Kindl, overseas and Canadian 

group vice-president; Charles A. 
Chayne, engineering vic e-presi- 
dent. 

William F. Hufstader, distribu- 
tion vice-president; Edwin C. Klotz- 
burger, Fisher Body general man- 
ager; James L. Conlon, general 
manager of the Buick-Oldsmobile- 
Pontiac division; Howard E. Craw- 
ford, director of the GM sales sec- 
tion; Myrle E. St. Aubin, GM 
service director, and Patrick J. 
Crowley, dealers relations director. 

Members of the President’s 
Dealer Advisory Council present 
were: 

Large city group—Morris E. Bell, 
Boston; W. W. Bland, Houston; 
T. J. Brogan sr., Paterson, N. J.; 
Ellis C. Brooks, San Francisco; 
James F. Childs, Los Angeles; G. A. 
Fogarty, Washington; William M. 
Frank, East Orange, N. J.; M. G. 
Griffith, Kansas City; Glenn L. 
Humphrey, Milwaukee. 

Thomas O. Jennings, Cincinnati; 
F. M. Late, Dallas; Rudy Luther, 
Minneapolis; C. W. Marquardt jr., 
Chicago; L. B. McCormick, Mem- 
phis; M. M. Meadows, Portland, 
Ore.; R. H, Reynolds, Akron; Abe 
Rosenberg, Bronx, N. Y.; W. J. 





GM Dealers, Executives 
Swap Ideas at Winter Talks 


























Smyly, Boston, and Russell D. 
Watkins, Los Angeles. 


Medium city group—Elvis H. 
Bauer, Decatur, IIL; Harry W. 
Bygel, Albuquerque, N. M.; E, B. 
Collard jr., Leavenworth, Kans.; 
Dale Critz, Savannah, Ga.; W. W. 
Dunham, Eugene, Ore.; Sidney N. 
Epperson, Woodland, Calif.; 
Harry D. Evans, Casper, Wyo.; 
J. E, Fitzpatrick sr., Burlington, 
Vt.; William T. Hosner, Amster- 
dam, N. Y.; Robert A. Jackson, 
Pueblo, Colo.; Charles F. Long, 
Framingham, Mass. 

G. Rynd Miller, Boise, Id.; How- 
ard W. Mitchell, Pensacola, Fla.; 
Lester E. Moody, Fort Lauderdale, 
Fla.; R. E. L. Morefield jr., Win- 
ston-Salem, N. C.; J. W. Pickens, 
Orangeburg, S. C.; John A. Pring jr., 
Dishman, Wash.; Frederic W. 
Schermerhorn, Wilmington, Del., 
and Clayton Stockwell, Janesville, 
Wis. 

Canadian dealers included: 

J. H, Addison, Toronto; Albert 
Barre, Quebec; E. L. Dubois, Ham- 
ilton, Ont.; Edward B. Dueck, Van- 
couver, B. C.; E. A. Everson, Mon- 
treal; F. T. Jenner, Edmonton, 
Alta.; Roy M. Lawson, St. John, 
N. B.; R. J. Logue, Sydney, N. S.; 
J. Robertson, Toronto; J. B. Sang- 
ster, Regina, Sask; R, G. Southam, 
Winnipeg, Man., and C. D. Taylor, 
Montreal. — 





















Sticker Tampering 
Costs California 


U. C. Firm $2,000 


SAN FRANCISCO.—Bonded Mo- 
tors, Inc., San Francisco and San 
Jose used-car firm, was fined $2,000 
by Federal Judge Oliver J. Carter 
for tampering with price stickers. 
The firm had pleaded no defense. 

An FBI agent testified labels had 
been altered or removed from 80 
cars purchased from new-car deal- 
ers. He said none, however, was 
sold above the manufacturer’s sug- 
gested price. 

Judge Carter dismissed similar 
charges against Edward Shapiro, 
company manager, and Jack C. 
Miller, manager of the San Jose 
lot. 

“I know that yours is a rough 
business, but whatever the competi- 
tive factors, you’re going to have to 
obey the law,” Carter told Shapiro 
and Miller. 

The attorney for Bonded Motors 
withdrew the company’s pleas of 
innocent and entered the plea of no 
defense. He told the court a guilty 
plea could impair or destroy the 
company’s credit. 






























Hankey Cited for Rentals— 


K. C. Glaser, right, Minneapolis, newly 
elected president of the National Car 
Rental System, Inc., presents award to Tad 
Hankey, los Angeles, who is the new 
NCRS vice-president, for the Los Angeles 
office's achievement of topping all Nation- 
al Car Rental offices in advance rental 
reservations in 1959. 


official, it then became a question 
of what to do with them. Chevro- 
let officials on the scene were 
wondering how to take advantage 
of the Safety and Performance 
Award without violating AMA 
recommendations on the subject 
of performance advertising. 


And a Rambler man frankly told 








63 


Automotive News: “What in the 
hell can we do with 51 miles to the 
gallon. In the first place most peo- 
ple won’t believe it; and if they do, 
our dealers will be snowed by un- 
happy buyers who want the same 
mileage while climbing Pike’s 
Peak.” 


* * * 


6 Chryslers Top Mark 
In NASCAR Flying Mile 


DAYTONA BEACH, Fla.—Six 
300-F Chryslers, running on Good- 
year Blue Streak tires, topped cars 
in all classes in the NASCAR Fly- 
ing Mile event, breaking the record 
set in 1956, according to Goodyear 
Tire & Rubber Co, 

The announcement was made by 
Goodyear since auto makers, 
through the Automobile Manufac- 
turers Assn., have agreed not to 
place emphasis on speed in their 
products. 

Goodyear said Gregg Ziegler, 
Elgin (Ill.) hardware dealer, drove 
his own stock 300-F over the one- 
mile, hard-sand course at an aver- 
age 144.927 m.p.h. to win the trophy. 

The previous mark, 139.371 m.p.h., 
was set by Tim Flock in a Chrysler 
300-B. 

Flock’s record also was bettered 
by five other drivers of Chrysler 
300-F's. 

































FAST DELIVERY... PROMPT SERVICE 


REPUBLIC PARTS BINS 


from your nearest Republic representative 


LOS ANGELES 22, CALIF. 
Petiley, Inc. 
5424 E. Slauson Avenue 


OAKLAND 1, CALIF. 


Petiey, Inc. 
899 73rd Avenue 


ATLANTA 8, GEORGIA 


Geo. E. Kinney Bin Co. 
33342 Peachtree St. N.E. 


CHICAGO, ILLINOIS 


S. W. Lemon 
5050 S. Austin Avenue 


INDIANAPOLIS, IND. 


Modern Equipment Co. 
1140 North College 


SOUTH WEYMOUTH, MASS. 


Shepard & La Plante 
72 Pond Avenue 


MINNEAPOLIS 1, MINN. 
Modern Bin Equipment Co. 
734 North Fourth Street 


CHARLOTTE, N. C. 
Steel Bin & Equipment Co. 
601 Sugar Creek Road 


MERCHANTVILLE, N. J. 
Gardner Equipment & 
Service Co. 

Route #38 & Church Rd. 


LONG ISLAND CITY 1,N. Y. 


Automotive Parts Dept. Serv. 
48-18 Northern Bivd. 


OKLAHOMA CITY, OKLA. 
C. B. McMillan Company 
1745 West Grand Street 


BRUNSWICK, OHIO 
Accurate Inventory Service 
Grafton Road, East 


PORTLAND 9, OREGON 
D. R. Munro, Jr. 
1801 N.W. Northrup St. 


PITTSBURGH 12, PA. 
L. M. Kelly 
1407 Brighton Place 


MEMPHIS 4, TENN. 
Claude A. Ward 
212 Towers Building 


HOUSTON 17, TEXAS 


The Zachary Company 
6403 Winfree Street 


SALT LAKE CITY, UTAH 


L. B. Clark 
2790 East 3000 South 


ALEXANDRIA, VIRGINIA 
A. T. Watson 
219 Lioyd Lane 






REPUBLIC STEEL 


BERGER DIVISION 
1078 BELDEN AVENUE — CANTON 5, OHIO 








A Full Line of ... 


dv Brake Parts 

dv Ignition Parts 
dv Renault Parts 
v Peugeot Parts 


¢ Also many other 
imported lines 
available. 


























FOREIGN CAR PARTS 
HIGH DISCOUNTS! 
ea eons a on ee 
Albert Wepper Corporation 


; Factory Representatives 
53 Park Place 




















New York 7, N. Y. 
Tel. WO 4-0966 
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Downing Cites New Snags. . . 


650,000 Import Sales 


Sighted by 


(Continued from Page 1) 
have the effect of increasing sales, 
others will have the effect of deter- 
ring imported car sales. 
+ * + 


Anti-Import Factors . . . 


THE establishment of the Euro- 

* pean Common Market. This fac- 
tor could decrease the number of 
cars available for the American 
market as sales between Common 
Market countries increase, due to 
lowered import barriers among the 
countries involved and to rising in- 
comes of workers in those countries. 
2. The “home market” for Euro- 
pean cars—the countries where the 
cars are produced—could absorb 
more cars in 1960. 

* a * 

5. Ast October, the president of the 
British Society of Motor Manu- 





Canadian Firm Orders 


1,000 Moskvich Cars 
TORONTO. — Modern Motors, 
Ltd, of nearby Agincourt, Cana- 
dian agent for the Russian-made 
said it has ordered 
1,000 cars from the Moscow plant. 
The firm expects the four-cylinder 
car to sell for about $1,500 here. 


Modern Motors said it also is 


attempting to stockpile parts. 
The first Moskvich arrived with 





Largest Stock in the U.S.A. 


BRITISH CAR PARTS 

HEPOLITE—Pistons & Rings 

WELLWORTHY—Pistons & Rings 

JAMES—Valves & Guides 

TERRY—Valve Springs 

PAYEN—Gaskets & Oil Seals 

BORG & BECK—Clutches 

LOCKHEED & GIRLING—Brake Parts 

FERODO—Brake Linings, Fan Belts 

LUCAS—Ignition, Lamps, etc. 

GLACIER—Engine Bearings 

Vv ae Bearings 

RANSOME & ES—Ball & Roller Bearings 

WHITELEY—Water Pumps, Tie Rods, Universals 
@ other top lines 


MARELLI—Ignition, Spark Plugs AKRON—Oil Seals, Rad. Hose 


SPESSO—Gaskets R.1LV.—Ball and Roller Bearings 





NA DAers 


facturers in an address before the 
annual meeting of the Motor Agents 
Assn. of Great Britain said the Brit- 
ish “home market” could absorb at 
least 50 percent 
more cars next 
year—even with 
the 50 percent 
purchase tax. He 
also said the Eu- 
ropean market 
(Continental to 
the British) is 
now becoming so 
important it is al- 
most to the point 
of being consid- 
ered a “second 





James C. Downing 
U. S. market.” 


Delivery of new cars in most 
countries where they are produced 
(for the more popular cars) cannot 
be effected in less than six to eight 
months. This would indicate that a 
serious shortage, automatically lim- 
iting sales, could conceivably devel- 
op for some imported makes. Were 
it not for the necessity of balancing 
imports and exports in the produc- 
ing countries, it would already have 
occurred. 

Production capacity of some 
firms supplying the U. S. was 
reached in 1959. 


The plant manufacturing the MG, 
the Austin-Healey and the Sprite 
sports cars, for example, cannot in- 
crease production materially until 
additional facilities are erected. Ac- 
cording to John Thornley, manager, 
production is now on a plateau of 


GERMAN CAR PARTS FRENCH CAR PARTS 


MONOPOLE-POISSY—Pistons, Rings, Valves 
CURTY & Cie.—Gaskets, Oil Seals 

VANDERVELL of FRANCE—Engine Bearings 
COUSSINETS MINCES—Engine Bearings 
SOCIETE FERODO—Brake Linings, Clutches, Ferlec 
DES FREINS LOCKHEED—Brake Parts 

SOCIETE S.E.V.—Ignition, Fuel Pumps, Wipers 
MARCHAL—Lamps, Light Units, Spark Plugs 
PARIS—RHONE—Generators, Starters, Regulators 
$.N.R.—Ball and Roller Bearings 

JAEGER—S.N.A. —Speedometers, Instruments 
PECASEAUX—Lamps, Plastic Parts 


KOLBENSCHMIDT—Pistons 
ATE—Lockheed Brake Parts 
ATE—Valves, Ring Sets 
F & S—Clutches 
REINZ—Gaskets 
SIMRIT—Oil Seals 
SWF—Windshield Wipers & Motors 
FRESE—Bumpers & Mirrors 
GLYCO—Engine Bearings 
HELLA—Lamps, Horns 
BOSCH—Spark Plugs & Ignition 
ENERGIT—Brake and Clutch Linings 
VARTA—Batteries 

@ other top lines 


ITALIAN CAR PARTS 


Quick Service Available In All Parts of the U.S.A., Hawaii 
and Puerto Rico Through Authorized Beck Distributors. 


BECK DISTRIBUTING CORP. 
70 East 131st Street, New York 37, N. Y. 


WHOLESALE ONLY only Dealers may apply for catalog 





about 1,200 cars per day. This com- 
pares with about 200 per day in 1955. 

4. Strikes are an ever-present 
threat to European auto produc- 
tion. During 1959, there were 35 
serious automotive strikes in Great 
Britain in the first 10% months of 
the year. Production of several 
British makes was actually lower 
in 1959 than in 1958. 

+ + 
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Sales of several makes being 

*® sold in the U. S. may be expect- 
ed to decrease in 1960 simply be- 
cause the cars are not suitable for 
use in this country. This may be 
due to unacceptable quality, because 
they are underpowered for this 
market or because the parts and 
service situation is hopeless. 

I cannot agree with those who 
say that the number of imported 
car makes sold in the U. S. will be 
reduced to a half-dozen, or even a 
dozen in 1960—I actually believe 
that as many as 30 makes will be 
with us for years to come. 

In a sort of “horseback” judg- 
ment, I have estimated that of the 
51 makes now selling in volume, 
22 will sell fewer cars in 1960, 
with perhaps 15 of those being 
“practically out of business” by 
the end of the year. Of the 29 
makes remaining, sales of per- 
haps 23 makes may be expected 
to increase. The remaining six (of 
the 51 makes) may expect to sell 
about the same number of cars 
as in 1959. 

6. Factory pressure on Big Three 
dealers handling other than captive 
makes may be expected to reduce 
sales of some imported makes. This 
pressure might be expected to apply 
when Big Three dealers handle 
other than captive makes, such as 
Renault, Fiat, BMC products or 
Volvo, for example. 

The total number of dealers han- 
dling imports—now 16,000—probably 
will be reduced somewhat during 


Pioneer Pilot— 


Alan G. Rude, left, president, Universal 


CIT Credit Corp., presents ‘‘Air Scooter 
Pilot's License” to Rep. Overton Brooks, 
Lovisiana Democrat, chairman of the House 
Space and Astronautics Committee, follow- 
ing demonstration ride in Washington dur- 
ing NADA convention. The Scooter, a 
wheelless vehicle that skims along four 
inches above the ground on a cushion of 
air, was developed by Princeton Univer- 
sity’s Forrestal Research Center. It was 
demonstrated and displayed by Universal 
CIT during the NADA meeting. 


1960. Although this pressure from 
factories will be indirect, with no 
letters written, it will be real, none- 
theless, and will have the effect of 
reducing sales levels otherwise at- 
tainable. 

7. The very fact of the “birth” 
of the Big Three compacts, in itself, 
is a factor that will act to limit 
imported-car sales. The degree will 
be discussed later. 

+ * * 


Factors for Imports .. . 


1 Operating economy of the new 
© American compacts cannot 
match that of “volume” imports. In 
a recent survey, 88 percent of those 
who bought imports said that oper- 
ating economy was the most im- 
portant reason for purchasing an 
import. 

American compacts are “big” cars 
when compared with the volume 
imports, generally securing but 
little over half the gasoline mileage. 
For new compacts, 25 m.p.g. will be 
maximum under practical condi- 
tions, while for imports 40 m.p.g. is 
common, 

Maintenance costs for volume 
imports are considerably lower 
than on the American compacts. 
The new compacts, therefore, 
cannot be considered to be re- 
placements for the “volume” im- 
ports. 

2. Prices of the Big Three com- 
pacts are higher than for volume 
imports—$300 to $800 more. 

As Paul Herzog, of NADA, says, 
the public is now buying cars with 
wheels rather than options. There 
are 94 import models selling for less 
than $2,000—70 models for less than 
$1,800. Only four U. S. car models 
deliver for less than $2,000. 

3. The new compacts cannot re- 
place in any respect the imported 
sports car; the sports sedans of 
high quality, such as Jaguar 3.8, 
Mercedes 200; or the luxury sedans, 
such as Rolls, Jaguar Mark IX or 
Mercedes 300. 

4. The public’s buying of imports 
may be encouraged because of the 
notice the Big Three was forced 
to take of the economy car market. 
Only nine months ago, a spokesman 
for one of the Big Three said there 
were no plans for bringing out a 
compact. Advertising by the Big 
Three should help draw attention 
to the imports. 

of * * 
5 LABOR costs in Europe—about 

* one-third those of Detroit—will 





$734 Million U. S. Market. . 


Imported-Car Sh 


COUNTRIES 
England 
W, Germany .... 
France 
Italy 
Sweden 


@ other top lines 


@ other top lines 








Czechoslovakia ....1,180 


—- 


continue to give imports a tre 
mendous advantage in terms of 
price and quality. 

6. There is some evidence that 
imports could be reduced in price 
if sales dropped appreciably. Profits 
of European makers are reportedly 
very high with present price levels, 
Prices could evidently be reduced if 
the going gets “rough.” 

7. Price stability of the imports 
is great. Since 1955, the price of 
the average Ford has risen by 
$450, but the average import has 
risen only $100. This has widened 
the gap that already existed. Big 
Three prices may be raised again 
as a result of the steel strike set- 
tlement. Imported car makers are 
expected to hold prices at near 
present levels. 

8. The service and parts situation 
for imports has improved during 
the past year. This should encour- 
age sales. 

9. Used imports do not generally 
depreciate as rapidly as American 
makes. The rate of depreciation ig 
lower, and since the original cost 
of imports is low, the actual amount 
of money involved for a year’s use 
of a “volume” import is relatively 
low. 

10. Shortages continue to exist for 

































especially true for Volkswagen, 
MGA, Austin-Healey, Morris, Sprite, 
Alfa Romeo, Fiat in many models, 
and Volvo, Mercedes 220, and Jag- 
uar 3.8, for example. Sales of these 
cars in 1959 would have been higher 
had more been available. 

It is reported that 30,000 more 
Volkswagens will be shipped to this 
country through legitimate chan- 
nels in 1960—they definitely will 


sell! 
1 IMPORT duties on automo- 
* biles probably will not be 
raised in 1960. For many years, we 
in the U. S. exported more cars 
than we received, We should not 
get “panicky” because the situation 
is reversed. Furthermore, the Euro- 
pean market is expected to improve 
for the Big Three companies, par- 
ticularly so now that American 
compacts are becoming available 
for the European markets. 

Through buying imported prod- 
ucts—cars are only only one item— 
we help make it possible for this 
country to reduce subsidies. Actu- 
ally, great progress has been made 
toward recovery in Europe. We here 
in America can be proud that we 
have been the major factor bring- 
ing this about—and of the contri- 
bution toward peace and the ar- 
resting of Communism that it made 
possible, 

I regret to say that in some 
areas of this country the labor 
unions are discouraging workers 
from buying imported cars. 

12. Three completely new English 
cars for 1960 should bolster sales 
volume of imports. These include 
the Austin Seven, Triumph Herald 
and Ford Anglia, Hillman has 2 
new, completely automatic trans- 
mission which Rootes believes has 
great promise in terms of boosting 
sales. 

13. Higher sales levels for imports 
in the relatively “undeveloped” 
Midwestern states should help 
maintain sales volume in 1960. 

14, Orders for the American mar- 
ket were much higher at the 1959 
London International Automobile 
Show than during the 1958 show. 
BMC, Rootes group and Jaguar of- 
ficials estimated that orders for the 
1960 American market were 50 per- 
cent higher than those at the show 
one year earlier. 

15. The continuing trend toward 
spending for goods other than 

(Continued on Page 65, Col. 1) 


* * * 
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the demand for imports has been| be approximately 30 percent—a 9 


Downing Warns of New Sales Obstacles . . . 
NADAers See 10% Import Gain 


(Continued from Page 64) 
cars and services should act to 
bolster sales of the lower-priced 
imports. 


16. Imported car buyers, by virtue | 


of higher income and educational 
achievements, are recognized “style 
makers.” These are people who 
have the courage to break away 
from tradition, and who set the ex- 
ample 
example should be followed by larg- 


er numbers of buyers in 1960! 
= * * 


Compact Outlook ... 


ALES of the five American com- 
pacts for 1960 are estimated be- 
cause of their effect on imported- 


lows: 
ED sdascadcosstsiinta ccdiovecaiseosdeieg 300,000 
SEI  susituscnicvsiunlevedivvasieacioinads 400,000 
IED \vsucdnubitexaidepucdevetecteeonioies 200,000 
RS 50,000 
Total Big Three .............. 950,000 
ED deci’ vers shsbbenuinscsovevscessia 400,000 
ai sta hlivesilinsinsinsnnseoienid 100,000 
Metal AM Bax ...........c..000 1,450,000 


The above estimate for American 
compacts would constitute 20.7 per- 
cent of an estimated total Ameri- 
can market of seven million cars. 
For the first eight months of 1959, 
Rambler and Lark (the only Amer- 
ican compacts) accounted for 8 per- 
cent of registrations. In 1958, they 
accounted for only 4.5 percent. 

Big Three compacts, in my 
opinion, will make it difficult for 
Rambler to do better than hold 
the line, with Lark losing some of 
the ground it has gained. The 
Big Three have made it public 
knowledge that they are out to 
“get” Rambler. They may not 
“get” Rambler, but may reason- 
ably be expected to cause sales 
to be held close to 1959 levels. 

The Big Three will be strongly 
motivated to sell dealers enough 
cars to cover their heavy first year 
costs of bringing out the new mod- 


for others to follow. Their | 


els—even if the dealers are forced 
to accept a low profit or none at 
all. But sales to date have been 
going well, and I believe the 1,450,- 


| 000 estimated sales for all American 


compacts will be achieved without 
undue difficulty. 

I do hope that the dealers han- 
dling American compacts will take 
this—maybe their last— opportun- 
|ity to merchandise a new car on a 
profitable basis and will refrain 
| from the “dog-eat-dog” methods so 


| tributing of goods at reduced costs 
for the benefit of the nation.” 
Mehan hit at redistribution 
woes when he said, “Whether the 
same capital and personnel may 
own and operate both warehouses 
and wholesaling institutions is @ 
matter of future legal decision, 
but, unless we promptly and 
forcefully exhibit a more honor- 
able ability to keep books and 
report our proceedings correctly, 
it seems apparent that the law 
will favor and enforce some proc- 
ess by which warehousing and 
wholesaling are separated, to use 
a legal term, ‘at arms length.’ 
“Business has a way of identify- 
ing and correcting sneaks and 
crooks. Furthermore, business com- 
petition infallibly punishes a witless 
greed for volume. While the audi- 
tors are uncovering appalling cases 
of dishonesty in the field of redistri- 
bution, we have some shocking new 
prices by one of the car manufac- 
turers. 
“If your suppliers could now and 
forever keep you in position to sell 
into the trade all parts for all cars 


|at prices competitive with the pro- 


ducers of the vehicles or the other 
units needing parts, then you might 
enjoy a living profit at the going 
level of so-called genuine parts. 
“If you haven’t learned by now, 





Dealer Forum _ 1y robert m. rintay 


(Continued from Page 3) 





from “American Survey Co.” or 
whatever name you have selected. 
+ oo og 


To Weigh Competition 


S time, have her ask these 
second 100 people these simple 
questions: 

1, What car dealer would you 
recommend, if you had occasion 
te recommend one? 

2. Why? 

3. Can you tell me what they 
say in their advertising? Where 
did you see or hear it? 

This will tell you what your main 
competition is, and what advertis- 
ing seems to pay best for them, ac- 
cording to Ver Standig. 

But, most important, it will tell 
you what people who are not your 
customers, but should be, think of 





“HOOK ON” 
Tee 


“ONE SECOND'"' 


LICENSE PLATE HOLDER 


NICHOLS & SON 
2695 State St. Hamden, Conn. 








$1.50 Per Set Jobbers Wanted 
> Name 
§ Address 

City State (1 No. Sets 


A 


you. It will tell you why you’re not 
getting the deals you should be get- 
ting. It will tell you, right from 
their own lips, the mental image 
of you and your operation they 
hold in their minds. 

Again, they are the only ones who 
can tell you. Your own opinion of 
yourself isn’t worth anything. You 
are the least qualified of all, You 
should view your own opinions of 
yourself and your advertising with 
suspicion, 

But don’t stop with these two 100 
phone calls, Have the girl phone a 
few homes at random every week. 
Have her ask just one question this 
time, like this: 

If a friend of yours asked you 
to recommend an honest, trust- 
worthy automobile dealer, what 
dealer would you recommend? 


“After a few months of clean 
ethical advertising, have your girl 
make those phone calls again,” Ver 
Standig continued. “The improve- 
ment in your mental image with 
the public may be slow. But you 
will start to sense a gradual change 
for the better. And if you look at 
your books and examine the deals 
you have made, I think you'll see 
less of the pay-when-you-catch-me 
type of customers and more of the 
kind that have good jobs, don’t need 
a skip tracer to find them and 
meet their payments pretty regu- 
larly.” 

Ver Standig closed with this 
thought: 

“There is no easy way to sell. Ad- 
vertising can be so successful that 
it will make you hire more sales- 
men... but it is no magic for the 
replacement of good selling. You 
must return to the days of hard 
sell, with the handshake . . . the 
smile . . . the desire to please. 
There is no other choice, You must 
restore confidence — in yourself — 
and in your product.” 





characteristic of merchandising dur- 
ing the last few years. 
+ ok a 


Import Outlook .. . 

[Speen 1958, imported car sales 
increased by 81 percent. In 1959, 

sales expanded 60 percent from a 

larger base. 

These increases were made in 
spite of poor parts and service, in 
many cases, and a poor distribution 
job on the part of many importers 
and distributors. This indicates that 


‘Steady Rise Foreseen 
In Aftermarket Sales 


car sales. The estimates are as fol- | 
| (Continued from Page 2) 


there is some reason to wonder 
whether you are capable of learn- 
ing that your supplier cannot keep 
you in that position now or ever. 
Over any period of time, you 
cannot sell parts for Car A to 
the Car A dealer nor can you sell 
to the general trade. Parts for 
Car A at a price less than Car A 
dealer can quote.” 

The car-factory action referred to 
involved sparkplugs, headlight 
bulbs, oil filters and universal joint 
kits. Ford was reported to have re- 
aligned its prices after learning 
that some jobbers were selling these 
items to Ford dealers at lower 
prices than Ford. 

Rep. James Roosevelt, California 
Democrat, said he has introduced 
four bills to curb monopoly growth 
in the automotive service industry. 
He named them as: HR 9893, to di- 
vorce retail sale of petroleum prod- 
ucts from corporations engaged in 
its production; HR 9894, to prevent 
oil companies from acting as agents 
for manufacturers or distributors of 
automotive parts, accessories or 
supplies; HR 9895, giving the Fed- 
eral Trade Commission power for 
closer supervision of oil-company 
leases with station operators, and 
HR 9896, to strengthen antitrust 
laws. 

Charles Roazen, of Hunt Mar- 
quardt, Inc., Boston, said, “We will 
face far different problems and 
prospects in the years ahead than 
we have had to do in the past. 
Change is the one characteristic of 
the next decade. It is change, not 
love, that makes the world go 
around. 

“The success stories of the com- 
ing years will be written by those 
of us who fulfill the tremendous 
need for the education of our cus- 
tomers to make them better mer- 
chandisers.” 

Two young executives, winners 
of an essay contest, were honored 
by ASIA, They were John G. Irvin, 
Kentucky Ignition Co., Lexington, 
Ky., and Robert W. Kraud, Bar’s 
Product Supply Co., Holly, Mich. 
Honorable mentions went to Robert 
L. Phillips, Paul Automotive Co., 
Lansing, and David E. Kile, Thomas 
S. Perry Co., Inc., Atlanta. 

Victor L, Toft, Sidles Co., Omaha, 
retired as president of ASIA and 
Les A. Thayer, Belden Mfg. Co., 
Chicago, was elected to succeed him. 


Ford of Canada 
Reports Record 


Sales, Income 


TORONTO.—Ford Motor Co. of 
Canada, Ltd., reported record sales 
and net income in 1959. 

In a preliminary report on 1959 
operating results of Ford of Canada 
and its wholly owned subsidiaries, 
President Rhys M. Sale announced 
that consolidated sales totalled a 
record $517,238,922. The previous 
high was $502,621,336 in 1955. Sales 
in 1959 represented an increase of 
11.8 percent over the 1958 total of 
$462,602,570. 

Income after taxes in 1959 was 
$25,217,015. This does not include 
a non-recurring net credit of $3,- 
329,934 arising out of changes in 
accounting practice. 

Net income, not including this 
non-recurring credit, was also a 
new record, surpassing the previous 
high of $23,791,342 in 1950. It rep- 
resented an increase of 19.7 percent 
over the 1958 net income of $21,- 
062,315. 


genuinely strong, 

For 1960, I am estimating sales 
of 650,000 imported cars, a slight 
increase over 1959—about 10 per- 
cent—but still slightly less than 
10 percent of the total American 
market (9.5 percent). Were it not 
for the Big Three compacts, I 
believe 1960 sales of imports 
would have reached at least 800,- 
000. 

With domestic compacts in 1960 
accounting for 20.7 percent and im- 
ports 9.5 percent, the total share of 
the market for “economy” cars 
(which includes sport cars) would 


65 


percent increase over 1959, 

This increase in the small car 
market will come principally from: 

1, A broadening of the total mar- 
ket—largest since 1955. 

2, Reductions in the proportion- 
ate share of sales of larger Amer- 
ican Big Three cars—Ford and 
Plymouth, particularly. 

3. The fact that the Big Three 
compacts are available for the mar- 
ket for the first time. 

4. Continued interest in economy 
cars, as more and more Americans 
realize the drawbacks of unused 
Power and vast size, 











Adjusting shelves to solve new 
inventory problems is easy. 
Simply lift, pull, and reposi- 
tion. Republic Flexi-Bilt Parts 
Bins are a lifetime investment. 


REPUBLIC PARTS BINS 


and planned storage speed service 


Republic Parts Bins and Planned Storage speed parts 
service, get customers in, and out in a hurry. By utiliz- 
ing available storage space to maximum efficiency, 
you control stock turnover and keep capital circulat- 


ing and growing. 


Republic Flexi-Bilt Parts Bins are designed and 
installed so that you can tell at a glance when to 
order, what to order. Call your Republic representa- 


tive, or write direct. 


REPUBLIC STEEL 
BERGER DIVISION 
1078 BELDEN AVENUE — CANTON 5, OHIO 
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ACE 


peor DESIGNED FOR COMPACT CARS 


complete 


CLEAN LINES! QUALITY! 
Sell these richest looking, 
“most for your money’ * mats. 
Made of quality “live rub- 
ber, in five colors. 


At Better sobbers Cvompabere 


line for standard cars, too 


Brilliant Gold Medallions 
will not scuff or rub off. 
Olympian mats, for front 
and rear, are matchless in 
Elegance, Quality, Service. 


ACE RUBBER PRODUCTS, INC. 


100 Beech St. 





Akron 8, Ohio 
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Account for Fifth of New-Car Sales in Victoria... 


Imports Move Fast in 


cording to S, J. Wrigge, sales man- 
ager, and sales still are climbing. 
It handles Renault and domestic 
and foreign used cars. The ratio 
of new-car sales to used units is 
about one to two, said Wrigge. 

Foreign-car sales are almost en- 
tirely to two and three-car families, 
Wrigge declared, He said he finds 
a definite swing from the three-or- 
four-year-old domestic car for a 
second car to a new foreign unit, 
because of the tremendous saving 
in maintenance, 

Wrigge said he recently sold 
three new Renaults to the same 
family in nearby Port Lavaca 
at one “sitting.” Without getting 
up from the table, he added, the 
family bought a new one for the 
father, mother and son. 

“Foreign cars are selling here for 
two important reasons,” Wrigge ex- 
plained. “First is the low operating 
and maintenance cost, and second 
is the low depreciation loss. We can 
show a prospective car buyer where 
he can save about $900 a year on 
depreciation and maintenance with 
a foreign small car, compared to 
the lowest-priced domestic lines of 
the Big Three. 

“The initial cost is not a dom- 
inant factor, so far as our experi- 
ence goes, in a customer’s deciding 
to buy a foreign car. We don’t 
stress the initial cost.” 

He believes the Big Three’s 
compact cars will help rather 


2 SAE Officers 
Receive Plaques 


DETROIT.—Two members of the 
Society of Automotive Engineers 
received special awards at the De- 
troit Section SAE technical meeting 
last week. 

Honored were George A. Delaney, | 
past president and currently SAE) 
treasurer, and Harry E. Ches- 
brough, president of the Society 
and general manager of Plymouth- 
DeSoto-Valiant division. 

They received plaques in recogni- 
tion of their work on the SAE 
planning for progress committee. 
This committee surveyed the so- 
ciety’s activities in the light of the 
growing technical needs of its 
members and made recommenda- 
tions to change the SAE organiza- 


By Ruel McDaniel 
Staff Correspondent 

VICTORIA, Tex.—In this oil-and- 
cattle-rich community of about 40,- 
000 people near the Gulf Coast, 
imported cars are making a tre- 
mendous splash in the auto market. 

One of every five new cars be- 
ing sold currently is an import. 

Of the six dealers handling im- 
ported makes, Carl Garner Auto- 
mobile is the acknowledged leader 
in sales. He is the only exclusive 
import dealer. 

The company opened in April, 
1959, and sales are running between 
12 and 15 new units monthly, ac- 


Cleveland Friends 
Honor Williams 
On 70th Birthday 


CLEVELAND. — Birkett L. Wil- 
liams arrived home from the NADA 
convention just in time for a sur- 
prise party in his honor. 

The party had nothing to do with 
his election as 
NADA president. 
It was staged by 
15 friends in hon- 
or of Williams’ 
70th birthday. 

The auto indus- 
try knows Wil- 
liams as a 45-year 
auto veteran and 
a 36-year Ford 
dealer. Cleveland 
recognizes him as 
a public-spirited 
citizen as well as a top-notch busi- 
nessman. 

He once took a year’s leave from 
his company to serve as Cleveland 
safety director. During World War 
II, he was regional administrator 
for the Office of Price Administra- 
tion, directing 1,900 OPA workers 
and 3,700 ration-board members in 
five states. 

He has been a grand jury fore- 
man, head of the Red Cross here, 
president of the Cleveland Rotary 
Club and an official of the Cleveland 
Boy Scout Council and the Family 
Service Assn. 

At his birthday party, someone 
asked if he has thought of retiring. 
“Certainly not,” William replied, 























B. L. Williams 





tion in order to improve its service 


and added, “I’m a lucky person. I’ve 
to them. 


enjoyed a full life.” 


recommend x DIRE E 


TELESCOPIC SHOCK ABSORBERS 


YOU CAN MAKE $3 5 PER SET* 


LOOK what selling KONI means to you: 
* Average commission from each set of KONI’s is $35. 
e@ Individually engineered for each car. Fitting’s easy. 
@ Available for domestic and foreign cars. 
® Satisfied, enthusiastic customers—help you sell more. 
© Immediate delivery—we pay postage. 
_ your customers on these features: 
© Every single shock absorber is tested 
for correct performance. 
@ 20,000 mile guarantee. 
Adjustable up to twice initial damping 


LATEST 
IN LIFTS! 


Ask about our new 


force. KONI garage lifts in- 
© Double acting — bump stroke and re- cluding factory-ap- 
bound stroke. proved Volkswagen 
@ Specially designed for each car. ae ae aes 
® Precision manufacture. 
@ Maximum safety and comfort. 
© Now standard equipment for Porsche and Ferrari. 


Write to us now for further details about KONI Telescopic Shock Absorbers. 


KENSINGTON PRODUCTS CORPORATION 
P. ©. Box 77, Lenox Hill Station, New York 21, New York 
See us at the International Auto Show, New York, Stand No. 233 A 








Tel.: JUdson 2-9343 


Texas City 


than hamper the sale of small 
foreign autos, Advertising back 
of the new domestic models will 
make the public more small-car 
conscious and some of the effect 
will be reflected in greater in- 
terest in small cars generally, in- 
cluding imports, Wrigge said. 

Other dealers in foreign autos in 
Victoria are: Clegg Motor Co. 
(English Ford), Stockbauer & Zep- 
lin (Opel and Rootes line), Vic- 
toria Motor Co, (BMC), Gladden 
Pontiac Co. (Vauxhall), and Shoe- 
ner Motor Co. (Simca). 


Rambler Officials 
Meet Today with 
Dealer Board 


DETROIT.—The American Mo- 
tors Corp. Dealer Advisory Board 
will meet with top company officials 
Feb. 15-16 at the Pick-Fort Shelby 
Hotel here. 

The dealers, one from each of the 
company’s 21 sales zones, are elect- 
ed by their fellow dealers to repre- 
sent them at these meetings. 

Roy Abernethy, vice-president 
of automotive distribution and mar- 
keting, will host the two-day ses- 
sion. 

Subjects to be covered include 
engineering, manufacturing, adver- 
tising, merchandising, parts, serv- 
ice, distribution and factory poli- 
cies, The dealers also will elect 
board officers. 

Members of the board are Don 
Schulstad, Tampa, Fla.; Nisham 
Atamian, Boston; W. G. Herpich, 
Rochester, N. Y.; W. A. Stutzel, 
Rockford, Ill.; W. A. Grawemeyer, 
Indianapolis; A. W. Schwoerer, 


Zanesville, O.; William D. Moyer, 


|Corpus Christi, Tex., and Harry 
Williams, Denver. 

L. P. Marshall, Flint; M. J. Calo- 
vich, Kansas City, Kans.; Mike 
Ricker, Whittier, Calif.; J. H. King, 
Nashville; L, P. Hartung, Milwau- 
kee; Francis Peterson, Detroit 
Lakes, Minn., and Bernard Palley, 
Ozone Park, N, Y. 


David Reese, Drexel Hill, Pa.; 
D. L. Mierley, Altoona, Pa.; C. W. 
Wentworth, Portland, Ore.; Carl 


Di Salvo, Maplewood, Mo.; Gil Ash- 
com, Berkeley, Calif., and Walter 
Eyles, Arlington, Va. 


SPECIAL 
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Rides—Old oe Rowen 


Mid-State Motor Co. (Studebaker), Jef- 


ferson City, Mo., took in some “ancient” 
Studebakers on Larks, cleaned them up 
and invited prospects to drive the old 
one and then try the new one—the Lark 
—stressing the many years that the old 
Studebaker had given dependable service. 
This 19-year-old Studebaker was one used 
in this manner. Each car had details paint- 
ed on side so when not in actual use it 
advertised the durability of the Studebaker 
line. L. E. Shikles, veteran dealer, said 
the promotion attracted lots of interest, 
brought prospects for demo rides and 
helped sales. 





Indianan Building 
Plant to Produce 
Colored Car Tires 


AKRON.—Colored auto tires wil 
be back again this spring because 
of the persistence of Colum bia. 
Southern Chemical Corp. in finding 
a market for its chemically pro. 
duced silicia. 

After several years of testing 
Columbia has demonstrated that the 
material can replace carbon black 
as the reinforcing agent in rubber, 
Silicia permits the use of various 
pigments in the compound, some. 
thing that can’t be done successfully 
when blacks, the traditional rein. 
forcing material, are utilized. 

Columbia’s efforts led R. L. Geh- 
rig, Fort Wayne (Ind.) tire distribu- 
tor, to form Gehrig Rubber Mfg, 
Corp., which is completing a smal] 
plant in Portland, Ind., to make col- 
ored tires. 

Several sets of bright red tires 
which Columbia made here are 
being tried on Coca-Cola Co. cars, 
The beverage firm has tentative 
plans for equipping several hundred 
fountain-service cars in Southeast- 
ern states with tires that match the 
red vehicles. 

Columbia, a subsidiary of Pitts- 
burgh Plate Glass Co., produces the 
silicia, Hi-Sil 233, in 
Barberton plant. 





Cullum Reports Settlement 
Of Roosevelt-Fiat Suit 


GAITHERSBURG, Md.—A con- 
sent judgment, sealed from public 
inspection, has been entered 
against Roosevelt Automobile Co., 
Fiat distributor, in U. S. District 
Court in the District of Columbia 
in favor of Dyke Cullum, a former 
partner of Roosevelt-Cullum Mo- 
tors, Cullum announced last week. 

Cullum said the judgment settles 
two suits he had filed. One, filed in 
New York against F. D. Roosevelt 
jr. Fiat Motor Co. and Vincent 
Garibaldi, the Fiat manager, charg- 
ed them with conspiracy and viola- 
tion of the good-faith act. The 
other, filed in the District of Colum- 
bia against Roosevelt and Roosevelt 
Auto Co., sought to declare the cor- 
poration a successor of the former 
partnership and to recover 50 per- 
cent of the corporation stock. 

Cullum said that under the settle- 
ment agreement he has been paid 
$245,455 cash thus far for dismissing 
the New York lawsuit and for roy- 
alties to Dec. 13, 1959. He said he 
will receive $15 per Fiat car sold 
in Delaware, Maryland, Virginia, 
West Virginia, Georgia, Alabama, 
Florida, North Carolina, South Car- 
olina and the District of Columbia 
for the years of 1960 and 1961, plus 
$7.50 per car sold from 1962 through 
1965. 

Cullum said his royalties for the 
period of March 25, 1958, to Dec. 
31, 1958, were $70,455 for 4,697 cars. 
He said he received $150,000 for 
1959 for 10,000 cars, plus a carry- 
over of 338 cars to apply on 1960. 
He is also authorized to audit 


Helbig, 3 Others 
Seek New Trial 


In Auto-Theft Case|. 


CLEVELAND. — Attorneys for 
Carlton C. Helbig jr. and three as- 
sociates said they would ask new 
trials for the four men who were 
convicted of conspiring to operate 
an auto theft ring. 

Convicted with Helbig, a former 
used-car dealer, were Frank J. Kir- 
aly, Albert P. Lauerhass and Pante- 
leymon Dubina, also known as 
James Pat Dubrina. 

A jury found all four guilty of 
conspiracy. Helbig also was con- 
victed on one count of transporting 
a stolen car and another of selling 
a stolen car. 

Kiraly was convicted on three 
counts of transporting stolen cars, 
and Lauerhass and Dubina were 
convicted on one _ transportation 
charge each. 

After the jury’s verdict, Judge 
James C. Connell said: “I do not 
feel I have heard the whole story. 
Although the theft of 10 automo- 
biles has been fully traced and de- 
fined, I feel that there was more 
to the operations of these men.” 


Roosevelt Auto Co.’s books, he said. 

Cullum said Roosevelt decided to 
waive his requests for a formal rul- 
ing, as permitted by Internal Rev- 
enue, and elected to make settle- 
ment rather than try the pending 
litigation. 


Top Chevy Brass 


To Conduct Giant 


Field Sales Drive 


DETROIT.—Six top Chevrolet | 


executives this month will conduct 
one of the most extensive field cam- 
paigns on the year’s automotive 
calendar. 

In a two-week period beginning 
today (Feb. 15), the executives will 
fly a total of 25,000 miles to hold 
36 separate meetings that will bring 


them in touch with all of the 7,000 | 


Chevrolet dealers. 


The annual sales tour is designed ’ 
to amplify sales, 1960 objectives and ~ 
other forward planning to dealers — 


in the 47 sales zones. The team will 
be led by Edward N. Cole, general 
manager, and K. E. Staley, general 
Sales manager. 

Others taking part are E, P. 
Feely, executive assistant general 
sales manager; L. H. Averill, assist- 
ant general sales manager for the 
Eastern half of U. S.; L. N. Mays, 
assistant general sales manager for 
the Western half, and H. P. Sattler, 
assistant general sales manager for 
trucks. 

Meeting assignments are: 

Cole—Cincinnati, Feb. 15; Cleve- 
land, Feb. 16; Minneapolis, Feb. 22; 
Milwaukee, Feb. 24; Chicago, Feb. 
26. 

Staley—Boston, Feb. 15; New 
York, Feb. 16; Washington, Feb. 18- 
19; Miami, Feb. 23; Atlanta, Feb. 25; 
Detroit, Feb. 29. 

Feely—St. Louis, Feb. 15; Kansas 


City, Feb. 17; Salt Lake City, Feb. | 
19; Portland, Ore., Feb. 22; Oakland, | 


Calif., Feb. 24; Los Angeles, Feb. 26. 


Averill—Charlotte, N. C., Feb. 
15; Louisville, Feb. 17; Indianapolis, 


Feb. 19; Pittsburgh, Feb. 22; Syra- 5 


cuse, Feb. 24, and Portland, Me, 
Feb. 26. 

Mays—Dallas, Feb. 15; Houston, 
Feb. 17; New Orleans; Feb. 19; 
Memphis, Feb. 22; Wichita, Feb. 24; 
Oklahoma City, Feb. 26. 

Sattler—El Paso, Tex., Feb. 15; 
Denver, Feb. 17; Omaha, Feb. 19; 
Fargo, N. D., Feb. 22; Des Moines, 
Feb. 24; Peoria, Ill., Feb. 26. 


N. California Convention 


SAN FRANCISCO, — The dates 
for the annual Northern California 
Motor Car Dealers Assn. meeting 
and convention have been changed 
to March 24-25. 


its nearby | 


see 


~ 
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Car, Truck Output Estimates 
By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 



































Week Week 
Ended Same Ended Output, 
Feb. 13, Week, Feb. 6, February, Feb. 14, Feb. 13, 
1960 1959* 1960* ToDate 1959* 1960 
AMERICAN MOTORS 
amare cquiscieeaiianiewerves 9,200 6,921 10,660 19,860 49,248 60,696 
CHECKER MOTORS .. 250 169 200 450 904 530 
CHRYSLER CORP. ...... 26,840 4,145 27,258 54,098 57,701 160,964 
SRI sisesvsescermncusets 2,500 945 2,536 5,036 17,579 14,922 
SEND sccitectitiremenves 1,500 844 1,322 2,822 5,764 8,484 
DOdGe .......00:-0:-eceescessceesees 8,600 1,751 8,613 17,213 13,224 51,532 
Imperial ..............:00-00 440 521 437 877 2,711 3,771 
Plymouth Total .......... 13,800 84 14,350 28,150 28,423 82,255 
Plymouth. ...........00 8,200 84 8,678 16,878 28,423 53,307 
TITRE secasiveesscsevcsossese ee = xevseesens Bere Baee cures 28,948 
FORD MOTOR ** .......... 45,950 35,499 46,606 92,556 234,734 292,565 
Ford Division. ............... 41,365 30,938 41,589 82,954 197,056 2 
PPIOID, i i ssctinonveepovoeevenee BA —saitncotenrs 11,261 22,426 ............ 67,464 
Ford (Standard) .... 28,975 29,835 28,524 58,499 188,416 180,082 
Thunderbird ............. 1,225 1,103 1,804 3,029 8,640 10,339 
I sete, ccescimeroeee 600 458 880 1,480 4,819 4,910 
Mercury  .........-.:.0:0000 3,985 3,058 4,137 8,122 24,402 30,770 
GENERAL MOTORS .. 70,366 64,660 76,253 146,619 412,889 474,807 
BION .cccesesvessovacesvsesceseeoes 7,416 7,301 7,924 15,340 49,678 48,656 
CRGTTIRC ......0..000000..c00c0000 4,250 3,727 3,978 8,228 24,116 24,817 
Chevrolet Division .... 39,300 35,035 43,691 82,991 222,623 278,575 
QE VEE © ces cscescessscccceeee A 7,298 14,598 ......... 47,788 
Chevrolet (Stand.).. 32,000 35,035 36,393 68,393 222,623 230,787 
Oldsmobile ................. 9,800 8,870 10,311 20,111 58,791 61,337 
WTIAG  cesessccccccccccccceseese 9,600 9,727 10,349 19,949 57,681 61,422 
RP. 
Th abeine iiiinanianeavornits 3,260 4,266 3,250 6,510 23,439 19,522 
Total Cars, U. S.** ....155,866 115,660 164,227 320,093 778,915 1,009,084 
*Revised. 
**Totals for 1959 include Edsel production. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week dan, 1 Jan. 1 
Ended Same Ended Output, To To 
Feb. 13, Week, Feb.6, February, Feb. 14, Feb. 13, 
1960 1959* 1960* To Date 1959* 1960 
8,481 9,794 20,994 51,510 64,036 
155 80 155 192 448 
61 51 131 342 501 
1,818 1,955 3,855 11,202 11,530 
6,009 7,809 15,919 40,739 52,518 
1,737 2,810 5,185 11,604 14,363 
3,228 2,987 5,971 11,762 17,587 
354 340 7130 2,173 2,009 
369 157 317 2,045 947 
369 420 840 2,163 2,462 
NITED i cassccsasocscsseearornvecs 2,150 2,245 2,200 4,350 13,625 14,109 
MISCELLANEOUS ....... 105 713 104 209 453 608 
Total Trucks, U. S. .... 29,949 24,899 28,707 58,656 148,410 181,118 
Total Trucks. 
U. “7 ee - enida 185,815 140,559 192,934 378,749 927,325 1,190,202 
Total Cars, Trucks, 
ST hci 9,067 9,621 8,201 17,268 «54,044 ~=——58,929 
Grand Total, 
Cars and Trucks, 


U. S. and Canada....194,882 150,180 201,135 396,017 981,369 1,249,131 
cl ie ee SS 


*Revised. 


Obituaries 


Paul Huey 
NEW YORK.—Paul Huey, 59, vice-pres- 


| ident and director of advertising for The |, * 


Progressive Farmer magazine, died of a 
heart attack Feb. 4 while on a Caribbean 
cruise. Mr. Huey was shopping at Bridge- 
town, Barbados, when he was stricken. 
A member of The Progressive Farmer staff 
for 33 years, Mr. Huey had been vice-pres- 
ident in charge of advertising since 1948. 


* * * 


Milt Frohman 
PORTLAND, Ore.—Milt Frohman, 75, 
veteran auto dealer in this area, died of a 


heart attack, 
* * 


* 
Claude C. Cheshire 

FLAGSTAFF, Ariz.—Claude C, Cheshire, 
71, an auto dealer for 36 years, died Jan. 
30, Mr, Cheshire headed a dealership in 
Nogales, Ariz., from 1924 to 1940 and op- 
erated dealerships in Flagstaff and Williams 

from 1940 until his death, 

* * * 


R. L. Hustis 
MILWAUKEE.—R. L, Hustis, an early 
auto dealer, died Jan, 22, With a brother, 
he established Hustis Bros, Motor Cars in 





St. Louis Dealer Group 


Pays Tribute to Berry 


ST, LOUIS.— The Greater St. 
Louis Automotive Assn. has paid 
tribute to the late George M. 
Berry, who was a Packard dis- 
tributor and dealer here for 33 
years, 


The association lauded his serv- 
ice in the group’s executive posi- 
tions, including the presidency. 
He served as association treasurer 
for 22 years. In addition to pass- 
ing a resolution, the association 
Voted to send a donation to Boys 
Town of Missouri in Mr. Berry’s 


ee 











1911 and handled Stevens, Duryea, King, 
Boland Electric and later Baker Electric. 
* * 


Thomas A, Hill 
COLUMBIANA, O.—Thomas A, Hill, 66, 
operator of T. A. Hill Motor Co, (Oldsmo- 
bile) here for more than 25 years, died 
Jan. 30. 
* * * 


James H. Ratliff 

CINCINNATI.—James H. Ratliff, 
retired auto dealer and inventor, died Feb. 
4. He was a Ford dealer here from 1901 to 
1915 and later developed Benzol gasoline, 
one of the early fuels to use the ethyl 
principle. He also developed special truck 
and industrial fuels known commercially as 
Scoot and Synthol. 

* * * 


Nelson H. Hause 
ROCHESTER, N. Y.—Nelson H. Hause, 
49, of suburban Brighton, was found dead 
in a Rochester hotel room Feb. 4. Police 
said he had taken an overdose of barbi- 
turates. During the early 1940s, Mr, Hause 
sold used cars and trailers and later op- 

erated a Packard dealership here, 

* * * 


Howard L. LaFollette 
LOUISVILLE, — Howard L, LaFollette, 
47, operator of Prestonia Motors, died Feb. 
6. 


80, 


* * * 


Neal Barnes 
OWENSBORO, Ky.—Neal Barnes, 69, 
former dealer in Central City, died Feb. 3. 
* * * 


Lloyd F. McIntosh 
BUFFALO.—Lloyd F. McIntosh, 46, 
president of McIntosh Motors, Inc, (De- 
Soto-Plymouth), died of a heart attack 
Feb. 5. 
* * * 


Luther M. McLaurin 
COLLINS, Miss.—Luther M. McLaurin, 
76, founder of McLaurin Motor Co, here, 


died Jan, 31. 
* * * 


Elwood R. Edwards 
DENVER.—Elwood R, Edwards, 54, for- 
mer Denver auto dealer, died Jan. 31, He 
shot himself in an Albuquerque (N, M.) 
hotel, according to police. 


Big Cars Pare Rates... 


Compacts Hold Share 


m,: »,:\In Year’s Low Week 


(Continued from Page 1) 


Mercury plant in Metuchen, N. J., 
will increase the compact’s share of 
total industry output, 

The third shift, added last Mon- 
day (Feb, 8) at Kenosha, brings 
AMC employment in Wisconsin to 
a record 26,000. The output build- 
up will be gradual to allow a re- 
scheduling of the flow of parts 
and materials and to realign and 
add personnel, according to E. W. 
Bernitt, automotive operations 
vice-president for American Mo- 
tors. 

AMC also is preparing for addi- 
tional body production at a new 

leased plant in Kenosha, and by 
summer will complete its new en- 
gine facilities. 

Many manufacturing operations 
have been operating with three 
shifts since last year, and body 
production in Milwaukee recently 
went on a 24-hour basis. The most 
recent move by AMC makes it the 
only auto company now building 
cars on an around-the-clock basis. 

aa cd * 
.-eneee has been divulged about 
the buildup of assemblies at ei- 
ther Comet or Falcon at Metuchen, 
but officials of both Lincoln-Mer- 
cury and Ford divisions say it will 
be “gradual.” 

Comet hopes to have 10,000 
units assembled by mid-March 
when the car is introduced, and 
by that time the new Lincoln- 
Mercury compact is expected to 
be taking 60 percent of Lorain 
production. 

Lows in Falcon output at Lorain 
will be absorbed in schedules at 
Kansas City, San Jose and Metu- 
chen, Ford officials said. 

* * * 
ves compacts actually were the 
only price group to hold to their 
previous slice of production last 
week as Overall output dipped 5.1 
percent under the previous week’s 
164,227 assemblies, 

A snowstorm in Wisconsin cur- 
tailed Rambler production Wednes- 
day and forced a decline from a 
record 10,660 assemblies a week ear- 
lier to an estimated 9,200 cars last 
week. 

Falcon was off slightly from 
11,261 assemblies the previous 
week to 11,165 units last week; 
Corvair was on the same level as 
the previous week with 7,300 as 
against 7,298; Valiant dipped from 
5,672 to 5,600, while Lark edged 
up from 3,250 to 3,260. 

As a group, the compacts declined 
from 38,141 assemblies a week ear- 
lier to 36,425 units last week, but 
their percent of total industry pro- 
duction rose from 23.2 to 23.4. 

Both Plymouth and big Chevrolet 
pared output last week due to 
shortages of supplies. Meanwhile, 
Studebaker Hawk started ’60-model 
production. 


* x * 

HEVROLET was forced to put 

four plants—Atlanta, Flint, Los 
Angeles and St. Louis—on short 
workweeks because of parts short- 
ages brought about by a strike a 
week earlier at its Flint manufac- 
turing plant. Chevrolet also failed 
to work any of its plants on Satur- 
day for the second consecutive 
week. 

The result was that big Chevro- 
let output dipped from 36,393 units 
a week earlier to an estimated 
$2,000 cars last week. 

Plymouth also was affected by 
shortages of supplies and worked 
its Detroit and St. Louis plants only 
four days, The result was a dip 
from 8,678 assemblies a week ear- 
lier to an estimated 8,200 units last 
week. 

The full-sized Ford was the only 
member of the Big Three group to 

* * + 





Corporate Output 


("60s vs. "59s) 


1960 1959 
Models Make Models 
1—1,076,509 GM 1,133,227—1 
2— 811,754 Ford 696,660—2 
8— 386,470 Chrysler 249,466—3 
4— 194,384 AMC 154,251—4 
5— 75,013 S-P 56,631—5 
2,544,130 Total 2,290,235 








show an output increase, gaining 
from 28,524 assemblies a week ear- 
lier to an estimated 28,975 units 
last week. Ford worked six of its 
big-car plants Saturday. 


* * * 


~ THE medium-price field, all 
makes except DeSoto showed 
output declines from the previous 
week, the Chrysler Corp. unit being 
up from 1,322 to 1,500 assemblies. 
Elsewhere, Chrysler was off 
from 2,536 to 2,500 cars; Dodge, 
from 8,613 to 8,600; Thunderbird, 
down two days in preparation for 
double-shifting assembly opera- 
tions at its Wixom (Mich.) plant, 
from 1,804 to 1,225; Mercury, from 
4,137 to 3,985; Buick, from 7,924 to 
7,416; Oldsmobile, from 10,311 to 
9,800, and Pontiac, from 9,727 to 
9,600. 
In the highest-price class, Cadil- 
lac worked 5% days and raised its 


manufacturers upped their output 
from 8,201 car and truck assem- 
blies a week earlier to an esti- 
mated 9,067 vehicles last week as 
Ford Motor returned to 
operations and Chrysler closed 
down for the week. Chrysler is 
expected to resume output this 
week, 

A breakdown of Canadian opera- 
tions showed the makers turning 
out 7,320 cars and 1,747 trucks last 
week, compared with 6,349 cars and 


1,852 trucks a week earlier, 
* cad * 


Ohio Playing Biggest Role 


In Comet Introduction 


LORAIN, O.—Ford Motor Co.’s 
new Comet compact car, scheduled 
to go into production here today 
(Feb, 15), will be to a large extent 
an all-Ohio product, 

Ford manufacturing plants in 
Cleveland, Cincinnati, Canton, 
Lima and Sandusky are contrib- 
uting key parts, while the com- 
pany’s newest assembly plant 
here will produce the complete 
vehicle. In addition, Ohio ven- 
dors and suppliers outside the 
company are participating in the 
Comet program, officials said, 
The Lorain assembly plant al- 

ready is producing pilot units and 
will start full Comet production on 
a two-shift basis at mid-month. 


output from 3,978 to 4,250 units; | Comet production is scheduled to 


Imperial, although idle two days, 
rose from 437 to 440, and Lincoln, 
down two days at Wixom along 


* * * 


OMMERCIAL-C AR output rose 

from 28,707 units a week earlier 

to an estimated 29,949 assemblies 

last week, as Chevrolet showed a 
1,406-unit increase in production. 

Across the border, Canadian 


Frontenac, Falcon Wagons 


Roll at Ford of Canada 


TORONTO.—Production of Fal- 
con and Frontenac station wagons 
will begin at the Oakville assembly 
plant of Ford Motor Co, of Canada, 
Ltd., today (Feb, 15), according to 
John D. King, general sales man- 
ager. 

Public introduction of the com- 
pact station wagons, newest cars in 
the Ford of Canada line, will take 
place in March, King said. 


with Thunderbird, off from 880 ai 
600. 


reach 60 percent of the plant’s total 
work load, with the remaining as- 
semblies going to Falcon. 

Falcon plants in Kansas City, 
San Jose, Calif. and Metuchen, 
N. J., will assume more of Lorain’s 
Falcon output and so obviate the 
need for hiring of a larger number 
of employes at the Ohio plant, of- 
ficials said. 

Two suburban Cleveland plants 
—the stamping plant in Walton 
Hills and the foundry at Brook 
Park Village—are tooled for 
Comet body stampings and gray 
iron castings, respectively. 

Ford’s two Cincinnati plants—at 
Sharonville and Fairfax—are man- 
ufacturing Comet automatic trans- 
missions, and Ford’s Canton forge 
plant is supplying axles, gears and 
other forgings. The company’s en- 
gine plant at Lima is building the 
Comet engine and the Sandusky 
hardware plant is making lamp 
assemblies, door locks and other 
small parts. 





Capital Cracking Down 
On Dealers, Salesmen 


WASHINGTON. — Commissioners 
of the District of Columbia, sup- 
ported by members of Congress, last 
week moved to catch up with auto 
dealers and salesmen who defraud 
Washington’s car-buying public. 


The results of the action here 
are expected to have a strong in- 
fluence throughout the nation, es- 
pecially in states that have not 
yet passed protective laws. 


Under the strict new rules just 
agreed upon, dealers are to be reg- 
ulated in many respects and car 
salesmen are to be licensed for the 
first time. 


The actions against both dealers 
and salesmen become effective 
March 1. 

The new regulations climax an 
intensive effort on the part of Dis- 
trict officials to correct the unethi- 
cal practices of a segment of used- 
car dealers exposed in a recent 


Steel Men Called 
Worried Over 
Imports Outlook 


MILWAUKEE.—Prospects of in- 
creasing steel imports are causing 
some concern among U. S. steel 
men, according to Robert G. Welch, 
executive vice-president of the Steel 
Service Center Institute. 

“We're very concerned about it,” 
he added. “We think that within 
the next 10 years we're going to be 
forced to carry more and more for- 
eign steel.” 

Welch’g group formerly was call- 
ed the American Steel Warehouse 
Assn. 

He predicted steel imports this 
year would fail under the 1959 
total, and rise again in a few years 
to take up to 4.5 percent of the do- 
mestic market. 





series of articles in the Washington 
Star. 

The District regulations are ex- 
pected to control dealer and sales- 
men practices while legislation 
now pending in both chambers 
of Congress, and expected to be 
passed shortly, will control auto 
financing. 

Some of the major provisions of 
the District regulations are: 

1. A dealer no longer can change 
the name under which he does busi- 
ness without getting a new license. 

2. Dealers applying for licenses 
must submit information under oath 
to the superintendent of licenses to 
assist that official in determining 
whether the applicant is trust- 
worthy. 

3. The dealer is held responsible 
for the acts of his salesmen if the 
dealer knowingly approves the act 
or retains the benefit of it. 

Ten grounds are specified for 
denial, suspension or revocation 
of a license. 

The NADA, NIADA, the Automo- 
tive Trade Assn.-National Capital 
Area, the AAA and the Better Busi- 
ness Bureau all are in accord with 
the action of the District officials 
as well as the legislation now in 
Congress. 

In a statement relative to the 
House legislation, Maurice J. Mur- 
phy, executive vice-president of the 
Automotive Trade Assn.-National 
Capital area, said: 

“Businessmen as a group do not 
like law or regulation relating to 
their businesses unless such be- 
comes a necessity . . . Under the 
present circumstances in the Dis- 
trict of Columbia, we feel we should 
join the 30 or more other states 
that have motor vehicle financing 
laws and regulations...” 

Murphy noted that his association 
had given full cooperation in all 
efforts to clean up trade practices 
in the area. 
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Makers Report 


Jan. Sales Gains 


Lark Says Its Rise 


Topped Industry’s 


DETROIT.—Rising sales rates 
were reported by several new-car 
manufacturers for January. The re- 
ports follow: 

Lark 


Studebaker-Packard announced a 
10.2 percent increase in retail de- 
liveries of '60 Larks during the last 
10 days of January over the pre- 
vious 10 days. This compared with 
a total industry gain of 5.8 percent 
in the same two periods, S-P said. 

S. A. Skillman, sales vice-pres- 
ident, said the proportionately 
larger increase of Lark sales dur- 
ing the 10 days “reflects, in part, 
the company’s continued level 
production and sales without 
spurts to fill back orders caused 
by earlier shortages.” 

Skillman pointed out that produc- 
tion and retail delivery figures to 
date did not include the Hawk, 
which last year accounted for 5.4 
percent of total Studebaker-Pack- 
ard sales. Hawk production began 


Feb, 9. 
P-D-V 


Retail sales of Plymouth and Val- 
jiant for January totalled 30,985, 
P-D-V said. This represented a 17 
percent increase in daily rate over 
December. 

DeSoto sales for January totalled 
2,689. This marked a 29 percent in- 
crease in the daily rate over Decem- 
ber, P-D-V said. 

Dodge 

Retail sales of Dodge cars in Jan- 
uary more than doubled sales dur- 
ing the like month in 1959, accord- 
ing to M. C. Patterson, Dodge gen- 
eral manager. 

He said retail sales totalled 23,659, 
an increase of 110 percent over the 
11,229 in January, 1959. 

A total of 79,677 cars have been 
sold since introduction day, Patter- 
son said. This is an increase of 85 
percent over the 43,185 cars sold 
during the comparable period a 
year ago, he added. 

He said that Dodge more than 
doubled its sales nationally in Jan- 
uary and was in third place in 
some markets, including Philadel- 
phia; Reading, Pa.; Scranton, Pa.; 
Johnstown, Pa.; Harrisburg, Pa.; 
Pittsburgh; Cleveland; Youngs- 
town, O.; Indianapolis; Green Bay, 
Wis., and Duluth, Minn. 

Imperial 

Imperial retail deliveries during 
the 1959 calendar year were second- 
highest in the car’s history, exceed- 
ed only by its record of 1957, 
according to Clare E. Briggs, gen- 
eral manager of the Chrysler- 
Imperial division. 

During 1959, he said, dealers de- 
livered 18,897 units, an increase of 
35.2 percent over the 13,976 sold in 
1958. Retail deliveries of 1960 mod- 
els to Jan. 20 totalled 7,104 units, 
up 36.17 percent over the 5,217 
units for the like period a year ago, 
Briggs added. 

From introduction through Jan. 
20, he said, Chrysler-Imperial deal- 
ers have delivered 63,270 Imperials, 
Chryslers, Plymouths and Valiants, 
an increase of 26.83 percent over 
the comparable period last year 
when dealers sold 49,884 units. 

Vauzxhall 


During 1959, Pontiac marketed 
22,102 Vauxhall sedans and station 
wagons, representing a 28 percent 
gain in retail sales over the previ- 
ous year, it was announced by 
Frank V. Bridge, general] sales 
manager. 

Manufactured in England by 
General Motors, Vauxhall was first 
introduced in the U. S. in 1957, In 
1958, said Bridge, retail sales total- 
led 17,281. 

Metropolitan 


Retail sales of American Motors’ 
imported Metropolitan totalled 1,111 
units during January, a 23 percent 
increase over the 904 during the 
comparable month last year, J. W. 
Watson, Metropolitan sales man- 
ager, reported. 

The delivery of 1,111 Mets in Jan- 
uary represented the biggest Jan- 
uary in Metropolitan history, Wat- 
son said. Metropolitan sales during 
the 12 months of 1959 totalled 14,- 
959, against 12,681 for the same pe- 
riod in 1958—an increase of 18 per- 
cent, he said. 
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HELP WANTED 


AUTO FINANCE 
MEN 


Well established—highly regarded national 
finance company requires experienced per- 
sonnel to continue expansion program. 


Several openings for men fully qualified as 


BRANCH MANAGERS 
SALES REPRESENTATIVES 


Those selected must have successful record 
of branch management and solicitation of 
new business. 


In return we offer unlimited opportunity 
to advance into executive positions, top 
salary, excellent incentive bonus; also mul- 
tiple employee benefits including life and 
hospitalization insurance, profit sharing, 
pension, stock purchase, etc. 


Write—in complete confidence—giving em- 
ployment and personal history to: 


Box 1180, c/o Automotive News, Detroit 7. 





NEW AND USED CAR SALES MANAGER 
—Plymouth-Valiant dealership opening in 
March has excellent opportunity for well 
qualified man with good working knowl- 
edge of Southern California market. Ex- 
cellent compensation plan including per- 
centage of profits. Applicant must be a 
resident of Southern California and cur- 
rently successful in the industry. For 
further details contact: Frank Lamar, 
773 Catalpa Way, El Cajon, California. 


AUTOMOTIVE BOOKKEEPER or account- 
ant for leading automotive importer. 
Familiar with Warrantee Insurance 
Claims and General Procedure. Headquar- 
ters in New York City. Write Box 1181, 
c/o Automotive News, Detroit 7. 








WANTED—Experienced sales manager for 
dual G.M, agency eastern Washington. 
Progressive area, 250 car potential. 
Please state age, references, experience. 
Write: Stromme Motor Sales, P, O. Box 
811, Pasco, Washington. 


SALESMAN: $15,000 a year man. Volume 
Pontiac dealer, established 30 years, will 
hire capable automobile salesman with 
proven record of closing ability and vol- 
ume sales. Opportunity for qualified man 
to locate in upstate New York, 3rd larg- 
est city. Write or phone: Bill Dunn, 
Ralph Pontiac, Inc., 626 West Main St., 
Rochester, New York. BEverly 5-3635. 


MEN WANTED: Are you making over 
$20,000 per year? We want men to dem- 
onstrate and sell simple device that stops 
shimmy and shake in cars, eliminates all 
wheel balancing and most front end 
work, Requires less than 30 minutes per 
car. Instrument costs dealer $159.00 
complete, Write for details to: J, Lavin- 
ger, B & B Manufacturing Company, 
Box 816, Sioux City, Iowa, 


USED CAR MANAGER—Aggressive per- 
son with knowledge of the value of used 
cars and ability to handle sales person- 
nel, Ford dealership handling 250 to 300 
used cars monthly. Located in the Phil- 
adelphia area. Salary plus percentage of 
profit. Send complete resume and recent 
photo. Box 1124, c/o Automotive News, 
Detroit 7. 


EXPERIENCED AUTOMOBILE FIELD 
REPRESENTATIVE, preferably 25 to 
40 years old, to represent Renault dis- 
tributor in Virginia, West Virginia and 
the Carolinas, Excellent future for ag- 
gressive man. Liberal salary, Send res- 
ume to Box 1131, c/o Automotive News, 
Detroit 7. 


BUSINESS MANAGER — ACCOUNTANT 
for Ford-Mercury dealership in Florida. 
Send complete resume, photo and refer- 
ences. Box 1164, c/o Automotive News, 
Detroit 7. 


AUTOMOBILE DIRECT MAIL CONCERN: 
Saies representatives — $7,000 plus to 
start. Several openings, car necessary, 
exclusive territory. Excellent future. Box 
1101, c/o Automotive News, Detroit 7. 








ATTENTION, 
MANUFACTURERS REPS. 


DO YOU NEED 
NEW LINES? 


Automotive News can help you 


by bringing your wants to the 
attention of manufacturers. 
An advertisement in this sec- 
tion will do the trick at a nom- 
inal cost. 


AUTOMOTIVE NEWS 
Classified Want Ad Department 





MANAGER—12 years’ 


HELP WANTED 


WELL ESTABLISHED southern Indiana 
automobile dealership has excellent op- 
portunity for aggressive man with auto- 
motive experience, sales or service, or 
both, This opportunity presents chance 
of a lifetime for the right person, privi- 
lege of buying into corporation if desired. 
Ample salary while becoming established. 
Advancement limited only by your own 


ability, effort, initiative. Box 1152, c/o 
Automotive News, Detroit 7. 
EXPERIENCED, EDUCATED, ambitious 


automobile men who will work for op- 
portunity and future security. We need 
‘“*Indians’’ and ‘‘Chiefs’’ in all depart- 
ments of our automobile businesses and 
our daily rental and lease business. Earl 
Hayes Enterprises, Inc., P. O. Box 23005, 
Dallas 3, Texas. 


EXPANDING FLORIDA CORPORATION 


needs six men immediately with $5,000 
each—operate your own lot. Can make 
$12,000 to $15,000 yearly. Exceptional 
opportunity. Give all particulars in first 
letter—strictly confidential, Box 1175, 
c/o Automotive News, Detroit 7. 


FINANCE 
MANAGEMENT 
and 
SALES 
PERSONNEL 


Large national automobile instalment sales 
finance company operating throughout the 
United States has openings at the Man- 
ager Supervisory and Automotive Finance 
Sales Levels. If opportunity of advance- 
ment in present job is limited, the posi- 
tion will present a challenge to a man 
with managerial ability. 


Applicants must have proven records as 
managers or supervisors, or experience in 
the automotive finance field which would 
qualify them for these positions. Can offer 
choice of locations from Midwest to West 
Coast. Compensation commensurate with 
experience; excellent fringe benefits, Sub- 
mit resume of your education and experi- 
ence with complete details of present posi- 
tion. All replies confidential. Box 1138, 
c/o Automotive News, Detroit 7. 





MECHANIC — IMPORTED CARS—Excel- 


lent opportunity for man desiring to re- 
locate in Kentucky. Volkswagen experi- 
ence desirable, Box 1182, c/o Automotive 
News, Detroit 7. 





BRITISH DISTRIBUTING ORGANIZA- 
TIONS. Young office man with manager- 
ial experience spare parts and warranty 
at factory, zone and field levels, Little 
accounting and new/used car sales. Com- 
mencing June-July with organization 
handling British makes. Coast immate- 


rial. Box 1150, 
Detroit 7. 


c/o Automotive News, 


experience with 
Chevrolet dealer, G.M.A.C. background. 
Capable of taking complete charge for 
dealer seeking an aggressive, ambitious, 
competent, trustworthy and loyal assist- 
ant. Would consider position with fac- 
tory, also consider employment or trans- 
fer to Mexico. Age 36, married, two 
children, Stand all investigation, Replies 
confidential, Box 1176, c/o Automotive 
News, Detroit 7. 


GENERAL MANAGER or new car sales 


manager in Southern California, Twelve 
years’ management experience. Top ref- 
erences. Box 1183, c/o Automotive News, 
Detroit 7. 


PARTS OR SERVICE MANAGER, Ford. 


Age 34, married, two children, 12 years’ 
experience managing. Either parts or 
service or both. Desire change with 
eventual buy-in. Excellent references. 
Prefer Florida. Box 1184, c/o Automo- 
tive News, Detroit 7. 


SALES MANAGER AND BUYER for new 


and used Mercedes-Benz, gasoline and 
diesel, Volkswagen, other European cars. 
Interested in volume operation—now with 
New York importer. Experienced all 
phases of foreign transactions, financing, 


etc. Available soon, will relocate. Box 
1185, c/o Automotive News, Detroit 7. 
SALES MANAGER—33, energetic, ambi- 


tious, not afraid of work or problems. 
Twelve years’ experience in all phases of 
car business, Capable of building sales 
force and all other duties of manager. 
Was sales manager of Chevrolet dealer- 
ship doing close to 3,000 new units a 
year, Will relocate for promising oppor- 
tunity, Prefer New York area, Box 1186, 
c/o Automotive News, Detroit 7. 





POSITION WANTED 


I MAY BE YOUR MAN, Age 38, happily 
married, desire position preferably with 
small to medium size Chrysler Corpora- 
tion dealer, Many years experience in 
every department of Chrysler Corporation 
dealership. Am looking for dealer who 
wants to or has to relinquish part of 
responsibility of running business, Con- 
sider only established, reputable opera- 
tion. Sober, no promiser, but do know 
automobile business, Character above re- 
proach. Welcome future buy-in or buy- 
out opportunity, Central, midwest, mid- 
east location preferred, Consider others. 
Presently employed but seeking future. 
Write Box 1191, c/o Automotive News, 
Detroit 7. 


GENERAL MANAGER and salesman from 
small Oldsmobile dealership, with 10 
years’ experience, is looking for a po- 
sition with a dealer who could use my 
services with a possible chance of buy- 
ing-in from earnings, Presently manag- 
ing dealership successfully for retired 
dealer but no chance for advancement. 
Am 37, married, with a family of three. 
Best references, factory and local, Prefer 
New York state. Box 1192, c/o Automo- 
tive News, Detroit 7. 


ACCOUNTANT—OFFICE MANAGER. 
years’ experience GM accounting, vol- 
ume operations, Maximum efficiency, 
fully qualified for entire operation. Ac- 
tive middle-aged lady, unencumbered. 
South central or east coast of Florida 
only. References. Box 1194, c/o Auto- 
motive News, Detroit 7. 


SERVICE MANAGER: 24 years’ experi- 
ence General Motors servicing, past 14 
years as service manager, 43 years of 
age—excellent customer and factory re- 
lations, Best of references. Will relocate. 
Box 1153, c/o Automotive News, De- 
troit 7, 


PARTS MANAGER—GM, 23 years, expe- 
rience in all operations of a profitable 
parts department. Family man, prefer 
southern state. References. Box 1195, 
c/o Automotive News, Detroit 7. 











GENERAL -MANAGER—18 years’ success- 
ful experience retailing 500-800 new, 700- 
1,000 used. Can supervise all depart- 
ments profitably, understand daily con- 
trol and budget forecasts. Currently gen- 
eral manager dealership with two new 
and two used locations in large city, De- 
sire change with eventual buy-in, if pos- 
sible. Best relations with present em- 
ployer. Box 1141, c/o Automotive News, 
Detroit 7. 


OFFERING 15 YEARS substantial auto- 
motive wholesale and retail management 
experience. Desire general managership 
domestic or import outlet or responsible 
factory or finance company sales or staff 
position, Any location—preference south- 
west. College degree law. Write Box 
1187, c/o Automotive News, Detroit 7. 





GRADE A MECHANIC—15 years’ experi- 
ence, 10 years with Chevrolet, 5 years 
with Dodge and Plymouth, 2 years shop 
foreman. 36, married, 4 children. Prefer 
vicinity of central Florida on west coast. 
Will also consider mechanic job, Excel- 
lent references including present em- 
ployer. Box 1177, c/o Automotive News, 
Detroit 7 


DOES YOUR DEALERSHIP need volume 
sales and profits? Will guarantee results 
on basis that will meet your approval. 
Box 1178, c/o Automotive News, De- 
troit 7. 


DEALERSHIPS AVAILABLE 


AGENCY HANDLING DODGE-DART in 
Missouri. Small ad — big opportunity. 
Write for information; you won’t be 
sorry. Asking $22,500. Box 1193, c/o 
Automotive News, Detroit 7. 


DEALERSHIP HANDLING PONTIAC, 
CADILLAC, GMC truck in Utah, 50,000 
population area. 1960 sales should be 175 
to 200 new and 400 used, Need only buy 
parts, accessories, shop and office equip- 
ment. This is a once in a lifetime deal— 
investment should be returned in one 
year, Write Box 1196, c/o Automotive 
News, Detroit 7. 














Foreign Car 


Distributorships 
Available 


Protected distributorships are 
available for states east of 


the Mississippi River. This low 
priced economy import has 
a tremendous sales potential, 
is backed by a large scale, 
national promotional program, 
and a full warranty. Car very 
successful in key sales test 


areas. Internationally repu- 
table manufacturer. Address 
letterhead to: Box 1163, c/o 
Automotive News, Detroit 7, 
Michigan. 





DEALERSHIPS AVAILABLE 





EARLY BIRDS! 
Make the Money! 


A few valuable factory franchises | 


open for VESPA automobiles in 


CONNECTICUT, NEW YORK, 

NEW JERSEY, PENNSYLVANIA, 

MARYLAND, DELAWARE AND 
WASHINGTON, D. C. 


Finest performing, most comfortable 
economy car on the road. Up to 60 
miles per gallon. Lowest priced car 
with the largest dealer profit! 


Write 
DAN MARCONI 


or 


Come by and see us at: 


1741 Broadway New York 19, N, Y, 
Circle 7-4455 





AUTO AGENCY FOR SALE—Smal! deal- 
ership handling DeSoto-Plymouth in cen- 


tral Florida. Sell parts stock and equip- j 


ment, Rent building, Harper Motor Co, 
Clermont, Florida. 


TEXAS — HANDLING CHEVROLET, 150 
unit dealership, approximately $40,0090~ 
Handling Ford, 150 unit dealership, ap- 
proximately $30,000 — Handling Buick, 
100 unit dealership—Handling Olds dual, 
150 unit dealership—others—Excellent 
opportunities for factory approvable op- 
erators. Prices are based on inventory. 
Confidential personal interviews only. 
Village Hotel, Suite 210, Eastland, Texas, 


AGENCY HANDLING RAMBLER — Llo- 
cated in Sheridan, Wyoming, all-Ameri- 
can city of 15,000 population, Splendid 
new and used car facilities. Rent $390. 
Aged owner selling at a very realistic 
figure. Phone: ORchard 4-9616 or 
ORchard 2-2224, Mr. Helvey. 


DEALERSHIP FOR SALE—lImported auto 
agency eastern Ohio, multiple line deal- 
ership, Handling Triumph, Hillman, Sun- 
beam, Austin, Austin-Healey, Austin 
Sprite, Riley, Jaguar, Borgward, Alfa 
Romeo and Lancia. Box 1136, c/o Auto- 
motive News, Detroit 7. 











TIRED OF FREEZING? South Florida is the 
answer, be your own boss. 

Imported sports car and sedan franchises 
available in several selected South Florida 
areas direct through distributors representing 
one of the world's largest manufacturers, 
Smaller areas require minimum $10,000 cash 
plus floor plan credit. Only good business 
people with top references need apply. Box 
1189, c/o Automotive News, Detroit 7. 





DEALERSHIP AVAILABLE — South Ala- 


bama, handling a ‘‘Big Two’’ line in 
prosperous area, will sell 150-200 units 
this year. Inventory and tools will be | 


under $17,000. Write Box 1120, c/o Auto 
motive News, Detroit 7. 


WELL ESTABLISHED DEALERSHIP | 


handling Pontiac and Rambler, midwest 
city 10,000. Excellent farm area, Finest 
sales and service building in city. Terms. 
Write: Broker, Box 1158, c/o Automotive 
News, Detroit 7. 


DEALERSHIP WANTED 


WILL PAY TOP CASH PRICE for Gen- 
eral Motors, Ford or Chrysler dealership 
of 500 or more new car potential. Have 


sufficient operating experience to assure | 


factory approval. Please send details in 
confidence. Box 1174, c/o Automotive 
News, Detroit 7. 


WANTED: A GM dealership within 15 


miles of Newark, New Jersey. About 150 | 


units. Box 1172, c/o Automotive News, 
Detroit 7. 

FORD, Florida east coast—100 to 300 new 
units, Will purchase part or all for cash. 
Confidential, Box 1188, c/o Automotive 
News, Detroit 7. 

FORD, Florida. 200 to 400 new units. Deal 
with principals only, Confidential, Box 
1190, c/o Automotive News, Detroit 7. 

WILL PAY CASH for Ford or Chevrolet 
dealership selling 500 or more new units. 
Factory approval assured. Box 1179, ¢/® 
Automotive News, Detroit 7._ 


DEALER SERVICES 








Let Military Acceptance 
Help You SELL 
MORE MILITARY PERSONNEL 


Military Acceptance Corporation will help 
you make more auto sales to Military per 
sonnel . . . because: 

1. We finance up to 36 months, 7 

2. Cars may be taken overseas without 

refinancing. 

3. We make auto loans, finance, 
finance, anywhere in the world, at low, 
money-saving rates, for officers and nom 
commissioned officers of pay gredes 5 
and above . . . on a simplified, nom 
recourse basis. 


MILITARY ACCEPTANCE CORP. 
Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—Telephone CApitol 5-6756 
“Worldwide Financing for ey Personnel 
USAA Insurance available 
to qualified officers) 








1960 Auto Costs! 


Discover how much your competitors’ caf 
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really cost. The book, "AUTO COSTS," givé | 


you the factory invoice prices of all 1960 
American cars, 25 foreign cars, 4 America® 
trucks, and all their equipment. Used bf 
dealers and banks nationwide, Order yout 
‘60 edition today for only $10—three yeaf 
subscription $18 (including all supplements). 


AUTO COSTS, Spencer \ a mama Company, | 
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Volkswagens ‘60 


Latest Models, Serials No. 2,800,000/and 
up. Immediate delivery, attractive prices, 
all colors. 


Buyers interested in continuous and steady 
supply for a specific area in any state, 
please write on your letterhead requesting 
our special form No. . 


Will ship and deliver 1/100 cars 
anywhere in U, S. 


ALL COMMERCE & 
TRADING CORP. 


120 Wall Street, New York 5, N. Y. 
BOwling Green 9-0636, TWX-NY 1-121! 
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@ Mode! year reports for obsolescence 
end return parts plan. 


@ Certified reports for tax, insurance and 
bank. 
The Service That Counts 


ALLIED INVENTORY CO., INC. 


7508 So. Cornell Ave. Chicago 49, Illinois 
TEL.—NOrmal 7-0065 








| 





TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power” booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WEbster 3-6445 


MERCEDES-BENZ 


We import and distribute direct. 
No middleman. 


ALL MODELS 1955 — 1960 


Cars are serviced and cleaned, ready 


for resale. Supply on hand. 


GLOBE AUTOMOTIVE 
IMPORTS, INC. 
Box 508, Montgomery, New York 
Telephone Newburgh JOhn 1-2248 
Cable GLOIMP 


PROFESSIONAL AUTOMOBILE MA N- 
AGEMENT. Short or long term contract 
dealership management. Guaranteed prof- 
its, guaranteed organization training, all 
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you need ’em— 


HERTZ 


has ’em! 





Furs? 


All in top shape, clean and sharp —real bell ringers! 
4 Chevys, Fords, Plymouths, Buicks, Cadillacs, Pontiacs. 
Sedans, hardtops, wagons and converts! 


You name it, we’ve got it—in fast-selling colors — 
equipped with power steering, R & H, automatic trans- 
mission, many with power brakes — the works! 


1958 and ’59 models are now available at Hertz offices 
across the country. 


CALL YOUR LOCAL HERTZ OFFICE TODAY 


or 
contact: Mr. I. E. Spatig, Hertz Car Leasing Division, 


125 N. Wabash, Chicago 4, IIl., Tel. DE 2-0420 
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CARS FOR SALE 


1960 
VOLKSWAGENS 


direct shipment to any port U. S. A. 
Our prices will be quoted you includ- 
ing cost, freight, insurance, customs 
duty and 


EXCISE TAXES PAID 
Equipped as Follows: 
leatherette interior ... tool kits ... 
mile speedometers . . . ASI wind- 
shields ... heaters ... turn signals 
.. + bumper rails . . . outside mirrors 

... wired for sealed beams. 








Write, Phone or Wire 


CIRCLE DISCOUNT CORP. 


4505 Wisconsin Ave., N.W. 
Washington 16, D. C. EMerson 2-7000 








1960 


Volkswagens 


IMMEDIATE DELIVERY 





call, wire or write ED HOGAN 


CURRY CHEVROLET 


3300 Broadway New York City 
ADirondack 4-6000 


Smee Bee ese Se ee es es we P 
sea ee Se Se eee es ee 





100 
VOLKSWAGENS 


DELIVERY FEBRUARY 
1960 MODELS 


Sedans, leatherette upholstery and double 
bumper, fully Americanized. 


$1,370 


Freight paid to any East and Gulf Coast 
port. Payment only against irrevocable 
letter of credit. 


MARSING & CO. m.b.H. 


18 Tesdorpfstrasse 
Hamburg 13, Germany 


Cable address: 
CHEMODAN HAMBURG 


EEE TEE EC 
CARS WANTED 


WANTED—ROLLS-ROYCE and BENT- 
LEY motor cars—Any year or type— 
“Largest official retailer in USA.’’ 
Messrs. Schaler & Waters, WA 6-1334, 
2000 N. Meridian St., Indianapolis, Ind. 

CADILLAC LIMOUSINES—NEED CLEAN 
’56, '57 and ’58s. Franz Ridgway, BEl- 
mont 4-6611, 2836 N, E, Sandy, Portland 
12, Oregon. 


PARTS FOR SALE 


AUTOMOTIVE BULB #1034, price $14.00 
per hundred; 67 bulb $7.00 per hundred; 
57 bulb $5.50 per hundred—packed 10 
to box. Postage prepaid. Acme Sales Co., 
Box 949, Camden 5, New Jersey. 


LLOYD PARTS—Orders shipped promptly. 
Al Lloyd Motors, Inc., Fort Lauderdale, 
Florida. Attention Dan Smith. 

BALL JOINT REPAIR KITS $18.00 per 
dozen sets (24)—For all late model cars. 
Order now for prepaid shipment, Acme 
Sales Co., Box 949, Camden 5, New 
Jersey. Buick, Chevrolet, Ford are hot. 
100% satisfaction guaranteed, 

CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 

LLOYD PARTS—complete stock, Prompt 
shipment, Greene County Motors, Cat- 
skill, New York, Phone: 2000, 


LLOYD PARTS—Discounts to dealers and 
garages, Pioneer Distributors, 2323 South 
Jefferson, St. Louis, Missouri. 


SHOP EQUIPMENT FOR SALE 














WASHMOBILE,. Like new—cheap, Thirty | 


used parts bins; John Bean alignment 
machine with new Visualiner heads, Ohio 
Valley Automotive, 3418 Reading Rd., 
Cincinnati, Ohio. 
ANTIQUE, CLASSIC CARS FOR SALE 
1947 CONTINENTAL 2-door sedan, This is 
in excellent shape both inside and out; 
250 miles on complete overhaul, Best of- 
fer accepted. Superior Motors, Inc., 1705 
Tower Avenue, Superior, Wisconsin. 
Phone: EXport 4-6648. 
TRUCKS FOR SALE 


10 TOW TRUCKS, Chevrolets, Dodges, 


Fords, GMCs—$700 to $2,400. Will Truck 
Sales, Fox Lake, Illinois, JUstice 7-5621. 
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MISCELLANEOUS 


the NEW and 


SUPERIOR 
BLUE ® CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 
LEADS IN SALES... 
VALUE AND... 
PERFORMANCE 


Dealers’ List Price 
Dealers’ Special Discount 25%. 


TRUCKS FOR SALE 


HOLMES WRECKERS 


1958 Int. A. C. 172 short nose cab, 525 crane 
& body, 5,000 miles, like new. 

1959 Int. 160, mud & snow tires, 2-speed axle, 
525 crane & body, 3,500 miles. 

1956 Int. 160, 15,000 Ib. winch & crane, one 
owner, like new. 

1958 Ford, new tilt cab over model 600, 525 
crane & body, sharp. 

1958 Ford 750, new 525 crane & body, 9.00x20 
mud & snow tires, 2-speed. 

New series Mél latest 6x6, 11.00x20 tires, 650 
crane & body, like new. 

1945 Ward LaFrance MI, large Gar Wood 
crane & winches—new L. F. Mack cab, truck 
runs and looks like new, 11.00x20 tires. 

6x6 army wrecker. 

1951 Dodge power wagon, 4-wheel drive, new 
motor and 400 Holmes crane & body, looks 
and runs good. 

We have a few Austin and Western unused 
hydraulic cranes, just the crane for loading 
and unloading—it is all the army uses for a 
wrecker. 

Parts, sales, service, installation— 
largest in the north. 
Phone: LA 4-194] 
SHELLY MOTOR SALES, 350 Ashland Rd., 
Mansfield, Ohio, Shelly Smith. 













































Dealers’ Net with 4 Standard 


plus 2 Large Adapter Clamps. $52.35 
Federal Excise Tax Included 


e 
THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 


Action 
Four Clamp Hook-Up 
Dealers’ List Price 
Dealers’ Special Discount 25%. 14.95 











TRUCK EQUIPMENT WANTED 


NEEDED — AUTOMOBILE TRANSPORT 
TRAILERS, Phone or write particulars: 
Interstate Transit Company, Box 9524, 
Portland 10, Oregon. CApital 2-9841, 


IDEAS 














—_—_—_—_—_—_—_—_—_—_——_—_—_—_——————— 
EVERYTHING'S BEEN SAID over and over 
again in dealer advertising but my columnist 
type ads are different. They enjoy volume of 
readership reached only by feature writers, yet 
do forceful, subtle selling job for all depart- 
ments. Although inexpensive, dealers report 
wonderful results, 90% of dealers renew for 
service each year—proof of unusual value. 
Exclusive rights may still be available to you. 
Write: Edward Fiske Co., 2 Depot Plaza, 
White Plains, N. Y. 















Dealers’ Net with 4 Standard 


plus 2 Large Adapter Clamps. $44.85 
Federal Excise Tax Included 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 


Phone WO. 2-5257 All Depts 
“Leaders in the Industry 











MISCELLANEOUS 


MOTORCYCLE 
ENGINES 


Brand New Harley-Davidson 
Model 1-40M engines. 
































































V type, twin cylinder, air cool- Since 1939" 

ed, 24 H.P. at 4200 R.P.M. In- Canad! istributor 

cludes carburetor, distributor, Eastern: hema Weatawe 

generator, voltage regulator, we, Wheels bed. ‘ oan Se A 
° es 

spark plugs, sprocket. Tevente, Gutarte 525 Main St. 








List Price $330 “manitoba” 


Our Price $95 


TEMPLE MOTOR SALES 
13230 Grand River 
Detroit 27, Michigan 


Phone: TExas 4-5800 









1,000 EMBOSSED BUSINESS CARDS, 


534 





$3.49. Free delivery, L-D Press, 
State St., Hammond, Indiana. 






SEE PAGE 42 
for the nation's 
TOP AUTO AUCTIONS 














OARS FOR SALE 


VOLKSWAGENS 


SEDANS AND SUNROOFS—LATEST MODELS 
Only $1,365 


c.i.f. U. S. East Coast and Gulf Ports—immediate delivery. 


All other VW Models and Types suppliable—Also other German cars 
such as Mercedes, Opel, Taunus, etc.—And all spare parts. 


lt will pay you to write to: 


FISCHER & HUTTER K.G. 


2 Glockengiesserwall 
HAMBURG 1, GERMANY 
Cables: HUFI Hamburg Bank and trade references available. 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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DOWGARD cooling system fluid is a premium 

product of The Dow Chemical Company. It does more 

for the cooling system than any other product available. 

Here’s why powGarp can be a top seller for you: 

1. It provides year ’round cooling system protection 
from 40°F. below to 240°F. above zero. 

. It provides top protection against rust and corrosion. 

. It eliminates seasonal need to add antifreeze, rust 
inhibitor and water. 

4. Research has pin-pointed an immediate market. 

5. Dow has lined up a marketing campaign, one of the 
largest for an automotive aftermarket product in years. 


W dN 


Product of long-range research. vowcarv 
cooling system fluid is a blend of quality chemicals, 





balanced inhibitor systems and specially-treated water, 
purer than distilled water. It gives top protection to all 
cooling system metals, including aluminum. It is an 
effective heat-transfer agent which maintains cooling 


Dow offers automotive dealers 


THE WORLDS FURST | 
YEAR ‘ROUND 


COOLING SYSTEM | 


Sales limited to service dealers. Sales 
1 backed by multi-million dollar adver- ? 
tising and promotion campaign! 





LU IUD 


DOWGARD 


A new, scientific formulation which gives 
year ’round protection against rust, cor- 
rosion, freezing and overheating! 


system efficiency at all driving loads and speeds. 


One of Dow’s automotive chemical laboratories is near 
Detroit, the world’s car capital. Dow specialists have 
been in constant touch with automotive development 
over the years, while supplying materials to major oil 
and automotive companies. 


Buyers ready. Market analysts, employed by Dow, 
noted a type of car owner, called the “Caretaker,” who 
is especially interested in the best protection for his car. 
The researchers reported that “Caretakers” as a group 
rely on servicemen of their choice for advice on proper 
car care and have respect for their recommendations. 
This market occurs in all parts of the country. 


Customers will ask for it. Dow advertising and 
publicity will tell millions of people about DOWGaRD. 
The highlights of this all-out marketing drive include: 

1. A new network television program. 

2. Colorful ads in Life, Look, The Saturday Evening 
Post and Reader’s Digest to introduce DOWGARD 
and reinforce customer interest. 

. Exciting ads in newspapers throughout the country. 

. Hard-hitting sales aids for dealers. 

. A public relations campaign which will result in news 
stories all over the country. 

6. A special sales force, assigned nation-wide to give 

maximum punch to sales efforts. 


Wm & Ww 


Here’s a once-in-a-lifetime opportunity! DOWGARD cool- 
ing system fluid can NOT be sold in cash-and-carry 
outlets. 


This attractive blue-and-white radiator cap is provided to dealers to place on cars after DOWGARD has been installed. 


It is a badge of prestige for the motorist and a reminder of the date for reservicing——> 


<> THE DOW CHEMICAL COMPANY + MIDLAND, MICHIGAN 


- endl 


” 


a major, new source of profits 






































* TRADEMARK 





You are the man. You can sell powGarp as part 
of a brand new service. Your serviceman will drain and 
service the cooling system and FILL IT COM= 
PLETELY with this new fluid. Then he will snap 
blue-and-white cap on the radiator cap with speci 
instructions and the date when re-servicing is due... 
one year from the date of installation. 


A package price. Dow will suggest a resale price’ 
for DOWGARD. For instance, the suggested price for 
car with a radiator capacity of 17 quarts would be 
$9.60. You will get price and capacity charts, contain- 
ing. suggested resale prices. 


Ground floor. The time is now. Don’t miss the 
chance to be among the first dealers in your area selling 
this product! - 
For information as to how you can be a charter dealer 
for DOWGARD, contact your jobber or write: National’ 
Brand Sales, Automotive Chemicals, THE DOW CHEMICAL 
CoMPANY, Midland, Michigan. 







YEAR "ROUND 
COOLING SYSTEM 
FLUID 








DOWGARD 















